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Downsizing 
spurs  IBM,  CA 
pricing  review 

Licenses  to  consider 
processor  usage 


BY  JOHANNA  AMBROSIO 

CW  STAFF 


IBM  and  Computer  Associates 
International,  Inc.  are  indepen¬ 
dently  weighing  formalized 
price  discounts  for  mainframe 
software  in  an  effort  to  sway  cus¬ 
tomers  who  are  entertaining 
downsizing  alternatives. 

Within  six  months,  IBM  is  ex¬ 
pected  to  formally  unveil  a  new 
pricing  scheme  called  partition- 
based  pricing,  analysts  and  users 
said.  This  pricing  model  charges 
customers  based  on  the  amount 
of  the  processor  resource  that 
the  software  package  consumes. 
Software  that  uses  less  than  half 
of  the  machine’s  power  would  be 
discounted. 

The  idea  is  to  give  customers 
who  have  mainframe  software  a 
price  break  in  order  to  entice 
them  to  keep  applications  run¬ 
ning  on  big  iron  instead  of  down¬ 
sizing  to  less  expensive  hard¬ 
ware  and  software. 

IBM  executives  were  not 
available  for  comment,  but  an 
IBM  spokesman  confirmed  that 
the  company  is  “improving” 
Continued  on  page  10 

Price  tweak 

An  example  of  how 

partition-based  pricing  works 

Computer  resources  on 
100-MIPS  machine 

(percent  of  system  throughput) 


40% 

DB2 


60% 

CICS 


CICS  would  not  be  discounted  since 
it  uses  60%  of  system  throughput. 

D82  would  be  discounted  because 
it  requires  less  than  half  of  the 
machine's  resources. 
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Windows  plan  pegs  enterprise 


BY  CHRISTOPHER  LINDQUIST 
and  ROSEMARY  HAMILTON 

CW  STAFF 

TUCSON,  Ariz.  —  Microsoft 
Corp.  Chairman  Bill  Gates  last 
week  unveiled  a  loosely  defined 
blueprint  designed  to  help  trans¬ 
form  Windows  from  a  DOS  shell 
into  a  robust  enterprisewide  ap¬ 
plications  platform. 

The  Windows  Open  Services 
Architecture,  or  WOSA,  is  in¬ 
tended  to  improve  Windows’  en¬ 
terprise  connectivity  by  allowing 
Windows  applications  to  commu¬ 
nicate  with  external  applica¬ 
tions,  such  as  databases  that  run 
on  non- Windows  platforms. 

Connectivity  would  occur 
transparently  to  the  user 


William  Mercer  McLeod 

Gates  offers  new  Windows  recipe 


through  “service  provider”  and 
application  programming  inter¬ 
faces  to  be  defined  by  Microsoft 
with  the  aid  of  third-party  devel¬ 
opers.  These  interfaces  map 
with  Microsoft’s  evolving  Win¬ 
dows  strategy,  according  to 


company  officials. 

“This  is  an  excellent 
thing,”  said  Alex  Mor¬ 
row,  general  manager 
of  cross-product  archi¬ 
tecture  at  Lotus  Devel¬ 
opment  Corp.  “Micro¬ 
soft  can  get  some 
valuable  input  from  us, 
which  is  a  good  thing  for 
them,  and  we  can  get 
our  requirements  in.  ” 
The  WOSA  initiative 
follows  Microsoft’s 
yearlong  effort  to  position  itself 
as  a  strategic  information  sys¬ 
tems  partner  and  overcome  a 
perception  that  Windows  is  little 
more  than  a  desktop  interface. 
Despite  having  approximately 
Continued  on  page  14 


CA  business  policies  anger  some  large  shops 


BY  JOHANNA  AMBROSIO 

CW  STAFF 


ISLANDIA,  N.Y.  —  Friction  over  Computer  Asso¬ 
ciates  International,  Inc.’s  licensing  and  pricing 
practices  has  heated  up  to  the  point  where  some 
accounts  said  they  will  no  longer  buy  CA  products 
or  will  seek  to  replace  the  products  they  have. 

Recent  interviews  with  more  than  two  dozen 
CA  users  selected  at  random  indicate  a  high  degree 
of  dissatisfaction  with  the  vendor’s  pricing  and  sup¬ 
port  practices.  At  least  six  of  those  users  said  they 
will  refrain  from  buying  any  more  CA  products  be¬ 
cause  of  those  practices. 

In  interviews  last  week,  CA  officials  down¬ 
played  the  complaints,  dismissing  some  of  them  as 
isolated  instances. 


Arnold  Mazur,  a  CA  executive  vice  president, 
told  Computerworld  he  is  unaware  of  widespread 
customer  dissatisfaction.  CA,  he  said,  is  not  losing 
any  “meaningful”  number  of  customers.  Mainte¬ 
nance  renewal  rates  range  in  the  “upper”  90th 
percentile,  he  added.  The  nonrenewals,  he  said, 
are  primarily  due  to  migration  or  data  center  clo¬ 
sures. 

“I’m  concerned  about  the  loss”  of  any  custom¬ 
er,  Mazur  said,  “but  we’ve  never  experienced  any 
kind  of  decline.” 

Some  of  the  users  who  have  gone  so  far  as  to 
erect  policies  barring  any  new  CA  software  from 
entering  their  shops  —  including  those  at  a  major 
insurance  firm,  industrial  concern  and  state  agency 
—  requested  anonymity.  But  others  went  public. 

Continued  on  page  12 


Microsoft  E-mail  glitches  irk  key  user 

Memory  limitations  in  2. 1  interfere  with  large-group  messaging  efforts 

BY  JOANIE  M.  WEXLER 


CW  STAFF 


TORONTO  —  Microsoft 
Corp.’s  largest  electronic-mail 
user  in  North  America  is 
steamed  about  the  developer’s 
refusal  to  address  Microsoft  Mail 
2.1’s  inability  to  send  messages 
longer  than  three  pages  or  dis¬ 
tribute  them  to  hundreds  of  us¬ 


ers  simultaneously. 

Neville  Pereira,  supervisor  of 
Ontario  Hydro  Research  Divi¬ 
sion’s  integrated  computing 
environment  here, 
explained  that  users 
are  unable  to  send 
long  messages  or 
distribute  them  net¬ 
workwide.  This 
glitch  was  not  reme¬ 
died  in  the  upgrade 
of  his  140  E-mail 
post  offices  to  Mi¬ 
crosoft  Mail  2.1  after  Microsoft 
acquired  his  E-mail  vendor,  Net¬ 
work  Courier  maker  Consumers 
Software,  Inc.,  last  March. 

“When  you  open  a  window  to 
the  mail  program  and  try  to  send 
a  message  to  everyone  on  the 


system,  you  get  an  ‘out  of  memo¬ 
ry’  message,”  Pereira  explained. 
“You  compose  this  whole  mes¬ 
sage,  and  then  the  system  tells 
you  it  can’t  send  it.” 

Pereira  said  he 
considers  Microsoft 
officials’  explanation 
that  “they  have  all 
their  resources  fo¬ 
cusing  on  Microsoft 
Mail  3.0  instead”  an 
example  of  “poor 
business  practice 
and  inattention  to  customer  ser¬ 
vice.” 

Microsoft  told  Computer- 
world  it  does  not  intend  to  fix 
Mail  2.1,  which  would  mean  re¬ 
compiling  it  with  the  large  mem- 
Continued  on  page  16 


IBM  uncovers 
bogus  parts 
in  AS/400s 

Illegal  use  of  duplicate 
serial  numbers  alleged 


BY  SALLY  CUSACK 

CW  STAFF 


ARMONK,  N.Y.  —  IBM  con¬ 
firmed  last  week  that  it  has  un¬ 
covered  duplicate  Application 
System/400  serial  numbers  on 
system  components  at  an  undis¬ 
closed  customer  site  and  has  be¬ 
gun  to  investigate  third-party  re¬ 
sellers. 

The  situation  revolves 
around  a  single  unidentified  third 
party’s  use  of  duplicate  serial 
numbers  for  the  alleged  purpose 
of  concealing  stolen  parts. 

Phil  Grise,  manager  of  hard¬ 
ware  practices  at  IBM  U.S.,  said 
that  since  mid-January,  IBM  has 
found  an  undetermined  number 
of  AS/400  9406  Model  B  proces¬ 
sors  with  serial  numbers  that  are 
identical  to  those  imprinted  on 
valid  9406  Model  D  processors 
located  at  other  U.S.  sites. 

“We  concluded  that  some¬ 
thing  was  wrong.  It  either  had  to 
be  a  clerical  error,  or  something 
was  taking  place  we  didn’t  un¬ 
derstand,”  Grise  explained. 

Acknowledging  that  duplicate 
system  numbers  could  be  gener¬ 
ated  by  clerical  error,  Frank 
Dzubeck,  president  of  Communi- 
Continued  on  page  16 
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Nabisco's  Jim  Chambers 

didn’t  take  a  cookie-cutter  ap¬ 
proach  to  boosting  sales  pro¬ 
ductivity.  Page  12. 
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4  A  team  of  virus  busters 
leads  authorities  to  two  Cor¬ 
nell  student  virus  authors. 

6  Compaq  launches  an  af¬ 
fordable  line  of  desktop  com¬ 
puters  and  servers  that  may 
be  its  lifesaver. 

8  To  celebrate  Sun’s  10th 
birthday,  users  give  the  ven¬ 
dor  advice  on  how  to  keep  its 
leading  edge. 

1 0  Without  a  compiler, 
Borland’s  dBase  IV  1.5  for 
DOS  offers  limited  entice¬ 
ments. 

1  2  Nabisco  gains  a 
VAST  competitive  edge  with 
a  set  of  sales  applications. 

14  DEC  kept  VAX/VMS 
users  in  mind  when  it  planned 
its  RISC  Alpha  attack  by 
arming  the  version  with  32 
bits  of  address  space. 

1  5  Microsoft’s  rollout  of 
C/C+  +  7.0  serves  two 
purposes:  competition  for 
Borland  and  a  cure  for  user 
complaints. 

1 6  IBM  takes  the  stance 
that  OS/2  need  not  compete 
with  Windows  —  it  can 
stand  alone. 

20  Mellon  Bank  ’s  new 

15  chief  is  reevaluating  the 
bank’s  role  as  outsourcer, 
following  the  failure  of  a  key 
customer. 

24  Check  imaging  is  gath¬ 
ering  momentum  among 
banking  institutions  such  as 

Fleet /Norstar,  Michigan 
National  and  BayBanks. 


Quotable 

“¥  am  reasonably 
1  sure  I  will  not 
buy  any  new  CA 
products.  I  don’t  be¬ 
lieve  they’re  custom¬ 
er-focused.  ” 

JOHN  WOOD 
ROYAL  BANK  OF  CANADA 

On  CA 's pricing  and  licensing 
policies.  See  story  page  1. 
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Software’s  PFS:Window- 
Works  offer  integrated 
office  applications  at  a  good 
value.  Window  Works  is 
stronger  on  word  processing, 
while  Works  provides  better 
ease  of  use. 
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43  San  Jose  Medical 
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tracking  duties  faster  with 
Vines. 
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The  5th  Wave 


Real  Progsmmers  don't  use  micros.  If  it  weren't  for 
mamfr am  dektrs,  there  wculdn’t  be  time  togpto 
the  hithram  or  talk  to  all  the  other  Boil  Progrdmmers. 


EXECUTIVE  BRIEFING 


■  Microsoft  responds  to  concerns  that 
Windows  isn’t  being  used  in  mission-critical 
corporate  applications  by  outlining  a  plan  to 
let  it  connect  better  to  the  outside  world.  Us¬ 
ers  so  far  are  noncommittal  about  the  blue¬ 
print,  while  developers  say  they’re  already 
swimming  in  interface  requirements.  Micro¬ 
soft  also  acknowledges  gripes  from  a  key 
Mail  user  about  the  product’s  problems  sup¬ 
porting  long  messages.  Page  1. 

■  Sophisticated  POS  systems,  handheld 
computers,  self-service  kiosks  and  other 
new  technologies  are  turning  up  at  checkout 
lines,  ticket  counters,  gas  pumps  and  else¬ 
where  with  increasing  regularity.  Technol¬ 
ogies  from  electronic  shopping  cart  screens 
to  customer  tracking  cameras  help  compa¬ 
nies  plan  product  placement,  follow  purchase 
trends  and  improve  customer  service.  Page 
61. 


■  Some  CA  customers  are 
going  public  with  com¬ 
plaints  about  licensing  and 
pricing  policies,  criticizing  the 
vendor  as  inflexible  and  cost¬ 
ly.  But  a  CA  official  vigorously 
disputes  the  charges,  saying 
CA  has  held  down  price  in¬ 
creases  and  offered  many 
payment  options.  Complaints 
are  a  natural  result  of  disrup¬ 
tions  caused  by  CA’s  many  ac¬ 
quisitions,  he  says.  Page  1. 

■  Two  computer  virus  au¬ 
thors  are  arrested  for 
launching  an  annoying  virus 
over  the  Internet.  The  al¬ 
leged  authors  were  tracked 
down  by  an  unofficial  team  of 
Mac  virus  busters.  Page  4. 

■  IBM’s  effort  to  change 
the  rules  with  fast  but  pric¬ 
ey  PS/2s  based  on  a  propri¬ 
etary  chip  isn’t  generating 
much  enthusiasm  among  us¬ 
ers.  Page  6. 

■  The  state  of  California 

signed  an  outsourcing  con¬ 
tract  with  ISSC  to  ease  the 
caseload  for  the  state’s  De¬ 
partment  of  Social  Services. 

Page  16. 

■  IBM’s  imaging  system 
rolls  out  in  banking  as 

Michigan  National  begins 
sending  consumers  images  of 
their  checks.  Similar  services 
are  soon  expected  to  start  up 
in  Rhode  Island  and  Massa¬ 
chusetts.  Page  24. 

■  With  Alpha  announced, 

DEC  turns  to  the  task  of  mi¬ 
grating  its  VAX/VMS  base  to 
the  new  64-bit  chip.  DEC  is 
providing  32-bit  virtual  ad¬ 
dressing  to  smooth  the  road. 
Page  14. 

■  The  password  to  get 
into  the  retail  sector  is 


X/Open.  A  trio  of  major  re¬ 
tailer  chains  —  Burlington 
Coat  Factory,  Wal-Mart  and 
J.  C.  Penney  —  now  say  ven¬ 
dors  need  to  comply  with  the 
application  portability  stan¬ 
dards  of  X/Open.  Page  44. 

■  IS  managers  have  to  set 
records  management  poli¬ 
cies  with  an  eye  toward  the 
day  when  federal  investiga¬ 
tors  might  show  up  demand¬ 
ing  the  records  that  were 
trashed  yesterday.  Page  71. 

■  Networks  based  on 
SMDS  may  be  taking 
shape  later  this  year.  Bell¬ 
core  has  released  its  second 
set  of  specs  for  such  net¬ 
works.  Page  45. 

■  On  site  this  week:  Cost: 
$3  million.  Savings:  $50  mil¬ 
lion.  Nabisco  defies  recession 
by  arming  its  salesclerks  with 
handheld  terminals  to  collect 
data  that  helps  stores  sell  and 
stock  products  more  effec¬ 
tively.  Page  12.  The  IRS  is 
finding  that  old  Cobol  systems 
can  be  modernized  much  fast¬ 
er  than  systems  can  be  built 
from  scratch.  Page  51. 
Moving  application  develop¬ 
ment  from  a  mainframe  plat¬ 
form  to  PCs  translates  into  a 
15%  gain  in  productivity  at 
Blue  Cross/Blue  Shield  of 
Virginia.  Page  37.  Laptop 
computers  may  be  nice,  but 
Continental  Insurance  wants 
more.  The  company  feels  it 
can  get  more  out  of  portable 
PCs  once  the  pieces  come  to¬ 
gether  in  the  pen-based  com¬ 
puting  sector.  Page  42. 
IBM’s  SNA  may  not  be  in  for 
a  long-term  run  at  Bank  of 
Vermont,  but  the  institution 
is  finding  ways  to  keep  the 
network  up  and  running  until 
SNA’s  time  runs  out.  Page 
45. 
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for  good  reason. 

Thousands  of  companies  — 
including  American  Express, 

The  Dow  Chemical  Company, 
AT&T  and  97  of  the  Fortune  100 
companies  —  have  saved 
tremendous  amounts  of  time 
and  money  by  sorting  with 
Syncsort. 
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For  over  20  years,  Syncsort 
has  been  the  Number  One 
sorting  company,  consistently 
outperforming  all  competition. 
Year  after  year,  customers  have 
given  Syncsort  the  highest  marks 
for  reliability,  efficiency,  ease  of 
installation,  ease  of  use,  technical 
support,  and  user  education. 
Working  in  partnership  with 
businesses  of  all  sizes,  Syncsort 
helps  them  get  the  fastest,  most 
efficient  sorts. 

For  increased  productivity 
and  greater  savings,  choose  the 
sorting  solution  that  the  Fortune 
100  turn  to  first... Syncsort. 
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Apple  to  woo  developers  with  7.0  details 


BY  JAMES  DALY 

CW  STAFF 


NAPA,  Calif.  —  Apple  Comput¬ 
er,  Inc.  will  assemble  the  cream 
of  its  systems  software  team  this 
week  for  a  two-day  analysts’ 
briefing  that  will  spell  out  impor¬ 
tant  new  elements  in  System  7.0 
that  are  slated  to  take  shape  dur¬ 
ing  the  next  18  months,  Apple 
officials  confirmed  last  week. 

The  company’s  latest  strate¬ 
gy  for  its  operating  system’s 
evolution  involves  snap-on  ex¬ 
tensions  whereby  users  and  de¬ 
velopers  can  choose  to  either 
add  or  ignore  advanced  func¬ 
tions.  Topping  this  week’s  agen¬ 
da  will  be  information  on  upcom¬ 
ing  extensions  such  as  the  Open 
Collaboration  Environment, 
which  will  feature  a  set  of  appli¬ 
cation  programming  interfaces 
that  developers  can  use  to  link 


disparate  applications. 

Apple  already  offers  multime¬ 
dia  capabilities  with  Quicktime, 
an  extension  designed  to  make 
the  integration  of  sound,  video 
and  animation  into 
Macintosh  applica¬ 
tions  more  afford¬ 
able  and  accessible. 

The  offering  of 
tantalizing  new  de¬ 
tails  on  System  7.0’s 
evolution  will  serve 
as  important  ad¬ 
vance  work  for 
May’s  developer 
conference,  where 
Apple  must  present 
solid  arguments  that 
can  stop  the  hemor¬ 
rhage  of  developers 
moving  research  dollars  to  the 
potentially  more  lucrative  Win¬ 
dows  3.0  platform. 

Microsoft  Corp.’s  Windows 


3.0  interface  offers  more  than  60 
million  DOS  users  many  of  the 
graphical  ease-of-use  character¬ 
istics  once  available  exclusively 
on  Apple’s  Macintosh.  Since  its 
May  1990  debut, 
Windows  3.0  has 
sold  nearly  10  mil¬ 
lion  copies,  accord¬ 
ing  to  Microsoft. 

“Apple  is  abso¬ 
lutely  worried 
[about]  holding  onto 
developers.  That’s 
the  whip  driving  this 
briefing,”  said 
Pieter  Hartsook, 
editor  of  “The  Hart¬ 
sook  Letter”  in  Ala¬ 
meda,  Calif. 

Apple  officials 
confirmed  that  they  are  doing 
everything  they  can  to  make  the 
Macintosh  platform  financially 
attractive  to  developers.  “We’re 


absolutely  on  the  side  of  the  soft¬ 
ware  developer  —  we  care 
about  your  profitability,”  Apple 
Vice  President  Roger  Heinen 
told  a  meeting  of  the  Washington 
Software  Association  last  week. 

So  far,  Apple’s  greatest  en¬ 
ticement  for  persuading  soft¬ 
ware  developers  to  stick  with 
the  Macintosh  has  been  the  well- 
regarded  System  7.0,  which 
boasts  multitasking,  file-sharing, 
virtual  memory,  32-bit  address¬ 
ing  and  a  revamped  scalable  font 
technology  called  Truetype.  Us¬ 
ers  scooped  up  the  system  rapid¬ 
ly;  the  Cupertino,  Calif. -based 
firm  claims  to  have  shipped  2 
million  copies  since  the  rollout. 

This  strategy  is  causing  con¬ 
sternation  among  some  users, 
who  fear  added  support  costs 
and  administrative  confusion. 
“There  will  be  no  consistency 
because  everyone  will  have  a 


Heinen:  ‘We  care 
about  developers’ 
profitability’ 


slightly  fragmented  version  of 
System  7.0,”  said  Mike  Bailey,  a 
systems  integrator  at  Lockheed 
Corp.’s  Missile  and  Space  Divi¬ 
sion  in  Sunnyvale,  Calif.  “Spread 
out  a  couple  of  hundred  Macs 
over  a  few  buildings,  and  you 
aren’t  going  to  have  a  clue  what 
they  all  have.” 

Another  of  Apple’s  key  strat¬ 
egies  for  hanging  on  to  develop¬ 
ers  in  the  past  year  has  been  to 
increase  the  installed  base  by 
drastically  slashing  the  price  of 
the  Macintosh.  The  result  is  that 
while  sales  in  the  personal  com¬ 
puter  industry  overall  have  been 
generally  flat,  Macintosh  sales 
have  soared.  “We  want  develop¬ 
ers  to  have  plenty  of  people  to 
sell  to,”  Heinen  said. 

Heinen  also  denied  reports 
that  the  life  cycle  of  the  Macin¬ 
tosh  may  be  near  its  end.  He  not¬ 
ed  in  an  aside  that  Apple  intends 
to  get  into  the  personal  electron¬ 
ics  business,  adding,  “We’re  ab¬ 
solutely  not  killing  the  Macin¬ 
tosh.” 


Mac  virus  busters  help  nab  two  suspects 


BY  MICHAEL  ALEXANDER 

CW  STAFF 


ITHACA,  N.Y.  —  An  unofficial 
team  of  Apple  Computer,  Inc. 
Macintosh  virus  busters  scored  a 
victory  last  week  by  leading  au¬ 
thorities  to  two  virus  authors 
and  providing  information  that 
led  to  their  arrests. 

This  is  one  of  the  rare  in¬ 
stances  in  which  a  virus  author 
has  been  arrested  for  creating 
and  disseminating  a  vi¬ 
rus,  said  Eugene  Spaf- 
ford,  a  member  of  the 
Macintosh  virus  team. 

Spafford  is  also  an  assis¬ 
tant  professor  of  com¬ 
puter  science  at  Purdue 
University  in  West  La¬ 
fayette,  Ind. 

David  S.  Blumenthal 
and  Mark  A.  Pilgram, 
both  19  and  sopho¬ 
mores  at  Cornell  Uni¬ 
versity,  were  arraigned 
on  Feb.  24  and  charged 
with  computer  tamper¬ 
ing  in  the  second  de¬ 
gree,  a  misdemeanor. 

Other  charges  will 
probably  be  filed  after 
the  investigation  is 
completed,  a  Cornell 
public  safety  officer 
said.  The  Federal  Bu¬ 
reau  of  Investigation  is  also 
probing  the  incident. 

The  students,  who  were  ar¬ 
rested  and  released  on  bail,  face 
a  maximum  penalty  of  one  year 
in  jail,  the  public  safety  officer 
said.  The  pair  is  accused  of  cre¬ 
ating  a  Macintosh  virus  called 
MBDF-A,  deliberately  infecting 
two  computer  games  with  the  vi¬ 
rus  and  using  a  third  game  as  a 
Trojan  horse  to  transport  the  vi¬ 
rus.  The  students  created  all 
three  games  as  well. 

The  virus  infects  the  Macin¬ 


tosh’s  operating  system  soft¬ 
ware  file  and  other  applications 
by  attaching  itself  to  other  pro¬ 
grams.  It  was  not  designed  to  de¬ 
stroy  data  but  could  cause  some 
infected  programs  to  malfunc¬ 
tion  and  perhaps  cause  system 
crashes,  said  Jeffrey  Shulman,  a 
team  member  and  author  of  a 
shareware  program  called  Virus- 
Detective,  published  by  Shulman 
Software  Co.  in  Morgantown, 
W.Va. 


The  three  games  —  Obnox¬ 
ious  Tetris,  Tetricycle  and  Ten 
Tile  Puzzle  —  were  launched 
from  a  computer  at  Cornell  via 
the  Internet  and  deposited  in 
several  computerized  archival 
systems  around  the  world,  in¬ 
cluding  one  called  Sumex-Aim  at 
Stanford  University. 

“I’d  say  more  than  200  peo¬ 
ple  downloaded  the  games  in  a 
couple  of  days,”  said  William 
Lipa,  a  team  member  who  ad¬ 
ministers  the  Macintosh  file  sec¬ 
tion  of  the  Sumex-Aim  system 


at  Stanford  University. 

A  mathematics  professor  in 
Wales  downloaded  the  games, 
discovered  they  were  infected 
and  sent  copies  of  the  virus  for 
analysis  to  John  Norstad,  a  team 
member.  Norstad  is  the  author 
of  Disinfectant,  an  antivirus 
freeware  package,  and  a  net¬ 
work  analyst  at  the  academic 
computing  center  at  Northwest¬ 
ern  University  in  Evanston,  Ill. 

Norstad  alerted  Lipa,  who 
determined  that  the 
games  had  been  trans¬ 
mitted  from  Cornell. 
“It  was  very  easy  to  see 
where  they  had  pur¬ 
portedly  been  E-mailed 
from,  which  was  an  ac¬ 
count  at  Cornell,”  Lipa 
said. 

Other  team  mem¬ 
bers  notified  Cornell  of¬ 
ficials,  who  immediate¬ 
ly  began  their  own 
investigation.  The  logs 
of  computer  systems  in 
a  computer  laboratory 
confirmed  that  the  vi¬ 
rus  had  been  released  at 
Cornell,  a  university 
spokeswoman  said. 
“Both  [students]  were 
employed  at  the  com¬ 
puter  information  lab, 
and  it  is  believed  that 
one  of  the  computers  in  the  lab, 
of  which  one  of  the  guys  was  an 
operator,  was  used  to  launch 
this,”  the  spokeswoman  said. 
Following  the  discovery,  the  stu¬ 
dents  were  arrested,  their 
rooms  searched,  and  computer 
equipment  and  disks  confiscated. 

Cornell  received  national  at¬ 
tention  in  November  1988  when 
Robert  T.  Morris,  then  a  com¬ 
puter  science  graduate  student, 
injected  a  worm  program  into 
the  Internet  and  caused  thou¬ 
sands  of  computers  to  crash. 


43% 


Infectious  intentions 

Viruses  are  introduced  into  company 
computers  in  a  variety  of  ways 

Percentage  of  sites  (Base:  602) 

Multiple  responses  allowed 

Disk  from  home . 

Electronic  bulletin  board . 

Disk  from  sales  demo . 

Disk  from  repair  or  service  person. 

Disk  from  shrink-wrapped  application..] 

Other  download . 

Intercompany  disk . 

Purposely  planted  on  disk . 

Came  with  PC . 

Disk  from  other  source . 

Don’t  know/Didn’t  respond . 

Source:  National  Computer  Association  CW  Chart:  Michael  Siggins 
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Conrades  departure  reflects 
overhaul  of  IBM  exec  ranks 


BY  NELL  MARGOLIS 

CW  STAFF 


ARMONK,  N.Y.  —  Erosion  of 
IBM’s  executive  suite  acceler¬ 
ated  last  week  when  30-year 
veteran  and  Senior  Vice  Presi¬ 
dent  George  Conrades,  who  un¬ 
til  recently  was  viewed  as  most 
likely  to  succeed  Chairman  John 
Akers,  left  the  firm. 

Conrades  said 
he  is  taking  early 
retirement  to 
mull  over  a  pano¬ 
ply  of  career  op¬ 
portunities.  His 
announcement 
came  less  than  a 
week  after  IBM 
World  Trade 
head  C.  Michael 
Armstrong,  wide¬ 
ly  seen  as  having 
donned  Con¬ 
rades’  former 
“heir  apparent” 
mantle,  jumped 
ship  to  take  on 
stewardship  of  Hughes  Aircraft 
Co.  [CW,  Feb.  24], 

Conrades’  departure  packed 
less  of  a  punch  than  did  Arm¬ 
strong’s  midmonth  stunner, 
largely  because  it  had  been  antic¬ 
ipated  since  his  November  de¬ 
motion  from  head  of  U.S.  opera¬ 
tions  to  a  lesser  marketing  post. 

Jim  Marston,  chief  informa¬ 
tion  officer  at  American  Presi¬ 
dent  Cos.  in  Oakland,  Calif.,  said 
the  sudden  thinning  of  IBM’s  top 
ranks  gives  all  information  sys¬ 
tems  managers  reason  to  reflect. 
“These  are  obviously  the  stron¬ 
gest  executives  at  IBM,  and  they 
at  least  believe  their  fortunes  lie 
elsewhere,”  he  said. 

The  executive  exodus  is  a 


healthy  sign  of  an  IBM  “truly  go¬ 
ing  down  the  path  it  said  it  would 
be  going  down,”  said  Peter  Bur¬ 
ris,  an  analyst  at  Framingham, 
Mass.-based  market  research 
firm  International  Data  Corp. 

IBM’s  old  guard  not  only  was 
formed  by  decades  of  traditional, 
hierarchical  corporate  culture, 
but  it  also  “came  of  age  during  an 
era  when  IBM  was  terrified  of 
the  [U.S.]  De¬ 
partment  of  Jus¬ 
tice,”  Burris  said. 
The  govern¬ 
ment’s  antitrust 
suit  against  IBM, 
filed  in  the  late 
1960s,  shadowed 
more  than  a  de¬ 
cade  of  IBM  oper¬ 
ations  before  it 
was  dropped  in 
the  final  days  of 
1981.  “They 
learned  to  shrink 
from  the  appear¬ 
ance  of  competi¬ 
tion,”  given  the 
constant  threat  of  antitrust  ac¬ 
tions,  Burris  said. 

The  old  guard  also  came  into 
power  during  the  era  of  main- 
frame-oriented,  glass-house  IS 
control  —  a  factor  that  has 
caused  a  host  of  users  and  ana¬ 
lysts  to  question  during  recent 
weeks  whether  the  virtual  cul¬ 
tural  revolution  IBM  outlined  in 
December  can  succeed  under 
any  leaders  whose  roots  are 
deep  Blue. 

Burris  said,  “We  are  very 
quickly  going  to  see  a  new  mana¬ 
gerial  animal  emerge  at  IBM  — 
capable  of  forcing  change  and 
managing  it  —  hopefully  while 
still  keeping  the  company’s  basic 
[service-oriented]  tenets.” 


Conrades  will  mull  over 
career  opportunities  after 
leaving  IBM 
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These  days,  it  seems  almost  everyone  has  a  favorite  Graphical  User  Interface  (GUI). 
And  most  organizations  also  have  non-graphical  user  interfaces  running  on  block  mode 
terminals,  character  mode  terminals  and  PCs.  Which  usually  means  that  developers 
must  spend  months  rewriting  each  application  for  each  incompatible  system. 

Unless  the  applications  are  built  with  Oracle®  Tools. 

An  application  developed  with  Oracle  Tools  automatically  adapts  to  the  native  look 
and  feel  of  the  computer  on  which  it  runs.  On  Sun,  IBM,  DEC,  HP,  PCs,  Macintosh  and 
virtually  any  other  computer.  Even  on  character  and  block  mode  terminals.  All  without 
changing  a  single  line  of  code. 

Today,  Oracle  Tools  like  SQL*Forms  and  SQL*Menu  work  with  Microsoft  Windows 
and  Presentation  Manager.  And  they  fully  support  Motif,  Open  Look,  Macintosh,  block 
mode  and  character  mode. 

So  your  applications  can  be  deployed  across  all  the  computers  in  your  organization. 
Your  users  can  take  full  advantage  of  their  GUI  without  having  to  be  re-trained.  And  your 
programmers  don’t  waste  time  recoding  applications  for  each  user  interface. 

Call  1-800-633-1072  Ext.  8156  to  receive  the  free,  complete  Oracle  Tools  Information 
Kit,  illustrating  the  full  capabilities  of  our  Oracle  Tools. 

It’ll  show  you  exactly  how  to  solve  any  GUI  mess  once  and  for  all. 
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Compaq  boxes  stress  pricing 

Desktop,  server  systems  priced  within  5%  to  10%  of  direct  marketers*  tags 


BY  CAROL  HILDEBRAND 

CW  STAFF 

HOUSTON  —  Compaq  Com¬ 
puter  Corp.  this  week  will  unveil 
a  wave  of  aggressively  priced 
desktop  and  server  systems  that 
analysts  and  users  said  could 
help  it  find  a  safe  port  from  last 
year’s  troubles. 

Compaq’s  new  Deskpro  M 
desktop  is  based  on  Intel  Corp.’s 
33-MHz  80386  chip,  while  the 
SystemPro/LT  servers  were  de¬ 
signed  around  Intel’s  33-MHz 
386DX,  25-MHz  I486SX  and 
33-MHz  486DX  chips.  The 
three  SystemPro/LTs  will  for 


the  first  time  be  equipped  with 
Compaq’s  Intelligent  Disk  Array 
(IDA)  technology. 

Compaq  is  also  expected  to  in¬ 
troduce  tomorrow  desktop  and 
server  products  using  Intel’s 
new  DX2  dual-speed  chip.  Nu¬ 
merous  other  vendors  —  such  as 
IBM,  AST  Research,  Inc.  and 
Everex  Systems,  Inc.  —  are  ex¬ 
pected  to  offer  systems  based  on 
Intel’s  new  chip  as  well. 

Pricing  on  the  new  machines 
will  be  critical.  Analysts  agreed 
that  Compaq’s  primary  chal¬ 
lenge  is  to  bring  its  pricing  with¬ 
in  5%  to  10%  of  direct  market¬ 
ers  while  convincing  customers 


Get  SMART 


Compaq’s  much  vaunted  new  focus  on  the  customer  has 
prompted  an  explosion  in  size  in  its  customer  support 
group,  which  has  zoomed  from  zero  to  about  100  em¬ 
ployees  in  the  past  year.  To  assist  the  group’s  efforts, 
Compaq  last  week  announced  installation  of  a  large- 
scale  help  desk  automation  system  based  on  Inference  Corp.’s 
computer-aided  software  engineering-based  reasoning  shell, 
CBR  Express. 

The  knowledge-based  tool  contains  information  on  all  Com¬ 
paq  products  as  well  as  tools  from  such  companies  as  Novell, 
Inc.,  Banyan  Systems,  Inc.,  Microsoft  Corp.  and  The  Santa 
Cruz  Operation.  The  system,  Support  Management  Automated 
Reasoning  Technology  (SMART),  helps  automate  the  process¬ 
es  that  support  personnel  use  and  adds  intuitive  help. 

For  example,  SMART  automatically  generates  relevant 
questions  for  the  firm  representative  to  ask  the  customer,  inter¬ 
prets  the  answer  through  use  of  natural-language  support,  de¬ 
termines  the  most  likely  problem  and  recommends  a  course  of 
action. 

The  Microsoft  Windows-based  application  supports  a  client/ 
server  architecture  running  on  workstations.  Currently  in  use 
at  all  North  American  support  operations,  the  company  will  de¬ 
ploy  it  throughout  its  23  worldwide  subsidiaries  this  year. 

CAROL  HILDEBRAND 


that  it  is  adding  enough  quality 
and  technical  savvy  to  warrant  a 
slight  price  delta.  The  new  sys¬ 
tems  meet  the  price  points,  ana¬ 
lysts  said. 

“These 
[new  Desk- 
pros]  will  be 
affordable  for 
the  desktop 
user,’’  said 
John  Dunkle, 
an  analyst  at 
Workgroup 
Technologies, 

Inc.  in  Hamp¬ 
ton,  N.H.  — 

Ken  Sandlin,  computer-aided 
design  manager  at  Brand  and  Al¬ 
len  Architects  here,  was  im¬ 
pressed  both  by  the  $12,000 
price  point  for  an  arrayed  Sys- 
temPro/LT  and  by  the  capabili¬ 
ties  of  a  desktop  machine  run¬ 
ning  graphics  on  a  dual-speed 
processor. 

“For  an  IDA  machine,  those 


T  DOESN’T 
make  sense  to  be  a 
Rolex  and  a  Ti¬ 
mex  at  the  same  time.” 

GIAN  CARLO  BISONE 
COMPAQ 


are  good  prices,”  he  said. 

Gian  Carlo  Bisone,  vice  presi¬ 
dent  of  corporate  marketing  at 
Compaq,  emphasized  that  the 
company  was  aiming  to  be  com¬ 
petitive  across  the  board,  not 
just  at  the  low  end.  “It  doesn’t 
make  sense  to  be  a  Rolex  and  a 
Timex  at  the  same  time,”  he 
said.  “We  have  to  be  competitive 
across  the  board.” 

While  de¬ 
tails  were  not 
made  avail¬ 
able,  sources 
said  four  dual¬ 
speed  System- 
pro/LT  serv¬ 
ers  will  debut. 
There  will  be 
two  single 

drive  servers 

-  —  in  210M- 

and  510M-byte  configurations 
—  and  two  systems  with  disk  ar¬ 
rays,  offering  up  to  1G  byte. 
Standard  on  the  dual-speed 
Deskpro  will  be  a  graphics  con¬ 
troller,  called  QVision,  running 
on  a  local  bus  at  50  MHz.  QVi¬ 
sion  will  be  offered  as  an  option 
on  other  models  of  the  Deskpro 
M  family. 


Price  conscious 

Compaq  is  pushing  to  be  a  price  leader  across  the  desktop  and 
network  server  arenas  _ _ _ _ 


Storage 

Price 

Deskpro  M  386/33 

None 

$2,799 

(4M  bytes  RAM  and 

60M  bytes 

$3,099 

16K-byte  cache) 

120M  bytes 

$3,399 

SystemPro/LT  386/33 

210M  bytes 

$4,999 

510M  bytes 

$6,799 

SystemPro/LT 

386/33 

680M  bytes 

$8,399 

(all  include 
Intelligent  Disk 
Array) 

486SX/25 

680M  bytes 

$9,499 

486/33 

1,020M  bytes 

$12,399 

CW  Chart:  Marie  Haines 


IBM’s  386SLC  systems 
aggressive  but  pricey 


BY  MICHAEL  FITZGERALD 

CW  STAFF 


NEW  YORK  —  IBM’s  release 
last  week  of  the  first  two  sys¬ 
tems  based  on  its  386SLC,  a  self- 
designed,  enhanced  version  of 
Intel  Corp.’s  80386SX  chip,  re¬ 
flects  the  company’s  initiative  to 
increase  personal  computer 
profit  margins. 

Despite  giving  IBM  credit  for 
being  more  competitive,  howev¬ 
er,  analysts  and  users  said  it 
must  lower  pricing  before  it  will 
achieve  its  aim  of  greater  market 
penetration. 

Disaffected  IBM  users  con¬ 
tacted  last  week  agreed  that  the 
SLC  was  not  going  to  bring  them 
back  into  the  fold,  although  some 
said  this  is  partly  because  they 


have  moved  to  purchasing  1486- 
based  systems. 

“It’ll  take  a  lot  more  [than  the 
SLC]  to  bring  me  back:  IBM  is  an 
organization  that  has  just  not 
thrilled  me  at  all,”  said  Douglas 
Murphy,  director  of  information 
systems  at  Philadelphia-based 
Comcast  Corp.,  which  has  stan¬ 
dardized  on  PCs  from  Compaq 
Computer  Corp.  and  AST  Re¬ 
search,  Inc. 

The  difficulty  of  using  third- 
party  boards  with  the  Micro 
Channel  Architecture  is  one  is¬ 
sue  Murphy  cited. 

“We  have  no  interest  in  those 
systems.  We’re  moving  to 
486DXs,”  agreed  James  P.  Con¬ 
nolly,  head  of  technical  support 
at  Hughes  Aircraft  Co.’s  radar 
systems  group. 


“The  traditional  IBM  cus¬ 
tomer  will  buy  it  and  count  his 
blessings  because  it  is  more  for 
the  money,”  added  David  R. 
Korus,  an  analyst  at  Kidder,  Pea¬ 
body  &  Co.  “Will  it  sway  the  cus¬ 
tomers  on  the  fence,  bring  them 
back  to  IBM?  I  don’t  think  so.” 

Korus  pointed  out  that  com¬ 
panies  such  as  Dell  Computer 
Corp.  make  systems  based  on  In¬ 
tel’s  486SX  and  486DX  chips 
that  cost  less  than  an  IBM  sys¬ 
tem  with  the  386SLC.  However, 
IBM  claims  its  SLC  chip  provides 
performance  comparable  to  the 
486. 

Solid  PC  foundation 

Still,  IBM’s  W.  S.  Osborne,  di¬ 
rector  of  high-volume  systems, 
called  the  SLC  “a  major  corner¬ 
stone  of  our  [PC]  midrange  prod¬ 
ucts”  and  said  that  the  new  sys¬ 
tems  “clearly  get  [the  customer] 
to  the  next  level  of  price  and  per¬ 
formance.” 

The  core  of  the  IBM  an¬ 
nouncement  is  its  SLC  chip, 


which  powers  the  Model  57SLC 
and  the  Model  56SLC.  A  56SLC 
with  4M  bytes  of  random-access 
memory  and  an  80M-byte  hard 
drive  lists  for  $3,560.  The 
57SLC  in  a  similar  configuration 
will  cost  $3,995. 

IBM  will  also  offer  diskless 
versions  of  the  56SLC,  starting 
at  $2,980. 

IBM  said  it  expects  users  to 
move  from  its  aging  Model  70s 
to  the  57SLC.  A  similarly  config¬ 
ured  Model  70  with  a  20-MHz 
386DX  chip,  4M  bytes  of  RAM 
and  an  80M-byte  hard  drive  lists 
for  $3,675. 

At  least  one  user  said  he  may 
not  find  the  5  7  SLC 's  price  per¬ 
formance  a  reason  to  switch 
from  the  Model  70. 

“I’d  have  to  evaluate  one,  and 
we  are  pressed  for  time  here.  So 
if  there  is  not  a  significant  cost 
savings,  we’ll  probably  just  con¬ 
tinue  buying  Model  70s,”  said 
Roy  Gregory,  manager  of  per¬ 
sonal  computing  at  Scrivner,  Inc. 
in  Oklahoma  City. 


AMD  granted 
386  rights 


BY  MICHAEL  FITZGERALD 

CW  STAFF 


SANTA  CLARA,  Calif.  —  Ad¬ 
vanced  Micro  Devices,  Inc. 
(AMD)  won  a  round  against  Intel 
Corp.  when  a  5-year-old  arbitra¬ 
tion  case  ended  in  its  favor,  but  it 
may  gain  little  from  the  victory. 

Arbiter  J.  Barton  Phelps,  a  re¬ 
tired  judge,  last  week  ruled  that 
AMD  should  be  granted  rights  to 
Intel’s  microcode  for  the  80386 
chip  as  it  exists  in  AMD’s  cur¬ 
rent  386  chips  but  nothing  be¬ 
yond  those  versions.  He  also 
awarded  the  firm  $15  million  in 
damages. 

Intel  said  it  will  appeal  the  rul¬ 
ing  when  Phelps’  decision  under¬ 
goes  confirmation  in  California 
Superior  Court,  which  had  ini¬ 
tially  turned  the  dispute  over  to 
binding  arbitration. 

Analysts  said  that  while  it  is 
almost  unprecedented  for  the 
court  to  overturn  an  arbiter’s  de¬ 
cision  in  such  a  case,  Intel  may 
have  a  shot  at  a  successful  chal¬ 
lenge,  as  the  arbitration  agree¬ 
ment  did  not  extend  specifically 
to  granting  rights  for  the  386. 

“Intel  will  say  the  arbitrator 
exceeded  his  jurisdiction  [in 
awarding  AMD  rights  to  the 
386] . . .  and  the  real  question  is, 
does  he  have  the  authority  to  do 
that?”  asked  Thomas  Thornhill, 
a  principal  at  Montgomery  Secu¬ 
rities  in  San  Francisco. 

However,  Intel  said  it  claimed 
a  victory  because  AMD  won  only 
trifling  damages  compared  with 
the  $2.2  billion  it  sought,  and  In¬ 
tel  was  not  compelled  to  give 
AMD  rights  to  the  386  on  issues 
of  merit.  Phelps  had  ruled  earlier 
that  while  Intel  had  acted  in  bad 
faith  in  its  dealings  with  AMD, 
AMD  had  failed  to  uphold  its  end 
of  the  original  technology-ex¬ 
change  agreement  with  Intel. 

AMD  is  also  claiming  victory 
because  the  judge  granted  it  the 
right  to  produce  specific  ver¬ 
sions  of  the  386,  or  what  it  is  pro¬ 
ducing  today.  The  arbiter  said  in 
his  ruling  that  he  wanted  this  to 
serve  as  a  guideline  for  AMD’s 
coming  court  fight  with  Intel 
over  the  rights  to  the  386.  That 
case,  however,  will  be  tried  as  a 
copyright  case  in  a  federal  court. 

Analysts  speculated  that  the 
arbiter’s  decision  would  have  lit¬ 
tle  impact  —  and  certainly  less 
than  AMD  hopes  —  on  the 
AMD/Intel  trial  over  rights  to 
the  microcode  in  the  80287 
math  coprocessor.  That  case 
may  have  a  significant  impact  on 
the  386  suit,  expected  to  begin 
late  this  year. 

AMD  has  acknowledged  us¬ 
ing  Intel’s  microcode  in  its  de¬ 
signs  for  287  and  386  clones  but 
said  it  has  the  right  to  do  so  via 
old  agreements  signed  between 
the  two  firms  in  the  1970s  and 
1980s.  Intel  said  it  disagrees. 
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Now  You  Can  Pick  Winning  Software 
Withoot  Consulting  The  Buard. 


interfaces 


networks 


SYSTEMS 


Betting  on  one  hardware  or  software  product  is  risky  enough.  But  picking 
a  winning  combination  is  a  million-to-one  shot. 

Oracle  can  put  the  odds  in  your  favor.  Our  open  family  of  portable 
software  not  only  works  with  other  vendors’  products,  it  runs  across  virtually 
all  computers,  operating  systems,  networks  and  user  interfaces.  Making  any 
present  or  future  combination  a  winning  one. 

The  Oracle  family  includes  distributed  databases,  system  development 
tools,  office  information  systems  and  business  applications.  They’re  backed 


by  the  world’s  third  largest  independent  software  vendor  with  worldwide 
education,  consulting  and  support  services.  As  well  as  an  extensive  network  of 
vendor  alliances.  All  of  which  can  help  you  turn  an  impossible  decision  into  a 
sure  thing  So  before  you  risk  millions  on  a  million-to-one-shot,  here’s  a  winning 
tip:  our  toll  free  phone  number  is  1-800-633-1071  Ext.  8173.  Now  it’s  your  call. 

ORACLE' 

Software  for  people  who  can’t  predict  the  future. 


©1992  Oracle  Corporation.  ORACLE  Is  a  registered  trademark  of  Oracle  Corporation.  Other  trade  names  referenced  are  the  trademark  of  the  respective  manufacturer.  Odds  depicted  are  for  illustration  purposes  only  and  are  not  Intended  as  an  opinion  or  prediction.  Call  for  hardware  and  software  requlren 

Outside  the  U.SA  but  within  North  America,  call  1-800-668-8925  for  product,  service,  and  seminar  Information. 


NEWS 


NEWS  SHORTS 

Social  Security  data  illegally  sold? 

U.S.  Sen.  Daniel  Patrick  Moynihan  (D-N.Y.),  at  a  privacy  hear¬ 
ing  held  late  last  week,  said  he  is  “deeply  disturbed”  by  reports 
of  the  illegal  theft  and  sale  of  personal  records  maintained  in 
Social  Security  Administration  databases.  Federal  prosecutors 
recently  indicted  eight  so-called  “information  brokers”  for  al¬ 
legedly  bribing  Social  Security  Administration  employees  to 
obtain  the  information,  which  includes  a  person’s  complete  sal¬ 
ary  history.  Moynihan  said  buyers  apparently  include  private 
investigators,  prospective  employers,  lawyers  and  insurance 
companies. 


Motorola  settles  overcharge  case 

Motorola,  Inc.  last  week  paid  the  General  Services  Administra¬ 
tion  $15.1  million  to  settle  a  charge  that  it  knowingly  sold  the 
government  used  computer  equipment  as  new  and  failed  to  dis¬ 
close,  as  required  by  law,  that  it  offered  commercial  discounts 
on  equipment  and  maintenance  greater  than  those  offered  to 
the  government.  The  deceptions  occurred  between  fiscal 
years  1982  and  1988.  In  a  statement,  Motorola  denied  any  vio¬ 
lation  of  law  but  expressed  regret  that  its  systems  of  internal 
controls  at  the  time  were  “not  as  responsive  as  they  should 
have  been.” 


Software  users  win  tax  victory 

Software  vendors  and  users  succeeded  in  exempting  most  soft¬ 
ware  from  a  mandatory  14-year  write-off  that  was  contained  in 
the  Democratic  tax  package,  which  the  U.S.  House  of  Repre¬ 
sentatives  passed  last  week.  The  tax  bill  requires  a  long  amor¬ 
tization  period  only  for  custom  software  acquired  for  an  entire 
business  and  would  require  other  software  to  be  written  off 
over  36  months. 


Hyundai  offers  lifetime  warranty 

In  what  is  possibly  an  industry  first,  Hyundai  Electronics 
America  has  unveiled  a  lifetime  warranty  program  for  buyers 
of  a  qualified  Hyundai  personal  computer  purchased  between 
March  1  and  June  30.  Under  the  “Get  a  Lifetime  of  Value”  pro¬ 
motion,  Hyundai  will  also  offer  software,  software  support  and 
accessories  at  special  discounts.  The  lifetime  warranty  covers 
the  base  system,  including  the  motherboard  and  components. 


Losses  force  DG  on-site  searches 

Data  General  Corp.  began  searching  employee  pocketbooks 
and  briefcases  at  manufacturing  plants  in  Massachusetts  and 
South  Carolina  last  week.  A  DG  audit  recently  revealed  that 
the  firm  has  sustained  about  $1  million  in  component  losses  at 
both  plants  during  the  last  12  months,  a  spokesman  said.  Em¬ 
ployees  got  advance  warning  of  the  searches,  which  have  been 
conducted  “from  time  to  time”  over  a  10-year  period. 


Short  Takes 

Microsoft  Corp.  said  price  cuts  on  the  MS-DOS  5.0  up¬ 
grade  will  mean  retail  prices  of  under  $50  after  March  20. 
The  company  claimed  that  2.7  million  copies  of  the  upgrade 
have  been  sold  since  its  July  1991  introduction. . . .  Today  in 
Tokyo,  Compaq  Computer  Corp.  will  announce  its  first 
desktop  and  server  products  for  the  Japanese  market. .  . .  Gil¬ 
bert  P.  Hyatt,  who  holds  the  single-chip  microcomputer  pat¬ 
ent,  last  week  signed  licensing  agreements  with  six  Japanese 
electronics  vendors  in  the  wake  of  a  similar  agreement  with 
North  American  Philips  Corp. ...  A  consortium  of  19  compa¬ 
nies  has  launched  an  interoperability  laboratory  for  the  PEX 
standard  —  an  extension  of  the  X  Window  System  for  the 
transmission  of  three-dimensional  graphics  between  disparate 
networked  systems.  It  is  based  at  Convex  Computer  Corp. . . . 
United  Telecommunications,  Inc.  has  officially  changed 
its  name  to  Sprint.  . .  .  Unisys  Corp.  last  week  joined  the 
Open  Software  Foundation.  ...  A  report  in  a  Japanese 
publication  says  Oki  Electric  Industry  Co.  is  negotiating 
with  IBM  Japan  Ltd.  and  Yokogawa-Hewlett  Packard 
Ltd.  to  sell  IBM’s  Application  System/400  computer  and  HP’s 
HP9000  through  its  distribution  channel. 

More  news  shorts  on  page  14 


Users  give  Sun  an  earful 

Need  better  software  quality,  support  as  vendor  hits  second  decade 


BY  MARYFRAN  JOHNSON 

CW  STAFF 


MOUNTAIN  VIEW,  Calif.  — 
Sun  Microsystems,  Inc.  marked 
its  10th  birthday  last  week,  cele¬ 
brating  a  string  of  accomplish¬ 
ments  that  helped  transform  the 
technical  workstation  pioneer 
into  a  $3.2  billion  commercial 
powerhouse  with  more  than 
550,000  systems  sold. 

Under  Chief  Executive  Offi¬ 
cer  Scott  McNealy’s  leadership 
since  1984,  Sun  helped  legiti¬ 
mize  the  Unix  operating  system 
and  kicked  off  the  inexorable 
march  toward  open  systems.  Yet 
it  also  woke  the  sleeping  giants 
of  IBM,  Hewlett-Packard  Co. 
and  Digital  Equipment  Corp.  — 
all  of  whom  are  now  gunning  for 
Sun’s  market  share. 

How  can  Sun  keep  its  edge  in 
the  next  10  years?  To  answer 
that  question,  Computerworld 
asked  several  Sun  customers  to 
pass  along  some  advice. 

“Keep  promoting  stan¬ 
dards,”  said  Michael  Prince, 
MIS  director  at  Burlington  Coat 
Factory,  Inc.  in  Lebanon,  N.H., 
which  has  a  network  of  170  Suns 
in  its  stores  nationwide.  “That’s 
one  thing  that  made  Sun  novel: 
They  took  things  that  other 
companies  would  have  made  pro¬ 
prietary  and  made  them  de  facto 
standards.” 

Improving  the  quality  of  Sun 
software  topped  the  list  for  Fed¬ 
eral  Express  Corp.  in  Memphis, 
which  uses  Sun  Sparcstations  to 
manage  part  of  its  package  deliv¬ 
ery  business.  “They  need  more 
emphasis  on  software  quality  be¬ 
cause  some  of  the  bugs  we’ve 
found  in  Open  Windows  [Sun’s 
graphical  user  interface]  hold  us 
up,  and  that’s  frustrating,”  said 
Tim  Gaffer,  a  senior  program¬ 
mer/analyst  at  Fedex. 

Several  users  lauded  Sun’s 
joint  development  projects  with 


other  hardware  and  software 
vendors.  Yet  some  are  worried 
that  software  unbundling  — 
such  as  removing  the  C  compiler 
from  the  next  version  of  the  So¬ 
laris  operating  system  —  will 
claim  other  favorite  utilities. 

“If  they  don’t  figure  out  a  way 
to  provide  really  good  support 
for  products  in  an  unbundled 
world,  Sun  will  lose  its  advan¬ 


tage,”  said  Barbara  Kostinick, 
MIS  director  at  Consumer 
Health  Services  in  Boulder, 
Colo.  “Even  happy  Sun  custom¬ 
ers  like  me  will  have  to  go  look  at 
the  competition  if  they  start  un¬ 
bundling  a  lot  of  the  software 
products  I  use  now.” 

At  a  loss 

Some  users  in  the  educational 
and  technical  markets  said  they 
felt  “abandoned”  by  Sun  as  the 
firm  grew  and  its  willingness  to 
cut  discount  deals  shrank. 

“Sun  got  where  it  is  today  by 
supporting  excellent  hardware 
and  software  in  the  research  and 
development  communities,” 
said  Peter  Salus,  executive  di¬ 
rector  of  the  Sun  User  Group’s 
national  office  in  Brookline, 
Mass.  “My  fear  is  that  in  looking 


at  the  big  commercial  markets, 
they’ll  forget  those  smaller  but 
very  important  ones.” 

“I’d  ask  Sun  to  start  listening 
again,”  said  David  Pensak,  cor¬ 
porate  adviser  for  computer 
technology  at  Du  Pont  Co.  in 
Wilmington,  Del.  “Sun  needs  to 
have  an  advisory  board  of  users 
who  can  meet  with  their  techni¬ 
cal  committees  and  really  talk.” 


Pensak  and  other  users  la¬ 
mented  the  passing  of  days  when 
Sun  was  more  flexible  in  dealing 
with  start-up  firms.  “They  used 
to  be  a  lot  more  cooperative  if  a 
small  start-up  didn’t  have  a  lot  of 
cash  up  front,”  Pensak  said. 

At  Purdue  University  in  West 
Lafayette,  Ind.,  which  has  at 
least  650  Suns  throughout  its 
engineering  departments,  a 
product  warranty  longer  than 
Sun’s  standard  90  days  would  be 
welcome,  said  Curt  Freeland, 
manager  of  systems  engineer¬ 
ing.  “Sun  has  gotten  very  com¬ 
placent  about  things,”  he  said. 

Sun’s  reputation  for  arro¬ 
gance  —  what  one  user  called  “a 
certain  attitude”  —  is  some¬ 
thing  commercial  customers  find 
unappealing.  “Sun  needs  to  dis¬ 
pel  that  image,  and  that’s  partic¬ 
ularly  true  with  corporate  us¬ 
ers,”  Prince  said.  “On  the  other 
hand,  they’re  very  results-ori- 
ented,  and  there’s  a  real  striving 
for  excellence  at  Sun  that  is  very 
impressive.” 

John  Levinson,  an  analyst  at 
Goldman  Sachs,  Inc.  in  New 
York,  said  Sun’s  biggest  chal¬ 
lenge  will  be  to  maintain  a  high 
level  of  creativity.  “They’ve 
been  incredible  at  being  a  year  or 
two  ahead  of  what  other  compa¬ 
nies  end  up  having  to  do,”  he 
said,  citing  Sun’s  mid-1991  reor¬ 
ganization  into  several  indepen¬ 
dent  business  units  and  its  licens¬ 
ing  of  the  Scalable  Processor 
Architecture  chip  technology. 

“Sun  has  got  to  keep  doing 
things  where  you  say  ‘Why  the 
hell  are  they  doing  this?’  and 
then  you  realize  about  nine 
months  later  it  was  incredibly 
forward-looking,”  Levinson 
said. 


McNealymots 


rash?  Certainly.  Arrogant?  Sometimes.  But  boring? 
Hardly.  Here  are  some  quotable  samples  of  Sun  CEO 
Scott  McNealy  over  the  years: 


o 

W  •  “When  two  wheels  are  off  the  cliff,  we  start  getting 
careful.  With  one  wheel  off,  we  just  step  on  the  gas.” 
Fortune,  Aug.  1 7, 1987,  on  Sun ’s  rapid  growth. 

•  “[DEC  and  IBM]  are  two  of  the  toughest  competitors  in  the 
world.  You  can’t  kick  them  in  the  shins  without  getting  the 
wrong  kind  of  attention.”  San  Jose  Mercury  News,  Jan.  26, 
1987. 

•  “I  had  no  idea  what  I  was  getting  into.  You’ve  heard  the  ex¬ 
pression  ‘Ignorance  is  bliss.'  Sometimes  I  think  it’s  my  motto.” 
USA  Today,  Jan.  19, 1988,  on  starting  Sun. 

•  “We're  not  interested  in  replacing  typewriters.”  Fortune, 
Feb.  12, 1990,  on  the  difference  between  Sun  and  the  PC  man¬ 
ufacturers. 

•  “I  wouldn’t  say  we’re  arrogant,  but  we  have  what  I  would  call 
belligerent  consistency.”  Associated  Press,  November  1991. 


Lengthening  shadow 

Milestones  in  Sun’s  meteoric  rise 

1 982.. .  Founded;  first  workstation  ships. 

1 983.. .  Sun-2  introduced. 

1 984.. .  Network  File  System  debuts. 

1 985.. .  Sun-3  unveiled. 

1 986.. .  Goes  public;  10,000th  system  ships. 

1 987.  .  Aligns  with  AT&T  on  Unix  SVR4;  50,000th  system  ships. 

1988 .. .Passes  $1  billion  revenue  mark;  100,000th  system  ships. 

1 989.. .  Sparcstation  1  introduced. 

1990.. .5.arcstation  2  debuts. 

1 991 .. .  Hits  $3.2  billion  in  revenue;  550,000th  system  ships. 

CW  Chart:  Michael  Siggins 
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10  Manufacturer  (other  than  computer) 
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30.  Medicine/Law/Education 
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To  a  great  extent,  the  day  of  the 
bulldozer  is  over. 

Buildings,  like  the  historic  St.  Louis 
Union  Station,  are  saved.  And  made 
even  more  valuable  by  putting  them  to 
new  uses.  Architects  call  it  “adaptive 
re-use” 

There  are  parallels  in  computing. 

Mainframes  are  saved.  And  made 
even  more  valuable  by  becoming  part 
of  the  on-line  enterprise.  Software 
architects  call  it  “mainframe  integration” 

There  is  one  software  architecture 
that  is  designed  to  integrate  the  old  and 
the  new:  Sybase. 

Sybase  integrates  any  CICS 
application  and  data  source— IMS,VSAM, 
DB2  and  more-into  an  advanced 
client/server  computing  environment. 
The  mainframe  becomes  a  high  per¬ 
formance  server  in  a  network  of  PCs, 
workstations  and  minicomputers. 

Sybase.  Client/server  architecture 
for  the  on-line  enterprise. 

To  find  out  more  about  our 
database,  application  development  and 
connectivity  products,  and  multi-vendor 
consulting  services,  call  1-800-8-SYBASE. 


Once  among  the  world's  busiest 
train  stations,  the  old  St.  Louis 
. Union  Station  has  been  redesigned 
by  Hellmuth,  Obato  &  Kassabaum 
■/■!;!  into  an  award-winning  urban 
;  ■  •/!!}{  complex  thot  includes  a  hotel, 
restaurants  and  shopping  center. 
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CLIENT/SERVER  ARCHITECTURE  FOR  THE  ON-LINE  ENTERPRISE 


NEWS 


IBM,  CA  review  prices 


CONTINUED  FROM  PAGE  1 

tiered  pricing  “to  meet  new  require¬ 
ments.  Some  of  these  involve  partition¬ 
ing.”  The  basic  concept  behind  partition- 
based  pricing  is  being  tested  with  at  least 
eight  large  IBM  customers,  according  to 
Bruce  Allen,  vice  president  at  Meta 
Group,  Inc.,  a  market  research  firm  in 
Westport,  Conn. 

CA  is  investigating  a  host  of  new  pric¬ 
ing  plans,  including  partition-based  pric¬ 
ing,  user-based  pricing  and  a  lending  li¬ 
brary  approach  that  would  charge  users 
based  on  the  amount  of  time  a  package 
was  downloaded  from  the  CA  “library.” 


“I  think  we’re  seeing  a  growing  re¬ 
sentment  toward  graduated  tier  pricing, 
and  I  don’t  think  there’s  a  rational  justifi¬ 
cation  for  it,”  CA  Executive  Vice  Presi¬ 
dent  Arnold  Mazur  said.  He  said  CA  has 
not  yet  come  to  any  conclusions  about  a 
different  pricing  model  but  added,  “We're 
going  to  address  it.  I  don’t  want  to  have  to 
deal  with  this  issue  next  year  at  this 
time.” 

Customers  reacted  positively  to  the 
news.  “To  me,  that  is  a  much  more  sensi¬ 
ble  [and  equitable]  approach,”  said  David 
Moore,  vice  president  at  Mellon  Bank 


Corp.  in  Pittsburgh. 

Still,  analysts  said,  users  should  not  ex¬ 
pect  a  perfectly  tuned  model  when  it  is 
first  introduced.  “It  will  be  a  very  rudi¬ 
mentary  approach,”  Allen  said.  “It  will  be 
refined  over  time.” 

In  its  beta  testing,  IBM  is  looking  at 
how  much  of  the  hardware’s  power  the 
software  package  consumes.  If  the  soft¬ 
ware  uses  less  than  half  of  the  processor, 
IBM  will  offer  discounts  up  to  30%  over 
the  existing  tiered  price.  Further  dis¬ 
counts  will  be  offered  for  customers  with 
multiple  machines  running  the  same  soft¬ 
ware. 

There  are  still  many  issues  to  be  re¬ 
solved,  Allen  said  —  most  notably  that 
IBM  and  its  customers  will  need  an  auto¬ 
mated  means  of  tracking  what  software  is 


running  and  how  much  of  the  processor  it 
is  consuming.  The  IBM  spokesman  said 
IBM  plans  to  offer  such  a  tool  but  would 
not  say  when  it  would  be  available. 


I  THINK  WE’RE  seeing 
a  growing  resentment 
toward  graduated  tier 
pricing,  and  I  don’t  think 
there’s  a  rational  justification 
for  it.” 

ARNOLD  MAZUR 

CA 


Until  then,  IBM  customer  engineers 
and  other  representatives  that  work  at 
customer  sites  may  be  called  on  to  audit. 

Another  issue  concerns  the  basis  on 
which  use  will  be  measured.  Typically, 
use  peaks  at  certain  times  during  the  day 
as  well  as  during  key  periods  such  as 
month-  or  year-end  processing. 

dBase  upgrade 
fills  few  gaps 

BY  CHRISTOPHER  LINDQUIST 

CW  STAFF 


SCOTTS  VALLEY,  Calif.  —  Borland  In¬ 
ternational,  Inc.  last  week  unwrapped 
dBase  IV  Version  1.5  for  DOS,  an  up¬ 
grade  that  adds  several  features  including 
mouse  support,  increased  numbers  of 
work  areas  and  a  filter  that  allows  selec¬ 
tion  of  records  based  on  a  previously  cre¬ 
ated  index. 

Other  enhancements  to  dBase  IV  in¬ 
clude  automatic  configuration  detection 
and  installation,  file  linking  on  calculated 
fields,  improved  blank  support,  low-level 
I/O  functions  and  conditional  compilation. 

Borland  said  the  upgrade  demon¬ 
strates  its  continued  support  for  dBase, 
but  some  users  said  they  are  still  waiting 
for  a  compiler,  which  today  is  available 
from  third  parties  such  as  Nantucket  Soft¬ 
ware  Corp. 

According  to  database  consultant 
Richard  Finkelstein,  president  of  Perfor¬ 
mance  Computing,  Inc.  in  Chicago,  Ver¬ 
sion  1.5  is  “incremental”  and  constitutes 
a  “solidification  of  the  current  product” 
that  offers  improved  ease  of  use  and  func¬ 
tionality.  He  added  that  dBase  IV  is  al¬ 
ready  a  mature  product  and  that  most  of 
the  major  database  advances  for  Borland 
would  come  in  the  Windows  versions  of 
dBase  and  Paradox. 

Rock  Blanco,  vice  president  of  infor¬ 
mation  systems  at  Garber  Travel,  Inc.  in 
Boston,  said  his  company  has  “some  key 
things  that  are  still  dBase-oriented”  and 
that  he  would  appreciate  any  improve¬ 
ments  Borland  has  made.  However,  since 
his  firm  started  working  with  Fox  Soft¬ 
ware,  Inc.’s  Foxpro  and  Borland’s  Para¬ 
dox,  Blanco  said,  “We  haven’t  been  fool¬ 
ing  with  dBase  too  much.” 

Version  1.5  is  scheduled  for  availabil¬ 
ity  this  month  for  a  suggested  retail  price 
of  $795.  Upgrades  from  earlier  versions 
will  cost  $99.95. 

Network  packs  in  1-user  ($395)  or  10- 
user  ($3,495)  increments  and  runtime 
versions  ($250)  will  also  be  available. 


In  Taking  Our  Software  To 
The  Next  Ste^We  Found  Ourselves 
Going  Considerably  Further. 

THE  WORLDWIDE  SOFTWARE  SOLUTION  FOR  THE  AS/400. 


As  THE  PREMIER  PROVIDER  OF  AS/400  BUSINESS  SOFTWARE  TO 
MULTI-SITE,  MULTI-NATIONAL  COMPANIES  ALL  OVER  NORTH 
AMERICA.  WE  LEARNED  THE  CHALLENGES  THESE  FIRMS 
FACE  IN  OPERATING  ACROSS  NATIONAL  BOUNDARIES.  IN 
BUILDING  THEIR  SOLUTIONS,  WE  CREATED  THE  SYSTEMS 
AND  STRATEGIES  TO  HELP  YOU  GO  BEYOND  YOUR 
GEOGRAPHIC  AND  BUSINESS  BORDERS  AS  WELL  We  OFFER 
INTERNATIONALLY-ENABLED  FINANCIAL,  HUMAN  RESOURCES, 
DISTRIBUTION,  ENVIRONMENTAL,  AND  PROCESS  MANAGE¬ 


MENT  SOLUTIONS,  FEATURING  FULL  NATIONAL  LANGUAGE 
SUPPORT,  MULTI-CURRENCY  AND  COMPREHENSIVE 
.  VAT  PROCESSING.  AND  TO  ENSURE  YOUR  SUCCESS- 


FUL  IMPLEMENTATION,  WE’VE  FORMED  THE  SOFTWARE  2000 
GLOBAL  SUPPORT  SYSTEM,  THUS  CREATING  A  SEAMLESS 
SERVICES  NETWORK  WORLDWIDE.  So  WHETHER  YOU 
DO  BUSINESS  AROUND  THE  CORNER  OR  AROUND  THE 
WORLD,  CALL  SOFTWARE  2000  AT  (508)  778-2000  BECAUSE 
TOGETHER,  THERE  IS  NO  LIMIT  TO  HOW  FAR  WE  CAN  GO 


(Software  200(T) 

The  AS/400  Business  Solution. 


IBM  and  AS  400  are  registered  trademarks  of  IBM  Corp 
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Open  Productivity. 


At  Micro  Focus  we  believe  that  nothing 
should  get  in  the  way  of  greater  productivity 
-  which  is  why  we’ve  always  supported 
Open  Systems. 

With  our  full  range  of  productivity 
tools  you  can  complete  your  Open  Systems 
strategy  and  make  it  a  reality  today  with: 

»  Micro  Focus  COBOL/2  for  UNIX® 

The  industry  standard  COBOL  compiler,  available 
on  80386™  and  80486™  PCs  as  well  as  high 
performance  workstations  and  multi-user  systems. 
Applications  developed  with  COBOL/ 2  are 
instantly  portable  across  DOS,  OS/2®  and  to 
several  hundred  UNIX-based  platforms. 

•  Micro  Focus  COBOL/2  for  UNIX  with 
Toolbox™  A  tightly  integrated  development 
environment  with  a  comprehensive  range 
of  tools,  maximizing  programming  productivity 


and  delivering  sophisticated  applications, 
using  the  latest  technologies. 

Dialog  System™  Productive  creation, 
prototyping  and  maintenance  of  the  user 
interface.  Now  there  is  no  need  to  choose 
between  graphical  or  character-oriented  user 
interfaces,  because  with  Dialog  System,  your 
programs  are  portable  across  UNIX,  DOS  and 
OS/ 2  character-based  environments,  as  well  as 
OS/ 2  Presentation  Manager™,  Microsoft® 
Windows™  and  OSF/Motif™  systems. 

Call  800-872-6265  for  your  free 
information  pack  and  find  out  how  Micro  Focus 
can  provide  you  with  Open  Productivity  and 
discover  ‘A  Better  Way  of  Programming™’. 

MICRO  FOCUS 

Micro  Focus  Inc.,  2465  East  Bayshorc  Road,  Palo  Alto,  CA  94303.  Tel.  (415)  856  4161. 


Micro  Focus  is  a  registered  trademark  of  Micro  Focus  Limited.  Micro  Focus  COBOL/ 2.  Micro  Focus  COBOL/ 2  for  UNIX  with  Toolbox,  Dialog  System  and  A  Better  Way  of  Programming'  are  trademarks  of  Micro  Focus.  UNIX  is  a 
registered  trademark  of  UNIX  System  Laboratories.  Inc.  IBM  and  OS/2  are  registered  trademarks  of  International  Business  Machines  Corporation.  Presentation  Manager.  ADC  and  AD/Cyde  are  trademarks  of  International  Business  Machines 
Corporation.  Microsoft  is  a  registered  trademark  of  Microsoft  Corporation.  Windows  is  a  trademark  of  Microsoft  Corporation.  OSF  and  OSF/Motif  are  trademarks  of  the  Open  Software  Foundation.  80386  and  80486  are  trademarks  of 
Intel  Corporation.  X/Open  is  a  registered  trademark  of  the  X/Open  Company  Limited.  POSDC  is  a  registered  trademark  of  the  Institute  of  Electrical  and  Electronics  Engineers.  Inc.  SunOs  is  a  registered  trademark  of  Sun  Microsystems. 

Dialog  System  for  Motif  will  be  available  in  the  Summer  of  1992. 


NEWS 


High-tech  keeps  Nabisco  No.  1 


BY  ELISABETH  HORWITT 

CW  STAFF 


EAST  HANOVER,  NJ.  —  To 
keep  a  leading  share  in  a  reces¬ 
sionary  market  with  discount 
brands  nipping  at  its  heels,  Na¬ 
bisco  Biscuit  Co.  did  not  just  get 
MAD;  it  got  VAST. 

The  $2.7  billion  company  has 
spent  the  past  five  years  and  $3 
million  building  a  Merchandising 
Activities  Database  (MAD),  to¬ 
gether  with  Value  Added  Selling 
Techniques  (VAST),  a  series  of 
sales  applications.  Linked  to 
Norand,  Inc.  handheld  terminals, 
the  IBM  mainframe-based  appli¬ 


cations  have  effectively  changed 
the  selling  regimen  of  Nabisco’s 
sales  force. 

The  technology,  rolled  out 
during  the  past  year,  has  also  in¬ 
creased  sales  force  productivity 
by  more  than  $50  million  per 
year,  a  Nabisco  spokesman  said. 

“Our  business  is  driven  by  a 
3,000-person  sales  force  that 
spends  5  million-plus  hours  a 
year  in  the  stores,”  said  James 
R.  Chambers,  vice  president  of 
information  services  at  the  firm. 
“So  we  are  using  technology  to 
turbocharge  that  force.” 

Like  Nabisco,  a  growing  num¬ 
ber  of  food  and  beverage  compa¬ 


nies  are  arming  their  sales  forces 
with  handheld  computers  to  en¬ 
ter  and  access  store-by-store  in¬ 
formation  about  products’  shelf 
movement,  prices  and  weekly 
promotions.  The  data  can  then 
be  used  to  help  store  buyers 
make  more  effective  use  of  shelf 
space  and  marketing  dollars  — 
and  hopefully  give  more  play  to 
the  manufacturer’s  brands. 

Nabisco’s  competitive  edge 
may  well  be  VAST.  Prior  to  its 
advent,  Nabisco  sales  represen¬ 
tatives  had  to  pore  over  a  series 
of  hard-copy  reports,  and  most 
wrote  out  their  presentations  by 
hand,  said  Don  Castle  Jr.,  direc¬ 
tor  of  sales  technology  and  ad¬ 
ministration,  who  headed  the 
systems’  development.  Few 
sales  representatives  would  take 
the  time  —  often  days  —  to 
make  full  presentations,  he  add¬ 
ed. 

Now,  sales  reps  plug  their 
handheld  computers  into  the  re¬ 
mote  mainframe  connection,  and 
“VAST  walks  you  through.  You 
look  up  the  numbers,  push  a  few 
buttons  and  out  pops  a  graph,” 
Castle  said.  “Total  time:  45  min¬ 
utes.” 

With  the  initial  rollout  virtual¬ 
ly  complete,  Chambers’  group  is 
already  working  on  expanding 
VAST’s  repertoire,  as  well  as  its 
ability  to  advise  sales  reps  on 
how  and  when  to  use  a  growing 
number  of  applications. 

Nabisco  will  have  to  tread  a 
fine  line,  however,  between  giv¬ 
ing  sales  reps  too  much  direction 


New  sales  recipe 


How  do  you  give  your  sales  reps  the  right  weapons  and 
battle  techniques  to  lick  your  rivals  in  the  trenches? 
Suppose  a  rival  offers  a  store  $100  to  put  in  a  big 
display  and  promotion  for  its  cookies.  A  sales  rep  for 
Nabisco  can  look  up  the  relevant  VAST  application, 
“Combating  up-front  money,”  and  follow  these  steps: 

•  First,  establish  the  goal:  Prove  to  the  store  buyer  that  a  display 
of  Nabisco’s  competing  brands  will  bring  in  greater  profits, 
even  without  the  up-front  money. 

•  Second,  use  VAST  to  lay  out  the  data  needed  to  prove  this, 
such  as  comparative  gross  margins  and  turnover,  with  and 
without  a  display. 

•  Third,  consult  VAST  for  data  source  suggestions  such  as 
MAD,  syndicated  databases  and  supermarket  scanners. 

Once  the  data  is  input,  the  sales  rep  generates  a  chart  that 
shows  how  much  more  profit  a  Nabisco  display  will  bring  in  than 
a  rival  brand  display,  even  with  the  $100  incentive. 


Nabisco’s  Castle  (left)  and  Chambers  are  using  technology 
to  turbocharge  their  sales  force  of 3,000 staff  members 


and  too  little,  Chambers  said.  “If 
you  go  to  a  prescription  [of  how 
to  sell],  you  take  away  the  value 
sales  can  add.  So  you  recom¬ 
mend  and  leave  them  at  the  point 
where  the  computer  can’t  add 
any  value,  but  the  person  can.” 

In  order  to  support  VAST’s 
future  growth,  Nabisco  plans  to 
put  more  local  computer  power 
in  sales  reps’  hands  during  the 
next  two  years,  Chambers  said. 
The  company  will  replace  field 
representatives’  6-year-old 
handheld  terminals  with  higher 
capacity  systems  that  may  be 
laptop,  handheld  or  pen-based, 
Chambers  said.  Representatives 


in  the  office  will  go  from  3270- 
to-host  connections  to  personal 
computer  local-area  networks. 

By  concentrating  on  business 
applications  first  and  technology 
upgrades  second,  Nabisco  has 
avoided  the  trap  of  installing 
state-of-the-art  technology  for 
its  own  sake,  said  Stephen 
Roach,  a  principal  and  senior 
economist  at  Morgan  Stanley  & 
Co.  The  company  seems  to  be  on 
“the  right  road  of  emphasizing 
creative,  active  applications  that 
can  redefine  the  business  envi¬ 
ronment,  as  opposed  to  tools 
that  will  make  more  work  in  that 
environment,”  he  added. 


CA  policies  anger  some  shops 

CONTINUED  FROM  PAGE  1 


“I  am  reasonably  sure  I  will 
not  buy  any  new  CA  products.  I 
don’t  believe  they’re  customer- 
focused;  they’re  much  more  in¬ 
terested  in  acquiring  companies 
and  in  generating  maintenance 
revenues,”  said  John  Wood,  vice 
president  of  computer  and  net¬ 
work  services  at  the  Royal  Bank 
of  Canada  in  Toronto. 

He  cited  several  reasons  for 
shying  away  from  new  CA  pur¬ 
chases,  including  technical  prob¬ 
lems  with  CA-Dispatch,  which 
he  said  the  Royal  Bank  eventual¬ 
ly  removed  after  18  months  of 
trying  to  get  it  to  work. 

Another  customer,  Argo- 
Tech  Corp.  in  Cleveland,  is  in  the 
process  of  replacing  all  its  CA 
software,  said  Tim  Miller,  man¬ 
ager  of  computer  operations. 
Argo-Tech  last  month  convert¬ 
ed  from  CA’s  Dynam/TLMS  to 
Goal  Systems  International, 
Inc.’s  Epic/MVS  tape-manage¬ 
ment  system. 

Disgruntled  users 

Additionally,  an  informal  survey 
by  Westport,  Conn. -based  Meta 
Group,  Inc.  of  more  than  100 
Fortune  500  users  indicated  a 


“high  level  of  dissatisfaction” 
among  an  “overwhelming  major¬ 
ity,”  said  Richard  Howe,  a  Meta 
Group  vice  president. 

He  added  that  a  “substantial” 
number  of  these  users  are 
searching  for  alternatives  to  CA. 

A  CA  spokesman  responded, 
“For  every  unhappy  customer, 
there  are  thousands  more  who 
are  satisfied.”  He  added  that 
preliminary  results  of  a  CA  sur¬ 
vey  of  1,000  customers  showed 
that  84%  said  their  overall  rela¬ 
tionship  with  the  company  is 
“good  or  excellent. ” 

Tom  Loane,  vice  president  of 
data  processing  at  Alamo  Rent- 
A-Car,  Inc.,  a  large  CA  shop  in 
Ft.  Lauderdale,  Fla.,  said,  “I’m 
getting  rid  of  every  CA  product  I 
can.  I’m  paying  more  for  mainte¬ 
nance  on  Librarian  than  what  I 
paid  for  the  product  seven  years 
ago.  And  they  haven’t  enhanced 
it.” 

Loane  said  he  wrote  a  letter 
notifying  CA  of  his  decision  some 
four  weeks  ago. 

Mazur  said  CA  is  not  charging 
unreasonable  maintenance  fees. 
For  example,  CA  did  not  raise 
prices  for  either  products  or 


maintenance  from  August  1987 
until  March  1990,  after  which 
the  company  levied  a  5%  hike 
across  the  board,  he  said. 

Typically,  CA  comes  out  with 
“new  releases  containing  major 
enhancements”  every  12  to  15 
months,  Mazur  said. 

Mazur  allowed  that  Librarian 
is  a  special  case  because  of  condi¬ 
tions  that  existed  before  CA  ac¬ 
quired  Applied  Data  Research, 
Inc.,  the  product’s  developer,  in 
1989.  These  conditions  are  two 
price  increases  and  a  change  in 
the  maintenance  rate  from  15% 
to  18%.  But  he  said  CA  “fixed” 
the  problems  by  not  putting  Li¬ 
brarian  onto  tiered  pricing  for  a 
year,  among  other  measures. 

And,  Mazur  said,  CA  is  ad¬ 
dressing  some  of  the  software¬ 
pricing  issues  that  plague  the  in¬ 
dustry  as  a  whole,  including 
searching  for  an  alternative  or 
substitute  to  tiered  pricing  (see 
story  page  1). 

He  also  said  CA  is  extremely 
flexible  about  pricing,  allowing  8 
to  10  payment  options  in  a  typi¬ 
cal  year  and  providing  price  dis¬ 
counts  as  well. 

Mazur  said  some  customers 
may  be  unhappy  with  CA  pricing 
policies  because,  in  essence,  CA 
is  a  bigger  player  than  most  oth¬ 
er  independent  software  compa¬ 


nies.  The  other  vendors  “have  a 
small  enough  slice  of  any  particu¬ 
lar  customer”  that  bills  from 
those  suppliers  are  low  enough 
not  to  be  singled  out  for  special 
attention.  But  at  a  large  CA 
shop,  Mazur  said,  “it  doesn’t 
take  very  long  before  someone 
who  is  moving  from  a  Group  40 
processor  to  a  Group  70  or  80  is 
staring  at  a  $120,000  upgrade 
fee.” 

Hidden  compliment 

Another  issue  leading  to  custom¬ 
er  dissatisfaction,  Mazur  agreed, 
is  the  perception  that  CA  is  arro¬ 
gant.  “I  tend  to  think  that  that  is 
also  said  about  other  companies 
who  happen  to  be  very  good  at 
what  they  do.  We  think  we  do 
things  properly,  effectively.  If 
that’s  being  arrogant,  then 
we're  arrogant.” 

To  help  defray  these  con¬ 
cerns,  CA  executives  regularly 
meet  with  information  systems 
directors  at  briefings  that  the 
vendor  hosts  regularly.  CA  has 
held  12  chief  information  officer 
briefings  within  the  past  year,  a 
spokesman  said,  with  an  average 
of  50  IS  executives  attending 
each  session. 

Pete  Clark,  a  systems  pro¬ 
grammer  at  Olan  Mills,  Inc.  in 
Chattanooga,  Tenn.,  said  he  is 


unhappy  for  a  different  reason 
entirely.  Olan  Mills  has  been 
sparring  with  CA  over  a  license 
agreement  for  Intertest,  a  pack¬ 
age  that  CA  acquired  with  its 
purchase  of  On-Line  Software 
International,  Inc.  He  said  CA 
“wants  us  to  sign  a  new  license” 
to  replace  the  one  Olan  had  with 
On-Line. 

Clark  said  he  has  referred  the 
matter  to  his  legal  department 
and,  in  the  interim,  “as  long  as  I 
can  find  a  reasonably  competi¬ 
tive  product,  I  will.” 

A  CA  spokesman  said  it  is 
company  policy  to  “honor  all  ex¬ 
isting  contracts  from  On-Line, 
Pansophic,  whatever.” 

Then,  too,  CA  has  certainly 
weathered  other  bumpy  rides 
with  user  opinion,  most  notably 
after  its  acquisitions  of  Uccel, 
Cullinet  Software,  Inc.,  and  Ap¬ 
plied  Data  Research. 

Users  wondered  then  if  CA 
would  continue  to  support  and 
develop  their  products  from  the 
old  vendors,  and  many  users  said 
CA  has. 

On  one  point,  both  Mazur  and 
users  seem  to  agree.  “Vendors 
and  customers  have  a  whole  lot 
of  other  things  they  should  be 
doing  rather  than  fighting  with 
each  other,”  Clark  said.  “No¬ 
body’s  going  to  win  out  of  this.” 
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No  Matter  How  Y)u  Look  at  It 

The  SAS®  System  Brings  Together  Y)ur 
Organization’s  Tvo  Most  Strategic  Resources. 


With  the  SAS  System’s  multiple  interfaces,  it’s  never 
been  easier  to  bring  people  together  with  the  infor¬ 
mation  they  need.  Your  entire  organization-from 
executive  suite  to  factory  floor-can  command  the 
power  of  the  SAS  System  to  access,  manage,  analyze, 
and  present  data. 

Through  customized  executive  interfaces,  the  facts 
that  support  strategic  decisions  are  immediately  at 
hand.  Managers  can  use  Executive  Information 
System  interfaces  to  monitor  critical  success  factors, 
forecast  trends,  interpret  financial  performance,  drill¬ 
down  through  departmental  reports,  and  perform 
other  essential  tasks. 

For  business  and  technical  analysts,  there  are  task- 
oriented  interfaces  that  drive  a  variety  of  applications 
through  simple  menu  selections.  Without  having  to 
know  syntax  or  relying  on  MIS,  analysts  can  manage 
projects,  scrutinize  market  research  data,  monitor 
product  quality,  explore  laboratory  data,  create  graphs 
and  ad  hoc  reports,  and  much  more. 

Programmers  can  put  the  SAS  System’s  flexible 
fourth-generation  language  to  work  through  an  inter¬ 
active  windowing  environment  that  displays  programs 


and  output  simultaneously-together  with  details 
about  how  the  program  is  progressing.  And,  through 
an  object-oriented  applications  development  environ¬ 
ment,  programmers  can  link  applications  together  to 
deliver  virtually  any  information  on  any  computing 
platform  at  any  level  of  your  organization. 

Take  a  Closer  Look. 

For  a  free  SAS  System  executive  summary-with 
details  about  a  no-risk  software  evaluation  and  our 
renowned  technical  support,  documentation,  training, 
and  consulting  services  -  give  your  Software  Sales 
Account  Manager  a  call  at  919-677-8200.  Also  call  to 
reserve  your  place  at  our  free  SAS  System  executive 
briefing... coming  soon  in  your  area. 


SAS  Institute  Inc. 

Software  Sales  Department 
SAS  Campus  Drive 
Cary,  NC  27513 
Phone  919-677-8200 
Fax  919-677-8123 


SAS  is  a  registered  trademark  of  SAS  Institute  Inc.  Copyright  €>  1991  by  SAS  Institute  Inc.  Printed  in  the  USA. 
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NEWS  SHORTS 

Taligent  names  officers 

Apple  Computer,  Inc.  and  IBM  confirmed  last  week  that  Jo¬ 
seph  Guglielmi,  50,  IBM’s  vice  president  and  general  manager 
of  marketing  and  business  development  for  Personal  Systems, 
will  become  Taligent’s  chief  executive  officer  and  chairman.  Ed 
Birss,  39,  Apple’s  senior  vice  president  and  general  manager  of 
the  Object-based  Systems  Division,  was  named  chief  operating 
officer  of  the  jointly  owned  object-oriented  software  venture. 
It  officially  opens  its  doors  today  at  Apple’s  Cupertino,  Calif., 
headquarters.  Both  firms  dodged  questions  about  what  kind  of 
products  will  be  delivered  and  when  they  will  appear. 


CASE  pioneer  invests  in  firm 

Two  weeks  after  disclosing  that  he  had  bought  a  stake  in  an  ar¬ 
tificial  intelligence  firm,  computer-aided  software  engineering 
pioneer  James  Martin  said  he  made  “a  major  investment”  in 
Versant  Object  Technology  Corp.,  an  object-oriented  technol¬ 
ogy  company  in  Menlo  Park,  Calif.  Terms  were  undisclosed, 
but  Versant  said  the  money  would  be  used  to  expand  current 
object-oriented  database  management  system  lines. 


Lotus  and  Borland  fire  off  pilot 

Lotus  Development  Corp.  and  Borland  International,  Inc.  last 
week  provided  groupware  updates  at  Esther  Dyson’s  annual 
PC  Forum.  Lotus  and  Action  Technologies,  Inc.  have  launched 
a  pilot  project  to  incorporate  Action’s  work-flow  technology 
into  Lotus  Notes.  A  Lotus  spokesman  said  the  goal  is  to  have  a 
product  out  in  1992.  Borland  said  it  will  publish  specifications 
for  software  called  Object  Exchange,  which  will  manage  the 
sharing  of  various  kinds  of  data  between  Borland  and  third-par¬ 
ty  applications.  The  goal  is  to  have  other  companies  tie  into  it. 
No  delivery  date  has  been  announced. 


Max  Headroom  eyes  boardroom 

Videoconferencing  competitors  Compression  Labs,  Inc.,  Pic- 
turetel  Corp.  and  Videotelecom  Corp.  last  week  announced 
that  their  respective  systems  have  successfully  interoperated 
using  the  international  videoconferencing  standard  known  as 
PX64.  This  means  that  customers  should  be  able  to  mix  and 
match  equipment  from  the  different  vendors. 


Fiber  optics  links  HP  and  IBM 

Hewlett-Packard  Co.  and  IBM  said  they  have  formed  a  strate¬ 
gic  alliance  to  develop,  manufacture  and  market  high-speed  fi¬ 
ber-optic  technology.  The  alliance’s  first  product,  called  the 
Optical  Link  Card,  was  developed  by  IBM  for  use  with  Applica¬ 
tion  System/400s  and  RISC  System/6000s.  It  will  be  re¬ 
designed  to  conform  to  ANSI  specifications  and  will  be  manu¬ 
factured  by  HP  in  California  next  year.  The  OEM  card  will  cost 
from  $300  to  $400. 


Short  takes 

AT&T  Istel  Ltd.,  AT&T’s  UK-based  systems  integration 
unit,  has  agreed  to  acquire  Dataid,  a  French  software  and  in¬ 
formation  services  company  with  revenue  of  about  $124  mil¬ 
lion.  .  . .  AT&T  Network  Systems  recently  announced  plans 
to  deliver  National  ISDN-2  —  an  enhanced  nationwide  stan¬ 
dard-integrated  Services  Digital  Network  to  be  deployed  mid- 
1993  —  on  its  5ESS  central  office  switch. .  . .  Borland  Inter¬ 
national,  Inc.  has  shipped  Turbo  C++  Version  3.0,  a 
compiler  targeting  novice  C  language  and  C++  program¬ 
mers.  It  lists  for  $99.95. .  . .  Dun  &  Bradstreet  Software 
recently  dissolved  its  Advanced  Manufacturing  International 
software  business  unit,  eliminating  65  jobs.  . . .  Samsung 
Electronics  Corp.  is  the  17th  firm  to  license  single  in-line 
memory  module  technology  from  Wang  Laboratories,  Inc. 
.  .  .  Compaq  Computer  Corp.  sliced  prices  19%  to  31%  on 
its  entry-level,  Intel  Corp.  20-MHz  80386SX-based  desktop 
systems.  . .  .  Toshiba  America  Information  Systems, 
Inc.,  battling  weak  demand,  dropped  prices  on  its  Intel 
386SX-  and  386SL-based  notebook  computers  between  22% 
and  26%.  . . .  Disk  Technologies  Corp.  in  Winter  Park,  Fla., 
announced  a  removable  21/2-in.  hard  drive  with  120M  bytes  of 
storage  capacity. 


DEC  readies  RISC  Alpha  chip 

Company  strives  to  make  migration  easy  for  32-bit  VAX/  VMS  users 


BY  SALLY  CUSACK 

CW  STAFF 


HUDSON,  Mass.  —  With  Digi¬ 
tal  Equipment  Corp.’s  debut  of 
its  reduced  instruction  set  com¬ 
puting  (RISC)  Alpha  chip  last 
week,  users  can  now  start  exam¬ 
ining  how  and  when  to  migrate 
software  applications  to  these 
higher  performance  systems. 

Industry  analysts  predicted 
that  the  first  Alpha  boxes  will 
ship  to  independent  software 
vendors  this  summer,  and  the 
first  complete  systems  will  be 
available  to  end  users  by  year’s 
end. 

DEC  did  keep  VAX/VMS  us¬ 
ers’  migration  plans  in  mind  with 
its  RISC  chip  strategy.  While  Al¬ 
pha  for  OSF/1  will  support  64 
bits  from  the  outset,  Alpha  for 
VMS  will  initially  support  32  bits 
of  address  space  [CW,  Feb.  24]. 
DEC  took  this  tack  to  facilitate 
smoother  migration  of  applica¬ 
tions  from  32-bit  VAX/VMS  sys¬ 
tems  to  Alpha-based  machines, 
according  to  Nancy  Kronenberg, 
a  senior  engineering  consultant 
at  DEC. 

Stanley  M.  Rose,  vice  presi¬ 
dent  of  technology  strategic 
planning  at  Bankers  Trust  Co.  in 


New  York,  said  he  approves  of 
DEC’S  current  strategy,  noting 
that  the  32-bit  structure  is  es¬ 
sential  for  early  compatibility  on 
both  the  Alpha  and  existing  VAX 
platforms.  He  said  the  bank  has 
not  encountered  an  addressing 
problem  in  the  32-bit  frame¬ 
work. 

The  majority  of  VMS  users 
have  not  come  anywhere  near 
the  32-bit  limit,  Kronenberg 
said.  Many,  however,  are  start¬ 
ing  to  hit  constraints,  such  as 
speed,  with  hardware  perfor¬ 
mance  on  current  VAX/VMS 
models,  she  added. 

VMS  applications  that  con¬ 
tain  user-customized  device 
drivers  or  privileged  instructions 
could  complicate  application  mi¬ 
gration,  noted  Wesley  P.  Melt¬ 
ing,  program  director  of  mid¬ 
range  computing  at  Gartner 
Group,  Inc.  in  Stamford,  Conn. 

Other  potential  snags  in  the 
migration  process  could  occur 
with  timing-dependent  items, 
such  as  real-time  applications,  or 
dependencies  on  third-party 
software  providers. 

DEC  has  officially  changed 
the  name  of  VMS  to  Open  VMS 
and  hopes  to  migrate  the  bulk  of 
its  VAX  installed  base  over  to 


the  Alpha  architecture  during 
the  next  decade.  The  company 
claims  that  most  users  will  be 
able  to  recompile  90%  of  their 
applications  over  to  Alpha  within 
a  matter  of  hours. 

DEC  OSF/1  developers 
meanwhile  can  have  their  appli¬ 
cations  run  on  DECsystems  and 
DECstations,  which  are  Mips 
Computer  Systems,  Inc.-based 
and  can  recompile  the  same  ap¬ 
plications  on  machines  that  in¬ 
corporate  the  Alpha  chip,  a  DEC 
spokesman  said. 

All  in  all,  Melling  said,  he  is 
“pretty  positive”  about  the  soft¬ 
ware  migration  issues  of  Alpha. 

DEC  is  establishing  migration 
centers  worldwide  to  assist  VAX 
customers  during  the  transition. 
Alpha  boxes  will  be  able  to  share 
files  with  VAXs  immediately. 

For  the  time  being,  however, 
some  users  are  withholding  judg¬ 
ment  on  the  new  architecture. 

“It  is  a  wonderful  advance  in 
technology,  but  it  won’t  effect 
anything  we  do  until  there  are 
some  boxes  on  the  table,”  said 
Glenn  Orenstein,  a  longtime 
DEC  customer  and  assistant 
chief  engineer  in  the  information 
technology  division  at  Stone  & 
Webster  Engineering  Corp. 


Windows  plan 
woos  enterprise 

CONTINUED  FROM  PAGE  1 


10  million  licenses,  Windows  is 
largely  found  in  single-user  ap¬ 
plications  or  as  a  graphical  front 
end  on  a  network  server,  observ¬ 
ers  noted. 

Under  WOSA,  which  will 
comprise  a  collection  of  APIs, 
Windows  applications  would  be 
written  to  use  Windows  as  an 
“isolation  layer”  to  access  out¬ 
side  services  written  to  the  ser¬ 
vice  provider. 

Agreement  on  APIs  is  rarely 
easy,  however.  And  the  sheer 
number  of  APIs  and  architec¬ 
tures  associated  with  Windows 
may  have  a  chilling  effect  on  de¬ 
velopers. 

“A  lot  of  big  users  are  start¬ 
ing  to  freeze  [their  moves  to] 
Windows  as  a  corporate  stan¬ 
dard,”  said  Neal  Hill,  a  senior 
software  analyst  at  Forrester 
Research,  Inc.  in  Cambridge, 
Mass.  He  indicated  that  the  con¬ 
stant  stream  of  new  APIs  and 
new  directions  for  Windows  em¬ 
anating  from  Microsoft  has  made 
the  environment  a  moving  tar¬ 
get  for  developers  and  users. 

In  addition,  this  frenetic  activ¬ 
ity  gives  the  impression  that  Mi¬ 
crosoft  is  “putting  patches  on 
the  rickety  architecture  of  Win¬ 
dows,”  he  said. 


Microsoft  sees  this  different¬ 
ly.  “Think  of  Windows  as  a  sock¬ 
et,  and  any  kind  of  service  can  be 
plugged  in,”  Gates  said  in  his 
presentation  at  Esther  Dyson’s 
1 992  PC  Forum  last  week. 

But  while  the  cry  is  certainly 
being  sounded,  independent 
software  vendors  are  finding 
themselves  facing  an  increasing¬ 
ly  daunting  array  of  APIs  and  ar¬ 
chitectures  to  choose  from.  “It  is 
getting  kind  of  crazy,”  said  J. 
Paul  Grayson,  chief  executive  of¬ 
ficer  of  software  developer  Mi- 
crografx,  Inc.,  which  has  built  a 
business  on  Windows  programs. 

However,  if  independents  do 
begin  supporting  the  various 
pieces  of  WOSA,  it  could  be  a 
boon  to  users  in  heterogeneous 
environments,  according  to 
some  users  contacted  last  week. 
Several  said  they  will  be  taking  a 
wait-and-see  attitude  toward  the 
architecture  for  now,  though. 

“As  an  off-the-shelf  integra¬ 
tor,  this  is  of  keen  interest  to 
us,”  said  Timothy-James  Lee,  a 
senior  consultant  at  Plan  B  Con¬ 
sulting  in  Wmnetka,  Calif. 
“We’ve  been  hacking  those 
kinds  of  solutions  using  [Dynam¬ 
ic  Data  Exchange]  and  every 
kind  of  kludge  available.”  Lee  in¬ 


dicated  that  he  will  be  cautiously 
waiting  until  some  vendors  pro¬ 
duce  products,  however. 

Previously  announced  initia¬ 
tives  that  Microsoft  said  fall  un¬ 
der  the  WOSA  banner  include 
the  following: 

•  Open  Database  Connectivity 
(ODBC),  which  would  allow  us¬ 
ers  of  Windows  applications, 
such  as  spreadsheets,  to  access 
data  on  platforms  not  running 
Windows  —  Oracle  Corp.’s  data¬ 
base  on  a  Digital  Equipment 
Corp.  VAX,  for  example. 

Morrow  said  Lotus  is  working 
with  Microsoft  to  ensure  that  its 
Datalens  Driver  technology  will 
be  compatible  with  ODBC,  but 
he  declined  to  say  when  any 
products  would  be  available. 

•  Microsoft  Application  Pro¬ 
gramming  Interface  (MAPI), 
through  which  mail-enabled 
Windows  applications  can  com¬ 
municate.  Eventually,  if  MAPI  is 
supported  by  third-party  ven¬ 
dors,  users  could  format  a  mail 
message  and  distribute  it  to  a  va¬ 
riety  of  non-Windows  mail  sys¬ 
tems  across  a  company. 

•  An  unnamed  licensing  API  that 
would  let  system  managers  track 
all  copies  of  an  application  being 
run  on  dissimilar  systems 
throughout  an  enterprise. 

Microsoft  said  it  has  been 
meeting  with  third-party  devel¬ 
opers  concerning  the  specifica¬ 
tions  for  the  above-listed  ser¬ 
vices  for  some  time  but  could  not 
give  any  details  as  to  when  final 
versions  would  be  available. 
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Samsung,  HP  align  on  low-end  station 


BY  MIKE  MAGEE 

SPECIAL  TO  CW 


PALO  ALTO,  Calif.  —  A  strate¬ 
gic  alliance  between  Hewlett- 
Packard  Co.  and  South  Korean 
giant  Samsung  Electronics  Corp. 
will  bear  fruit  later  this  year  in  a 
low-end  Unix  workstation  line 


powered  by  Samsung’s  new  im¬ 
plementation  of  HP’s  Precision 
Architecture-RISC  chips,  com¬ 
pany  officials  confirmed  last 
week. 

Samsung  engineers  have 
managed  to  combine  several  PA- 
RISC  chips  on  a  single  integrated 
circuit,  according  to  company 


sources.  The  low-voltage  re¬ 
duced  instruction  set  computing 
(RISC)  processors  were  devel¬ 
oped  at  Samsung’s  plant  in  Ki- 
heung,  South  Korea. 

The  workstations  are  expect¬ 
ed  to  run  the  Open  Software 
Foundation’s  OSF/1  Unix  oper¬ 
ating  system  rather  than  HP’s 


Unix  variant  HP/UX,  but  Sam¬ 
sung  officials  said  the  decision  on 
OSF/1  was  still  under  review. 

Also  undecided  is  whether 
Samsung  will  distribute  the 
workstations  in  the  U.S.  as  well 
as  in  the  Far  East.  “We  are  still 
talking  about  that,”  said  Youm 
Huh,  executive  director  of  work¬ 
station  systems  at  Samsung’s 
San  Jose,  Calif.,  facility. 

The  collaboration  between 


HP  and  Samsung  “underlines 
the  trend”  in  vendor  relation¬ 
ships  during  the  past  year,  like 
the  one  between  Digital  Equip¬ 
ment  Corp.  and  Cray  Research, 
Inc.,  according  to  Lars  Mieritz, 
an  analyst  at  Technology  Invest¬ 
ment  Strategies  Corp.  in  Lon¬ 
don. 

Senior  editor  Maryfran 
Johnson  contributed  to  this  re¬ 
port. 


Microsoft 
betters  C  tool 


BY  JEAN  S.  BOZMAN 

CW  STAFF 


SANTA  CLARA,  Calif.  —  Mi¬ 
crosoft  Corp.  sought  to  both 
remedy  user  complaints  about 
its  previous  C  efforts  and  take  a 
swipe  at  Borland  International, 
Inc.  with  last  week’s  release  of 
C/C+  +  Version  7.0,  its  first  ob¬ 
ject-oriented  version  of  the  C 
language. 

The  new  release  counters 
Borland’s  offering,  Turbo 
C  +  + ,  and  is  said  to  rectify  the 
ease-of-use  and  productivity 
problems  that  plagued  Micro¬ 
soft’s  previous  C  release. 

Version  7.0  for  Windows  3.1 
contains  extensive  class  libraries 
of  objects  that  support  the  Mi¬ 
crosoft  Windows  environment. 
Users  can  reuse  these  stored  ob¬ 
jects  as  they  write  Windows  ap¬ 
plications. 

Slated  for  shipment  next 
month,  Version  7.0  conforms  to 
the  AT&T  C++  2.1  specifica¬ 
tions,  Microsoft  said  at  the  Soft¬ 
ware  Development  '92  confer¬ 
ence  here. 

Microsoft  conceded  that  its 
20-month-old  C  Version  6.0  had 
some  problems.  Some  large  C 
language  projects  at  user  sites 
lost  significant  time  in  the  coding 
phase  —  a  problem  that  caused 
some  corporate  users  to  switch 
to  other  C+  +  packages. 

Some  longtime  Microsoft  C 
users  approved  of  the  move  to 
object-oriented  programming. 
“Microsoft  has  encapsulated 
Windows  APIs  into  objects, 
which  makes  it  very  easy  for  me 
as  a  Windows  developer  to  make 
the  transition  to  C+  +  ,”  said 
Odis  Wooten,  president  of  Nano- 
Soft  Corp.  in  Houston. 

The  package  gives  users  the 
option  of  compiling  their  pro¬ 
grams  into  “packed  code,” 
which  occupies  about  60%  of  the 
memory  space  of  native  C  lan¬ 
guage  code.  Microsoft  used 
packed  code,  or  P-Code,  to  build 
many  of  its  own  applications,  in¬ 
cluding  Excel.  Also  included  are 
preprogrammed  routines  that 
users  can  copy  to  save  time. 

“The  critical  points  for  [7.0] 
success  will  be  the  integration 
with  Windows  and  the  type  and 
quality  of  code  it  produces,”  said 
Michael  Schneider,  an  analyst  at 
Gartner  Group,  Inc. 


Announcing  MultiS^^  the  New  Communications 
Software  Package  From  Multi-Tech  Systems 


Here,  There,  and  Everywhere. 

MultiExpress  works  from  HERE,  allowing  you  to 
use  your  modem  to  dial  into  information  services, 
BBSs  or  corporate  mainframes. 

MultiExpress  works  from  THERE,  giving  you 
remote  control  of  another  computer,  such  as  the  one 
at  work  when  you’re  home. 

MultiExpress  works  from  EVERYWHERE, 
allowing  LAN  gateway  access  for  both  in-bound  and 
out-bound  communications. 

Instead  of  buying  several  different  comm  packages 
for  your  local,  remote  and  LAN  applications,  get 
one.. .MultiExpress! 


Introductory  Offer:  Two  Ways  To  Get  It. 

Easy  way:  Buy  it  at  the  special  introductory  price 
of  $195.* 

Easier  way:  During  the  introductory  period,* 

MultiExpress  is  included  free  with  any 
Multi-Tech  2400, 9600 

or  14,400  bps  modem. 


MultiTech 

Systems 

The  right  answer  every  time. 


Call  us  at  1  "800"328-'97 1 7  for  more  detailed 
information  on  our  software,  as  well  as  our  modems, 
multiplexers  and  LAN  gateways. 


Multi-Tech  Systems,  Inc.,  2205  Woodale  Drive 
Mounds  View,  Minnesota  55112  U.S.A. 

(612)  785-3500,  (800)  328-9717,  U.S.  FAX  (612)  785-9874 
International  Telex  4998372,  International  FAX  (612)  331-3180 


MultiExpress,  MultiModem  and  MultiTech 
are  trademarks  of  Multi-Tech  Systems,  Inc. 


•1/1/92  through  6/30/92 

Copyright  ©  1991  by  Multi-Tech  Systems,  Inc. 
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IBM  claims  high  road  for  OS/2 


BY  ROSEMARY  HAMILTON 

CW  STAFF 


TUCSON,  Ariz.  —  While  IBM 
attempts  to  position  OS/2  Ver¬ 
sion  2.0  as  an  operating  system 
without  peer  and  says  it  will  not 
go  head-to-head  with  Microsoft 
Corp.’s  Windows,  it  is  also  work¬ 
ing  on  a  product  launch  that 
shows  it  has  Microsoft  very 
much  on  its  mind. 

“Right  now,  there’s  more 
tension  [in  the  market]  than  I’d 
like  to  see,”  said  Fernand  Sarrat, 


an  assistant  general  manager  of 
Personal  Systems  at  IBM,  in  an 
interview  at  PC  Forum  here  last 
week.  “I  do  have  to  be  careful  of 
how  I  play  my  hand.  ’  ’ 

Sarrat  said  the  company  has 
three  different  March  dates  tar¬ 
geted  for  the  formal  announce¬ 
ment  of  2.0’s  general  availability 
ship  date,  which  is  set  for  March 
31.  “We  have  three  in  place,  and 
I  want  to  keep  some  flexibility,” 
he  said.  “I  have  to  think  through 
what  others  are  doing.” 

He  hinted  that  his  unwilling¬ 


ness  to  pin  down  a  date  is  de¬ 
signed  to  avoid  a  response  from 
Microsoft,  which  is  planning  to 
launch  Windows  3.1  in  early 
April. 

IBM  claims  it  is  taking  the 
high  road  and  that  both  compa¬ 
nies  can  benefit  from  their  offer¬ 
ings  because  Windows  can  run 
under  OS/2.  “I  don’t  have  to 
drag  down  Microsoft,”  Sarrat 
said. 

Sarrat  added  that  his  goal  is  to 
sell  OS/2  based  on  its  capabili¬ 
ties,  not  on  a  feature-by-feature 
comparison  to  Windows.  In  fact, 
Sarrat  said,  the  “better  DOS 
than  DOS,  better  Windows  than 
Windows”  slogan,  which  IBM 
used  heavily  last  year,  will  not  be 
used  anymore. 

“It  ldnd  of  caught  on,”  Sarrat 
said  of  the  slogan.  “Some  people 
at  IBM  liked  it  and  repeated  it.” 
A  spokesman  said  IBM  used  the 
slogan  to  help  define  OS/2  and 
feels  it  is  not  necessary  now. 

At  the  same  time,  IBM  is  ap¬ 
parently  organizing  its  OS/2 
strategy  so  that  it  does  not  get 
upstaged  by  Microsoft. 

“At  Comdex,  we  ought  to 
showcase  OS/2,  and  we  will  do 
that,  not  a  launch  like  Microsoft 
is  planning,”  Sarrat  said. 

The  company  has  been  reluc¬ 
tant  to  give  details  on  how  it  will 
market  the  product.  For  in¬ 
stance,  it  continues  to  maintain 
that  it  has  not  finalized  OS/2 
pricing.  Recent  reports  suggest¬ 
ed  that  IBM  is  considering  bar¬ 
gain  basement  prices  and  that 
Microsoft  intends  to  respond 
with  lowball  prices  for  Windows 
3.1.  Neither  company  would 
confirm  these  reports. 


Delivery  on  track 


IBM  executives  speaking  at  the  PC  Forum  last  week  reaf¬ 
firmed  that  delivery  of  OS/2  Version  2.0  is  on  schedule. 

“There  aren’t  any  of  us  who  don’t  wish  the  first  quar¬ 
ter  was  longer.  But  they  will  deliver  in  March,”  said 
James  Cannavino,  IBM  vice  president  and  general  manag¬ 
er  of  Personal  Systems. 

Fernand  Sarrat,  an  assistant  general  manager  in  Canna- 
vino’s  division,  said  the  plan  is  to  first  deliver  2.0  by  download¬ 
ing  it  electronically  to  corporate  customers.  IBM  used  the  same 
approach  with  initial  deliveries  of  its  limited  availability  code, 
following  up  with  shrink-wrapped  versions  a  few  weeks  later. 

“We  will  begin  with  our  points  of  strength,”  Sarrat  said. 
“The  first  target  is  not  to  make  sure  there’s  a  box  in  every  little 
store.  There’ll  be  very  focused  marketing  in  the  corporate  are¬ 
na.  It  is  our  strength  and  a  weakness  of  some  of  our  competi¬ 
tors.”  However,  Sarrat  said,  there  will  also  be  promotions  and 
pricing  to  reach  consumers  “from  Day  1.” 

ROSEMARY  HAMILTON 


Microsoft  glitches  irk  user 
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Big  Blue  picked  to  develop 
system  to  monitor  child  abuse 


BY  NELL  MARGOLIS 

CW  STAFF 

SACRAMENTO,  Calif.  —  Last 
month,  as  he  pronounced  sen¬ 
tence  on  a  mother  convicted  of 
battering  her  8-year-old  son  to 
death,  a  judge  in  New  York  City 
verbally  indicted  the  local  social 
services  system,  which  knew  of 
the  abuse  but  was  too  overbur¬ 
dened  to  respond  in  time. 

Last  week,  IBM  outsourcing 
subsidiary  Integrat¬ 
ed  Systems  Solu¬ 
tions  Corp.  (ISSC) 
and  the  State  of  Cali¬ 
fornia  Department 
of  Social  Services 
(DSS)  signed  an  $80 
million  outsourcing 
contract  aimed  at 
making  sure  no  such 
tragedy  occurs  in  the  Golden 
State. 

Under  its  terms,  ISSC  will  de¬ 
sign,  build  and  run  a  child  welfare 
case-management  system  that 
will  link  4,500  IBM  Personal 
System/2s  into  a  160-location 
Token  Ring  network  to  be 
placed  at  the  round-the-clock 
service  of  some  9,800  social 
workers  throughout  the  state’s 
58  counties. 

The  client/server  architec¬ 
ture  will  allow  users  in  each  of 
the  larger  counties  to  access  an 
IBM  mainframe  at  ISSC’s  Boul¬ 
der,  Colo.,  data  center  via  serv¬ 
er.  Smaller  counties  will  have  a 
direct  link  to  Boulder.  Some  80 
ISSC  staffers  will  work  on  the 
implementation;  others  will  run 
the  system,  once  it  is  built. 


The  combined  outsourcing, 
systems  integration  and  devel¬ 
opment  pact  marks  ISSC’s  debut 
in  the  public-sector  services 
market,  one  of  the  vertical  indus¬ 
tries  the  firm  targeted  when  it 
was  spun  off  from  IBM  last  May. 
It  also  gives  California  the  na¬ 
tion’s  first  fully  automated  child 
protection  system. 

“For  the  first  time  a  case 
worker  who  goes  out  on  an 
emergency  referral  will  have  ac¬ 
cess  to  child  and 
family  information, 
case  history,  court 
data  —  all  the  rele- 
vent  information,” 
said  Diane  Just,  chief 
of  the  Family  &  Chil¬ 
dren’s  Services 
branch  of  the  DSS. 

Almost  as  impor¬ 
tant,  Just  added,  “social  workers 
will  be  able  to  manage  their  case¬ 
loads.  Line  management  will  be 
able  to  oversee  the  [child  protec¬ 
tion]  program.”  All  in  all,  “the 
state  will  have  a  better  grip  on 
what  we  need  to  do  to  protect 
our  kids,”  she  said. 

“The  primary  thrust  of  the 
program  is  to  identify  problems 
early  on,  with  the  goal  of  keeping 
families  together  or  reuniting 
them  as  quickly  as  possible  after 
problems  have  occurred,”  said 
John  Healy,  interim  director  of 
DSS. 

After  4V2  years  spent  inten¬ 
sively  working  on  the  concept, 
the  system  will  be  piloted  in 
three  counties  in  the  spring  of 
1993,  with  a  one-year  total  roll¬ 
out  to  follow,  Just  said. 


IBM  uncovers  bogus  parts 


ory  model,  to  accommodate  ex¬ 
isting  users.  Version  3.0  is  due 
out  in  the  second  quarter  of  this 
year  and  will  correct  the  prob¬ 
lem,  Microsoft  said. 

Microsoft  acknowledged  that 
because  Consumer  Software’s 
Network  Courier  mail  package 
was  recompiled  into  Microsoft 
Mail  with  the  small  memory 
model,  “we  do  have  problems 
reading  large  messages;  there's 
no  question,”  said  John  Ditz, 
product  support  lead  for  Micro¬ 
soft  Mail.  He  said  Microsoft  Mail 
distributions  to  600  to  700  users 
are  not  uncommon,  as  each  post 
office  can  accommodate  up  to 
500  users. 

Shared  bytes 

Ditz  explained  that  the  25K 
bytes  of  space  in  a  Microsoft 
Mail  Windows  client  are  shared 
between  a  “read”  and  “com¬ 
pose”  window.  Those  25K  bytes 
are  insufficient  if  a  user  has  100 
messages  of  IK  byte  each  in  his 
“in-box”  and  needs  to  find  an¬ 
other  10K  bytes  to  forward  a 
message. 

Ditz  suggested  that  custom¬ 
ers  experiencing  the  memory 
problem  make  use  of  the  Win¬ 
dows  Clipboard.  He  said  users 


can  close  the  message  down, 
bring  up  a  new  window,  cut  and 
paste  the  old  message  and  re¬ 
select  message  recipients.  Per¬ 
eira  noted,  however,  that  the 
process  of  manually  reselecting 
users  “takes  more  than  a  while” 
in  an  installation  of  his  size. 

The  computing  services  man¬ 
ager  for  the  business  college  at 
Oregon  State  University  said  he 
overcomes  the  buffer  problem 
by  sending  documents  created 
within  other  applications  as  at¬ 
tachments. 

Greg  Scott,  who  supervises 
the  Corvallis,  Ore. -based  institu¬ 
tion’s  network,  said,  “The  buffer 
problem  has  to  do  with  the 
amount  of  things  you  have  open 
on  the  screen.  You  don’t  run  into 
it  if  you  create  a  separate  file  and 
send  it  as  a  mail  attachment.” 

It  is  not  clear  yet  what  a 
networkwide  upgrade  to  3.0 
would  cost  Ontario  Hydro,  the 
university  or  other  users.  A  Mi¬ 
crosoft  spokeswoman  said  that 
as  yet,  pricing  for  2.1  to  3.0  up¬ 
grades  is  undetermined,  though 
upgrades  for  companies  that 
purchased  2.1  after  Jan.  1, 1992, 
will  be  free  of  charge.  Pereira, 
Scott  and  other  users  said  they 
haven’t  been  told  about  pricing. 
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cations  Network  Architects, 
Inc.,  a  consulting  firm  in  Wash¬ 
ington,  D.C.,  nonetheless  ruled 
out  the  possibility  in  this  case. 

“We  are  talking  whole  unit 
systems,  and  that  makes  clerical 
error  impossible.  It  definitely 
points  to  malicious  intent,”  Dzu- 
beck  claimed. 

IBM  sent  a  letter  to  autho¬ 
rized  AS/400  dealers  in  mid- 
February,  stating  that  some  of 
the  duplicate  serial  numbers  had 
surfaced  in  B  models  found  in 
both  customer  and  third-party 
locations  and  that  in  some  in¬ 
stances,  some  of  these  units 
“have  been  presented  as  genu¬ 
ine  IBM  machines.” 

The  letter  goes  on  to  state 
that  no  maintenance  services,  in¬ 
cluding  hourly  per  call,  sale  of 
parts  or  engineering  support, 
will  be  provided  for  such  ma¬ 
chines.  Furthermore,  IBM  will 
not  provide  Model  Unique  Li¬ 
censed  Internal  Code,  or  the 
“brains”  of  the  processor,  for 
these  systems. 


The  vendor  met  with  the 
American  Society  of  Computer 
Dealers  (ASCD)  in  mid-Febru¬ 
ary  to  help  rectify  the  situation 
with  a  “minimum  of  disruption” 
to  customers.  The  ASCD  sent 
out  a  letter  in  conjunction  with 
the  above-mentioned  IBM  no¬ 
tice  stating  that  it  is  a  “violation 
of  the  Code  of  Ethics  for  mem¬ 
bers  to  knowingly  purchase,  sell 
or  trade”  the  models  in  question. 

IBM  has  clamped  down  on 
spare  parts  and  used  equipment 
violations  in  the  past  year,  for 
example,  in  its  memory-board 
suit  against  Comdisco,  Inc.  and 
others.  However,  this  latest  dis¬ 
covery  is  all  part  of  an  audit  pro¬ 
cess  kicked  off  about  two  years 
ago,  Dzubeck  said. 

“IBM  is  looking  for  every  sin¬ 
gle  dollar  right  now.  Field  engi¬ 
neers  started  to  examine  serial 
numbers  on  a  site-by-site  basis 
and  found  out  all  kinds  of  things. 
Basically,  this  is  cleaning  up  a  lot 
of  sloppiness,  but  sometimes  you 
actually  uncover  overt  acts  of 


thievery,”  he  said. 

One  analyst  speculated  that 
some  of  the  confusion  could  have 
occurred  during  B  to  D  model 
upgrades  at  various  sites  since 
the  D  model  introductions  last 
spring.  After  these  upgrades, 
many  of  the  older  B  model  com¬ 
ponents  may  have  been  left  by 
IBM  field  engineers  at  customer 
sites,  said  William  Sines,  director 
of  midrange  systems  research  at 
Technology  Investment  Strate¬ 
gies  Corp.  Customers,  feeling 
that  these  parts  were  indeed 
theirs,  may  have  sold  them  to 
others,  Sines  said. 

Joseph  Marion,  ASCD  execu¬ 
tive  director,  concurs.  During  B 
to  D  upgrades,  one  processor  is 
literally  rolled  out  and  another  is 
rolled  in,  Marion  said.  “My  un¬ 
derstanding  is  that  IBM  sends  a 
trucking  company  out  to  pick  up 
the  other  processor.  Obviously, 
these  situations  occurred  before 
the  unit  could  be  picked  up.” 

IBM  declined  to  comment  on 
this  possible  explanation,  pend¬ 
ing  the  results  of  its  investiga¬ 
tion.  “As  far  as  we  know,  this  a 
very,  very  isolated  incident,” 
Grimes  said. 
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With  the  new  HP  Apollo  Series 
700  Model  705  RISC  workstation, 
you’ll  also  gain  an  additional  13.7 
SPECmarks.*  And  5.4  MFLOPS.* 

So,  while  the  difference  in  price 
is  just  a  pleasant  surprise,  the 
difference  in  performance  is 
astonishing. 

And  that  $5  savings  won’t  short 
you  on  anything.  We’ve  designed 
the  Series  700  to  optimize  X-win- 
dow  performance.  What’s  more, 
our  Model  705  has  a  19"  gray¬ 


scale  display  (Sun  only  offers  a 
17"  monochrome  display  on  the 
ELC).  And,  with  over  1,800  appli¬ 
cations  already  available,  you’re 
ready  to  get  up  and  running  fast. 

The  open  architecture  of  our 
workstations  also  lets  them  work 
smoothly  in  a  multivendor  envi¬ 
ronment.  And, 
if  you  should 
need  our  help, 

HP’s  worldwide 
support  is  at 
your  service. 


So  call  1-800-637-7740,  Ext.2792. 

We’ll  show  you  a  very  fast  way  to 
save  money. 

HEWLETT 
PACKARD 
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Users  expect  modular  network  pieces 


Part  II  of  a  two-part  series  on  the  future 
of  network  operating  system  software. 


BY  JIM  NASH 

CW  STAFF 


Looking  just  over  the  horizon,  network 
managers  see  a  gradual  industrywide  shift 
in  the  use  of  network  operating  systems 
away  from  sharing  resources  and  toward 
connecting  multiple  vendors’  equipment 
and  applications. 

Users  said  they  expect  to  see  the  avail¬ 
ability  of  networking  functions  that  can  be 
run  interchangeably  on  the  desktop  or 
server  operating  system.  However,  a 
wholesale  switch  to  networks  that  sup¬ 
port  virtually  any  vendor’s  products  prob¬ 
ably  is  a  “utopian”  notion,  said  Scott  Dy- 
sart,  manager  of  technology  planning  at 
Georgia  Pacific  Corp.  in  Atlanta.  “I  don’t 
know  that  things  will  ever  get  that  modu¬ 
lar,  but  it’s  an  attractive  model,”  he  said. 

Managers  also  said  they  expect  they 
will  be  able  to  mix  and  match  features, 
adding  flexibility  to  their  networks,  if  not 
savings.  A  company  needing  a  minimum 
of  services  would  save  money  if  it  were 
not  forced  to  buy  current  networking 
packages,  the  managers  agreed. 

“As  you  move  into  the  client/server 
environment,  the  network  operating  sys¬ 
tem  is  going  to  change  to  be  more  like  the 
mainframe,”  said  Tony  Berger,  director 
of  information  systems  at  Simpson  Tim¬ 


ber  Co.  in  Seattle.  “You  will  be  able  to  add 
on  services  as  you  need  them  . . .  not  buy 
a  whole  package.” 

Most  network  managers  agreed  these 
changes  will  do  little  to  reduce  their  work 
load  and  stress  during  the  next  three  to 
five  years.  They  are  resigned  to  this  situa¬ 
tion,  however,  seeing  it  as  the  price  of 
working  with  evolving  technology. 

The  evolution  in  network  operating 
systems  will  be  slow  because  of  Novell, 
Inc.’s  command  of  the  local-area  network 
market,  managers  said  in  interviews  last 
week.  Novell’s  network  operating  sys¬ 
tem,  NetWare,  is  in  fact  an  operating  sys¬ 
tem  that  uses  MS-DOS  to  load  itself  on 
desktop  computers.  As  such,  it  fits  the 
general  description  of  the  future  system, 
with  a  couple  of  notable  exceptions. 

One  is  that  many  of  its  key  features  are 
bundled  with  the  two  principal  versions,  2 
and  3.  In  the  future,  industry  observers 
predicted,  more  features  will  be  cleaved. 
A  second  exception  is  the  general  reluc¬ 
tance  Novell  has  shown  to  throwing  open 
its  doors  to  other  vendors’  products. 

It  “isn’t  in  Novell’s  best  interest  to  be 
that  open  at  this  point.  Right  now,  they 
are  finding  out  what  connectivity  priori¬ 
ties  their  customers  have  and  forming  re¬ 
lationships  with  those  vendors,”  Dysart 
said. 

Demand  for  that  much  openness  may 
not  have  reached  critical  mass,  said  John 
Cook,  network  coordinator  at  Price  Wa¬ 


terhouse  in  Houston.  IBM  and  Microsoft 
Corp.’s  jointly  developed  OS/2  was  touted 
as  a  step  in  the  direction  of  an  operating 
system  that  is  more  open  to  other  ven¬ 
dors’  products,  networking  and  other¬ 
wise.  “But  OS/2  hasn’t  taken  off.  It’s  a 
nice  environment,  but  its  [promises]  are 
pie  in  the  sky,”  Cook  said. 

That  is  not  to  say  demand  is  not  vehe¬ 
ment  in  some  quarters.  “We  would  like  to 
see  architectural  changes  in  network  op¬ 
erating  systems  to  allow  them  to  inte¬ 
grate  with  others”  in  a  mix-and-match 
way,  said  Steve  Attias,  corporate  vice 
president  of  systems  at  New  York  Life  In¬ 
surance  Co.  in  New  York. 

Doing  so  would  solve  problems  of  het- 


BY  CLINTON  WILDER 

CW  STAFF 


PITTSBURGH  —  With  the  rough-and- 
tumble  outsourcing  market  growing 
more  competitive  by  the  day,  the  new  in¬ 
formation  systems  chief  at  Mellon  Bank 
Corp.  is  reconsidering  the  bank’s  role  as  a 
provider  of  outsourcing  services. 

“I  am  not  sure  yet  about  this  market,” 
said  Bipin  C.  Shah,  who  officially  takes 
over  today  as  Mellon’s  new  executive  vice 
president  of  information  management  and 
research.  “I  have  seen  a  lot  of  things 
come  and  go  in  this  business,  and  I  want  to 
be  very  sure  [of  outsourcing  market 
growth]  before  we  put  a  lot  of  resources 
toward  it.”  Shah  said  Mellon  will  decide 
its  future  role  in  outsourcing  in  the  next 
several  months. 

Shah’s  comments  come  at  a  time  when 
Mellon  is  trying  to  cope  with  the  business 
failure  of  its  largest  outsourcing  customer 
to  date,  Dollar  Dry  Dock  Bank  in  White 
Plains,  N.Y.  The  immediate  impact  on 
Mellon’s  six-  to  seven-year  outsourcing 
contract  with  that  bank  is  not  clear.  Mel¬ 
lon  executives  were  discussing  data  pro¬ 
cessing  options  last  week  with  Emigrant 
Savings  Bank,  the  New  York  bank  that 
will  acquire  Dollar  Dry  Dock’s  assets  in  a 
move  recently  approved  by  the  Federal 
Deposit  Insurance  Corp. 

Mellon  was  a  successful  vendor  of  pro¬ 
cessing  services  to  smaller  banks  and 
thrifts  long  before  the  current  outsourc¬ 
ing  craze.  But  during  the  past  three  years, 
Mellon,  with  the  exception  of  Dollar  Dry 
Dock,  has  failed  to  win  the  types  of  major 
deals  landed  by  competitors  such  as 
IBM’s  Integrated  Systems  Solutions 
Corp.  (ISSC)  and  Electronic  Data  Sys¬ 
tems  Corp.  ISSC,  for  example,  has  landed 
contracts  with  seven  banks  larger  than 
Dollar  Dry  Dock  since  it  entered  the  busi¬ 
ness  in  1989. 

“Mellon  has  been  aggressively  pursu¬ 
ing  a  lot  of  contracts,  but  it  is  very  expen¬ 
sive  to  chase  these  deals,”  said  Perry 
Harris,  director  of  management  strate¬ 
gies  at  The  Yankee  Group,  a  Boston- 
based  market  research  firm. 

Late  last  week,  Mellon’s  processing  of 
Dollar  Dry  Dock  data  was  “business  as 
usual,”  said  David  Moore,  senior  vice 
president  of  information  processing  at 
Mellon.  But  the  future  of  the  deal  is  uncer¬ 
tain  at  this  point.  Allan  Woods,  executive 
vice  president  and  head  of  Mellon’s  out¬ 
sourcing  business,  was  unavailable  to  dis- 


erogeneous  workplaces  such  as  a  lack  of 
interoperability,  multiple  systems  to 
manage  and  redundant  hardware,  most 
users  agreed,  by  integrating  the  many 
systems  in  most  large  companies. 

Better  system  management  would  fol¬ 
low  once  network  managers  did  not  have 
to  treat  most  major  systems  as  discrete. 
But  they  agreed  that  greater  control  over 
existing  networks  would  only  result  in  a 
ratcheting  of  complexity  all  over  again  at 
the  network  level. 

Attias  lamented:  “Things  will  only  get 
more  complicated.  We  get  better  tools, 
and  somebody  builds  more  complex  sys¬ 
tems.” 

Berger,  a  traditional  mainframer,  said 
he  will  welcome  the  changes  in  networks. 
“But  it  means  we  have  to  relearn  a  lot  of 
stuff  we  already  know.  It’s  just  different 
hardware,  different  standards.” 


Banking  on 
outsourcing? 

Mellon  and  M&I  Data  are 
bank  units  competing  with 
outsourcing  giants 

Vendors  ranked  by  annualized  revenue 
as  of  December  1991  (in  millions) 


Source:  Computer-Based  Solutions,  Inc. 

CW  Chart:  Janell  Genovese 

cuss  specifics  of  the  Dollar  Dry  Dock  con¬ 
tract. 

The  Dollar  Dry  Dock  experience 
points  up  an  increasing  hazard  for  out¬ 
sourcing  vendors:  the  financial  health  of 
their  customers.  Since  the  best  candi¬ 
dates  for  outsourcing  are  firms  experienc¬ 
ing  a  fiscal  crunch,  vendors  may  take  a 
risk  by  signing  up  long-term  contracts. 

Mellon  knew  that  Dollar  Dry  Dock 
“wasn’t  the  healthiest  bank  in  the  world,” 
said  George  DiNardo,  the  former  Mellon 
IS  chief  who  was  instrumental  in  landing 
the  contract  in  October  1990.  “That’s 
the  risk  in  all  outsourcing.  Do  you  out¬ 
source  when  you’re  healthy?  Maybe.  But 
usually  it’s  for  cost  control.” 


HOWTO 
SELL  USED 
EQUIPMENT. 

Advertise  in  Computerworid’s 
Classifieds.  They  work. 

800-343-6474 

x744 


How  to  make  sure  everybody 
is  on  the  same  page.  Literally. 


With  MVS  Destination  Management  Software  from 
Electronic  Form  Systems,  you  can  make  sure  every 
location  in  your  enterprise  uses  the  right  electronic 
forms  and  the  right  software.  That  means  no  more 
bootleg  forms,  no  more  unsupported  software,  and 
far  fewer  headaches.  To  get  everybody  on  the  right 
page,  call  or  fax: 

Electronic  Form  Systems 
1-800-FORM  FREE  (Ask  for  Marketing)  Fax:  214-250-1014 
2395  Midway  Road  •  Carrollton,  TX  75006 


Mellon  reviews  outsourcing  role 
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Everyone  is  interested  in  developing  cost-effective,  timely,  high-quality  software  applications. 

But  for  many  companies,  the  CASE  (Computer-Aided  Software  Engineering)  path  covers 
uncharted  territory  Fortunately,  one  company  has  accumulated  a  consistently  sure-footed  record 
of  leadership.  KnowledgeWare  has  pioneered  almost  every  important  innovation  in  CASE  tech¬ 
nology  And  coupled  it  with  a  service  and  support  system  unmatched  in  the  industry.  The  result  is  a  growing 
legion  of  satisfied  customers.  The  newest  Sentry  Market  Research  CASE  Survey*  spells  it  out  in  unmistakable 
terms.  KnowledgeWare  was  rated  number  one  in  fifteen  of  sixteen  categories  by  CASE  users.  And  our  unique 
~jri  partnership  in  IBM’s  AD/Cycle  “  vision  ensures  the  soundness  of  your  invest- 

^  KnowledgeWare'  ment  into  the  future.  Call  1-800-338-4130  for  our  free  4-color  brochure.  We’ve 

already  come  a  long  way  together,  but  the  best  is  still  ahead  of  us. 


The  Best  CASE  For  Your  Business 


In  business,  our  need  to  communicate  in 
the  most  efficient  way  never  changes.  Yet, 
how  we  communicate— how  we  see,  hear 
and  say  things— is  changing  continually 
That’s  why  AT&T  created  AT&T  EasyLink 
Services  to  help  give  you  greater  efficiency 
through  electronic  messaging. 

AT&T  EasyLink  Services  can  help  you  take 
advantage  of  todays  ever  rapidly  evolving  busi¬ 
ness  communications  environment.  AT&T 
Electronic  Mail,  AT&T  Fax  Services,  telex 
and  AT&T  EDI  can  help  improve  how  your 
business  communicates  today  And  for  the 
future,  AT&T  EasyLink  Services  is  working 
to  bring  you  truly  integrated  voice,  data, 
text  and  video  messages. 


How  to  see,  hear  and  say  things  you  never  coni 


So  regardless  of  your  company’s  size, 
scope  or  field,  if  you  would  like  to  find  out 
how  you  can  send  and  receive  messages 
and  information  better,  AT&T  EasyLink 
Services  would  like  to  talk  with  you. 

AT&T  EasyLink  Services.  It  does  more 
than  just  improve  how  your  business  com¬ 
municates;  it  helps  to  transform  the  way 
you  do  business  by  allowing  you  to  see, 
hear  and  say  things  you  never  could  before. 

For  more  information,  call  your  account 
representative  or  AT&T  EasyLink  Services  at 
1 800  242-6005,  Dept.  6306. 
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Michigan  bank  issues  check  image  statements 


BY  ELLIS  BOOKER 

CW  STAFF 


FARMINGTON  HILLS,  Mich.  —  Start¬ 
ing  this  month  at  Michigan  National 
Bank,  some  customers  will  receive  im¬ 
ages  of  their  cleared  checks  instead  of  the 
paper  originals. 

The  $10.6  billion,  190-branch  bank 
will  be  the  first  in  the  country  to  deploy 
IBM’s  Check  Imaging  System,  which  will 
become  commercially  available  at  the  end 
of  this  quarter.  Fleet/Norstar  Financial 
Group,  Inc.  in  Rhode  Island  will  kick  off  a 
similar  service  using  IBM’s  system  next 
month  to  25,000  Rhode  Island  custom¬ 


ers.  It  will  roll  out  the  service  to  its  entire 
clientele  next  year.  BayBanks,  Inc.,  based 
in  Massachusetts,  is  expected  to  follow 
suit  shortly. 

“The  advantage  is  a  better  product  for 
retail  customers  who  want  to  see  then- 
checks, ”  said  Charles  W.  Kight,  Michigan 
National’s  executive  vice  president  of  op¬ 
eration  and  information  technology. 

Currently,  only  about  20%  of  those 
customers  have  their  checks  returned. 
The  majority  choose  to  have  the  bank 
keep  the  paper  checks,  an  option  called 
“safekeeping,”  because  this  service  costs 
less. 

But  when  the  Checklmages  statement 


option  is  made  available  this  Thursday, 
customers  who  maintain  a  minimum  bal¬ 
ance  will  not  pay  extra  to  see  their  checks, 
Kight  said.  Some  300,000  of  the  bank’s 
accounts  are  eligible  for  the  conversion  to 
image  statements. 

IBM’s  mainframe-based  Check  Imag¬ 
ing  System,  which  comes  as  an  enhance¬ 
ment  to  IBM’s  item  processing  system  for 
banks,  is  one  of  a  handful  of  products  vy¬ 
ing  for  a  piece  of  this  emerging  application 
market.  The  image  statement  module  of 
Unisys  Corp.’s  Infolmage  Image  Item 
Processing  System  is  already  available. 
This  month,  Detroit-based  Comerica 
Bank  will  announce  availability  of  its 


CheckPhoto  service  statewide. 

According  to  Lisa  P.  Hane,  editor  of 
“Item  Processing  Report,”  a  biweekly 
newsletter  based  in  Potomac,  Md.,  imag¬ 
ing  is  advantageous  to  banks  because  it 
reduces  the  labor  costs  of  sorting  checks 
for  mailing  as  well  as  the  cost  of  the  mail¬ 
ing  itself.  “Instead  of  mailing  back  10  or 
20  checks,  they  can  send  a  few  8V2-  by  1 1- 
in.  paper  sheets,”  she  said.  Checklmages 
will  display  10  half-size  canceled  checks, 
arranged  numerically,  per  sheet  of  letter- 
size  paper. 

Because  their  format  is  digital,  Hane 
explained,  image  statements  can  be  sort¬ 
ed  or  modified  to  meet  the  needs  of  spe¬ 
cial  customers.  For  example,  check  im¬ 
ages  could  be  enlarged  for  customers  with 
poor  vision. 


HOW  TO  WRITE 
APPLICATIONS  FOR 
UNIX'FASTER: 


If  you're  trying  to  write  business 
solutions  for  UNIX,  you  know  one  thing 
for  sure:  The  backlog  can  be  backbreaking 

So  in  the  spirit  of  helpfulness,  we 
offer  you  the  perfect  answer. 

Cheat. 

Actually,  we  offer  you  two  ways  to 
cheat.  Which  is  twice  as  good.  And  both 
involve  uniVerse  by  VMark. 

Through  VMark  Software,  you  have 
access  to  approximately  4,000  proven, 


reliable  business  solutions,  as  well  as 
industry  expertise,  for  a  broad  range  of 
vertical  markets,  including  distribution, 
manufacturing,  financial,  government  and 
health  care.  And  uniVerse  lets  you  run 
them  on  over  sixty  platforms  from  virtually 
every  manufacturer  in  the  world. 

So  you  can  have  the  application  you 
want,  when  you  need  it,  and  on  the 
platform  you  prefer. 

The  second  route  to  fast  UNIX 


solutions  involves  taking  advantage  of 
universe's  second  big  attribute.  It  is,  we 
believe,  the  easiest  application  development 
environment  in  use  today.  And  the  applications 
you  build  will  be  able  to  take  full  advantage 
of  all  the  benefits  and  freedom  of  choice  that 
make  UNIX  and  open  systems  so  attractive. 

VMark.  Think  of  us  as  business 
solutions  for  UNIX.  To  go. 

To  learn  more,  write  or  call 
(508)  655-3700. 


uniVerse  by 


S  O  F  T  W  A  R  E 


NORTH  AMERICA  EUROPE  ASIA-PACIFIC 

VMark  Software  Corporation.  5  Strathmore  Road,  Natick.  M  A  01760.  Tel.  (508)  655-3700.  FAX  (508)  655-8395.  uniVerse  is  a  trademark  of  VMark  Software. 

UNIX  is  a  trademark  of  UNIX  System  Laboratories. 


Check’s  not  in  the  mail 

What  users  need  to  run  IBM’s 
Check  Imaging  System 

•3090  running  MVS/ESA. 

•DB2. 

•3898  Image  Capture  System, 
including  processor  and  software. 

•Statement  application  program. 
Total  cost:  $500,000 

CW  Chart:  Michael  Siggins 


Interestingly,  Michigan  National  will 
still  rely  on  an  old  technology,  microgra¬ 
phics,  to  take  pictures  of  all  incoming 
checks  for  internal  processing. 

“In  the  long  term,  as  the  technology 
improves  and  the  costs  [of  image  capture] 
decline,  we’ll  do  both  processes  with  elec¬ 
tronic  imaging,”  Kight  said. 

Interest  in  image  statements  among 
banking  institutions  is  strong,  according 
to  a  study  conducted  in  late  1990  by 
Wayne,  Pa.-based  TransData,  the  re¬ 
search  division  of  New  York-based  pub¬ 
lishing  house  American  Banker. 

The  study  found  that  almost  one-third 
of  the  3,300  banks  and  thrifts  with  $125 
million  or  more  in  deposits  had  a  high  level 
of  interest  in  electronic  image  technol¬ 
ogy,  such  as  image  statements  applica¬ 
tions. 

The  TransData  analysis  also  found 
that  a  majority  of  consumers  said  they 
would  prefer  a  retumed-check  imaging 
system  over  either  having  their  actual 
checks  returned  or  having  the  bank  hold 
the  physical  check  and  send  a  statement 
alone. 

Check  image  statements  may,  in  fact, 
be  the  first  step  in  a  fully  on-line  environ¬ 
ment  whereby  customers  would  access 
the  bank’s  systems  directly  from  their 
own  personal  computers,  obviating  the 
need  to  mail  any  paper  documents. 

But  whether  an  on-line  capability  is  in 
the  cards  for  IBM’s  imaging  product,  the 
company  is  not  saying. 
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WE'LL  BE  THERE 
WHEN  YOU  GET  THERE. 

Desktop  Direct  from  Digital 


With  Desktop  Direct  from  Digital,  you’re  never  alone  on  the  road. 

A  support  team  of  10,000  stands  behind  every  i386-based,  20MHz 
DECpc  “  320P  Notebook  Personal  Computer.  Wherever  you  are, 
we’re  just  a  free  phone  call  away. 

So  whether  you  need  help  running  Windows™  in  a  Wisconsin 
coffee  shop  or  advice  on  connecting  a  modem  in  a  midtown  Manhattan 
hotel,  give  us  a  call.  If  we  can’t  solve  your  problem  over  the  telephone, 
we’ll  send  you  a  repaired  system— even  on  the  road— within  48  hours. 
Even  in  the  unlikely  event  that  your  disk  drive  goes  down  in  Des 
Plaines  or  your  keyboard  comes  loose  in  Kalamazoo. 

Think  of  it  as  travel  insurance  for  your  notebook  computer. 


Wherever  you  go,  you  won’t  miss  any  connections  with  the 
DECpc  320P  Notebook.  That’s  because  the  320P  comes  standard  with 
a  2400  baud  modem  so  you  won’t  get  behind  in  answering  your  MCI 

Mail®— or  get  cut  off  from  your  company  database. 
And  at  $  1995 ,  the  DECpc  320P  Notebook  is 


DECpc  .  , 

320P  ■  priced  to  go.  hast. 

We  put  it  all  on  the  table.  The  20MHz  DECpc  320P 

Notebook  Personal  Computer  is  the  most  comfortable  to  use  on  the 
market  today,  while  the  components  inside  are  the  hottest.  We  started 
with  the  Intel®  386sx™  processor  and  the  built-in  2400  baud  modem 
(optional  data/FAX  modem).  Because  we  don’t  believe  you  should  have 
to  sacrifice  power  for  portability. 

Next,  we  made  the  standard  2MB 
memory  expandable  to  8MB— plenty  of  room  for  running  multiple 
Windows  applications.  For  extra  oomph  in  spreadsheet  recalcs,  we 
made  room  for  an  optional  80387sx™  Math  Coprocessor.  Then  we  added 
a  40MB  (optional  80MB)  hard  drive  and  a  3.5"  Floppy  diskette  drive  for 
ample  storage— with  DOS  ’  5.0  and  Windows  3.0  pre-installed.  We 
topped  off  the  chassis  with  the  Triple  Super  Twist  (TST)  Backlit  VGA 
display— that  puts  Windows  on-screen  without  an  aggravating  blur. 

We  built  an  AC  adapter  to  weigh  less  than  a  pound-so  it’s  easy  to  carry  DESKTOP 
around— and  we  added  the  Fogitech™  TrackMan®  Portable,  for  FREE.  DIRECT 
We  even  included  a  three-hour  plus  battery  life  to  keep  you  I 

up  and  running  even  when  you’re  away  from  it  all.  i^lWI  IML 

-*■  °  J  J  Taking  PCs  into  the  world  ahead 

So  call  Desktop  Direct,  before  you  go,  anywhere. 


Call  Desktop  Direct  at 

1-800  PC  BY  DEC  (1-800-722-9332) 

Please  reference  AJU  when  you  call. 

8:30  am  to  8:00  pm  (ET)  Mon.-Fri. 


BBIODin 
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The  DECpc  320P  Notebook 


Includes: 

Microprocessor: 

Memory: 

Storage: 


Intel  i386sx  running  at 

20MHz 

2MB 

40MB  IDE  Hard  Disk  Drive 
3.5"  1.44MB  Floppy 


Display: 

Modem: 

Keyboard: 

Mouse: 


TST  Backlit  VGA 
2400  bps  Data 
84-key  Keyboard 
Logitech  TrackMan 
Portable 


Operating  Systems:  MS-DOS  5.0  and 

MS-Windows  3-0 
(factory  installed) 


(Carrying  case  included) 

Special  Package  Price  $4  QQC 

FR-PCPll-AA  IjWWW 


The  DECpc  316sx 


Includes: 

Microprocessor: 


Intel  i386sx  mnning  at 
16MHz 


Memory: 

Storage: 

Resolution  Mode: 


1MB,  80ns  Memory  Kit 
52MB  IDE  Hard  Disk  Drive 
3.5"  1.44MB  Floppy 
1024  X  768  SVGA 


Display: 

Keyboard: 

Mouse: 

Operating  Systems: 


Adapter 

14"  Multi-sync  VGA  Color 
Monitor 

101 -key  Keyboard 
Three-button  Mouse 
MS-DOS  5.0  and 
MS-Windows  3.0  \ 


Special  Package  Price 

DJ-PC444-05 


r*  a  l 

*1,749  \iggj 


Includes: 

Microprocessor: 


Intel  i386  running  at 
25MHz 


Memory: 

Storage: 


Resolution  Mode: 


4MB,  80ns  Memory  Kit 
52MB  IDE  Hard  Disk  Drive 
3.5"  1.44MB  Floppy 
1.2"  dd  Floppy 
1024  X  768  SVGA 


Display: 

Keyboard: 

Mouse: 


Adapter 

14"  VGA  Color  Monitor 
101 -key  Keyboard 
Three-button  Mouse 


Operating  Systems:  MS-DOS  5.0  and 

MS-Windows  3.0 

Special  Package  Price 

DJ-PC462-04 


*2,179  $Si 
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The  DECpc  320P  Notebook 


Includes: 

Microprocessor: 

Memory: 

Storage: 


Intel  i386SX  running  at 

20MHz 

2MB 

80MB  IDE  Hard  Disk  Drive 
3.5"  1.44MB  Floppy 


Display:  TST  Backlit  VGA 

Modem:  2400  bps  Data 

Keyboard:  84-key  Keyboard 

Mouse:  Logitech  TrackMan 

Portable 

Operating  Systems:  MS-DOS  5.0  and 

MS-Windows  3-0 
(factory  installed) 


(Carrying  case  included) 

Special  Package  Price  >|Qg 

FR-PCPU-FA 


Includes: 

Microprocessor: 


Intel  i386SX  running  at 
20MHz 


Memory: 

Storage: 

Resolution  Mode: 


1MB,  80ns  Memory  Kit 
52MB  IDE  Hard  Disk  Drive 
1024  X  768  SVGA 


Adapter 

14"  Multi-sync  VGA  Color 
Monitor 

101-key  Keyboard 
Three-button  Mouse 


Display: 

Keyboard: 

Mouse: 

Operating  Systems:  MS-DOS  5.0  and 

MS-Windows  3.0 

Special  Package  Price 

DJ-PC443-05 
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The  DECpc  433  Workstation 


Includes: 

Microprocessor: 


Intel  i486  running  at 
33MHz 


Memory: 

Storage: 

Resolution  Mode: 


8MB,  70ns  Memory  Kit 
40MB  IDE  Hard  Disk  Drive 
3.5"  1.44MB  Floppy 
1280  X  1024  TIGA 


Display: 

Keyboard: 

Mouse: 


Adapter 

20"  Color  Monitor 
101 -key  Keyboard 
Three-button  Mouse 


Operating  Systems:  MS-DOS  5.0  and 

MS-Windows  3  0 
Special  Package  Price  $ 

Offer  Good  Thru  3/3 1/92 
DJ-PCW 10-02 
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4,999 


1-800  PC  BY  DEC  (1-800-722-9332) 

Please  reference  AJU  when  you  call. 


DESKTOP 

DIRECT 

from 

DIGrTAL 

Taking  PCs  into  the  world  ahead 


TOLL  FREE  TO 


1  -800-524-5694 


and  well  send  you 
a  special  system 
recommendation. 

Or  call 

1-800-722-9332 
and  well  recommend 
by  phone. 


DESKTOP 

DIRECT 

from 

DIGITAL 

Taking  PCs  into  the  world  ahead 
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Intel  and  80486  are  registered  trademarks  of  Intel  Corporation.  Microsoft 
Windows,  and  DOS  are  trademarks  and  MS-DOS  is  a  registered  trademark  of 
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Zip 


Your  Telephone  No.  Your  FAX  No. 

I’d  like  information  on: 

El  DECpc  i386  and  i386sx  based  systems 
El  DECpc  i486  and  i486sx  based  systems 

□  The  DECpc  320P  Notebook 

□  The  Catalog 


Customization  Worksheet 


Your  base  system  is  a:  d  286  d  386  d  486  d  Other 
How  many  applications  will  your  PC(s)  run  in  a  typical  workday?. 

What  best  describes  the  type  of  work  the  system  will  be  used  for? 
(Check  all  that  apply): 


□  Word  Processing 
d  Order-entry 

□  Database  (filing  records) 
Id  Financial  Calculations 

d  Retail  Store  Management 


d  Desktop  Publishing 
d  Education 
d  Design  (CAD/CAM) 
d  Engineering 
d  Industrial  Process  Control 


d  Scientific  Research 
d  Software  Development 
d  E-Mail 

d  Other  industry-specific 
applications  (please  specify) 


How  many  people  work  in  your  group,  department  or  small  business? 
d  Less  than  10  d  10-20  d  20-35  d  More 


Is  your  operating  system: 

d  DOS  d  DOS  with  Windows  d  OS/2  d  MAC  d  UNIX™  d  Other 

Which  of  the  following  graphics-oriented  applications  best  describes  your  needs? 
(Check  all  that  apply) 

d  Desktop  Publishing  d  Realtime  Modeling  d  AutoCad 

d  CAD/CAM  d  Animation  d  Business  Graphics 

d  Image  Processing 


LAN  Communication 

How  many  PCs  do  you  have  installed? _ From  how  many  manufacturers?. 

What  kinds  of  connections  does  your  PC(s)  require?  (Check  all  that  apply) 
d  Links  with  other  PCs  in  the  immediate  surroundings 
d  Connection  to  the  local  area  network  (LAN)  throughout  a  building 
d  A  line  to  a  host  system  in  a  remote  location 

What  kind  of  media  (cable)  is  used  in  your  LANs  today? _ 

What  is  the  networking  software  now  being  used  in  your  company? _ 

What  kind  of  host  system  will  your  PC  communicate  with? 

d  DEC  d  IBM  d  Other _ 


What  Kind  of  Service  Do  You  Really  Need? 

d  On-site  Hardware  Support  d  Software  Support  d  Telephone  Support 
d  Training  d  FAX  Hotline 

How  many  of  your  users  take  portables  on  the  road? _ 

Do  you  currently  have  a  service  contract(s)  for  your  PCs?  d  How  many? _ 


1-800  PC  BY  DEC  (1-800-722-9332) 

Please  reference  AJU  when  you  call. 
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ADVANCED  TECHNOLOGY 

University  library  enters  information  age 

Project  Mercury,  based  on  distributed  computing,  takes  library  resources  to  the  home  and  office  electronically 


BY  MICHAEL  ALEXANDER 

CW  STAFF 


Carnegie  Mellon  University  in 
Pittsburgh  last  week  official¬ 
ly  launched  Project  Mercu¬ 
ry,  one  of  the  nation’s  first 
electronic  library  systems 
based  on  distributed  computing. 

Universities  have  moved  swiftly  in 
recent  years  to  bring  their  libraries 
into  the  information  age,  usually 
starting  with  electronic  catalog  sys¬ 
tems.  The  ultimate  goal,  which  is  only 
now  partially  realized,  is  to  put  all  of  a 
library’s  contents  on-line  and  make 
them  accessible  from  anywhere  on 
campus  and  beyond. 

“The  research  library  is  the  center 
of  [the]  university,  and  the  quality  of 
what  they  do  has  major  impact  on 
[the]  quality  of  teaching  and  re¬ 
search,”  said  William  Arms,  Carnegie 
Mellon’s  vice  president  for  academic 
services.  “I  don’t  normally  work  in  a 
library  but  in  an  office;  if  the  materials 
in  the  library  are  accessible  from  the 
office  and  home  that  means  I  can  use 
it  more  effectively.” 

Electronic  libraries  are  also  in¬ 
tended  to  make  it  easier  to  find  mate¬ 
rials,  help  forestall  having  to  build 
costly  new  facilities  and  also  make  it 
possible  for  several  people  to  simulta¬ 
neously  access  an  electronic  copy  of  a 
single  book  or  other  resource. 

Some  universities,  such  as  Cornell 
University,  have  been  experimenting 
with  electronic  libraries  built  around 
mainframe  computers  [CW,  Nov.  19, 
1990].  That  approach  is  not  without 


drawbacks,  Arms  said. 

“We  opted  for  a  distributed  com¬ 
puting  system  in  part  to  harness  com¬ 
puters  that  are  on  desktops  through¬ 
out  the  university,”  he  said.  The 
primary  limitation  of  using 
mainframes  as  a  central  re¬ 
pository  for  a  library  is  that 
mainframe  systems  can  be 
difficult  to  build  upon  as  the 
library’s  holdings  grow. 

The  system  developed 
under  the  Project  Mercury 
program  enables  students 
and  faculty  to  search  out  and 
retrieve  electronic  docu¬ 
ments  stored  in  the  universi¬ 
ty  library  “from  almost  any 
type  of  computer,  anywhere 
on  campus,  without  leaving 
their  dorm  room  or  offices,” 
said  Thomas  Dopirak,  tech¬ 
nical  director  of  Project 
Mercury.  The  project  is  still 
in  the  experimental  phase 
and  will  not  be  completed  for 
several  years,  he  said. 

At  the  core  of  the  system 
are  four  Digital  Equipment 
Corp.  DECStation  5000  da¬ 
tabase  servers  running 
DEC’s  Ultrix  iteration  of 
Unix.  Linked  to  the  servers 
are  workstations  and  termi¬ 
nals.  The  researchers  have  been  test¬ 
ing  an  experimental  version  of  an 
X.ll  Motif  interface,  specifically  de¬ 
signed  to  enable  users  to  retrieve  text 
and  bit-mapped  images  of  documents. 

Once  a  search  yields  an  index  en¬ 
try,  an  image  button  indicates  that  the 


document  is  available,  Dopirak  ex¬ 
plained.  Clicking  the  button  displays 
the  first  page,  typically  within  two 
seconds,  including  transmission  and 
decompression,  on  a  DECStation 


3100,  he  said.  A  second  Motif  inter¬ 
face  designed  to  allow  users  to 
browse  through  a  journal  page  by 
page  is  also  being  developed.  Also  un¬ 
der  way  is  an  interface  for  Apple  Com¬ 
puter,  Inc.  Macintosh  computers. 

“For  years,  print  has  been  the  way 


to  distribute  information,”  said  Bar¬ 
bara  Richards,  interim  director  of 
university  libraries.  “Now  distribut¬ 
ing  electronically  produced  informa¬ 
tion  may  prove  to  be  more  cost-effec¬ 
tive.” 

The  university  has  on¬ 
line  27,000  pages  from  sev¬ 
en  journals  on  computer  sci¬ 
ence  published  by  Elsevier 
Science  Publishing  and  the 
IEEE.  Eventually,  millions 
of  pages,  as  well  as  multime¬ 
dia  applications  that  incorpo¬ 
rate  audio  and  video,  will  be 
available  through  Project 
Mercury,  Arms  said. 

Documents  are  currently 
being  stored  on  hard  disks. 
As  the  collection  grows,  the 
documents  will  also  be 
stored  on  optical  discs.  The 
university  is  already  testing 
a  compact  disc/read-only 
memory  (CD-ROM)  jukebox 
that  holds  240  CD-ROMs. 

The  original  aim  of  Proj¬ 
ect  Mercury  was  to  build  an 
electronic  library  based  on 
literature  in  artificial  intel¬ 
ligence.  However,  priorities 
were  changed  to  create  a 
general-purpose,  campus¬ 
wide  library  system  for  col¬ 
lections  in  specific  disciplines  and  as 
part  of  a  national  electronic  library. 

University  researchers  were  care¬ 
ful  to  use  standard  formats  and  proto¬ 
cols  in  the  system  as  the  first  step  in 
enabling  libraries  around  the  world  to 
share  information,  Dopirak  said. 


Robert  de  Michiell 


U.S.  R&D  spending  hits  an  economic  skid 


BY  MICHAEL  ALEXANDER 

CW  STAFF 


Spending  in  the  U.S.  for  re¬ 
search  and  development  is 
heading  down  for  the  first 
time  since  the  1970s,  while 
the  nation’s  four  closest  in¬ 
dustrial  competitors  are  boosting 
their  investments  in  research,  ac¬ 
cording  to  a  new  study  published  by  a 
federal  agency. 

An  ailing  economy  and  a  meltdown 
in  the  Cold  War  are  putting  the  brakes 
on  the  growth  of  R&D  spending,  ac¬ 
cording  to  the  National  Science 
Board’s  (NSB)  recent  report.  The  av¬ 
erage  annual  increase  in  total  U.S. 
spending  between  1985  and  1991  in 
constant  dollars  was  1.2%,  compared 
with  an  annual  growth  rate  of  6.9% 
between  1980  and  1985,  the  NSB 
said.  The  most  recent  estimates  on 
change  from  1989  to  1991  also  indi¬ 
cate  that  R&D  spending  is  declining. 

Current  estimates  for  development 
expenditures  showed  the  sharpest  de¬ 
cline  of  a  negative  trend  in  constant 


dollars  since  1988.  The  estimated 
trend  in  applied  research  has  also 
been  heading  downward  since  1989, 
the  NSB  said.  The  federal  govern- 
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ment  is  estimated  to  have  reduced  its 
R&D  spending  significantly  from 
1989  to  1991;  however,  U.S.  industry 
R&D  spending  remained  level  during 
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Computer  sciences  degree  scores  biggest  gains 
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the  same  period. 

The  U.S.  is  still  outspending  Ja¬ 
pan,  Germany,  France  and  the  UK  — 
its  four  closest  business  competitors. 
However,  Japan  and  Germany  lead 
the  U.S.  in  terms  of  R&D  expendi¬ 
tures  as  a  percentage  of  gross  nation¬ 
al  product. 

The  four  countries  together  spent 
12%  more  than  the  U.S.  on  total  non- 
defense-related  activities. 

The  U.S.  is  slowly  losing  global 
market  share  for  its  high-technology 
products,  the  NSB  said.  For  example, 
in  1988  the  U.S.  supplied  37%  of  the 
world’s  high-technology  products, 
slightly  down  from  40%  in  1980. 

Employment  of  science  and  engi¬ 
neering  workers  continued  to  grow  at 
an  annual  rate  of  about  4%.  The  sup¬ 
ply  of  new  scientists  and  engineers 
during  the  1990s  is  likely  to  decline 
because  fewer  U.S.  citizens  are  ex¬ 
pected  to  pursue  science  and  engi¬ 
neering  careers. 

However,  data  on  freshmen  enter¬ 
ing  college  in  1989  and  1990  suggest 
that  degrees  sought  in  natural  sci¬ 
ences,  engineering  and  computer  sci¬ 
ences  might  begin  to  increase  in  the 
early  1990s,  the  NSB  said. 
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Confessions 

Do  you  recall  which  airline  was  the  first 
to  offer  a  frequent  flier  program?  Nei¬ 
ther  do  I.  Not  only  that,  you  probably 
don’t  care  because  all  the  major  airlines 
have  one.  So  what  does  it  matter  who  was  first  or 
second  or  who  was  late? 

If  you  want  to  determine  which  program  is 
best,  you’d  need  a  Cray-2  to  crunch  the  data  from 
the  myriad  of  features  and  permutations  of  each 
one.  Then,  after  this  careful  analysis,  you’ll  book 
yourself  on  one  of  the  airlines  on  your  short  list, 
which  was  composed  based  on  how  well  each  air¬ 
line  serves  your  needs  as  a  frequent  flier,  not  on 
the  strength  of  its  frequent  flier  program.  Any¬ 
way,  they’re  too  damned  hard  to  figure  out. 

And  so  it  is  with  the  selection  of  so  many  infor¬ 
mation  technology  products,  particularly  for  the 
desktop.  Product  features  boggle  the  mind,  while 
the  press,  including  us,  pepper  our  pages  with  ex¬ 
tensive  coverage  of  who’s  late  with  what  product 
this  week. 

Take  word  processing,  the  most  common  and 
intensely  used  desktop  application.  Everyone  was 
so  concerned  about  how  “late”  market-leading 
WordPerfect  was  with  the  Windows  version  of  its 
product  —  everyone  except  perhaps  the  custom¬ 
ers,  who  clearly  were  not  about  to  switch  vendors 
just  to  obtain  new  features  for  which  they  could 
well  afford  to  wait. 

Or  how  about  PC  spreadsheets?  A  couple  of 
years  back,  we  in  the  press  sacrificed  acres  of 
good  forest  land  to  let  everyone  know  about  the 
importance  of  the  fact  that  Lotus  was  so  late 
bringing  1-2-3  Version  3.0  to  market.  Last  No¬ 
vember,  Lotus  claimed  90%  of  the  DOS  spread¬ 
sheet  market  for  the  month,  its  highest  market 
share  ever.  Obviously,  customers  weren’t  too 
badly  shaken  by  the  headlines. 

Or  take  Windows  itself.  Talk  about  late.  It  took 
four  years  for  Microsoft  to  publish  a  version  of 
Windows  that  would  do  what  the  company  said  it 
would  when  first  announcing  it.  What  a  terrible 
problem  it  was  for  Microsoft,  which  has  sold  a 
mere  10  million  copies  in  two  years  and  which  re¬ 
portedly  has  a  market  value  greater  than  that  of 
General  Motors. 

There  are  two  points  in  this  admitted  self-anal¬ 
ysis.  The  first  is  that  both  the  press  and  analyst 
communities  could  do  a  better  job  helping  users 
by  more  thoughtfully  considering  what’s  really 
important  to  users.  Whiz-bang  technology  fea¬ 
tures  of  new  products  should  take  a  back  seat  in 
importance  to  the  ability  to  integrate  the  prod¬ 
ucts  into  a  networked  environment. 

The  second  point  is  that,  as  with  the  selection 
of  an  airline,  customers  will  largely  look  beyond 
the  glitz  and  go  for  the  comfort  zone,  whatever 
that  may  be  for  the  individual  customer.  How  else 
could  you  explain  the  resilient  market  dominance 
of  key  vendors  in  the  face  of  all  their  glaring 
“mistakes”? 


Bill  Laberis,  Editor  in  Chief 


LETTERS  TO  THE  EDITOR 


Writer  not  up  front  about  front  ends 


I  am  writing  in  regard  to  Jesse 
Berst’s  column  “Focusing  on 
client/server”  [CW,  Feb.  17].  As 
near  as  I  can  make  out,  Berst  is 
doing  promotional  work  for  Mi¬ 
crosoft  Corp.  rather  than  report¬ 
ing  on  client/server  techniques. 

What  about  the  differences 
between  cooperative  and  distrib¬ 
uted  processing?  What  about 
communication  and  application 
services  based  on  the  client/ 
server  model?  How  about  infor¬ 
mation  on  the  pitfalls  of  this  mod¬ 
el,  such  as  journaling,  redundan¬ 
cy  and  concurrency? 

It  appears,  after  reading  the 
article,  that  Windows  is  the  only 
possible  front  end  to  use.  What 
about  OS/2,  X  Window  System, 
GEM  or  even  good  old  MS-DOS? 

A  fair  case  can  be  made  that 
Windows  3.0  is  about  the  worst 
front  end  for  a  client/server  ap¬ 
plication. 

Please  try  to  present  both 
sides.  There’s  a  great  deal  of  de¬ 
cision-making  being  done  with 
sketchy  information.  PC  support 
specialists  and  LAN  administra¬ 
tors  do  not  have  all  the  answers. 


Martin  Goetz’s  article  on  object- 
oriented  programming  (OOP), 
“Object  orientation  not  cure  for 
IS  headaches”  [CW,  Jan.  13],  left 
me  both  confused  and  dismayed. 

There  are  few  technologies 
available  to  the  IS  professional 
that  hold  as  much  promise  as  ob¬ 
ject  orientation.  This  emerging 
technology,  long  practiced  and 
valued  by  computer  scientists, 
will  revolutionize  the  way  com¬ 
mercial  and  business  software  is 
designed,  produced  and  main¬ 
tained. 

Far  from  obscuring  the  de¬ 
sign  process  and  accelerating 


Neither  do  organizations  such  as 
Microsoft,  Borland  and  Oracle. 

Jerry  Golick 
Montreal 

. . .  and  provides 
dubious  statistic 

Regarding  Jesse  Berst’s  com¬ 
mentary  [CW,  Feb.  17],  I  com¬ 
pletely  agree  with  the  spirit  of 
everything  that  he  said  in  the  ar¬ 
ticle.  However,  I  was  intrigued 
by  the  assertion  he  accredited  to 
Forrester  Research,  Inc. 

All  of  the  surveys  I  have  ever 
read  indicate  that  however  you 
wish  to  measure  cost/perfor¬ 
mance  (including  cost/seat), 
“high-performance  Unix  sys¬ 
tems”  are  less  expensive  than 
mainframes.  I  am  eager  to  see 
the  definitions  that  Forrester 
Research  used,  and  the  justifica¬ 
tion  for  the  apparent  200%  dis¬ 
parity  quoted. 

G.  E.  Scott 
Computer  Horizons  Corp. 

Phoenix 


maintenance  requirements, 
OOP  offers  an  alternate  vision  of 
software  dynamics  based  on  sev¬ 
eral  clearly  obtainable  objec¬ 
tives:  simplicity,  clarity,  reusabi¬ 
lity  and  robustness. 

Object-oriented  analysis  is 
hardly  a  “massive  task”;  rather, 
it  is  a  natural  evolution  of  the 
systems  analysis  and  knowledge 
elicitation  process  that  modern 
fourth-  and  fifth-generation  sys¬ 
tems  require. 

Earl  Cox 

Founder  and  chief  scientist 
Knowledge  Based  Technologies 
Chappaqua,  N.  Y. 


No  miracle  worker 

It  is  clear  that  there  are 
some  users  of  integrated 
computer-aided  software 
engineering  (I-CASE)  who 
are  disappointed  with  the 
experience  for  the  reasons 
you  identify  in  “Reports 
from  front  end  fuel  anti- 
CASE  fire”  [CW,  Feb.  10]. 

However,  it  is  impor¬ 
tant  to  realize  that  effec¬ 
tive  I-CASE  use  repre¬ 
sents  a  paradigm  shift  for 
developers  equal  to  that  of 
the  one  needed  by  first¬ 
time  computer  users.  Us¬ 
ing  I-CASE  effectively 
means  that  we  must  be¬ 
come  excellent  at  compre¬ 
hending  our  clients’  activi¬ 
ties  and  needs.  No  tool  or 
methodology  can  make 
that  happen  entirely. 

Careful  planning  and 
impact  assessment  is 
clearly  essential,  as  would 
be  the  case  (pun  intended) 
with  any  new  technology. 
As  with  other  technical 
“failures”  I  have  seen,  we 
should  look  at  what  we  in 
IS  have  and  haven’t  done 
to  improve  our  skills  be¬ 
fore  blaming  others. 

Jason  Smith 
Aluma-Systems  Corp. 

Toronto 


Computerworld  welcomes  com¬ 
ments  from  its  readers.  Letters 
may  be  edited  for  brevity  and 
clarity  and  should  be  addressed 
to  Bill  Laberis,  Editor  in  Chief, 
Computerworld,  P.O.  Box  9171, 
375 Cochituate Road,  Framing¬ 
ham,  Mass.  01 701.  Fax  number: 
(508)  875-8931;  MCI  Mail: 
COMPUTERWORLD.  Please 
include  a  phone  number  for  ver¬ 
ification. 


OOP  will  revolutionize  software  design 


32 


COMPUTERWORLD 


MARCH  2, 1992 


Recyclable  Paper  Q"7)  Recyclable  Paper 


Take  a  slice  off  the  price  of  Computerworld. 

□  Save  me  a  slice.  I  accept  your  offer  of  $38.95  for  51  issues,  a  savings  of  $9.00  off  the  basic  subscription 
rate  of  $48. 


Address 


Title 


Company 


City  State  Zip 

CA  residents  add  applicable  sales  tax.  Address  Shown:  □  Home  [  Business  □  New  □  Renew  Basic  Rate:$48  per  year 
"U  S.  Only.  Canada  $58.97,  Central/South  America  $130,  Europe  $195,  all  other  countries  $295 
Foreign  orders  must  be  prepaid  in  U  S  dollars 


First  Name 


Last  Name 


Please  complete  the  information  below  to  qualify  for  this  special  rate. 


1.  BUSINESS/INDUSTRY  (Circle  one) 

10.  Manufacturer  (other  than  computer) 

20.  Finance/Insurance/Real  Estate 
30.  Medicine/Law/Education 
40.  Wholesale/Retail/Trade 
50.  Business  Service  (except  DP) 

60.  Government  •  State/Federal/Local 
65.  Communications  Systems/Public  Utilities/ 
Transportation 

70.  Mining/Construction/Petroleum/Refining/Agric. 

80.  Manufacturer  of  Computers,  Computer-Related 
Systems  or  Peripherals 

85.  System  Integrators,  VARs,  Computer  Service 

Bureaus,  Software  Planning  &  Consulting  Services 
90.  Computer/Peripheral  Dealer/Distr. /Retailer 

75.  User:  Other _ 

95.  Vendor:  Other _ 

(Please  specify) 


2 .  TITLE/FUNCTION  (Circle  one) 

IS/MIS/DP  MANAGEMENT 

19.  Chief  Information  Officer/Vice  President/Asst.  VP 
IS/MIS/DP  Management 

21.  Dir./Mgr.  MIS  Services,  Information  Center 

22.  Dir./Mgr.  Tech.  Planning,  Adm.  Svcs.,  Data  Comm. 
Network  Sys.  Mgt.;  LAN  Mgr.,  PC  Mgr. 

23.  Dir./Mgr.  Sys.  Development,  Sys.  Architecture 
31.  Programming  Management,  Software  Developers 
60.  Sys.  Integrators/VARs/Consulting  Mgt. 

OTHER  COMPANY  MANAGEMENT 

11.  President,  Owner/Partner,  General  Mgr. 

12.  Vice  President,  Asst.  VP 

13.  Treasurer,  Controller,  Financial  Officer 
41.  Engineering,  Scientific,  R&D,  Tech.  Mgt. 

51.  Sales  &  Mktg.  Management 

COMPUTERWORLD 


OTHER  PROFESSIONALS 

70.  Medical,  Legal,  Accounting  Mgt. 

80.  Educator,  Journalists,  Librarians,  Students 

90.  Others _ 

(Please  specify) 


3.  IS  INVOLVEMENT  (Circle  all  that  apply) 

Please  indicate  your  involvement  in  IS/MIS/DP. 

A.  Manage/Supervise  IS/MIS/DP  Staff 

B.  Recommend/Specify  IS  Equipment 

C.  Purchase  IS  Equipment 

D.  End-user  of  IS  Equipment 

E.  No  Involvement 


E4209-1 


Take  a  slice  off  the  price  of  Computerworld. 

□  Save  me  a  slice.  I  accept  your  offer  of  $38.95  for  51  issues,  a  savings  of  $9.00  off  the  basic  subscription 
rate  of  $48. 


CA  residents  add  applicable  sales  tax.  Address  Shown:  □  Home  □  Business  □  New  □  Renew  Basic  Rate:$48  per  year 
*U.S.  Only.  Canada  $58.97,  Central/South  America  $130.  Europe  $195,  all  other  countries  $295 
Foreign  orders  must  be  prepaid  in  U.S.  dollars. 

Please  complete  the  information  below  to  qualify  for  this  special  rate. 


BUSINESS/INDUSTRY  (Circle  one) 

10.  Manufacturer  (other  than  computer) 

20.  Finance/Insurance/Real  Estate 
30.  Medicine/Law/Education 
40.  Wholesale/Retail/Trade 
50.  Business  Service  (except  DP) 

60.  Government  -  State/Federal/Local 
65.  Communications  Systems/Public  Utilities/ 
Transportation 

70.  Mining/Construction/Petroleum/Refining/Agric 
80.  Manufacturer  of  Computers,  Computer-Related 
Systems  or  Peripherals 

85.  System  Integrators,  VARs,  Computer  Service 

Bureaus,  Software  Planning  &  Consulting  Services 
90.  Computer/Peripheral  Dealer/Distr. /Retailer 

75.  User:  Other _ 

95.  Vendor.  Other _ 

(Please  specify) 


TITLE/FUNCTION  (Circle  one) 

IS/MIS/DP  MANAGEMENT 

19.  Chief  Information  Officer/Vice  President/Asst.  VP 
IS/MIS/DP  Management 

21.  Dir./Mgr.  MIS  Services,  Information  Center 

22.  Dir./Mgr.  Tech.  Planning,  Adm.  Svcs.,  Data  Comm. 
Network  Sys.  Mgt.;  LAN  Mgr.,  PC  Mgr. 

23.  Dir./Mgr.  Sys.  Development,  Sys.  Architecture 
31.  Programming  Management,  Software  Developers 
60.  Sys.  Integrators/VARs/Consulting  Mgt. 

OTHER  COMPANY  MANAGEMENT 

11.  President,  Owner/Partner,  General  Mgr. 

12.  Vice  President,  Asst.  VP 

13.  Treasurer,  Controller,  Financial  Officer 
41.  Engineering,  Scientific,  R&D.  Tech.  Mgt. 

51.  Sales  &  Mktg.  Management 

COMPUTERWORLD 


OTHER  PROFESSIONALS 

70.  Medical,  Legal,  Accounting  Mgt. 

80.  Educator,  Journalists,  Librarians,  Students 

90.  Others _ 

(Please  specify) 

3 .  IS  INVOLVEMENT  (Circle  all  that  apply) 

Please  indicate  your  involvement  in  IS/MIS/DP. 

A.  Manage/Supervise  IS/MIS/DP  Staff 

B.  Recommend/Specify  IS  Equipment 

C.  Purchase  IS  Equipment 

D.  End-user  of  IS  Equipment 

E.  No  Involvement 


E4209-1 


NO  POSTAGE 
NECESSARY 
IF  MAILED 
IN  THE 

UNITED  STATES 


BUSINESS  REPLY  MAIL 

FIRST  CLASS  MAIL  PERMIT  NO.  55  MARION,  OH  43306 


POSTAGE  WILL  BE  PAID  BY  ADDRESSEE 


C0MPUTERW0RLD 


P.O.Box  2044 
Marion,  Ohio  43306-21 44 


NO  POSTAGE 
NECESSARY 
IF  MAILED 
IN  THE 

UNITED  STATES 


BUSINESS  REPLY  MAIL 

FIRST  CLASS  MAIL  PERMIT  NO.  55  MARION,  OH  43306 


POSTAGE  WILL  BE  PAID  BY  ADDRESSEE 

COMPUTERWORLD 


P.O.Box  2044 
Marion,  Ohio  43306-21 44 


VIEWPOINT 


COMPUHRWORLD 


Editor  in  Chief 

Bill  Laberis 

Executive  Editor 

Paul  Gillin 

News  Editor 

Alan  Alper 

Technology  Editor 

James  Connolly 
Assistant  News  Editor 

Patricia  Keefe 
Senior  Editors 

Clinton  Wilder,  Management 
Elisabeth  Horwitt,  Networking 
Michael  Alexander,  Advanced  Technology 
Rosemary  Hamilton,  Personal  Computing 
Nell  Margolis,  Systems  Integration 
Maryfran  Johnson,  Workstations 
Joanie  M.  Wexler,  Networking 
Johanna  Ambrosio,  Systems  &  Software 
Senior  Writers 
Sally  Cusack 
Michael  Fitzgerald 
Staff  Writers 
Carol  Hildebrand 
Christopher  Lindquist 
Kim  S.  Nash 

New  Products  Writer 

Derek  Slater 

Features  Editor 

Joanne  Kelleher 

Senior  Editors 

Joseph  Maglitta 
Lory  Zottola 
Mary  Grover  Brandel 
Joyce  Chutchian 

Associate  Editor 

AlanJ.  Ryan 

Assistant  Editors 

Jodie  Naze 
Kelly  E.  Dwyer 

Assistant  Researcher 

Stefanie  McCann 

Intern 

Lisa  Davidson 

Research  Manager 

Michael  L.  Sullivan-Trainor 

Research  Coordinator 

Kevin  Burden 

Chief  Copy  Editor 

Catherine  Gagnon 

Assistant  Chief  Copy  Editor 

Alice  Lesch  Kelly 

Features  Copy  Editors 

Kimberlee  A.  Smith 
Steven  J.  Condon 
Copy  Editors 

Lisa  McFarren 
Anne  McCrory 
Stephen  P.  Klettjr. 

Christina  Aicardi 

Design  Director 

Nancy  Kowal 

Graphics  Designer 

Tom  Monahan 

Design  Associate 

MarieJ.  Haines 

Graphics  Specialists 

Janell  Genovese 
Michael  Siggins 

Cartoonist 

Rich  Tennant 

Office  Manager 

Linda  Gorgone 
Editorial  Assistants 

Lorraine  Witzell 
Connie  Brown 
Aleksandra  Skulte 

Rights  and  Permissions  Manager 

Sharon  Bryant 

Back  Issues 

Margaret  Mclndoe 

News  Bureaus 
Washington,  D.C. 

Mitch  Betts,  National  Correspondent 
(202)347-6718 

Gary  H.  Anthes,  Senior  Correspondent 
(202)347-0134 

West  Coast 

(415)347-0555 

Jean  Bozman,  Senior  West  Coast  Editor 
Clinton  Wilder,  Senior  Editor,  Management 
James  Daly,  Senior  Correspondent 
Jim  Nash,  Correspondent 
Marilyn  Scott,  Editorial  Assistant 
Midwest 
(708)827-4433 
Ellis  Booker,  Bureau  Chief 

IDG  News  Service 

Penny  Winn,  Director 

Main  Editorial  Office 

Box  9171,375  Cochituate  Road 
Framingham,  MA  01701-9171 
(508)  879-0700 

Fax:(508)875-8931 
MCI  Mail:  COMPUTERWORLD 
Subscriptions:  (800)  669- 1002 


These  alliances  aren’t  forever 

ALAN  H.  MELNICOE 


If  licenses  were 
required  for  bus¬ 
iness  alliances, 
there  would  be  a 
long  line  at  Sili¬ 
con  Valley  City 
Hall.  Every  day 
the  newspapers  seem  to  carry  an 
article  about  U.S.  high-technol¬ 
ogy  companies  pooling  re¬ 
sources  to  develop  or  market 
new  technology.  My  guess,  how¬ 
ever,  is  that  this  new  era  of  coop¬ 
eration  is  likely  to  last  about  as 
long  as  one  of  Liz  Taylor’s  mar¬ 
riages. 

Since  Apple  and  IBM’s  1991 
decision  to  jointly  develop  an  op¬ 
erating  system  —  which  was 
about  as  stunningly  unexpected 
as  the  collapse  of  communism  — 
we’ve  seen  a  steady  stream  of 
announcements. 

Not  long  thereafter,  the  Ad¬ 
vanced  Computing  Environment 
alliance  brought  together  a  num¬ 
ber  of  rivals  to  work  together  on 
development  of  advanced  RISC 
computers.  More  recently,  joint 
development  deals  were  struck 
between  Unisys  and  Motorola, 
Hewlett-Packard  and  Informix, 
Cray  Research  and  Sun,  and 
Northern  Telecom  and  Motor¬ 
ola.  Even  longtime  adversaries 
Sun  and  HP  agreed  to  cooperate 
on  software  standards. 

IBM  has  been  joint-venturing 
or  investing  in  just  about  every 
competitor  that  could  hold  a  pen 
to  sign  a  joint-venture  agree¬ 
ment.  Supercombative  Intel  re¬ 
cently  inked  a  deal  with  Sharp  to 
build  an  $800  million  factory  in 
Japan  for  the  production  of  flash 
memory  chips. 

The  once  fiercely  competitive 
Apple  is  also  reported  to  be  on 
the  verge  of  a  strategic  alliance 


with  Sharp  for  the  joint  design 
and  manufacture  of  miniature 
pen-based  computers,  and  it  has 
instituted  a  technology  alliance 
with  Sony. 

Sign  of  the  times 

These  new  alliances,  often 
among  formerly  staunch 
competitors,  appear  to  be 
a  response  to  technology 
maturity,  the  effective  use 
of  joint  technology  devel¬ 
opment  by  the  Japanese 
and  the  enormous  legal 
bills  incurred  in  the  prior, 
more  litigious  era.  Yet  I 
doubt  this  newfound  co¬ 
operation  will  last  long 
or  produce  many  tech¬ 
nical  advances. 

Americans,  unlike  the 
risk-aversive  Japanese, 
like  to  operate  on  their 
own  and  fight,  rather 
than  cooperate,  with 
their  competition.  This 
propensity  explains,  in 
part,  why  Sematech  and 
other  consortia  for  joint 
technology  development 
have  been  largely  unsuc¬ 
cessful. 

The  prospect  of  easy  profits 
from  patent  and  copyright  royal¬ 
ties  is  also  a  difficult  lure  for 
high-tech  firms  to  resist,  espe¬ 
cially  if  their  technologies  are 
aging. 

Hayes  recently  prevailed  in 
patent  infringement  suits 
against  Everex,  VenTel  and  Om- 
nitel  and  can  be  expected  to  pur¬ 
sue  collection  of  royalties  from 
all  makers  of  Hayes-compatible 
modems.  Rodime,  a  long-forgot¬ 
ten  name  in  disk  drive  technol¬ 
ogy,  is  suing  or  demanding  royal¬ 
ties  from  virtually  all  makers  of 
PC  hard  drives. 

Semiconductor  pioneer  Tex¬ 


as  Instruments  already  earns 
more  from  licensing  fees  ($256 
million  in  1991)  than  from  opera¬ 
tions.  IBM  has  been  doggedly 
pursuing  all  PC  clone  makers  for 


patent  royalties.  Lotus  is  suing 
Borland  for  allegedly  pilfering  its 
spreadsheet  command  struc¬ 
ture,  and  AT&T,  the  once  mag¬ 
nanimous  inventor  of  the  transis¬ 
tor  and  the  semiconductor,  has 
dusted  off  its  ancient  patents  to 
demand  royalties  from  semicon¬ 
ductor  manufacturers. 

The  stakes  in  patent  and 
copyright  battles  are  substantial. 
In  its  copyright  infringement 
suit  against  Microsoft  and  HP  for 
alleged  infringement  of  the  Mac¬ 
intosh  user  interface,  Apple  esti¬ 
mates  its  damages  to  be  about 
$4.3  billion.  While  this  may  be  in¬ 
flated,  Honeywell  recently  won  a 


$96  million  judgment  against 
Minolta  for  infringing  on  its  pat¬ 
ented  autofocus  technology. 
Furthermore,  when  it  can  be 
proved  that  infringement  was 
intentional,  triple  damages  may 
be  awarded. 

At  the  very  least,  we  can  ex¬ 
pect  to  see  companies  suing  to 
prevent  competitors 
from  raiding  their  tech¬ 
nology  by  enticing  away 
key  engineers  and  pro¬ 
grammers.  For  example, 
IBM  recently  obtained  an 
injunction  against  Sea¬ 
gate  for  allegedly  pirat¬ 
ing  disk  drive  component 
technology  by  luring 
away  a  former  IBM  engi¬ 
neer. 

It  is  also  possible 
that  we  are  heading 
for  a  resurgence  of 
antitrust  suits.  Al¬ 
though  this  once- 
feared  area  of  the  law 
has  been  long  dormant, 
it  may  be  invoked  fre¬ 
quently  during  the  next 
few  years  both  for  the 
traditional  reason  of  at¬ 
tacking  industry  lead¬ 
ers  and  as  a  means  of 
blocking  deals  between 
competitors. 

In  what  may  be  evi¬ 
dence  of  a  coming  trend,  Tandy 
recently  filed  an  antitrust  coun¬ 
terclaim  to  TI’s  suit  against  it  for 
alleged  patent  infringement.  Ad¬ 
vanced  Micro  Devices  also  filed 
an  antitrust  claim  against  Intel  in 
the  companies'  long-running  dis¬ 
pute  over  microprocessor  tech¬ 
nology. 

Don’t  let  all  the  recent  billing 
and  cooing  fool  you.  Very  few  of 
the  partners  in  these  alliances 
are  ready  to  give  up  their  fight¬ 
ing  ways. 


Melnicoe  heads  the  technology  licens¬ 
ing  department  of  Hoge,  Fenton,  Jones  & 
Appel,  Inc.,  a  San  Jose,  Calif.,  law  firm. 


MMNHBiMRSainl 

J.  D.  King 


Taking  the  mystery  out  of 
reading  high-tech  fine  print 


MICHAEL  COHN 

We  know  them 
all  by  heart: 
“Void  where 
prohibited.  . .  . 
See  your  travel 
agent  for  de¬ 
tails.  . . .  Exclud¬ 
es  tax,  title  and  destination 
charges. . . .  Your  mileage  may 
vary. . . .  Some  restrictions  ap¬ 
ply.”  It’s  the  fine  print  that 
keeps  American  business  in  busi¬ 
ness.  Without  it,  you  wouldn’t 
have  to  be  18  or  over  to  enter. 
Batteries  would  always  be  in¬ 
cluded.  And  you  could  do  what¬ 
ever  you  wanted,  even  in  Alaska, 
Hawaii  and  Puerto  Rico. 

Airlines  and  auto  dealers 
aren’t  the  only  ones  who  fool 
with  fine  print.  We  high-tech 


folks  have  messed  with  a  micro¬ 
scopic  font  or  two.  Sometimes 
we  hide  it  under  an  asterisk. 
Sometimes  we  write  it  in  hex. 
But  let  the  buyer  beware.  Ads 
for  PCs,  software  and  technical 
employment  are  full  of  these  hid¬ 
den  little  extra  conditions. 

As  a  public  service,  I’m  com¬ 
pelled  to  expose  the  following 
common  examples.  Here  are 
some  technology-related  ads  you 
might  see,  along  with  the  at¬ 
tached  fine  print  you  might  not: 

•  We  give  you  the  attention  you 
expect  from  a  small  business, 
with  the  vision  you  expect  from  a 
big  business.  (That’s  because 
until  we  lost  our  shirt  last  year, 
we  were  a  big  business.) 

•  No  other  company  can  deliver 
the  systems,  service  and  sup¬ 
port.  ( Which  should  scare  the 


daylights  out  of  you,  since  we 
plan  to  subcontract  the  whole 
project.) 

•  When  it  comes  to  developing 
software,  there’s  no  substitute 
for  quality.  (But  we’ve  sure  tried 
like  heck  to  find  one.) 

•  Job  hunting?  Ask  the  last  five 
CIOs  we’ve  placed  about  our  ex¬ 
ecutive  recruiting  and  place¬ 
ment  services.  ( That  won ’t  take 
long.  It ’s  the  same  guy.) 

•  We  have  more  installations 
than  anybody  . . .  and  10,000 
customers  can’t  be  wrong.  (Al¬ 
though  a  few  of  them  aren ’t  that 
swift,  either.) 

•  When  it  comes  to  software  sup¬ 
port,  we’re  behind  you  all  the 
way.  (At  least  one  generation 
behind.) 

•  \bted  the  highest  customer 
satisfaction  three  years  running. 
(It’s  when  the  system ’s  not  run¬ 
ning  that  we  ’re  worried  about.) 

•  IS  professionals:  Looking  for  a 
job  with  more  challenge?  More 
responsibility?  More  visibility? 
More  MONEY?  Then  look  no 


further  (. . .  than  the  part  about 
more  responsibility). 

•  The  right  system  today  and  the 
right  system  for  you  in  the  fu¬ 
ture.  (So  pay  us  today,  and  we’ll 
write  something  for  you  in  the 
future.) 

•  Remember,  if  you  buy  a  cheap 
network  solution,  you  get  what 
you  pay  for!  Why  not  buy  our 
comprehensive  network  solu¬ 
tion?  (And  not  get  what  you  pay 
for.) 

•  System  down?  Are  you  in  the 
hot  seat?  Call  the  vendor  with 
the  maintenance  guarantee. 
We’ll  get  you  busy  and  get  you 
off  the  hook.  (Unless  our  phone 
is  busy  or  off  the  hook.) 

•  What  you  need  is  an  estab¬ 
lished  leader  who  combines  the 
hardware,  software,  operating 
system,  network  and  services  in 
one  total,  seamless  solution. 
(But  once  you  hear  the  total,  it’ll 
seem  less  like  a  solution.) 


Cohn  works  for  a  very  large  computer 
company  in  Atlanta. 
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Have  you  ever  noticed  how  IBM 


And  we’re  announcing  13 
new  AS/400  "  s  to  make  the  smiles 
even  bigger. 

If  you’re  tired  of  glum  faces,  try 
spending  some  time  with  IBM 
AS/400  owners.  They’re  very  cheer¬ 
ful,  and  we  know  firsthand  because 
we  call  every  AS/400  customer  within 
90  days  of  installation.  98.3%  say 
they’re  happy,  and  whatever’s 
concerning  the  1.7%,  we  re  fixing. 


Or,  talk  with  people  who  read 
Datamation.  They  just  voted  the 
AS/400  D  Series  their  1991  System  of 
the  Year.  So  they’re  happy  with  it, 
too.  And  clearly,  so  are  we. 

The  AS/400  is  a  roaring  success 
and  for  companies  of  all  sizes.  Harley 
Davidson,  NIKE,  Porsche,  Royal 
Caribbean  Cruises,  and  Waste  Man¬ 
agement  are  among  thousands  whose 
competitive  strategies  are  built  around 


the  AS/400’s  unique  strengths. 

Besides  running  a  huge  library 
of  tailored  business  applications,  it  is 
optimized  for  advanced  applications — 
like  image,  telephony  and  expert 
systems — to  separate  you  from  the 
pack  in  a  hurry. 

And  the  entire  line  of  AS/400s 
has  just  been  refreshed,  with  good 
news  on  all  fronts — price/perfor¬ 
mance,  openness,  systems  manage- 


IBM  and  AS/400  are  registered  trademarks  of  international  Business  Machnes  Corp  The  following  are  trademarks  of  the«r  respective  compantes  Ethernet  Xerox  Corp.  Novell  Inc 
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4  S/400  owners  look  alike? 

ment,  ease  of  use,  development  tools  you  can  connect  an  AS/400  to  just 
and  more.  (In  fact,  our  new  E10  about  anything,  using  TCP/IE  OSI, 

model  leads  the  industry  in  price/  SNA,  Ethernet,®  Novell^  Token-Ring 
performance,  based  on  TPC-A  or  other  networking  standards, 

benchmark  standards.)  So  your  options  for  client/server 

From  the  smallest  model  (at  computing  are  open,  but  without 

only  $12,000  or  $270  a  month)1  to  the  giving  up  security  or  simplicity, 
new  mainframe-sized,  3-way  proces-  And  cost  of  ownership  is  sur- 

sor  E90,  the  full  range  of  IBM  AS/  prisingly  low  because  what  other 
400s  gives  you  new  freedom  to  grow,  systems  call  “extras"  aren’t  extra  on 
and  to  do  it  your  way.  For  example,  an  AS/400.  A  relational  database, 

potation  >Prce  includes  AS/400  £02  computet  and  operating  system  Re  marketer  prices  may  vary  Leasing  avaiiatxe  for  as  to*  as  $270  a  month  tot  an  AS/400  £02  through  IBM  Credit  Corp 


systems  management,  proven 
security  and  more  are  built  into  the 
operating  system,  so  they  cost  less 
and  work  better. 

For  more  reasons  why  AS/400 
owners  are  smiling  (like  IBM  Credit 
Corp.  financing),  see  your  IBM  mar¬ 
keting  rep.  Or  for  free  literature,  call 
1  800  IBM-6676,  ext.  ====.=  z 
764.  In  Canada,  call  =  =  = 
1  800  465-1234.  ======  7 : 


Frankly  paying  anything  at  all  is 
pretty  nauseating. 

But  that’s  nothing  compared  to 
the  feeling  you  get  in  your  stomach 
when  a  drive  full  of  data  goes 
down  the  drain. 

So  you  pay 

Then  you  pay  again.  For 
upgrades.  Or  quarterly  “updates!’ 

But  even  that  doesn’t  buy  you 
much  peace  of  mind.  Because  each 
new  day  brings  an  average  of  six 
new  viruses  into  the  world. 

Which  means  all  anti-virus 
programs  are  inherently  obsolete. 

Except  one. 

Introducing  Untouchable™  The 
only  software  in  the  world  that  gives 
you  100%  protection. 

Today. 

And  tomorrow. 

Like  other  anti-virus  software, 
Untouchable  is  equipped  with  aTSR 
monitor  for  patroling  your  system 
memory  plus  a  scanner/remover 
for  examining  the  files  on  your  disk. 
Between  them,  these  first 
two  lines  of  defense  can 


Only  Untouchable  Network 
gives  you  centralized 
virus  protection. 

Now  you  can  install, 
monitor  and  control 
without  having  to 
leave  your  seat. 

recognize  and  oblit¬ 
erate  hundreds  of  the 
little  buggers — 
to  protect  you  from  95%  of 
the  potential  carnage. 

If  you  find  that  statistic  reassur¬ 
ing,  then  you  probably  like  the  odds 
in  Russian  Roulette. 

If  you  don’t,  you’ll  want  to 


know  that  Untouchable  is  equipped 
with  a  unique  third  line  of 
defense,  which  has  been  mathe¬ 
matically  proven  to  be,  well, 
untouchable. 

Instead  of  looking  for  viruses, 
this  third  line  of  defense  looks  for 
changes  in  your  executable  and 
system  files. 

If  the  change  is  but  a  single  byte, 
Untouchable  will  spot  it  and,  using 
our  patent-pending  recovery  tech¬ 
nique,  reconstruct  the  file  to  its 
original  state. 

The  process  is  known  as  Generic 
Differential  Detection,  and  certain 
other  programs  claim  to  perform 

But  only  Untouchable  calculates 
file  signatures  using  not  one,  but 
two  proprietary  algorithms  that 
can’t  be  reverse-engineered. 

Only  Untouchable  guarantees 
100%  safe  recovery  of  infected 
files.  (Unlike  other  programs 
that  proudly  generate  corrupted 
files,  Untouchable  knows  when 
the  jig  is  up  and  doesn’t  attempt 

Only  Untouchable  can  provide 
centralized  network  virus  protec¬ 
tion.  In  fact,  Untouchable  Network 
has  enough  virus  alerts  and  report¬ 
ing  mechanisms  to  settle  the 
stomach  of  even  the  most  nervous 
Netware®  administrator. 

And  only  Untouchable  is  backed 
by  our  vaunted  24-hour  toll-free 
technical  support  and  a  one-year 
money-back  guarantee. 

If  you’re  worried  about  viruses — 
and  you  should  be  —  don’t  reach  for 
the  Maalox®  Reach  for  the  phone. 
Dial  1-800-926-4289  Ext.  55. 

You’ll  feel  better  right  away. 
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IN  BRIEF 

Super  SX 
launched 

■  Supercomputers, 
Inc.,  based  in  Redmond, 
Wash.,  recently  an¬ 
nounced  the  Super  SX,  an 
upgrade  card  designed  to 
let  users  of  Compaq  Com¬ 
puter  Corp.  Deskpro 
286-12s  and  AST  Re¬ 
search,  Inc.  Premi¬ 
um/286  computers  up¬ 
grade  to  a  25-MHz 
386SX  performance.  The 
Super  SX  uses  an  Ad¬ 
vanced  Micro  Devices, 

Inc.  25-MHz  386SX 
clone.  Introductory  pric¬ 
ing  for  the  Super  SX  for 
Compaq  is  $498  ($598  af¬ 
ter  March  31)  and  $40 
for  a  special  Compaq  inter¬ 
face.  The  AST  version 
will  ship  in  April  and  will 
cost  $598. 

■  The  Canadian 
Broadcasting  Corp. 
(CBC)  will  base  the 
building  directory  for  its 
new  Canadian  Broadcast¬ 
ing  Center  on  a  network  of 
40  Amiga  3000  comput¬ 
ers  from  Commodore 
Business  Machines,  Inc. 
The  CBC  guide  will  use  an 
interactive  touch-screen 
design  that  locates  individ¬ 
uals,  departments  or 
project  teams  and  will  give 
animated  directions  in 
French  or  English.  The 
CBC  predicted  that  a 
multimedia  building  direc¬ 
tory  will  make  it  easier  to 
locate  its  3,200  employees 
than  it  is  with  traditional 
physical  signs.  Separately, 
Commodore  announced  a 
$500  rebate  program  for 
purchasers  of  the  Amiga 
3000. 


Virginia  Blue  Cross 
not  singing  PC  blues 

Development  moves  from  mainframe  to  desktop 


BY  CHRISTOPHER  LINDQUIST 

CW  STAFF 


Increasing  competition,  a  reces¬ 
sion,  threats  of  heavy-handed 
government  intervention:  If  this 
sounds  like  a  recipe  that  could 
give  an  industry  an  upset  stom¬ 
ach,  you’re  right.  And  the  health 
insurance  industry  is  finding  it¬ 
self  right  in  the  middle  of  the 
soup. 

At  Blue  Cross/Blue  Shield  of 
Virginia,  these  ingredients  add 
to  the  normal  pressure  that  the 
information  systems  department 
is  feeling  to  get  systems  out 
more  quickly  and  with  higher 
quality.  One  of  the  primary  ways 
the  firm  is  doing  this  is  by  shift¬ 
ing  from  mainframe-based  de¬ 
velopment  and  maintenance  to  a 
personal  computer-based  envi¬ 


ronment.  It  was  a  slow  process, 
but  the  benefits  are  beginning  to 
show. 

About  two  years  ago,  the  in¬ 
surer  brought  in  Knowledge- 
Ware,  Inc.’s  Information  Engi¬ 
neering  Workbench  computer- 
aided  software  engineering 
(CASE)  tools  to  aid  in  develop¬ 
ment.  While  it  took  more  than 
six  months  to  overcome  the 
learning  curve,  the  results  were 
worth  the  effort. 

One  of  the  notable  paybacks 
from  CASE  came  from  being 
able  to  generate  prototype  appli¬ 
cations  quickly  by  having  the 
compilation  and  test  environ¬ 
ments  on  the  PC.  “There  are  so 
many  points  of  contact  and  so 
many  approval  processes  that 
you’re  doing  an  awful  lot  of 
Conti n  ued  on  page  42 
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From  left;  Dan  Black,  Samantha  Magnusson,  Dan  Clark 


Blue  Cross/Blue  Shield  of  Virginia 

Richmond,  Va. 


•  Challenge:  Rule  changes  and  electronic-claims  submission 
are  becoming  more  prevalent,  placing  increasing  pressure  on  the 
systems  department. 


•  Solution:  Move  mainframe  development  to  PCs  equipped  with 
flexible  tools  to  relieve  pressure  on  the  mainframe. 


Results:  Increased  productivity  and  quality,  although  managers 
must  balance  the  move  to  a  new  environment  with  current  needs. 


Cumulus  brings  graphical  look  to  Unix 


BY  JAMES  DALY 

CW  STAFF 


PALO  ALTO,  Calif.  —  Unix  us¬ 
ers  who  labor  through  charac¬ 
ter-mode  screen  displays  while 
they  jealously  eye  those  who  zip 
along  on  personal  computers 
sporting  easy-to-use  graphical 
interfaces  may  be  in  for  a  break. 

Recently,  Cumulus  Technol¬ 
ogy  Corp.  announced  its 
AlphaWindow  Terminal,  a  hard¬ 
ware  and  software  package  that 
promises  to  provide  character 
terminal  users  with  all  the  ad¬ 
vantages  of  a  PC  windowing  en¬ 
vironment  without  the  cost  and 
maintenance  associated  with  X 
Window  System  terminals. 

Cumulus  officials  said  Alpha- 
Window  Terminal  will  run  virtu¬ 


ally  all  existing  character-based 
Unix  applications  without  modi¬ 
fication  and  will  provide  such 
popular  windowing  features  as 
multitasking,  pop-up  windows, 
pull-down  menus  and  the  use  of  a 
mouse. 

Virtually  transparent 

According  to  the  vendor,  the  ter¬ 
minal  is  the  first  one  based  on  the 
new  AlphaWindow  standard 
from  the  Display  Industry  Asso¬ 
ciation,  a  group  of  26  terminal 
and  system  software  vendors. 
With  the  AlphaWindow  ap¬ 
proach,  each  open  application  is 
assigned  a  virtual  screen  that  re¬ 
sponds  as  if  it  were  a  full-size 
character-mode  display.  Thus, 
the  process  is  transparent  to  the 
user.  The  virtual  screens  can  be 


managed  to  appear  on  the  actual 
display  screen  as  windows  of  any 
shape,  size  or  priority. 

Cumulus’  AlphaWindow  Ter¬ 
minal  is  similar  in  concept  to  the 
X  Window  System  developed  at 
MIT.  Both  provide  graphical  in¬ 
terfaces  that  allow  users  to  per¬ 
form  tasks  quickly  and  intuitive¬ 
ly  while  foregoing  cryptic  com¬ 
mand-line  interfaces  and  hard  to 
remember  function-key  com¬ 
mands. 

The  result  is  that  vendors  can 
deliver  sets  of  applications  with 
similar  looks  and  styles,  lower 
users’  learning  time  and  increase 
their  productivity. 

Because  the  AlphaWindow 
package  does  not  provide  the 
level  of  graphics  in  X,  it  is  not 
nearly  as  costly.  Whereas  the 


cost  of  each  X  terminal  on  a  net¬ 
work  might  average  out  to  about 
$1,200,  the  cost-per-terminal 
for  a  typical  multiuser  configura¬ 
tion  of  AlphaWindow  averages 
around  $650,  said  Bart  Brous¬ 
sard,  Cumulus’  director  of  mar¬ 
keting. 

The  key  to  the  Cumulus  pack¬ 
age  is  the  Window  Manager, 
which  enables  users  to  design 
their  interface  to  resemble  ei¬ 
ther  Microsoft  Corp.’s  Windows 
or  the  Open  Software  Founda¬ 
tion’s  Motif  interface.  Addition¬ 
ally,  the  AlphaWindow  Terminal 
supports  up  to  16  sessions  and 
22  windows,  each  running  differ¬ 
ent  applications. 

Pricing  is  $759  for  the  termi¬ 
nal,  which  includes  a  high-resolu¬ 
tion  15-in.  display,  and  $459  for 
the  limited  license  software. 
Units  are  scheduled  to  ship  this 
spring. 


XDB:  DB2  Development  on  the  PC. 

Thousands  of  companies  have  migrated  their  DB2  development  from  the  mainframe  to  the  PC  using  XDB-Workbench. 

What  do  they  know  that  you  don't? 


kf4i 


It  Saves 


Why  use  expensive  mainframe  CPU 
cycles  for  development  that  could  be  done 
faster  and  more  easily  on  the  PC?  XDB-Workbench  lets  you  develop 
and  test  COBOL  programs  with  embedded  SQL  on  your  PC. 


■J 


It  Works 


If  your  application  runs  on  XDB-Workbench 
it  will  run  on  DB2.  No  compromise.  No  expen¬ 
sive  application  recoding  needed.  The  XDB-Workbench  provides 
complete  DB2  functionality  on  your  PC. 


XDB-Workbench  is  now  the  DB2 
development  standard  for  the  PC. 
Proof  is  in  the  numbers.  Over  20,000  XDB-Workbench  installa¬ 
tions  are  off-loading  DB2  development  to  the  PC  today.  XDB 
works  perfectly  with  both  Micro  Focus  COBOL/2  Workbench  and 
Realia  COBOL  for  complete  DB2  application  development. 

CALL  (301)  317-6800 


xdb 
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When  it  comes  to  enterprisewide 
connectivity  not  all  e-mail  systems 

work  quite  the  same  way 


While  a  lot  of  LAN-based  elec¬ 
tronic  messaging  systems  provide 
connectivity  across  a  variety  of  com¬ 
puting  platforms,  many  don’t  do  a 
very  good  job  of 
it.The  fact  is  that 
connectivity  with 
poor  perform¬ 
ance  is  like  not 
having  any  con¬ 
nectivity  at  all. 

Electronic 
mail  is  quickly 
becoming  a  mis¬ 
sion-critical  com¬ 
ponent  of  day-to- 
day  operations 
for  many  busi¬ 
nesses.  Despite 
this,  research  indicates  that  about 
90%  of  all  Fortune  1000  corporations 
can’t  communicate  across  their  dis¬ 
connected  e-mail  systems! 

This  underscores  how  diffi¬ 
cult  it  is  to  achieve  quality  connec¬ 
tivity  in  today’s  corporate  environ- 
ment.The  reality  is  that  LAN-based 
e-mail  systems  must  be  able  to  work 
in  a  robust  fashion  with  an  organiza¬ 
tion’s  existing  LAN,  minicomputer 
and  mainframe  systems. 


What  makes  things  even 
more  complex  is  that  technology  is 
still  in  transition,  so  any  connectiv¬ 
ity  decision  you  make  today  must 

also  include  an 
assessment  of 
the  future  and 
how  you  plan  to 
get  your  compa¬ 
ny  there.  Which 
means  the  pres¬ 
sure  to  architect 
an  optimal  long¬ 
term  solution  is 
extremely  high. 

If  you’re 
responsible  for 
implementing 
and  managing 
LAN-based  systems,  you  should 
look  beyond  simple  “checklist”  con¬ 
nectivity  and  ask  some  very  diffi¬ 
cult  questions.  Questions  like  will 
the  gateway  enable  you  to  leverage 
a  messaging  backbone  to  connect 
all  of  your  dispersed  LANs?  Will 
the  gateway  support  encapsulation 
to  preserve  rich  data  integrity?  How 
tightly  will  the  gateway  be  integrat¬ 
ed  with  the  e-mail  system  for  direc¬ 
tory  synchronization  and  adminis- 
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tration?  How  easily  can  users  ad¬ 
dress  messages  to  recipients  on  for¬ 
eign  e-mail  systems? 

Quality  of  connectivity  is  the 
critical  factor.  Simply  sending  inter¬ 
personal  messages  through  a  maze 
of  gateways  is  only  a  minimum  re¬ 
quirement.  Too  often,  gateways  can 
limit  the  overall  functionality  of  the 
e-mail  system, when  in  practice  they 
should  be  expand¬ 
ing  it.  E-mail  has 
evolved  into  a 
complex  system 
of  post  offices, 

MTAs  and  gate¬ 
ways  that  must 
all  cooperate  as 
one  entity  And 
relying  on  mul¬ 
tiple  electronic 
mail  vendors  just 
adds  to  the  com¬ 
plexity  Which  is 
why  the  selection 
of  a  vendor  supplying  connectivity 
technology  is  as  important  as  the 
technology  itself. 

A  single -source  vendor  can 
provide  technical  support  and  ac¬ 
countability  for  your  entire  LAN- 
based  e-mail  system.  And  products 
which  are  designed  and  developed 
together  will  deliver  higher  quality 
connectivity 

Another  point  to  keep  in  mind 
is  that  a  single-source  vendor  is  much 
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more  likely  to  make  timely  techno¬ 
logical  enhancements  to  gateways 
that  parallel  improvements  made  in 
their  e-mail  system.  For  example,  if 
your  e-mail  system  evolves  to  allow 
users  to  embed  charts  in  their  mes¬ 
sages,  your  gateways  should  evolve 
so  that  messages  can  be  sent  with¬ 
out  losing  formatting  or  data. 

We  have  spent  a  lot  of  time 

studying  and  re¬ 
searching  con¬ 
nectivity  And  as 
a  result,  we  feel 
we  have  a  unique 
understanding 
of  the  complex 
issues  you  face 
when  implement¬ 
ing  a  complete 
electronic  mes¬ 


saging  system. 
At  Microsoft  we 
have  the  technol¬ 
ogy  and  resour¬ 
ces  to  provide  the  highest  quality  so¬ 
lutions  now  and  in  the  future. 

For  a  copy  of  the  Microsoft 
Electronic  Messaging  mM  . 
Strategy  white  paper,  H 
along  with  our  Connec-  “ISStl  H 
tivity  Solutions  paper, 
call  (800)  227-4679, 

Department  X95.  __ 
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Microsoft 
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TECHNOLOGY  ANALYSIS:  INTEGRATED  APPLICATIONS 


DESKTOP  COMPUTING 


Works  for  Windows:  A  solid  solution 


Technology  Analysis  —  A  roundup 
of  expert  opinions  about  new  prod¬ 
ucts.  Summaries  written  by  free¬ 
lance  writer  Emily  Leinfuss. 

Why  buy  an  integrated  ap¬ 
plications  package  for 
Windows  when  Win¬ 
dows  offers  an  integrat¬ 
ed  application  environ¬ 
ment?  The  answer  may  be  found  in 
Microsoft  Corp.’s  Works  for  Windows, 
which  for  $199  offers  capabilities 
similar  to  its  stand-alone  brethren  in  a 
much  easier  to  use,  less  disk-consum¬ 
ing  package. 

Ease  of  use:  Works  for  Windows  is 
simple  to  operate.  One  attractive  fea¬ 
ture  is  easy-to-remember  control  key 
shortcuts  for  nonmouse  users. 
Integration:  The  program  has 
good  integration  within  its  applica¬ 
tions.  But  it  cannot  directly  share  data 
with  other  software  programs. 
Communications:  The  communi¬ 
cations  features  are  less  than  top- 
notch,  PC  World  reported,  citing  no 
dialing  directory,  limited  terminal 
support  and  one  transfer  protocol. 
Desktop  functions:  The  package 
has  powerful  desktop  tools.  The  word 
processing  is  good.  The  spreadsheet 
and  database  are  a  bit  weak  when 
compared  with  full-fledged  programs. 
Value:  Reviewers  recommend  the 
package  as  an  easy-to-learn,  effective 
upgrade  from  Works  for  DOS.  The  up¬ 
grade  price  is  $79. 


Microsoft  Works  for  Windows 
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Vendor  financial  ratings 

Hi 

John  C.  MaxweU, 

Soundview  Financial  Group 

W.  Christopher  Mortenson, 

Alex.  Brown  &  Sons,  Inc. 


Microsoft  reported  revenue  of  $580.5  million  for  the  first  quarter  of  1992, 
ending  last  September.  Net  income  was  $144  million,  up  64%. 


Microsoft  responds 

Libby  Duzan,  product  manager: 

Integration:  Filters  or  conversion  utilities  allow 
Works  to  share  data  with  MS  Word  for  Windows, 
WordPerfect  and  Microsoft  Write.  The  database 
reads  and  writes  dBase  files,  and  the  spreadsheet 
reads  and  writes  Lotus  1-2-3  up  to  Version  2.2. 
Communications:  We  felt  another  tool  would  be 
redundant  with  what  exists  with  Windows. 


Spinnaker  PFS:WindowWorks:  A  good  value 


Spinnaker  Software  PFS:  WindowWorks 
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Vendor  background  information 

Spinnaker  Software  reported  revenue  of  $15.9 
million  and  a  loss  of  $759,900  for  fiscal  1991 
ending  in  June.  Financial  analyst  John  C. 
Maxwell  at  Soundview  Financial  Group  rated 
Spinnaker  Software’s  long-term  stability  as  very 
good  and  short-term  performance  as  good. 


Spinnaker  responds 

Hank  Howie,  product  manager: 

Desktop  functions:  We  did  extensive  research 
as  to  what  our  user  base  said  we  needed  in  our  prod¬ 
ucts,  and  in  all  cases,  the  emphasis  was  on  word  pro¬ 
cessing  over  the  other  applications.  As  a  result, 
some  of  the  other  applications  in  this  product  are 
not  as  rich  in  features  compared  with  stand-alone 
software. 


The  first  vendor  to  the  market 
with  an  integrated  applica¬ 
tions  package  for  Windows, 
Spinnaker  Software  Corp. 
provides  a  highly  integrated 
set  of  functions  aimed  at  high-quality 
document  creation  in  PFS:Window- 
Works,  according  to  reviewers. 

Ease  of  use:  PFS:WindowWorks  is 
very  easy  to  use  and  learn.  It  per¬ 
forms  fairly  fast,  with  no  undue  lags  in 
switching  among  windows  or  manipu¬ 
lating  data. 

Integration:  The  seven  applica¬ 
tions  of  PFS:WindowWorks  are  well- 
integrated,  if  a  bit  skewed  toward  get¬ 
ting  information  into  the  word 
processor.  Users  can  have  any  num¬ 
ber  of  applications  open  at  once  and 
can  set  up  hot  key  links  between 
them. 

Communications:  The  package 
provides  basic  capabilities,  with  some 
extras,  including  several  variations 
for  X/Modem,  Y/Modem  and  ASCII. 
Desktop  functions:  The  word 
processor,  with  its  adjunct  desktop 
publishing  and  scalable  font  programs, 
is  the  real  gem  here.  But  the  spread¬ 
sheet  is  limited  to  basic  operations, 
and  the  database  is  weak. 

Value:  The  package  has  more  than 
enough  power  and  was  deemed  a  good 
value  for  small  businesses  and  home 
users,  according  to  Infoworld.  It 
costs  $199,  the  same  as  Microsoft 
Works  for  Windows.  Also,  the  compa¬ 
ny  has  very  good  support  policies. 
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HARDBALL 

ANNOUNCING  LOWBALL  PRICES  ON  LEADING  PC  TECHNOLOGY. 
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NOW  $2499 

MastersPort  386SL 

Shipping  since  July  ’91.  “The  first  386SL 
notebook  and  still  one  of  the  best  SL 
designs.”— Byte,  January  1992. 


CALL  1-800-523-9393 

Ext.  777 


Here’s  the  pitch.  The  revolutionary 
386SL  notebook  technology  we’ve  pio¬ 
neered  with  Intel  will  eventually  be 
imitated  by  more  than  forty  other 
makers.  But  we’re  a  generation  ahead. 
And  while  they’re  playing  catch-up, 
we’ll  be  widening  our  lead.  By  lower¬ 
ing  our  prices. 

Start  with  our  groundbreaking 
MastersPort  386SL  Notebook,  with  its 
genius  for  stretching  battery  life.  It’s 
featured  in  Byte’s  “Best  Products  of 
1991.”  It’s  a  PC  Laptop’s  Editors  Choice. 
Computer  Buyer’s  Guide  &  Handbook 
names  it  Best  Buy.  And  PC  World  calls 
it  “a  dazzler. . .  top  performance  honors . . . 
and  you  get  a  stupendous  8  hours  22 
minutes”  of  useful  battery  life  with 
our  yet-to-be-duplicated  Premier  System 
Management”  technology  At  its  previous 
price  of  $4499,  PC  World  declared  it 
“still  one  of  the  best  values  in  the 
roundup.” 

At  $2499,  it  can’t  be  beat.  And  the 
second  generation  MastersPort  386SLe 
is  an  even  greater  bargain  at  $2899. 

From  5  notebooks  to  25  different 
desktops,  it’s  never  been  so  easy  to  buy 
so  much  computer.  And  when  you  call 
1-800-523-9393  Ext.  777,  we’ll  tell  you 
how  we  can  guarantee  every  one  of  our 
new  prices.  That’s  hardball.  And 
suddenly,  you’re  ahead  of  the  game. 


Z-316/SX 
Model  40 
Low-cost  entry  into 
expandable  386SX 
desktop  computing. 


NOW  $1119 


Z-386SX/20 
Model  80 
Fast,  affordable, 
and  expandable 
386SX/20  MHz 
performance  at  our 
best  price  yet. 

NOW  $1659 


MastersPort  386SX 
Model  60 
Truly  affordable, 
lightweight  386SX 
power  for  spreadsheet, 
text,  and  graphics 
applications. 

NOW  $2299 


MastersPort  386SLe 

Blazingly  fast, 
second-generation 
SL  notebook  tech¬ 
nology  with  25  MHz, 
&  85MB  hard  drive. 

NOW  $2899 


Reseller  prices  may  vary. 


NOTEBOOKS 

MastersPorT 

386SX 

MastersPort’” 

386SL 

MastersPort’” 

386SLe 

Processor  Speed 

386SX— 20MHz 

386SL— 20MHz 

386SL— 25MHz 

Memory 

(StdJMax) 

2MB/4MB 

2MB/8MB 
(64K  cache) 

2MB/8MB 
(64K  cache) 

Power  Management 

Suspend/Resume 

Sleep  Mode 

Lw  Battery 

Operation 

Premier  System 
Management m 
Standby/Resume 
Rest/Resume 

Panic  Save 

Unattended 

Communications 

Premier  System 
Management ™ 
Standby/Resume 
Rest/Resume 

Panic  Save 

Unattended 

Communicatjons 

Battery  Lite 

up  to  3  hrs.* 

up  to  8  his.' 

up  to  8  hrs.- 

Mass  Storage 

35"  1.4MBFD0 
60MB/85MB  HDD 

3.5’  1.4MB  FDD 
60M8HD0 

35‘  1.4MB  FD0 

85MB  HDD 

Vrdeo/(GrayScaJes) 

VGA/(16) 

VGA/(32) 

VGA/02) 

ftxts 

Serial,  Parallel, 

External  VGA 

Monitor,  Modem 

Serial,  Parallel. 

External  VGA 

Monitor,  Modem, 
External  FDD, 

External  PS/2 

Serial.  Enhanced 

Parallel,  External 

VGA  Monitor,  Modem, 
External  FD0, 

External  PS/2 

Software 

MS-DOS*  5.0 
included 

MS-DOS  5.0 
Pre-Installed; 

Microsoft*  Windows 
v.  3.0  included 

MS-DOS  5.0 

Pre-Installed; 

Microsoft  Windows 
v.  30  included 

Security 

- 

Standard 

Standard 

DESKTOPS 

Z-316/SX 

Z-386SX/20 

Processor  Speed 

386SX— 16MHz 

386SX— 20MHz 

Memory 

(StdVMax.) 

1MB/9MB 

2MB/26MB 
(64K  cache) 

Mass  Storage 

3.5’ 14MB  FDD 

40MB  IDE  HDD 

•  3.5"  1.4MB  FD0 

80/200MB  IDE  HDD 

Video/(GrayScales) 

VGA 

SVGA 

Ports 

Serial,  Parallel, 

Mouse 

Serial.  Parallel. 

Mouse 

Software 

MS-DOS  5.0 

Pre-Installed, 

MS-DOS  5,0 

Mcrosott  Window? 
v  3.0  Pre-Installed; 

Microsoft  Mouse 
included 

Security 

Optional 

Standard 

Expansion 

5  Open  ISA  Slots 

Accessible  5.25’ 

Drive  Bay 

5  Open  ISA  Slots 

Accessible  525" 

Drive  Bay 

BVTE 


PC  YV#RLD 


Resellers  determine  their  own  pricing  which  may  be  higher  or  lower  than  Zenith  Data  Systems  advertised 
prices.  All  prices  and  specifications  are  subject  to  change.  Prices  are  for  models  shown,  in  U.S.  dollars,  and  do 
not  include  monitors.  Shipping,  handling,  and  applicable  sales  taxes  not  included  in  the  price. 

The  Intel  Inside  logo  is  a  trademark  of  Intel  Corporation.  MastersFbrt  and  Premier  System  Management  are  trademarks  of 
Zenith  Data  Systems.  MS-DOS  and  Microsoft  Windows  are  trademarks  of  Microsoft  Corporation. 

•Extendable  under  SL/SLe  rest/ resume  conditions.  Battery  life  varies  with  application,  CPU, clock  speed,  memory  configuration, 
peripheral  options  attached,  hard  disk  access  and  display  settings. 

Copyright  C  1992  Zenith  Data  Systems  Corporation 
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Jesse  Berst 

E-mail  makes 
big  strides 

installment,  I  want  to  put  the 
spotlight  on  an  often-over- 
looked  technology:  E-mail. 

E-mail  is  much  more  than  a 
convenience.  It  is  maturing  into 
a  core  technology  that  will  be¬ 
come  central  to  GUI  computing 
in  the  1990s.  Four  recent  de¬ 
velopments  promise  to  make  E- 
mail  even  more  important  and 
more  accessible:  Mail-enabled 
products,  message  filtering, 
programming  standards  and 
powerful  E-mail  engines. 

With  mail-enabled  Windows 
applications,  it’s  as  easy  to  mail  a 
document  as  it  is  to  save  it  or 
print  it.  You  can  send  a  message, 
pass  along  your  work  to  some¬ 
one  else  and  manage  your  mail¬ 
box  —  all  from  a  menu  choice 
within  the  application. 

Mail-enabling  makes  users 
more  productive  by  letting  them 
stay  at  home  in  their  favorite 
application.  “It’s  changed  the 
way  I  interact  with  people,  es¬ 
pecially  my  boss,”  says  an  ana¬ 
lyst  at  a  financial  firm  in  the 
Northeast.  “Because  it’s  so  sim¬ 
ple  to  send  the  document  I’m 
working  on,  it’s  easier  to  keep 
everyone  informed  what  I’m  up 
to.” 

Several  vendors  have  come 
out  with  mail-enabled  Windows 
applications,  notably  Lotus 
with  1-2-3  for  Windows,  Ami  Pro 
and  Freelance  Graphics  for 
Windows.  Microsoft  has  prom¬ 
ised  that  all  of  its  productivity 
applications  will  soon  have  built- 
in  ties  to  E-mail. 

Look  for  this  feature  to  be 
standard  on  all  mainstream  prod¬ 
ucts  within  a  year  or  so. 

Increased  IQ 

E-mail  is  also  getting  a  boost 
from  technologies  that  make  it 
“smarter.”  New  techniques  for 
filtering  and  routing  E-mail  auto¬ 
mate  simple  procedures.  For 
instance,  a  filter  can  sort  mes¬ 
sages  into  groups  by  sender, 
subject  or  time  of  delivery. 

Meanwhile,  intelligent  rout¬ 
ing  capabilities  can  automate  the 
flow  of  documents.  For  in¬ 
stance,  you  can  set  up  rules  that 
automatically  send  any  pur¬ 
chase  order  less  than  $1,000  to 
the  supervisor  for  approval. 

You’ll  soon  be  seeing  some 
of  these  filtering  and  routing  ca¬ 
pabilities  built  into  E-mail  sys¬ 
tems  from  companies  such  as 
Microsoft,  Lotus  and  Beyond. 


What  about  the  applications 
you  build  in-house?  That’s  where 
standard  APIs  come  into  play. 
Emerging  standards  will  make  it 
much  easier  for  you  to  create 
applications  that  send  messages. 

The  idea  is  to  let  developers 
write  to  one  API.  They  can  cre¬ 
ate  an  application  that  sends 
messages  without  worrying 
about  which  E-mail  “engine” 
will  be  hooked  up  to  the  back 
end. 

For  instance,  Microsoft  has 
announced  a  specification  called 
MAPI  for  any  Windows  applica¬ 
tion.  In  addition,  a  coalition  of 
other  vendors  plans  for  a  com¬ 
peting  specification.  Anti-Micro¬ 
soft  animosity  has  led  Lotus, 
Apple,  Borland  and  Novell  to 
jointly  develop  and  support  an 
E-mail  specification  called  VIM. 

The  key  difference  with 
VIM  is  that  it  sets  out  to  be  a 
cross-platform  solution  — 
good  news  for  those  who  have  to 
support  multiple  platforms.  For 
its  part,  Microsoft  tells  me  it  will 
try  to  merge  MAPI  with  VIM 
or  support  VIM  in  some  other 
way. 

Politics  aside,  it  has  just  be¬ 
come  simpler  and  safer  to  sup¬ 
port  E-mail  in  your  in-house  ap¬ 
plications.  As  these  APIs 
become  available,  you  won’t 
have  to  worry  about  the  welter 
of  different  E-mail  systems  and 
protocols. 

Coming  attractions 

Here’s  another  bit  of  news. 

You’ll  soon  be  able  to  tie  into  a 
new  generation  of  powerful  E- 
mail  engines.  Lotus,  for  in¬ 
stance,  is  working  hard  to 
merge  its  CC:Mail  with  its  Notes 
groupware  package.  The  new 
product  will  have  the  strengths 
of  both. 

Microsoft  is  also  at  work  on 
a  vastly  improved  E-mail  pro¬ 
gram.  I  recently  saw  a  sneak 
preview  of  Microsoft  Mail  3.0. 
Although  I  was  impressed  by 
the  updated  interface  and  ease- 
of-use  features,  the  biggest  im¬ 
provements  are  under  the  hood. 
Microsoft  has  spent  a  lot  of  ef¬ 
fort  to  turbocharge  its  E-mail 
engine. 

The  new  version  does  a 
much  better  job  of  propagating 
directories  across  systems, 
keeping  address  lists  up  to  date, 
supporting  multiple  transports 
and  providing  seamless  gate¬ 
ways  to  other  systems. 

Taken  together  —  mail-en¬ 
abled  applications,  message  fil¬ 
tering,  standard  APIs,  better 
engines  —  recent  developments 
on  the  Windows  platform  point 
to  a  much  more  important  role 
for  E-mail.  Today,  it’s  often 
seen  as  a  convenience.  Tomor¬ 
row,  it  will  be  the  underlying 
mechanism  for  a  new  generation 
of  groupware  applications. 


Berst  is  the  publisher  of  Redmond, 
Wash.-based  “Windows  Watcher”  news¬ 
letter,  a  monthly  briefing  service  for 
software  executives  and  corporate  tech¬ 
nology  managers. 


Insurer  craves  pen  technology 
for  its  next-generation  portable 


BY  MICHAEL  FITZGERALD 

CW  STAFF 


NEPTUNE,  NJ.  —  Portable 
computers  get  a  lot  of  hype,  but 
sometimes  the  reality  is  they  still 
fall  short  of  user  needs.  This  is 
the  case  at  Continental  Insur¬ 
ance  Co.,  which  in  1992  will  per¬ 
haps  double  its  number  of  note¬ 
book  computers  but  is  already 
looking  for  alternative  technol¬ 
ogies. 

A  notebook  “is  not  a  conve¬ 
nient  device,”  said  Joseph  W. 
King,  assistant  vice  president  at 
Continental’s  data  center.  “You 
can’t  hold  it  in  one  hand  and  key¬ 
board  with  the  other.  If  you’re  in 
a  stationary  position,  you  can 
open  and  use  it,  but  our  users  are 
not  stationary  very  long.  So 
we’re  finding  they  leave  them  in 
the  hotel  room  and  come  back 
and  do  their  work  at  the  end  of 
the  day.” 

Continental  assigns  notebook 
computers  to  its  2,000  claims 
adjusters,  engineers  and  premi¬ 
um  auditors  on  the  basis  of  their 
projects’  nature  and  the  amount 
of  time  they  spend  in  an  office.  At 
this  time,  about  1,000  have  been 
given  notebooks,  which  in  many 
cases  serve  as  their  primary  ma¬ 
chine. 

Continental  started  using 
portables  three  years  ago,  with 
early,  dual-floppy  machines  from 
a  variety  of  vendors.  King  said 


these  low-end  machines  were 
used  primarily  for  word  process¬ 
ing  and  communicating  with  the 
home  office. 


ON  SITE 


Continental  Insurance  Co. 

Neptune,  NJ. 

•  Challenge:  Move  computing 
power  out  into  the  field  with  2,000 
claims  adjusters,  engineers  and 
premium  auditors. 

•  Current  approach:  Notebook 
computers  are  used  primarily  for  word 
processing  and  communications. 

•  Future  goal:  To  implement 
pen-based  systems  that  will  encourage 
employees  to  use  their  portables  more 
often  by  letting  them  work  in  real  time. 


The  intent  of  Continental’s 
use  of  portables  is  to  “improve 
productivity  and  accuracy  of  in¬ 
formation  by  moving  the  entry  of 
data  closer  to  the  event  of  get¬ 
ting  the  data,”  King  said. 


Today,  Continental  buys 
mostly  Toshiba  T2000SX  and 
T2200SX  notebook  computers, 
based  on  Intel  Corp.’s  80386SX 
chip. 

In  early  1991,  Conti¬ 
nental  began  imple¬ 
menting  some  home¬ 
grown  application 
software  for  the  premi¬ 
um  monitors  and  the 
engineers.  The  users 
connect  to  Application 
System/400s  or  IBM 
mainframe  hosts  to 
upload  information. 

King  said  Continen¬ 
tal  is  pleased  with  the 
improvement  of  data. 

Despite  the  use  of 
notebook  computers, 
King  is  looking  to  im¬ 
prove  data  transfer 
through  pen-based 
computing. 

King  said  he  is  inter¬ 
ested  in  pen-based  com¬ 
puters  because  of  their 
potential,  rather  than 
any  significant  dissatis¬ 
faction  with  the  note¬ 
book  computers. 

“I  think  pen-based 
technology  will  enable 
us  to  do  the  next  shift  —  we  used 
to  have  to  come  back  to  the  of¬ 
fice,  now  we  can  come  back  to 
the  hotel  room,  and  I  think  in  the 
future  we  can  move  it  to  real 
time,”  King  said. 


Blue  Cross  not  singing  blues 

CONTINUED  FROM  PAGE  37 


things  to  make  one  transaction 
happen,”  said  Samantha  Mag- 
nusson,  manager  of  the  insurer’s 
CASE  development  center. 

“Whereas  if  the  CASE  devel¬ 
oper  has  total  control  on  the 
desktop,  they  can  do  it  in  much 
less  time.” 

Success  with  CASE  for  new 
development  was  a  start,  but 
some  80%  of  the  work  at  Blue 
Cross  comes  in  the  form  of  main¬ 
taining  older  systems,  some¬ 
thing  the  CASE  tools  could  not 
help  with.  As  a  result,  Micro  Fo¬ 
cus,  Inc.’s  Cobol  was  brought  in 
for  a  trial  run.  Persuading  the 
company  to  go  along  with  the 
idea  of  PC-based  maintenance 
became  the  job  of  volunteers. 

“Basically,  we  let  them  use  it 
in  their  daily  work  environment 
for  four  months,  and  we  moni¬ 
tored  the  results,”  said  Dan 
Clark,  director  of  the  develop¬ 
ment  center  at  the  firm.  “The 
results  of  that  pilot  and  the  en¬ 
dorsement  of  the  people  who 
were  on  it  was  what  in  effect  sold 
the  implementation.” 

A  15%  productivity  improve¬ 
ment  coupled  with  50%  less 


mainframe  use  by  the  test  group 
were  just  added  selling  points. 
The  success  of  the  pilot  was  fol¬ 
lowed  by  the  introduction  of  75 
Micro  Focus  workstations  — 
80386-based  IBM  Personal  Sys¬ 
tem's  —  during  the  course  of 
five  months,  a  task  Magnusson 
said  he  would  not  recommend  to 
anyone  because  finding  time  to 
help  people  throughout  their 
learning  curves  was  difficult. 

Focusing  on  training 

To  help  the  cause,  an  in-house 
training  program  was  started. 
Programmers  were  trained  in 
everything  from  basic  PC  skills 
to  OS/2  and  Compuware  Corp.’s 
File  Aid/PC. 

“The  maintenance  nut  is  hard 
to  crack,”  said  Dan  Black,  senior 
consultant  at  the  development 
center.  “Tools  fit  well  in  devel¬ 
opment.  They’re  easy.  But  bring 
it  in  and  throw  it  in  maintenance; 
you’re  dealing  with  something 
totally  different  there.”  He  said 
programmers  trying  to  stem  the 
maintenance  flow  have  a  more 
difficult  time  learning  to  use  new 
tools,  even  if  the  long-term 


benefits  are  appealing. 

But  finding  that  time  was  cru¬ 
cial  to  the  effort,  Clark  said.  He 
said  many  such  projects  fail  be¬ 
cause  management  wavers. 

The  results  can  be  gratifying 
—  and  profitable.  Clark  said 
maintenance  programmers  of¬ 
ten  are  so  impressed  with  the 
power  of  the  tools  available  to 
them  on  the  PC  that  they  never 
want  to  return  to  the  mainframe. 
In  addition,  PC-based  CASE  has 
freed  resources  once  earmarked 
for  maintenance  to  be  used  for 
new  development.  “We  might 
have  60%  to  70%  of  our  people 
maintaining,  modifying,  enhanc¬ 
ing  existing  traditionally  devel¬ 
oped  systems.  We’ve  only  got 
about  10%  to  15%  of  our  CASE 
resources  dedicated  to  maintain¬ 
ing,  enhancing  CASE  developed 
systems,”  Clark  said. 

Patience  is  key.  Indeed,  costs 
may  have  actually  increased  for  a 
short  time  as  programmers  be¬ 
came  used  to  their  new  tools. 
And  measurable  positive  results 
took  nearly  a  year  to  materialize. 
But  the  desired  effect  —  sys¬ 
tems  capable  of  rolling  with  the 
blows  in  what  may  be  some  tu¬ 
multuous  times  for  health  insur¬ 
ers  —  make  the  trials  worth  the 
effort,  at  least  for  Blue  Cross. 
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IN  BRIEF 

DG  claims 
Aviion  tops 

■  The  game  of  king  of 
the  hill  continues  in  the 
benchmark  arena.  Data 
General  Corp.  in  West- 
boro,  Mass.,  claims  that 
tests  of  its  Aviion  AV  5225 
showed  better  price/ 
performance  results  than 
any  other  reduced-instruc¬ 
tion  set  computing  sys¬ 
tem  under  the  TPC-A 
benchmark.  DG  tested  a 
client/server  configura¬ 
tion  that  included  an  AV 
5225  running  DG/UX 
5.4.1,  Informix  Corp.’s 
Online  4.1  software,  an 
AV  4320  running  Unix 
Systems  Laboratories, 
Inc.’s  Tuxedo  Transac¬ 
tion  Manager  and  510  DG 
terminals.  DG  said  the 
system  produced  a 
throughput  of  50.89 
trans./sec.  for  a  price/per¬ 
formance  level  of 
$11,498  per  transaction. 

■  Proxim,  Inc.  in 
Mountain  View,  Calif.,  re¬ 
cently  introduced  what  it 
said  is  the  first  family  of 
wireless  local-area  net¬ 
work  adapters  for  both 
desktop  and  portable  per¬ 
sonal  computers.  The 
RangeLAN  cards  use 
spread-spectrum  radio  fre¬ 
quency,  cost  $495  per 
desktop  unit  and  are 
scheduled  to  ship  in 
March. 

■  Users  who  want  to 
move  their  tried-and-true 
DOS  applications  to 
IBM’s  RISC  System/6000 
Unix-based  workstations 
will  soon  be  able  to  do  so. 
In  March,  Hunter  Sys¬ 
tems  in  Palo  Alto,  Calif., 
will  begin  porting  DOS 
applications  to  AIX,  IBM’s 
version  of  Unix. 

■  DG  said  its  Aviion  sys¬ 
tems  running  its  DG/UX 
5.4  Unix-like  operating 
system  have  received 
seals  of  approval  from 
two  standards  bodies.  The 
National  Institute  of 
Standards  and  Technology 
certified  the  DG  systems 
Posix-compliant  and  the 
X/Open  Consortium  Ltd. 
said  the  computers  also 
comply  with  the  X/Open 
Portability  Guide  3  stan¬ 
dards. 


Imaging  heals  hospital’s  sick  file  system 


BY  JIM  NASH 

CW  STAFF 


SAN  JOSE,  Calif.  —  It  will  never 
have  the  same  slick  drama  of  a 
nurse  slapping  scalpels  into  a 
surgeon’s  gloved  hand,  but  find¬ 
ing  and  delivering  patients’  files 
quickly  can  be  every  bit  as  im¬ 
portant  to  proper  medical  care 
as  operating  room  tools. 

Take,  for  example,  San  Jose 
Medical  Center,  a  315-bed  com¬ 
munity  trauma  facility.  Though 
the  center  has  been  aggressive 
in  implementing  innovative  care 
and  rehabilitation  programs  for 


patients,  until  six  months  ago  it 
could  take  20  minutes  to  get  pa¬ 
per  files  to  the  emergency  room. 

“Sometimes  that  meant  drop¬ 
ping  everything  and  actually 
looking  for  certain  files,”  said 
Eunice  Little,  the  affable  direc¬ 
tor  of  medical  records  at  San 
Jose  Medical.  Needed  docu¬ 


ments  could  be  almost  anywhere 
in  the  hospital,  she  said. 

Secondary  to  the  physical 
danger  of  delays  for  patients  is 
the  financial  cost.  “The  labor  in¬ 
volved  in  handling  paper  is  mas¬ 
sive.  My  cost  for  retrieving  a 
medical  record  is  about  $13,” 
Little  said.  Today,  she  is  work¬ 
ing  to  simultaneously  eliminate 
file  bottlenecks,  curb  hospital 
staff  and  even  bring  in  new  reve¬ 
nue  through  use  of  an  image 
management  system.  Her  office 
adjoins  a  room  dominated  by  tall 
shelves  holding  color-  and  num¬ 
ber-coded  patient  files.  Little 
would  like  to  see  that 
storage  system,  which 
is  augmented  by  an 
IBM  3090  mainframe, 
become  an  anachro¬ 
nism. 

The  mainframe 
holds  a  patient’s  infor¬ 
mation  for  a  week  after 
he  is  released,  a  role  the 
machine  will  keep  as 
networking  pro¬ 

gresses.  But  now,  rec¬ 
ords  are  being  trans¬ 
ferred  to  a  Banyan 
Systems,  Inc.  Vines 
personal  computer  net¬ 
work  for  long-term 
storage.  Roughly  40% 
of  each  patient’s  total 
file  is  computer-generated  and 
stored.  Little  said  she  wants  that 
percentage  to  hit  95%  in  four 
years. 

“I  think  I  can  be  categorized 
as  a  demanding  user,”  said  Lit¬ 
tle,  who  has  a  master’s  degree  in 
information  systems  manage¬ 
ment.  “I  don’t  want  to  hear, 


ON  SITE 


San  Jose  Medical  Center 

San  Jose,  Calif. 

•  Challenge:  Speed  access  to 
medical  records  and  make  record 
management  more  efficient. 

•  Technology:  Document 
management  software,  a  relational 
database  and  imaging  equipment  on  a 
LAN. 

•  Results:  Staff  has  been  reduced 
and  the  hospital  may  be  able  to  collect 
$150,000  in  new  revenue  by  handling 
external  record  requests  itself. 


Andy  Freeberg 

San  Jose  Medical  Center’s  Little  works  to  eliminate  file  bottle¬ 
necks  and  bring  in  revenue  with  an  image  management  system 


‘The  system  won’t  allow  me  to 
do  this  or  that.’  ” 

Six  months  ago,  the  hospital 
began  storing  documents  elec¬ 
tronically  using  Quesix  Soft¬ 
ware,  Inc.’s  Fountainhead  soft¬ 
ware,  which  pulls  together 
scanned  patient  documents  into 
a  massive,  secure  and  audited  da¬ 
tabase.  San  Jose-based  Quesix 
combines  Wang  Laboratories, 
Inc.’s  Open/Image-Windows 
front-end  software  and  a  Gupta 
Technologies,  Inc.  relational  da¬ 
tabase  within  Fountainhead. 

Little  has  had  nothing  but  ac¬ 
colades  for  the  system,  which  re¬ 


sides  on  21  Wang  and  IBM-com¬ 
patible  80386  workstations  on  a 
Vines  Version  4.1  network.  The 
system  cost  about  $450,000  and 
should  offer  the  center  savings  of 
$380,000  in  the  first  year,  she 
said.  Payback  is  expected  early 
in  the  second  year. 

A  third  of  the  way  through  an 
18-month  implementation,  Lit¬ 
tle  said  she  has  been  able  to  cut 
her  staff  from  the  equivalent  of 
34.5  employees  to  29.  She  has 
committed  to  trimming  20% 
when  the  project  is  completed. 

“I’m  confident  I  can  cut  staff 
Continued  on  page  44 


Superserver  makers 
move  to  catch  next  wave 


BY  MICHAEL  FITZGERALD 

CW  STAFF 


The  superserver  market  will 
boom  in  1992,  to  hear  Enzo  Tor- 
resi,  president  of  NetFrame  Sys¬ 
tems,  Inc.,  tell  it.  Torresi  said  his 
company  will  hit  the  $40  million 
mark  in  sales  this  year  as  a  result 
of  that  boom,  although  that 
would  make  it  a  big  player  in  a 
small  market. 

Still,  increased  activity  in  the 
long-hyped  superserver  market 
represents  a  step  forward  from 
where  the  market  has  been.  Re¬ 
cently,  the  market  had  a  near¬ 
watershed  week  when  Net- 
Frame  introduced  two  new 
servers  and  an  application  pro¬ 
cessor  concept  [CW,  Feb.  24], 


while  competitor  Parallan  Com¬ 
puter,  Inc.  announced  it  had  sold 
two  of  its  Parallan  Server  290s 
to  Chevron  Canada  Ltd.  Chevron 
will  use  the  Parallans  for  a  new 
sales  application. 

Torresi  said  that  his  company 
was  shifting  from  its  original  fo¬ 
cus  of  providing  users  with  an 
opportunity  to  consolidate  nu¬ 
merous  personal  computer  file 
servers  into  a  NetFrame,  to  be¬ 
coming  a  producer  of  application 
servers. 

“Enabling  software  is  now  be¬ 
coming  available  from  Oracle, 
Sybase,  Informix  and  others, 
[that  is,]  true,  serious,  industrial- 
strength  database  software  that 
can  run  these  super servers,” 
Torresi  said. 


NetFrame’s  forthcoming  ap¬ 
plication  processor  cards  will 
work  as  a  form  of  multiprocess¬ 
ing:  The  base  system  will  run 
Novell,  Inc.’s  NetWare,  or 
strands  of  OS/2  or  Unix  when 
NetFrame  makes  those  available 
for  its  servers  later  in  the  year. 
The  application  processor  will 
run  the  application. 

The  vendor  activity  may  be 
coming  none  too  soon,  as  super¬ 
server  vendors  are  running  into 
increased  competition  from  tra¬ 
ditional  PC  vendors  moving  up  in 
performance  and  offering  fea¬ 
tures  previously  limited  to  the 
superserver  market. 

For  instance,  Louis  Kahn, 
network  administrator  for  the 
Division  of  Immunization  at  the 
Centers  for  Disease  Control  in 
Atlanta,  said  that  “the  one  thing 
NetFrame  had  over  anybody 
else  was  SAM  [server  activated 
maintenance,  a  tool  that  lets  us¬ 
ers  manage  their  network  re¬ 
motely].  Now,  [Compaq’s]  Sys- 


tempro  has  its  System  Manager 
board,  and  it’s  not  as  good,  but 
eventually  my  Systempros  will 
do  remote  management  as  well 
as  NetFrame  does.” 

At  the  same  time  as  they  face 
increased  competition,  Net- 
Frame,  Parallan  and  other  su¬ 
perserver  makers  will  have  to 
continue  their  efforts  to  educate 
users  on  their  machines. 

Doug  Crook,  an  analyst  at  Da- 
taquest,  Inc.,  said  the  super¬ 
server  market  still  has  a  long 
way  to  go  before  it  becomes  gen¬ 
erally  accepted  and  will  raise  is¬ 
sues  within  corporations  that 
they  have  not  faced  before  with 
traditional  PC  technology. 

“The  technology  is  ahead  of 
the  infrastructure  the  industry 
has  to  support  it,”  Crook  said. 
“These  are  sophisticated  boxes 
that  come  out  of  the  PC  environ¬ 
ment,  and  the  way  they’re  being 
positioned  in  end-user  sites 
crosses  a  lot  of  organizational 
boundaries.” 
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Retailers  demanding  X/Open  branding 

This  computer  industry  seal  of  approval  has  vendors’  attention  —  without  it,  they  face  rejection 


BY  MARYFRAN  JOHNSON 

CW  STAFF 


When  computer  vendors  come 
calling  on  The  Burlington  Coat 
Factory,  JC  Penney  Co.  or  Wal- 
Mart  Stores,  Inc.,  they  do  not 
get  a  foot  in  the  door  without 
Brand  X. 

More  precisely,  it  is  X/Open 
branding,  or  compliance  with 
standards  from  X/Open  Co.  Ltd., 
that  these  retailers  are  demand¬ 
ing,  in  what  has  evolved  into  the 
computer  industry’s  version  of 
the  Good  Housekeeping  Seal  of 
Approval. 

X/Open  branding  means  the 
product  has  passed  a  substantial 
suite  of  verification  tests  that 
certify  it  meets  the  application 
portability  guidelines  estab¬ 
lished  by  X/Open.  More  than 
300  products  on  the  market  to¬ 
day  comply  with  Version  3  of  the 
X/Open  Portability  Guide 
(XPG3),  which  incorporates 
standards  such  as  the  X  Window 
System. 

Happy  medium 

“If  you’re  going  to  be  a  multiven¬ 
dor  open  shop,  having  some 
common  denominator  of  the  in¬ 
terfaces  provided  is  important,” 
said  Michael  Prince,  MIS  direc¬ 
tor  at  The  Burlington  Coat  Fac¬ 
tory  in  Lebanon,  N.H. 

“We  feel  the  X/Open  defini¬ 
tions,  or  branding,  provide  a 


good  way  to  get  there,”  Prince 
noted. 

Each  of  Burlington’s  170 
stores  across  the  country  is 
equipped  with  a  Sun  Microsys¬ 
tems,  Inc.  worksta¬ 
tion,  a  local-area  net¬ 
work  and  NCR  Corp. 
cash  registers  with 
“personal  computer 
engines,”  Prince 
said.  The  Suns  act  as 
file  servers  and  com¬ 
munication  gate¬ 
ways  to  a  data  center 
anchored  by  five  Se¬ 
quent  Computer 
Systems,  Inc.  Series 
2000  Unix  super¬ 
minis. 

“It’s  really  im¬ 
portant  to  us  to  be 
able  to  go  out  and 
buy  equipment  in  an 
open  environment 
that  integrates  easi¬ 
ly  with  our  net¬ 
work,”  Prince  said. 

From  an  initial 
base  of  support 
mainly  among  gov¬ 
ernment  agencies 
and  telephone  companies,  X/O- 
pen’s  impact  is  spreading  into 
the  corporate  sector,  with  the 
retail  industry  out  in  front. 

“Retailers  use  such  a  wide  va¬ 
riety  of  equipment,”  said  Mark 
Schmidt,  vice  president  of  infor¬ 
mation  technology  and  commu¬ 


nications  at  Wal-Mart  in  Benton- 
ville,  Ark.  “It’s  one  thing  to  run  a 
data  center  and  have  one  or  two 
facilities,  where  you  can  rely  on  a 
single  vendor  to  supply  most  of 


your  needs. 

“But  it’s  different  having  mul¬ 
tiple  store  locations  and  many 
equipment  suppliers,”  he  added. 
“Then  you  really  need  some  kind 
of  open  architecture  that  allows 
interoperability  between  them.” 

All  in-house  applications  writ¬ 


ten  by  Wal-Mart  programmers 
use  the  XPG3  standards  to  en¬ 
sure  portability  among  Unix 
platforms  from  Hewlett-Packard 
Co.,  NCR  and  IBM.  “We  have 
applications  where 
identical  source  code 
runs  on  both  NCR 
and  HP  Unix  sys¬ 
tems,”  Schmidt  not¬ 
ed. 

The  X/Open  stan¬ 
dards  have  become 
“the  highest  level  of 
open  systems  stan¬ 
dards  you  can  get,” 
said  Jim  Johnson, 
chairman  of  The 
Standish  Group  In¬ 
ternational,  Inc.,  a 
market  research  and 
consulting  firm  in 
Hyannis,  Mass.  “But 
there’s  still  not  a  lot 
of  people  who  go  out 
to  buy  a  computer 
system  and  say,  ‘It 
must  be  X/Open- 
branded.’  That’s 
coming,  however, 
and  retailers  like 
Wal-Mart  and  Bur¬ 
lington  have  been  leading  the 
pack.” 

Businesses  with  multiple  lo¬ 
cations,  varying  sizes  of  comput¬ 
ers  and  the  need  for  common 
control  over  those  systems  are 
finding  X/Open  standards  in¬ 
creasingly  appealing,  said  Bob 


Dave  Bradley 

Burlington’s  Prince:  X/Open  standards  provide  a 
common  denominator  for  multivendor  interfaces 


Lewin,  vice  president  of  North 
American  operations  at  X/Open 
in  Menlo  Park,  Calif.  “We’re  also 
seeing  a  lot  of  interest  from  com¬ 
panies  in  the  petrochemical 
area,”  Lewin  said. 

The  oil  companies  have  es¬ 
tablished  their  own  standards 
body  in  the  Petrochemical  Open 
Software  Corp.,  which  included 
the  XPG3  standards  in  its  goal  of 
establishing  a  common  applica¬ 
tions  programming  environment 
for  the  oil  and  gas  exploration  in¬ 
dustry. 

Functional  agenda 

X/Open  will  be  fine-tuning  the 
XPG  standards  in  the  upcoming 
release  of  XPG4  in  mid-1992, 
Lewin  said. 

The  plan  is  to  develop  “func¬ 
tional  profiles”  that  outline 
which  standards  are  necessary 
for  what  type  of  computing  plat¬ 
form  —  such  as  database  serv¬ 
ers  or  professional  workstations. 
“We’re  looking  at  what  func¬ 
tions  these  pieces  of  equipment 
will  perform  and  what  standards 
will  be  most  beneficial  to  users,” 
Lewin  explained. 

While  applications  portability 
was  the  mainstay  of  the  XPG3 
guidelines,  the  next  version  will 
sharpen  its  focus  on  interopera¬ 
bility  in  networked,  heteroge¬ 
neous  environments,  Lewin  said. 

Commercial  users  are  eager 
to  see  that  come  about,  Schmidt 
said.  “It’s  very  important  that 
X/Open  get  into  the  definition  of 
distributed  transaction  process¬ 
ing  standards,”  he  noted.  “I 
know  they’re  working  on  it,  and 
we’re  waiting.” 


HP  design  strategy  features  top  ‘cook’ 


Imaging  heals  hospital 
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Hewlett-Packard  Co.  last  week 
unveiled  the  next  generation  of 
its  mechanical  design  software 
—  HP  Precision  Engineering 
Systems  —  and  based  the  new 
products  on  a  quickly  evolving 
industry  standard  geometric  en¬ 
gine  called  ACIS. 

Named  after  the  three  scien¬ 
tists  who  created  the  technology 
for  Spatial  Technology,  Inc.  in 
Boulder,  Colo.,  ACIS  is  a  vendor- 
neutral,  three-dimensional  geo¬ 
metric  modeler.  Applications 
based  on  the  object-oriented 
ACIS  kernel  speed  up  product 
development  by  enhancing  soft¬ 
ware  interoperability  among  dif¬ 
ferent  geometric  modeling  pack¬ 
ages. 

HP’s  Precision  Engineering 
Systems  is  a  product-modeling 
environment  that  will  eventually 
include  a  suite  of  integrated  soft¬ 
ware  applications  for  3-D  solid 
design,  data  and  process  man¬ 
agement  as  well  as  2-D  design 
and  drafting. 

The  first  two  products,  HP 
Solid  Designer  and  HP  Work 
Manager,  will  run  on  HP  Apollo 


workstations  initially  and  on  Sun 
Microsystems,  Inc.  worksta¬ 
tions  next  year. 

Reducing  time-to-market  for 
manufacturers  in  automotive, 
aerospace  or  shipbuilding  indus¬ 
tries  should  be  the  biggest  bene¬ 
fit  for  users  of  the  software,  said 
analyst  Kate  Fessenden  at  Meta 
Group,  Inc.  in  Westport,  Conn. 
“Once  users  are  able  to  tie  to- 


HE  HP  WORK 
MANAGER  soft¬ 
ware  ensures 
security,  accuracy  and 
accessibility  of  all  the 
data. 


gether  these  design  processes 
without  redefining  all  the  geom¬ 
etry  involved,  that  will  cut  down 
time-to-market  significantly,” 
she  said. 

Other  major  vendors  of  com¬ 
puter-aided  design  and  manufac¬ 
turing  technology  —  such  as  the 
Unigraphics  division  of  Electron¬ 
ic  Data  Systems  Corp.  or  Com- 
putervision,  Inc.  —  are  expected 


to  introduce  ACIS-based  prod¬ 
ucts  later  this  year. 

HP  Solid  Designer  can  be  lik¬ 
ened  to  a  recipe  where  ingredi¬ 
ents  such  as  assembly  instruc¬ 
tions  or  material  specifications 
are  mixed  in  the  design  model. 
The  “cook”  is  the  HP  Work 
Manager  software,  which  en¬ 
sures  security,  accuracy  and  ac¬ 
cessibility  of  all  the  data. 

Grand  designs 

“Our  software  allows  entire  en¬ 
gineering  teams  to  see  the  histo¬ 
ry,  decisions  and  future  develop¬ 
ment  plans  that  guide  the 
product,”  said  Tilman  Schad, 
general  manager  at  HP’s  Me¬ 
chanical  Design  Division. 

The  Precision  Engineering 
software  can  be  ordered  next 
month. 

The  Solid  Designer  package 
is  priced  from  $7,500;  HP  Work 
Manager  comes  in  client/ 
server  configurations,  with  cli¬ 
ent  seats  starting  at  $1,500  for 
clients  and  $7,000  for  servers. 

Analysts  said  the  pricing  of 
HP’s  new  offering  is  quite  com¬ 
petitive  for  a  market  where  ap¬ 
plications  often  range  from 
$30,000  to  $100,000. 


in  half  using  the  system,”  ac¬ 
cording  to  Little.  Most  of  the 
2,000  monthly  requests  for  doc¬ 
uments  come  from  San  Jose 
Medical  staff.  But  a  significant 
portion  comes  from  outside  par¬ 
ties:  attorneys,  governmental 
agencies,  insurance  companies 
and  other  hospitals. 

There  is  the  potential  to  rake 
in  $150,000  annually  by  provid¬ 
ing  copies  of  documents  to  out¬ 
siders,  Little  said.  Most  hospi¬ 
tals  hand  documents  to  a  copying 
service. 

“When  I  studied  the  situation 
here,”  said  Quesix  President 
Martin  Minjoe,  “I  was  struck  by 
the  fact  that  the  hospital  did  70% 
of  the  work,  and  the  copier  [ser¬ 
vice]  gets  100%  of  the  profit.” 

San  Jose  Medical’s  parent 
company,  Health  Dimensions, 
Inc.  in  San  Jose,  has  been  so  im¬ 
pressed  with  work  to  date  that  it 
has  committed  to  expand  imag¬ 
ing  to  the  human  resources  de¬ 
partment,  Little  said. 

Conflicts  resolved 

Benefits  ripple  from  IS  to  the 
hospital’s  administration  at 
large.  Prior  to  its  installation, 
documents  were  often  caught  in 


a  cross  fire  of  requests. 

“We  had  invented  lots  of 
prioritization  schemes  to  deter¬ 
mine  who  would  get  documents 
when.  We  had  lots  of  unhappy 
people,”  Little  said.  “Now,  we 
don’t  have  to  be  cops  anymore.” 
Documents  can  be  called  by  mul¬ 
tiple  users  simultaneously. 

Until  the  hospital  is  fully 
networked  —  in  about  three 
years  —  those  employees  with¬ 
out  a  PC  will  continue  to  call  or 
write  document  requests  to  the 
records  department. 

About  30%  of  all  patient  rec¬ 
ords  have  been  imaged.  As  previ¬ 
ous  patients  return  to  San  Jose 
Medical,  their  old  paper  records 
are  imaged.  About  600,000  re¬ 
cords  and  historical  medical 
summaries  dating  back  to  1983 
are  part  of  the  database,  and 
20,000  documents  have  been 
imaged  so  far. 

From  a  professional  point  of 
view,  records  can  now  be  called 
up  24  hours  a  day.  Copies  can  be 
faxed  to  the  emergency  room 
now  in  less  than  two  minutes. 
Plans  call  for  extending  the 
Vines  network  there  this  year, 
to  reduce  file  access  time  to  10 
seconds  for  that  unit. 
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Bellcore  releases  SMDS  rules 

Network  management  plans  pave  way  for  switched  high-speed  service 


COMMENTARY 

Jeffrey  N.  Fritz 

AnISDN 
for  the  road 

About  a  month 
ago  I  was  in 
Washington, 
D.C.,  for  a  con¬ 
ference.  You’d 
think  that  being 
in  the  heart  of 
the  nation  I  would  have  had  ac¬ 
cess  to  the  finest  data  commu¬ 
nications  facilities  available  any¬ 
where  in  the  country. 

Unfortunately,  this  was  far 
from  the  case.  When  it  came  to 
accessing  my  home-based  data 
services,  I  was  at  a  complete  dis¬ 
advantage.  All  I  had  at  my  dis¬ 
posal  was  a  2,400  bit/sec.  mo¬ 
dem  and  an  analog  telephone 
line.  This  is  not  nearly  enough  to 
meet  the  connectivity  needs  I 
have  while  I’m  on  the  road.  What 
I  really  need  is  national  ISDN. 

National  ISDN  would  pro¬ 
vide  all  the  connectivity  I  need  to 
do  my  work  away  from  home.  I 
could  simply  connect  a  router  to 
the  data  port  of  my  host’s  ISDN 
phone  and  place  a  circuit- 
switched  call  at  64K  bit/sec.  to 
a  secured  router  on  my  office 
LAN.  Through  ISDN  all  my 
LAN  services  would  be  avail¬ 
able,  even  if  I  were  2,500  miles 
from  home.  This  kind  of  distance 
connectivity  isn’t  as  farfetched 
as  it  sounds. 

National  ISDN  discussions 
are  not  confined  to  just  this  one 
conference.  There  has  been  in¬ 
creasing  talk  both  in  the  trade 
media  and  at  recent  ISDN  con¬ 
ferences  about  the  importance  of 
national  ISDN.  It  is  easy  to  un¬ 
derstand  why.  Other  means  of 
transport  are  either  too  slow  or 
too  expensive.  Analog  modems 
simply  cannot  provide  trans- 

Continued  on  page  50 
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Bellcore  recently  released 
Round  2  of  its  network  manage¬ 
ment  specifications  for  Switched 
Multimegabit  Data  Service 
(SMDS),  a  cell-based  public  net¬ 
work  offering  slated  to  emerge 
late  this  year  from  the  Bell  oper¬ 
ating  companies  (BOC). 

Analysts  agreed  that  the  re¬ 
configuration  capabilities  and 
“Secure”  Simple  Network  Man¬ 
agement  Protocol  (SNMP)  in¬ 
herent  in  the  guidelines  do  not 
necessarily  give  SMDS  a  man¬ 
agement  edge  over  rival  technol¬ 
ogy  frame  relay. 

The  “connectionless”  public- 


BY  ELISABETH  HORWITT 

CW  STAFF 


BURLINGTON,  Vt.  —  Bank  of 
Vermont  expects  its  IBM  Sys¬ 
tems  Network  Architecture 
(SNA)  network  to  disappear  dur¬ 
ing  the  next  few  years,  as  its  host 
services  move  over  to  parent 
company  First  National  Bank  of 
Boston.  Nevertheless,  response¬ 
time  problems  have  been  serious 
enough  at  the  company  to  justify 
implementing  a  VTAM  net¬ 
work-monitoring  package  to 
keep  the  network  in  trim  for  the 
remainder  of  its  lifetime. 

“A  couple  of  years  ago,  the 
way  we  measured  response  time 
on  our  network  was  by  sending 
someone  out  to  the  branches 
with  a  stopwatch,”  said  Rick 
Ketcham,  a  senior  technology 
specialist  at  Bank  of  Vermont. 
The  stopwatch  check  revealed 
that  response  time  was  spiking 
at  30  seconds  for  some  transac- 


switched  nature  of  SMDS  re¬ 
quires  more  management  to  be 
built  into  the  technology,  said 
Mark  LaRow,  a  senior  manager 
at  Ernst  &  Young  in  Fairfax,  Va. 
This  is  because  SMDS  as  a  pub¬ 
lic-only  service  uses  the  central 
office  switch  to  route  each  pack¬ 
et  to  its  intended  end-node  ad¬ 
dress,  so  it  must  understand  up¬ 
per-layer  protocol  addressing 
schemes. 

Also,  the  packet-by-packet 
routing  scheme  requires  a  de¬ 
gree  of  security  to  be  built  into 
the  network.  Frame  relay,  on 
the  other  hand,  is  a  connection- 
oriented  service  in  which  virtual 
circuits  are  pre-established  be¬ 
tween  destinations.  “So  any 


tions.  The  bank’s  target  figure 
for  network  response  time  is  two 
seconds.  “Things  were  pretty 
bad,”  Ketcham  said. 

However,  the  bank  had  diffi- 


packet  I  send  will  never  appear 
at  your  premise,  even  if  both  of 
us  subscribe  to  the  same  ser¬ 
vice,”  LaRow  said. 

Frame  relay  is  already  avail¬ 
able  in  private  networks  and 
from  several  interexchange  car¬ 
riers.  It  is  also  slated  for  delivery 
from  the  BOCs  this  year.  Bell¬ 
core,  the  research  and  develop¬ 
ment  arm  of  the  BOCs,  has  not 
yet  created  management  stan¬ 
dards  for  frame  relay. 

The  recently  released  SMDS 
specifications  add  customer  re¬ 
configuration  capabilities  to  al¬ 
low  users  to  add  and  delete  ad¬ 
dresses  from  group  address  and 
screening  lists  without  issuing  a 
service  order,  said  Dave  Pisci- 


culty  pinpointing  the  source  of 
the  response-time  degradation 
because  of  the  complexity  of  its 
network.  During  the  past  few 
years,  the  bank’s  network  has 
grown  from  “a  simple 
SNA  network”  to  a  con¬ 
figuration  that  links 
branch  systems  to  mul¬ 
tiple  IBM  hosts  in  Ver¬ 
mont  and  Boston. 

Bank  of  Vermont’s 
12  branches  continue 
to  access  the  bank’s 
own  IBM  4381  host  for 
some  applications  but 
increasingly  must  use  a 
dedicated  T1  link  to  ac¬ 
cess  the  Bank  of  Bos¬ 
ton’s  host.  “The  target 
date  is  sometime  in 
1994  to  have  every¬ 
thing  migrated  off  our 
system  here”  to  Bank 
of  Boston  hosts,  Ket¬ 
cham  said. 

Bank  of  Vermont 


tello,  a  member  of  Bellcore’s 
technical  staff. 

Bellcore  said  it  has  imple¬ 
mented  Secure  SNMP  in  SMDS 
equipment  specifications  to  mir¬ 
ror  the  SNMP-oriented  manage¬ 
ment  nature  of  local-area  net¬ 
works.  The  BOCs  are  position¬ 
ing  SMDS  primarily  as  a  LAN 
interconnection  service. 

Secure  SNMP  is  a  recently 
approved  SNMP  version  that 
provides  user  authentication  and 
privacy  for  messages  between 
an  SNMP  management  system 
and  the  managed  agent  via  en¬ 
cryption.  This  move  came  in  re¬ 
sponse  to  criticism  that  the 
widely  used  SNMP  lacked  secu¬ 
rity  features. 

The  SNMP  component  “is  at¬ 
tractive  for  any  public  LAN  in¬ 
ternetwork  offering  so  a  custom¬ 
er  can  get  visibility  into  what’s 
happening  to  network  packets,” 
Continued  on  page  48 


will  retain  a  bare-bones  informa¬ 
tion  systems  facility  with  a  per¬ 
sonal  computer  local-area  net¬ 
work  to  support  local  printer 
services  and  end-user  and 
branch  applications,  Ketcham 
added. 

Meanwhile,  Ketcham ’s  group 
is  responsible  for  addressing  re¬ 
sponse-time  problems  for  Bank 
of  Vermont’s  own  branches, 
whether  or  not  an  application  re¬ 
sides  in  Burlington  or  Boston. 

Naturally,  the  Boston  and 
Vermont  IS  groups  must  share 
responsibility  when  a  problem 
develops  across  their  respective 
systems.  For  example,  when 
Vermont  users  have  response¬ 
time  problems  accessing  a  Bos¬ 
ton  host  and  the  SNA  network 
seems  to  be  working  fine,  Bos¬ 
ton’s  data  center  gets  a  call  from 
the  Bank  of  Vermont’s  IS  de¬ 
partment. 

A  Boston  host,  reactivated  at 
Continued  on  page  48 
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Bank  of  Vermont 

Burlington,  Vt. 

Challenges: 

Response  time  was 
deteriorating,  prob¬ 
lems  were  hard  to 
track  on  complex 
IBM  SNA  networks. 

Solution:  Vital 
Signs  for  VTAM, 
from  Blueline 
Software,  installed 
last  August. 

Result:  Response  time  decreased 
from  30  sec.  on  some  transactions  to  2 
sec.  for  85%  of  all  transactions. 


Rick  Ketcham 


Interest  gained  on  bank’s  VTAM  package 


British  Telecom  Is 
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BT  North  America. ..for  Network  Management  Systems,  Global  Network  Services,1" 

LAN  Interconnectlvtty/Frame  Relay,  Electronic  Transaction  Services,  Dialcom*  Messaging 


Business  transactions  that  once  took  days  now  take 
seconds.  EDPNet,  our  Electronic  Data  Interchange 
service,  moves  documents  instantly— regardless  of 
time  zones,  communications  protocols,  or  computer 
compatibility.  EDPNet  and  proven  TYMNET® 
technology  from  BT  North  America  simplify  the  way 
you  do  business— computer  to  computer,  around  the 
globe.  And  if  that’s  not  enough,  we’ll  show  you  how 
to  increase  profits  and  productivity,  serve  customers 
better,  and  strengthen  your  competitive  position. 

BT  North  America,  2560  North  First  Street,  San  Jose, 
CA  95161-9019.  Within  the  U.S.,  call  800-872-7654. 
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With  its  unique  pop-up  Status  Bar,  Ami  Pro 
2. 0  lets  you  quickly  access  or  change  type 
styles,  fonts  and  sizes.  Which  means  you  ’ll 
save  even  more  time,  yj 


Only  Ami  Pro  2.0  is  truly  WYSIWYG.  So  your  output 
will  he  precisely  what  appears  on  screen.  No  matter 
what  printer  you  have.  Plus,  only  Ami  Pro  2. 0  has  its 
charting  and  drawing  capabilities  built  right  in  so  you 
never  have  to  launch  another  program.  Which  means  you 
can  easily  add  graphs,  tables  and  freehand  drawings  to 
your  document. 


Annual  Revenue  Projectioi 

1W2  promuics  to  be  a  banner  year  f 
in  all  area*:  feature  film  releases,  so 
film  development  at  Double  Take  0 
Sci  Fi.  Comedy,  and  Romance),  qtu 
revenue  is  projected  to  increase  «igr 
throughout  |0d2,  with  Q4  bringing 
54.000,000. 

1992  Movie-goer  Trends 

F.xiemivc  research,  based  on  iruervi 
exhibikm  and  the  general  movic-gc 
population,  has  revealed  that  the  au< 
IW2  will  continue  to  seek  escapist  ■ 
Release  Schedule 

Double  Take  Production*  currently 
prc-prvduciion.  Wc  fully  anticipate 
pre-production  stages  -  including  c 
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steady  flow  of  quality  cinematic  prt 
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Reduction  in  Talent  Costs 


Body  Text 


Star  salaries  have  contributed  the  la 
intend  to  reduce  ibis  expenditure  by 
casting  efforts  on  securing  the  uten 
career*  have  been  languishing  for  5 
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‘Anri  Pro  2.0  stands  un 


powerful  and  enjoyable 
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What  makes  Ami  Pro™  2 .0  the  best 
word  processor  for  Windows™?  Well,  for 
one  thing,  it  was  the  first— and  it’s  still 
the  only— word  processor  designed 
specifically  for  the  Windows  operating 
system.  Which  means  it  doesn’t  just 
run  in  Windows.  It  gets  the  most  out  of  it. 


We  call  it  Visual  Word  Processing 
because  it  lets  you  work  the  way  you 
think.  So  you  can  turn  out  letter  perfect, 
picture  perfect  documents  with  half  the 
effort  in  half  the  time.  And  since  it’s  fully 
integrated  with  all  our  Windows  products, 
you  can  quickly  move  information 


©  1992.  Samna  Corporation.  All  rights  reserved.  Lotus  is  a  registered  trademark  and  Smartlcons,  cc:Mail  and  Freelance  Graphics  are  trademarks  of  Lotus  Development  Corporation. 
Adobe  Type  Manager  and  the  ATM  logo  are  registered  trademarks,  in  the  United  States,  of  Adobe  Systems  Incorporated.  ‘Suggested  retail  price.  Offer  expires  May  31,  1992. 
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Ami  Pro  2.0  is  the  only  word  processor  that  gives  you  built-in  single-click  access 
to  cc:Mail ™  electronic  mail.  So  you  can  quickly  send  ‘ ‘live”  Ami  Pro  documents  to 
yj  anyone  you  work  with.  Without  leaving  the  application. 


5  ike  Productions 
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products  are  fully  integrated,  you  can— by  simply 
clicking  an  icon— launch  into  any  one  of  the  applications 
directly.  So  you  can  move  and  share  data  between  them 
with  incredible  ease. 


c  Production*  Revenue*  arc  expected  to  rise 
n.  and  merchandising  In  all  four  Mgmcnct  of 


aturc  film*  under  consideration  for 
these  will  have  progressed  to  full 
:  and  crew  hires  -•  by  the  end  of  Ql .  It  is  only 
hat  w*  hope  to  pro* idc  our  exhibitor*  with  a 

‘  Promotion 

with  sure-fire  box  office  potential,  the 
i  npetitive  world- wide  movie  marketplace 
n alive  appruuch  to  reach  exhibitors,  rite 
ires*  In  addition  to  promotional  brochures,  §. 

I  tn«  to  provide  the  merchandising  materials  for 
r.  as  indicated  in  the  adjacent  table.  Costs 
r  picture,  and  represent  purchase  ai  wholesale 
source*  Competitive  bid*  are  being  obuiincd. 


ge  to  our  eiMt-of-salca  this  year.  For  W2,  we  £ 
To  achieve  thia  objective,  we  shall  locus  our 
lose  reputations  ate  established,  bul  whose 
ix  arc  many  Hollywood  "legends"  who.  for  one 


challenged  as  the  most 
Wmdowswordprocessor” 

—PC  Magazine  11112m 


between  them  with  no  hassles  at  all. 

Maybe  that’s  why  Ami  Pro  2 .0  is 
not  only  making  word  processing  easy. 
It’s  making  headlines  too.  Th  upgrade 


to  Ami  Pro  2.0  from  another  word 
processor  for  only  $129  ,*  or  for  a  free 
working  model,  call  1-800-545-6116, 
ext.  6511. 


Ami  Pro  for  Wmdows 
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Call  1  -800-  327-6148  to  register  for  one  of  our  Windows  products  seminars  at  a  location  near  you. 


i®  1 


Ami  Pro  is  a  trademark  of  Samna  Corporation,  a  wholly-owned  subsidiary  of  Lotus  Development  Corporation.  Windows  is  a  trademark  of  Microsoft  Corporation. 
Call  for  a  list  of  eligible  word  processors.  Please  have  your  credit  card  and  product  package  ready  when  you  call.  In  Canada,  call  1-800-GO-L0TUS. 
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ENTERPRISE  NETWORKING 


IN  BRIEF 

Global  net 
set  for  UPS 

■  United  Parcel  Ser¬ 
vice,  Inc.  has  completed 
installation  of  UPSnet,  its 
new  global  telecommuni¬ 
cations  network,  which 
links  1,200  of  the  package 
handler’s  sites  in  80 
countries,  UPS  said.  UPS- 
net  supports  Internation¬ 
al  Shipments  Processing 
System,  which  provides 
international  shipping  in¬ 
formation  directly  to  cus¬ 
toms  bureaus  for  quicker 
clearance  on  arrival.  The 
network  combines  X.  25- 
compatible  packet¬ 
switching  and  T1  multi¬ 
plexers  that  can  support 
speeds  of  up  to  45M  bit/ 
sec.  The  new  network 
ended  up  costing  $14  mil¬ 
lion,  UPS  said. 

■  The  International 
Telecommunication 
Union  is  now  holding  the 
World  Administrative  Ra¬ 
dio  Conference  1992  in 
Malaga-Torremolinos, 
Spain,  to  discuss  issues 
relating  to  allocation  of  ra¬ 
dio  frequencies  (RF) 
among  various  national 
and  international  wire¬ 
less  services.  The  confer¬ 
ence  runs  through  tomor¬ 
row.  A  key  item  on  the 
agenda  is  scarcity  of 
available  RF  bandwidth, 
coupled  with  rapid  prolif¬ 
eration  of  wireless  ser¬ 
vices. 

■  The  Australian  Na¬ 
tional  Line  (ANL),  a  ma¬ 
jor  Australia-based  ship¬ 
ping  company,  has  chosen 
General  Electric  Infor¬ 
mation  Services  (GEIS) 
for  a  recently  installed 
communications  system 
that  will  keep  track  of  its 
containers’  movements 
worldwide.  The  ANL  sys¬ 
tem  uses  GEIS’  EDI*Ex- 
press  electronic  data  in¬ 
terchange  service  control 
to  model  and  simulate  the 
position  of  the  company’s 
container  stock  at  a  fu¬ 
ture  time  and  forecast  con¬ 
tainer  requirements  so 
equipment  can  be  directed 
where  it  is  needed.  In  ad¬ 
dition,  ANL’s  worldwide 
network  of  agents  uses 
GEIS’  Quik-Comm  elec¬ 
tronic-mail  service  to  ex¬ 
change  messages.  ANL 
said  it  expects  to  save  $3 
million  (Australian)  per 
year  from  the  system,  by 
figuring  out  least-cost  so¬ 
lutions  to  expected  short¬ 
ages. 


Tangram  promises  control 
over  distributed  PC  software 


BY  ELISABETH  HORWITT 

CW  STAFF 


RALEIGH,  N.C.  —  Tangram 
Systems  Corp.  has  expanded  its 
IBM  mainframe-based  software 
distribution  products  to  address 
the  broader  needs  of  information 
systems  managers  who  want  to 
control  their  distributed  person¬ 
al  computer  environments  from 
the  mainframe. 

Tangram  announced  the 
AM:  PM  Asset  Management 
System,  an  IBM  mainframe- 
based  program  for  keeping  track 
of  both  hardware  and  software 
resources  on  remote  PCs.  The 
company  also  announced  that 
AM: PM,  its  IBM  host-based 
software  distribution  and  data 
collection  package,  will  support 
Novell,  Inc.’s  NetWare  for  Sys¬ 
tems  Application  Architecture 
(SAA). 

The  PC-Audit  component  of 
Tangram’s  Asset  Management 
System  is  said  to  automatically 
compile  an  inventory  of  software 
and  hardware  resources  residing 
on  distributed  PCs. 

The  Software  Asset  Inven¬ 
tory  program  is  said  to  find  out 


what  versions  of  what  software 
packages  and  what  files  reside  at 
a  particular  PC.  The  Hardware 
Asset  Inventory  program  re¬ 
portedly  scans  each  workstation 
for  information  on  CPU  type, 
number  of  disk  drives  and 
amount  of  memory. 

A  Comprehensive  Hardware 
Inventory  program  can  be  used 
to  query  users  about  configura¬ 
tion  information  that  the  PC  can¬ 
not  provide  automatically,  such 
as  brand  name  and  serial  num¬ 
ber,  Tangram  said. 

Time-saving  measure 

Society  Bank,  a  current  AM:PM 
user,  is  interested  in  the  Asset 
Management  System  as  a  way  of 
keeping  track  of  both  PC  hard¬ 
ware  and  software,  according  to 
Cal  Tabernik,  a  quality  adviser  at 
the  bank. 

“It’s  time-consuming  now  to 
find  out  what  versions  of  soft¬ 
ware  people  are  using,  and  they 
don’t  always  know,”  he  said. 

The  bank  needs  to  know 
whether  a  user  has  the  right 
hardware  to  support  the  latest 
version  of,  say,  Windows  or  the 
right  PC  software  version  to  sup¬ 


port  a  new  upgrade,  Tabernik 
said.  “Obviously,  this  would  be 
easier  with  a  central  repository” 
of  such  data,  he  said. 

Another  component  of  the 
system,  Asset  Tracker,  is  said  to 
monitor  program  use  on  work¬ 
stations.  This  enables  IS  admin¬ 
istrators  to  measure  the  accep¬ 
tance  level  of  a  recently 
introduced  package  or  reallocate 
a  package  that  is  being  under¬ 
used  to  someone  who  really 
needs  it,  according  to  Tangram 
spokesman  Steve  Kuekes. 

Programs  such  as  Tangram’s, 
which  audit  distributed  PC  in¬ 
stallations,  are  fast  becoming 
“all  the  rage”  among  companies 
that  are  struggling  to  cope  with 
burgeoning  local-area  network 
installations,  said  Ben  Ruiz,  a  se¬ 
nior  director  at  LAN  integrator 
LANsystems,  Inc.  in  New  York. 

Besides  ensuring  that  users 
all  have  consistent,  updated  ver¬ 
sions  of  a  particular  software 
package,  such  programs  can  also 
help  IS  departments  guard 
against  the  use  of  unlicensed 
copies,  Ruiz  said.  One  major  cor¬ 
poration’s  IS  department  has 
been  tracking  PC  software  use 


by  going  from  PC  to  PC  with  a 
floppy  disk,  he  added. 

The  AM: PM  Asset  Manage¬ 
ment  System  for  DOS  and  Win¬ 
dows  is  scheduled  for  availability 
next  month,  with  an  OS/2  ver¬ 
sion  due  out  in  the  second  quar¬ 
ter  of  this  year.  Information  col¬ 
lected  by  the  system  can  be 
ported  to  a  mainframe  DB2  data¬ 
base  for  analysis  and  reporting. 
The  product  is  priced  at  $34,500 
and  requires  AM: PM,  which  is 
priced  at  $49,500.  Current 
AM:PM  customers  can  purchase 
the  Asset  Management  System 
for  $29,500. 

Tangram  also  announced 
AM:PM  support  for  Novell’s 
NetWare  for  SAA.  NetWare  for 
SAA  is  said  to  link  NetWare 
80386-based  servers  to  a  vari¬ 
ety  of  IBM  hosts  using  popular 
IBM  protocols  such  as  LU6.2 
and  3270. 

A  NetWare  Loadable  Module 
enables  AM:PM  to  make  use  of 
NetWare  for  SAA’s  connections 
from  the  same  server,  Tangram 
said.  Support  for  NetWare  is 
available  with  AM:PM  at  no  ex¬ 
tra  charge. 

Also  announced  by  Tangram 
was  Enhanced  Administrator 
Services  Interface,  which  is  said 
to  give  a  network  administrator 
access  to  the  host-based  system 
via  an  OS/2  Presentation  Man¬ 
ager-based  graphical  user  inter¬ 
face.  The  product  is  priced  at 
$2,500. 


Interest  gained  on 
bank’s  VTAM  package 

CONTINUED  FROM  PAGE  45 


Bellcore  releases 
SMDS  specifications 
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the  start  of  the  business  week, 
“has  been  known  to  go  in  and 
grab  all  the  physical  and  logical 
units  on  the  entire  line,”  leaving 
Bank  of  Vermont  users  without 
connections  to  their  host  appli¬ 
cations,  Ketcham  said.  Bank  of 
Boston  has  addressed  this  prob¬ 
lem  by  using  IBM’s  Net  View  to 
standardize  and  automate  main¬ 
frame  start-ups  as  much  as  possi¬ 
ble,  he  added. 

Bank  of  Vermont’s  data  cen¬ 
ter  implemented  Blueline  Soft¬ 
ware’s  Vital  Signs  for  VTAM  to 
“monitor  response  time  and  er¬ 
rors  on  our  piece  of  network,” 
reaching  from  the  IBM  front  end 
all  the  way  to  the  terminals. 

One  type  of  response-time 
trouble  that  Vital  Signs  has  iden¬ 
tified  for  the  bank  is  too  many 
transactions  lining  up  in  the 
front-end  processor’s  Network 
Control  Program  (NCP)  queue. 
“We  can  address  this  by  increas¬ 
ing  the  bandwidth  for  specific 
lines,  adding  more  NCP  buffers 
or  changing  the  parameters  that 
manage  SNA  resources,”  Ket¬ 
cham  said. 

Another  common  sign  of 
trouble  is  a  PC  transmitting  an 
unusual  amount  of  data,  given 
the  size  of  the  files  it  is  sending. 


This  often  points  to  a  modem  or 
telephone  line  problem  that  is 
forcing  the  PC  to  keep  retrans¬ 
mitting  the  same  data,  Ketcham 
said. 

Lesson  learned 

One  of  the  most  valuable  things 
the  bank  learned  from  Vital 
Signs  was  that  its  existing  56K 
bit/sec.  link  between  the  two 
data  centers  was  no  longer  ade¬ 
quate.  File  transfers  between 
the  Boston  data  center  and  Ver¬ 
mont  bank  branches  had  grown 
steadily,  as  more  banking  appli¬ 
cations  moved  to  Boston. 

Vital  Signs  found  that  a  line 
averaging  20%  usage  could 
shoot  up  to  to  an  average  of  98% 
in  a  matter  of  seconds,  “actually 
knocking  some  terminal  traffic 
off-line,”  Ketcham  said.  The  so¬ 
lution,  implemented  three 
weeks  ago,  was  increasing  the 
pipe  to  128K  bit/sec. 

“That  looks  to  be  sufficient 
for  a  while,  but  we  may  have  to 
boost  it  even  more,”  Ketcham 
said. 

Bank  of  Vermont  got  a  special 
deal  on  its  Vital  Signs  for  VTAM 
license.  The  regular  price  for  the 
package,  for  an  IBM  4381  run¬ 
ning  VM,  is  $20,000. 


said  Jennifer 
Pigg,  data  com¬ 
munications  pro¬ 
gram  manager  at 
The  Yankee 
Group  in  Boston. 

Steven  A. 

Taylor,  president 
of  Distributed 
Networking  As¬ 
sociates,  a  con¬ 
sultancy  in 
Greensboro,  N.C.,  asserted  that 
“many  of  the  aspects  of  SMDS 
network  management  could  be 
fairly  readily  adapted  to  the 
frame-relay  world.  SNMP  works 
equally  well  over  both.” 

Making  the  switch 

One  requirement  for  using 
SNMP  to  manage  a  frame-relay 
network,  however,  is  that  the 
user’s  or  carrier’s  equipment  is 
inherently  SNMP-manageable. 
Stratacom,  Inc.’s  IPX  fast-pack¬ 
et  switch  —  widely  used  in  both 
private  networks  and  by  most  of 
the  carriers  with  announced  pub¬ 
lic  frame-relay  services  —  is 
currently  not  SNMP-compliant. 

Fast-packet  switching  equip¬ 
ment  from  such  vendors  as 
Timeplex,  Inc.,  Codex  Corp.  and 
Newbridge  Networks,  Inc.  is 


SNMP-manage¬ 
able,  however. 

Approximate¬ 
ly  30  to  40  users 
of  frame-relay 
technology  are 
now  “employing 
best-guess  capac¬ 
ity  planning,” 
said  Phil  Evans, 
senior  adviser  to 
the  International 
Communications  Association,  a 
2,000-member  telecommunica¬ 
tions  user  group  that  is  based  in 
Dallas. 

Merely  interesting 

Evans  said  that  while  SNMP 
would  give  users  a  historical  pic¬ 
ture  of  peak  frame-relay  traffic 
loads,  “frequently,  this  would 
simply  be  interesting  material 
because  the  business  keeps 
changing.” 

Evans,  who  is  an  advocate  of 
fast-packet  technologies,  added 
that  if  both  frame  relay  and 
SMDS  satisfied  his  transport  re¬ 
quirements,  one  point  of  differ¬ 
entiation  could  be  management 
services. 

“However,  I’m  not  sure  yet 
what  that  differentiating  point 
would  be,”  he  said. 
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Why  be  content  to  run  when  you  can  fly? 


OS/2.  Breaking  through. 


■■ 


Success  isn't  about 
accepting  limits.  It’s  about 
challenging  them.  And 
ultimately,  rising  above  them. 
That’s  what  IBM’s  new  32-bit 
OS/2®  Version  2.0  is  all  about.  For  the 
first  time  ever,  you’ll  be  able  to  run  DOS, 
Windows™  and  OS/2  applications  from  a 
single  system.  Imagine.  Suddenly,  you’re  soaring 
beyond  the  current  limits  of  personal  computing. 
You’re  free  to  choose  applications  from  all  three 
worlds  without  running  into  the  compatibility 
barriers  of  the  past. 

And  there’s  more.  With  true  multitasking,  one 
program  doesn’t  stop  in  its  tracks  while  you  work 
on  another.  They  can  all  be  up  and  running  at 
the  same  time.  And  if  one  application  fails,  OS/2 
protects  all  the  others.  Even  the  barrier  of  640K 
crumbles  before  you  with  OS/2  2.0’s  superior 
memory  management.  No  other  operating  system 
for  the  PS/2®  or  PS/2-compatibles  gives  you 
what  OS/2  2.0  can. 

There’s  a  graphical  user  interface  that  makes 
unfamiliar  application  environments  feel  like 
second  nature.  An  OS/2  helpline  lets  you  call  at 
no  extra  charge  for  60  days  with  any  questions. 
You  even  get  built-in  interactive  education,  too. 

If  you  act  right  now,  you  can  upgrade  from 
IBM  DOS  to  OS/2  1.3  SE  today  for  only  $99,  and 
move  up  to  OS/2  2.0  at  no  extra  charge  when  it 
becomes  available*  That’s  at  least  a  33%  savings 
off  list  price.  Order  by  calling  1  800  342-6672** 
or  contact  your  authorized  IBM  dealer  or  I BM 
marketing  representative. 

Once  you  do,  nothing  can  hold  you  back. 


-  ImAA? 


OS/2  2.0  is  scheduled  to  be  released  in  March  1992  IBM  DOS  to  OS/2 1.3  upgrade  offer  is  valid  through  3/31/92  “In  Canada  call  1  800  465-1234  IBM,  PS/2  and 
OS/2  are  registered  trademarks  of  International  Business  Machines  Corporation  Windows  Is  a  trademark  of  Microsoft  Corporation  ©  1992  IBM  Corp. 


ENTERPRISE  NETWORKING 


NEW  DEALS 

ICL  outsources  to  Ascom 


■  ICL,  a  $4  billion  global  com¬ 
puter  products  firm,  has  out¬ 
sourced  the  management  of  its 
North  American  communica¬ 
tions  network  to  Ascom  Ti- 
meplex.  ICL  has  reportedly 
transferred  its  network  man¬ 
agement  center  in  Utica,  N.Y., 
to  Ascom  Timeplex’s  Custom¬ 
er  Assistance  Center  in  Clearwa¬ 
ter,  Fla.  Ascom  Timeplex  mul¬ 
tiplexers  and  X.25  packet 
switches  installed  in  the  ICL 
network  along  with  other  ven¬ 
dors’  modems  and  transmission 
facilities  will  be  managed  by  As¬ 
com  Timeplex. 

■  Fashion  specialty  retailer 
Nordstrom,  Inc.  has  reported¬ 
ly  purchased  Symbol  Tech¬ 
nologies,  Inc.’s  bar  code-based 
data  capture  systems  for  cap¬ 
turing  sales  information  at  point- 
of-sale  (POS)  sites.  Handheld 
scanners  will  plug  into  the  retail¬ 
er’s  POS  registers  from  anoth¬ 
er  vendor,  and  Symbol  Technol¬ 
ogies  will  also  provide  its 


Network 

management 

Tekelec  has  announced  a  porta¬ 
ble  protocol  analyzer  and  simula¬ 
tor:  the  Chameleon  1800. 

The  product  provides  a 
graphical  user  interface  (GUI) 
for  testing  networks  at  up  to 
2.048M  bit/sec.  It  analyzes 
frame  relay,  X.25  and  Integrated 
Services  Digital  Network  Prima¬ 
ry  Rate  Interface  data  over  a 
V.35,TlorEl  physical  connec¬ 
tion. 

It  features  a  GUI  to  simplify 
troubleshooting  and  mainte¬ 
nance  of  wide-area  networks, 
the  company  reported. 

Introductory  cost  of  $18,000 
is  offered  until  May  31,1992. 
Tekelec 

26580  W.  Agoura  Road 
Calabasas,  Calif.  91302 
(818)880-5656 

Dolphin  Networks,  a  division  of 
Digital  Technology,  Inc.,  has  be¬ 
gun  shipping  LAN  Command  Ad¬ 
vanced  for  Novell,  Inc.  NetWare 
local-  and  wide-area  networks. 

The  product  incorporates  ar¬ 
tificial  intelligence,  self-populat¬ 
ing  databases,  client/server  di¬ 
agnostic  tools  and  a  number  of 
other  advanced  network  man¬ 
agement  features.  It  simulta¬ 
neously  supports  NetWare  286 
and  386  versions  and  automati¬ 
cally  functions  across  bridges, 
routers  and  gateways  for  WAN 
support. 

Network  analysis  is  present¬ 
ed  in  English  language  state¬ 
ments.  LAN  Command  Ad¬ 
vanced  is  intended  as  a  proactive 
management  tool  for  preventing 
downtime,  the  company  said. 


wireless,  radio  frequency  data 
communications  technology  for 
real-time  store  applications. 

■  The  American  Bar  Asso¬ 
ciation  has  reportedly  contract¬ 
ed  with  AT&T  EasyLink 
Services  to  provide  messaging 
services  for  the  association’s 
national  electronic  communica¬ 
tions  and  information  network. 

■  Global  network  service  pro¬ 
vider  Infonet  said  it  has  estab¬ 
lished  an  electronic  data  inter¬ 
change  (EDI)  service  alliance 
with  Sears  Communications 
Co.  The  companies  said  they 
aim  to  serve  as  a  single  point  of 
accountability  for  customers 
with  EDI  transactions  travers¬ 
ing  the  two  networks.  Sears  runs 
a  North  America-only  retail 
EDI  network. 

■  Network  integrator  consor¬ 
tium  The  Asset  Group  has  an¬ 
nounced  its  second  million-dol- 
lar  network  integration 


Pricing  runs  from  $895  for  15 
nodes  up  to  $7,995  for  1,000 
nodes. 

Dolphin  Networks 
Suite  B-108 

4405  International  Blvd. 
Norcross,  Ga.  30093 
(404)  279-7050 


Customer- 

premises 

equipment 

Two  mobile  teleconferencing 
systems  have  been  announced 
by  NEC  America,  Inc. 

The  Rendez-View  5510  is  a 
self-contained  unit  with  a  27-in. 
color  monitor.  It  includes  auto 
focus,  8-  by  6-input  video  switch¬ 
ing  and  graphics  preview.  Op¬ 
tional  telephone  interfaces,  net¬ 
work  terminal  adapters  and  high 
scan-rate  graphics  monitors  are 
available.  Pricing  ranges  from 
$23,900  to  $28,900. 

The  5520  model  has  two 
monitors  and  includes  the  same 
features  as  the  5510.  Pricing 
ranges  from  $28,300  to 
$33,300. 

NEC  America 
Data  and  Video 
Communications 
Systems  Division 
110  Rio  Robles 
San  Jose,  Calif.  95134 
(408)433-1279 


Gateways, 

bridges, 

routers 

Racal-Datacom,  Inc.  has  an¬ 
nounced  the  Series  345  network 
processor. 

The  Series  345  provides 
transparent  access  to  a  variety 
of  communications  platforms 


contract.  The  six-company,  na¬ 
tionwide  group  will  reportedly 
manage  and  maintain  a  seven- 
city,  1,200-user  Banyan  Sys¬ 
tems,  Inc.  Vines  network  for 
West  Coast-based  law  firm  Hell¬ 
er,  Ehrman,  White  & 
McAuliffe.  Participating  Asset 
Group  companies  are  Interna¬ 
tional  Micronet  Systems, 
Inc.,  Integrated  Systems 
Group  and  Trellis. 

■  Mead  Data  Central,  Inc. 

has  reportedly  signed  a  mul¬ 
tiyear,  multimillion-dollar  con¬ 
tract  with  BBN  Communica¬ 
tions  for  wide-area  access 
equipment  to  Mead’s  legal  infor¬ 
mation  and  news  retrieval  ser¬ 
vice.  Network  management  ser¬ 
vices  are  also  included  in  the 
contract. 

■  Oil  and  engineering  con¬ 
struction  firm  Halliburton  Co. 
has  signed  on  Scientific-At- 
lanta,  Inc.  for  a  $4  million, 
X.25  very  small-aperture  ter¬ 
minal  network  linking  about  200 
offices  nationwide.  The  net¬ 
work  installation  is  slated  for 
completion  in  June. 


and  protocols.  It  supports  syn¬ 
chronous  and  asynchronous 
communications,  X.25,  IBM  and 
Ethernet  Transmission  Control 
Protocol/Internet  Protocol  and 
local  area  transport  local-area 
network  protocols.  All  protocols 
can  share  the  same  communica¬ 
tions  trunks. 

The  product  is  targeted  at 
smaller  businesses  and  branch 
offices  requiring  high-level  con¬ 
nectivity.  Pricing  begins  at 
$8,025. 

Racal-Datacom 
1601  N.  Harrison  Pkwy. 
Sunrise,  Fla.  33323 
(305)  846-1601 


Coefficient’s  Mgate  con¬ 
nects  networks  to  VAX  hosts  via 
LAT 


Coefficient  Systems  Corp.  has 
announced  Mgate.  The  hard¬ 
ware  solution  provides  a  local- 
area  transport  (LAT)  gateway 
between  a  Digital  Equipment 
Corp.  VAX  host  and  a  local-area 
network. 

Mgate  works  with  host  sys¬ 
tems  running  LAT  and  personal 
computer  networks  connected 
via  Token  Ring,  Ethernet,  Star- 
lan  and  other  technologies. 

LAT  traffic  on  the  LAN  is 
transmitted  via  a  routable  proto¬ 
col,  providing  support  for  wide- 
area  connections.  LAN  nodes 
run  terminate-and-stay-resident 
Mgate  drivers  but  do  not  require 
LAT  or  DECnet  drivers. 

For  users  with  multiple  To¬ 
ken  Ring  LANs  that  are  already 


Fritz 

FROM  PAGE  45 

parent  access  to  network  ser¬ 
vices.  T1  or  DS-3  services  pro¬ 
vide  the  necessary  speeds  but 
at  costs  far  above  what  most  uni¬ 
versities  can  afford. 

ISDN,  with  its  ability  to  sup¬ 
port  LAN  protocols  such  as 
TCP/IP,  provides  a  good  solu¬ 
tion  to  extended  connectivity. 
The  problem  is  that  today’s 
ISDN  is  at  best  no  more  than  a 
metropolitan-area  network, 
and  a  very  restricted  one  at  that. 

More  often  than  not,  the 
telephone  carriers  look  at  na¬ 
tional  ISDN  data  as  something 
that  will  come  “in  due  time.”  It  is 
frustrating  that,  when  it  comes 
to  data,  so  many  carriers  think 
that  the  “I”  in  ISDN  stands  for 
“Island.”  Although  there  is  an 
ever-growing  need  for  extend¬ 
ed  ISDN  services,  the  telephone 
carriers  offer  very  little  ISDN 
data  service  outside  of  single¬ 
switch  islands. 

ISDN  users,  particularly  on 
a  university  level,  need  regional 
and  national  ISDN  interconnec¬ 
tivity. 

The  California  state  univer¬ 
sity  system  is  a  case  in  point.  A 
number  of  colleges  and  univer¬ 
sities  share  resources.  Distance 
learning,  where  an  instructor 
on  one  campus  uses  video  and 
data  exchange  to  teach  stu¬ 
dents  on  another  campus,  is  an 
important  and  growing  aspect 
of  the  California  system. 

Also,  many  students  live  off 
campus,  some  as  far  as  200  miles 
away.  These  students  need  bet¬ 
ter  connectivity  for  registration 
and  class-related  items  to  re¬ 
duce  unnecessary  travel. 

On  campus,  the  story  is  the 
same.  Not  all  university  facilities 


physically  connected  to  an  Eth¬ 
ernet  backbone,  a  single  Mgate 
unit  will  handle  routing  across  all 
the  Token  Ring  subnets,  the 
company  reported. 

Pricing  ranges  from  $2,000 
for  5  LAT  sessions  to  $12,000 
for  128  sessions. 

Coefficient  Systems 
2039  Palmer  Ave. 
Larchmont,  N.Y.  10538 
(914)834-0446 

Computone  Corp.  has  created  an 
off-the-shelf  Unix  to  Systems 
Network  Architecture  (SNA) 
Token  Ring  gateway. 

Lynx  Token  Ring  provides  In¬ 
tel  Corp.  processor-based  Unix 
workstations  with  high-speed 
access  to  SNA  resources  across 
a  4M-  or  16M  bit/sec.  network. 
Installed  on  an  Ethernet- 
equipped  workstation,  it  can  also 
serve  as  an  Ethemet/Token 
Ring/SNA  gateway.  It  supports 
simultaneous  SNA  and  Trans¬ 
mission  Control  Protocol/Inter¬ 
net  Protocol  communications 
over  the  Token  Ring  local-area 
network. 

Pricing  ranges  from  $1,095 


NEW  PRODUCTS 


have  access  to  campus  back¬ 
bone  services.  Therefore,  cam¬ 
puses  need  to  provide  interim 
connectivity  to  university  ser¬ 
vices.  In  some  cases,  full  back¬ 
bone  connectivity  is  years  away. 

We  have  all  heard  that  na¬ 
tional  ISDN,  at  least  in  the  U.S., 
is  coming.  There  are  some  en¬ 
couraging  signs.  The  much-re- 
ported  National  ISDN-1  stan¬ 
dards  promise  national  ISDN 
connectivity  sometime  this 
year.  Quietly,  the  local  exchange 
carriers  are  deploying  Signal¬ 
ing  System  7,  which  is  necessary 
for  ISDN  connection  among 
central  offices.  Progress  is  being 
made.  The  question  is,  how 
long  will  the  wait  be? 

There  is  little  question  that 
national  ISDN  cannot  come  too 
soon.  Life  for  today’s  data  trav¬ 
eler  is  far  too  complex.  Even 
with  an  analog  LAN  gateway,  it 
is  still  difficult  to  connect  from 
the  Bay  area  to  my  home  ser¬ 
vices.  The  reason?  My  hosts  use 
Sprint  for  their  long-distance 
services;  I  have  an  AT&T  calling 
card.  That  combination  re¬ 
quires  a  long  and  complex  series 
of  numbers  to  place  a  call.  With 
voice  calls,  this  is  just  a  nuisance. 
With  a  modem  call,  it’s  down¬ 
right  impractical. 

I  suppose  I  could  ask  my 
hosts  to  pay  for  the  call  and  then 
reimburse  them,  but  such  tac¬ 
tics  usually  result  in  damaged 
friendships  if  not  handled  cor¬ 
rectly.  I  asked  Sprint  how  to 
place  a  credit-card  modem  call. 
The  operator  kindly  but  frankly 
responded,  “I  honestly  don’t 
know,  sir.”  That  is  why  we  need 
national  ISDN  connectivity 
now! 


Fritz  is  a  data  communications  analyst 
at  West  Virginia  University  in  Morgan¬ 
town,  W.  Va. 


for  32  sessions  to  $3,495  for  254 
sessions. 

Computone 
Suite  150 

1100  Northmeadow  Pkwy. 
Roswell,  Ga.  30076 
(404)  475-2725 

Micro-to-host 

Computer  Logics  Ltd.  has  re¬ 
leased  Pep  Windows  2.1. 

Pep  Windows  is  a  terminal 
emulation  program  allowing  Mi¬ 
crosoft  Corp.  Windows  users  to 
access  Unisys  Corp.  Series 
1100/2200  and  System/80 
mainframes.  The  new  version  is 
smaller  and  provides  faster 
mainframe  access,  the  company 
said.  It  also  supports  Dynamic 
Data  Exchange,  macro  keys, 
configurable  color  sessions  and 
up  to  eight  concurrent  host  ses¬ 
sions. 

The  product  costs  $370.  Up¬ 
grades  from  DOS  versions  are 
$95. 

Computer  Logics 
31200  Carter  St. 

Solon,  Ohio  44 139 
(216)349-8600 
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SOFTWARE  *  APPLICATION  DEVELOPMENT 

War  between  EDS  and  CA  sparks  debate 

Users  and  lawyers  alike  need  to  better  understand  the  laws  governing  their  software  contracts 


BY  NELL  MARGOLIS 

CW  STAFF 


The  software  licensing  battle  be¬ 
tween  Electronic  Data  Systems 
Corp.  and  Computer  Associates 
International,  Inc.  is  forcing  an 
issue  to  the  forefront  that  has 
been  building  behind  the  scenes 
for  months:  Who  has  what  rights 
in  software,  and  why? 

Early  in  the  debate,  one  dis¬ 
turbing  reality  is  emerging: 
Many  users  are  relatively  igno¬ 
rant  —  or  even  unaware  —  of 
the  fine  points  of  the  contracts 
that  both  confer  and  constrain 
their  rights  to  the  software  on 
which  their  businesses  run. 

“Users  don’t  understand 
software  licenses,  to  a  great  ex¬ 
tent,”  said  Dina  Gallo,  an  Audu¬ 
bon,  N.J.-based  computer  law¬ 
yer  who  frequently  represents 
large  firms  —  vendors  and  users 
alike  —  in  licensing  contract  is¬ 
sues.  In  fact,  she  said,  in  her  ex¬ 
perience  representing  software 
vendors,  “Most  of  the  [license] 
contracts  I  send  out  come  back 
unread  and  signed.  ’  ’ 

To  the  extent  that  software  li¬ 


cense  contracts  prove  a  battle¬ 
ground  between  users  and  their 
software  suppliers,  this  means 
that  users  all  too  frequently 
come  naked  to  the  fray. 

In  many  cases,  Gallo  said,  the 
contracts  are  handled  by  a  gen¬ 
eral  corporate  lawyer  who  has 
no  extensive  experience  with 
software  —  either 
as  a  technology  or  as 
a  tool.  Lacking  un¬ 
derstanding  of  the 
context,  the  lawyers 
rubber-stamp  the 
contracts  —  leaving 
their  clients  unpro¬ 
tected. 

In  one  recent  instance,  Gallo 
said,  “The  [user’s]  lawyer  came 
into  my  office  with  a  book  on  ne¬ 
gotiating  software  agreements.  I 
was  representing  the  software 
company,  so  there  was  nothing  I 
could  do;  but  I  wanted  to  tell  the 
user,  ‘Watch  it  —  you’re  not  get¬ 
ting  the  protection  you  think  you 
bought.’ 

“Users  often  are  wholly  un¬ 
aware  that  they’re  not  getting 
well-represented,”  she  said. 

Even  in  cases  where  license 


contracts  are  carefully  negotiat¬ 
ed,  Gallo  added,  technologically 
naive  lawyers  can  unintentional¬ 
ly  leave  their  clients  unguarded. 
“If  the  lawyers  don’t  understand 
the  license’s  technical  provi¬ 
sions,”  she  said,  “they’ll  pick 
away  at  some  less  meaningful 
clause,  seem  like  they’re  being 
very  protective  — 
and  neglect  safe¬ 
guards  that  they 
might  have  put  into 
the  contracts  if  they 
had  known  what  to 
guard  against.” 

Even  technologi¬ 
cally  savvy  lawyers 
will  offer  less  than  the  best  pro¬ 
tection  if  they  do  not  also  have  a 
firm  grasp  of  the  business  reali¬ 
ties  involved  —  and  on  both 
sides  of  the  contract,  noted  Rob¬ 
ert  E.  Zahler,  a  partner  at  the 
Washington,  D.C.-based  law 
firm  of  Shaw,  Pittman,  Potts  & 
Trowbridge. 

The  user  firms  he  has  encoun¬ 
tered  in  his  extensive  technology 
industry  practice  “usually  un¬ 
derstand  their  contracts,” 
Zahler  said.  “But  they  don’t  al¬ 


ways  focus  in  on  the  relevant 
business  aspects  of  the  relation¬ 
ship  the  contract  covers.”  For 
instance,  he  said,  issues  of  soft¬ 
ware  maintenance  and  of  the  us¬ 
er’s  rights  to  move  the  software 
among  platforms  and  geographi¬ 
cal  locations  often  receive  short 
shrift. 

An  increasingly  sophisticated 
user  community  is  beginning  to 
catch  on  to  the  fact  that  software 
licensing  can  be  potentially 
tricky  terrain  —  and  that  they 
are  the  ones  out  there  without  a 
map,  Gallo  said. 

Outsourcing  difficulties 

The  outsourcing  phenomenon 
has  added  another  dicey  element 
to  an  already  precarious  situa¬ 
tion,  according  to  several  com¬ 
puter  lawyers.  “Even  a  comput¬ 
er  lawyer  might  not  know  what 
to  do  with  licenses  in  the  face  of 
outsourcing,”  where  the  rules 
are  just  being  made,  Gallo  said. 

On  the  other  hand,  she  said, 
when  software  vendors  raise  a 
hue  and  cry  about  vigilantly 
guarding  the  only  product  they 
have,  “I  understand  what  the  de¬ 


velopers  are  saying.  It’s  so  easy 
to  cheat  on  your  software  li¬ 
censes  —  and  some  users  do.” 

“The  big  fear  [among  ven¬ 
dors]  15  to  20  years  ago,  when 
the  software  industry  began  to 
grow  up,  was  that  the  licensee 
would  take  this  precious  thing, 
this  repository  of  all  your  rights, 
and  hand  it  over  to  a  huge  data 
center,”  said  a  lawyer  who  rep¬ 
resents  large  software  vendors 
and  requested  anonymity. 
“That’s  a  legitimate  concern; 
that’s  what  the  early  model  soft- 
ware-license  language  was  draft¬ 
ed  to  prevent;  and  that’s  just 
what’s  come  about.” 

Some  users,  the  lawyer  said, 
“take  licenses  as  deeds  of  own¬ 
ership,  and  say,  ‘Hey,  I  own  this; 
I  can  do  with  it  what  I  please.’ 
Well,  that’s  not  right.” 

Here,  again,  the  misunder¬ 
standings  can  be  exacerbated  in¬ 
stead  of  ameliorated  by  lawyers 
with  an  incomplete  business- 
world  view,  Zahler  said.  Outside 
counsel,  unseasoned  in  the  ways 
of  software  licensing,  sometimes 
“raise  unreasonable  expecta¬ 
tions  on  the  user’s  part,”  he  not¬ 
ed.  For  instance,  they  allow  or 
even  lead  users  to  expect  that 
vendors  will  be  responsible  for  fi¬ 
nancial  losses  the  company  expe¬ 
riences  while  using  the  vendor’s 
software. 


Integral  set  to  fill  out 
client/ server  strategy 


BY  JOHANNA  AMBROSIO 

CW  STAFF 


Integral,  which  plans  to  deliver 
its  client/server  software  within 
the  next  month  or  so,  is  taking 
what  some  analysts  are  saying  is 
a  unique  approach  to  migrating 
its  mainframe  human  resources 
and  financial  software  to  a  differ¬ 
ent  architecture. 

In  December,  the  Walnut 
Creek,  Calif. -based  company  an¬ 
nounced  HR  Timekeeper,  a  Mi¬ 
crosoft  Corp.  Windows-based 
package  that  updates  and  main¬ 
tains  payroll  information  on  per¬ 
sonal  computers  rather  than  on 
mainframes.  Integral  also  an¬ 
nounced  InPerspective,  a  Win¬ 
dows-based  front  end  to  the 
company’s  mainframe  software 
that  allows  users  to  cut  and  paste 
data  from  Integral  and  other 
packages. 

What  makes  HR  Timekeeper 
different  from  other  client/ 
server  packages,  observers  said, 
is  an  architecture  that  separates 
the  application’s  functions  from 
the  platform  they  run  on.  This 
means  the  package  can  be  more 
easily  customized  and  regenerat¬ 


ed  to  run  on  other  platforms. 

“The  concept  is  a  good  one,” 
said  David  Hill,  a  senior  analyst 
at  The  Yankee  Group  in  Boston. 
“It  keeps  the  generic  functions 
generic  but  allows  the  customers 
to  incorporate  their  own  special 
features  as  well.” 

With  most  packages,  Hill  said, 
users  must  redo  all  the  customi¬ 
zation  work  with  each  new  re¬ 
lease  of  the  software.  HR  Time¬ 
keeper,  however,  keeps  the  user 
modules  separate  from  the  base 
software  so  users  can  simply  re¬ 
apply  the  custom  work  to  each 
new  release.  “I  haven’t  heard  of 
anyone  else  doing  this,”  he  said. 

Louis  Wright,  Integral’s  se¬ 
nior  vice  president  of  technology 
and  development,  said  HR  Time¬ 
keeper  was  built  using  Know- 
ledgeWare,  Inc.  computer-aided 
software  engineering  products. 
This  allows  Integral  to  deliver  in¬ 
formation  models  along  with 
source  code  to  customers,  who 
can  “map  the  information  model 
to  the  business,  change  the  infor¬ 
mation  model  and  regenerate 
the  code.”  A  future  release  of 
Timekeeper  will  allow  users  to 
regenerate  applications  directly 


from  the  information  model. 

The  company  will  use  the 
same  design  concepts  for  all  its 
client/server  software,  Wright 
said.  “We  know  that  technology 
shifts,  so  we’re  not  tying  busi¬ 
ness  function  to  a  particular  plat¬ 
form.” 

The  architecture  also  in¬ 
cludes  various  services,  such  as  a 
repository,  security  and  transla¬ 
tion  of  various  SQL  dialects. 

The  Ministry  of  Government 
Services  in  Toronto  plans  to  in¬ 
stall  HR  Timekeeper  in  500  to 
1,000  sites  throughout  Ontario, 
said  David  Ritcey,  director  of  the 
human  resources  information 
systems  branch.  It  will  be  the 
ministry’s  first  distributed  hu¬ 
man  resources  application,  he 
said. 

In  the  longer  term,  “it  pro¬ 
vides  an  opportunity  to  decen¬ 
tralize,  to  have  many  people 
keeping  track  of  payroll  informa¬ 
tion  instead  of  its  being  done 
from  only  one  location,”  Ritcey 
said.  The  application  will  also 
help  cut  costs  by  doing  part  of 
the  work  currently  handled  by 
mainframes  on  PCs.  The  minis¬ 
try  is  customizing  the  software 
and  will  roll  it  out  in  the  summer. 

Pricing  for  HR  Timekeeper 
begins  at  $10,500  and  depends 
on  hardware  configuration  and 
the  number  of  sites  and  users. 
Pricing  for  InPerspective  begins 
at  $17,000. 


Uncle  Sam  enlisting  aid  of 
software  re-engineering 


BY  GARY  H.  ANTHES 

CW  STAFF 


GAITHERSBURG,  Md.  — 
There  are  more  creaky  old  Cobol 
systems  in  the  federal  govern¬ 
ment  than  anywhere  else,  and 
Uncle  Sam  is  turning  to  software 


re-engineering  as  a  relatively 
low-cost  way  to  migrate  old  ap¬ 
plications  to  more  modern,  pow¬ 
erful  and  open  environments. 

In  a  re-engineering  test  case 
conducted  by  the  Internal  Reve¬ 
nue  Service  and  the  National  In¬ 
stitute  of  Standards  and  Tech¬ 
nology  (NIST),  the 
agencies  found  that  the 
effort  took  less  than 
one  quarter  the  time  re¬ 
quired  to  develop  a 
comparable  new  sys¬ 
tem  from  scratch,  but  it 
proved  a  difficult  pro¬ 
cess  in  several  ways. 

Software  re-engi¬ 
neering  involves  the 
use  of  existing  code  and 
documentation  to  pro¬ 
duce  new  software  for 
the  same  application.  It 
can  be  done  to  improve 
performance,  maintain¬ 
ability,  functionality  or 
to  move  to  new  technol¬ 
ogy.  “The  IRS  wanted 
to  get  some  real-world 
experince  with  re-engi¬ 
neering,  said  Mary  K. 
Ruhl,  a  NIST  computer 
scientist  who  partici- 
Continuedon  page  56 


On  autopilot 

Batch  processing  programs  are  most 
suited  for  automated  code  generation 
in  a  re-engineering  project 

Program  Automated  code 


group 

generation 

Batch 

96% 

Batch  with  SORT 

90% 

Batch  with 

DBMS  access 

88% 

Batch  with  SORT 
and  DBMS  access 

82% 

Interactive  50% 

Source:  National  Institute  of  Standards  and  Technology 
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Digital’s  open  hardware  promises  two  things: 
integration  and  compatibility.  Which  means 
different  applications  from  different  com¬ 
panies  all  work  together  across  platforms. 

The  SAS  System  brings  you  all  these 
different  applications  from  one  company — 
giving  you  a  single  applications  system  that 
works  the  same  way  across  all  your  Digital 
hardware. 

You  gain  the  ultimate  advantages  of  open 
computing,  while  protecting  your  investment 
in  both  applications  and  system  resources. 
This  enterprise- wide  system... 

Defines  the  concept  of  applications 
integration.  Access  and  manage  data 
from  any  source  including  ORACLE®, 
Rdb/VMS;  INGRES:  and  other  popular 
databases.  Analyze  and  present  data 
using  proven  tools  for  executive 
information  systems,  quality 
improvement,  project  management,  fore¬ 
casting,  business  graphics,  and  more. 

Delivers  on  the  promise  of  applications 
portability.  Take  advantage  of  new  tech¬ 
nologies  without  disrupting  users  or  their 
current  applications. 


Open  Hardware 

With  the  SAS"  System  under  VMS ~  and  RISC/ULTRIX 


For  an  informative  SAS  System  executive 
summary — with  details  about  a  free  software 
evaluation  and  our  renowned  technical  sup¬ 
port,  documentation,  training,  and  consulting 
services — give  your  Software  Sales  Account 
Manager  a  call  at  919-677-8200  or  fax  us  at 
919-677-8123.  In  Canada,  call  416-443-9811. 

Also  call  to  reserve  your  place  at  our  free 
SAS  System  executive  briefing... coming  soon 
in  your  area. 


on 


Brings  ultimate  efficiency  to  applications 
development  Create  applications,  and 
deploy  them  to  different  environments, 
without  duplicating  your  efforts. 

As  a  strategic  partner  with  Digital  Equipment 
Corporation,  SAS  Institute  embraces  Digital’s 
Network  Applications  Support  (NAS) 
strategy  for  open  systems  computing. 

The  SAS  System  is  virtually  hardware  in¬ 
dependent.  You  can  share  SAS  data  and  appli¬ 
cations  across  all  your  NAS  environments — 
VAX™  machines,  UNIX*-based  platforms, 


MS-DOS®,  OS/2®,  ASCII  terminals,  and 
X-terminals — and  reap  all  the  benefits  of 
low-cost  applications  development  and 
maintenance. 

Such  innovations  as  DECwindows" 
OSF/Motif;  ALL-IN- 1”,  and  the  COHESION™ 
software  development  environment  are  fully 
supported.. .as  are  CDA  and  CDD/Plus  for 
compound  document  and  data  sharing. 


SAS  Institute  Inc. 

Software  Sales  Department 

SAS  Campus  Drive  □  Cary,  NC  27513 

Phone  919-677-8200  □  Fax  919-677-8123 


SAS  is  a  registered  trademark  of  SAS  Institute  Inc.,  Cary,  NC,  USA. 

Other  brands  and  product  names  are  trademarks  or  registered  trademarks  of 
their  respective  holders. 
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Per-user 
prices  set  for 
Oracle  CASE 

BY  JEAN  S.  BOZMAN 

CW  STAFF 


REDWOOD  CITY,  Calif.  —  Ora¬ 
cle  Corp.  has  extended  per-user 
pricing  to  its  computer-aided 
software  engineering  (CASE) 
tools.  Oracle  announced  per¬ 
user  pricing  for  Unix  and  person¬ 
al  computer  server  products  last 
year. 

Oracle  CASE  developers  will 
pay  only  for  the  CASE  packages 
they  are  using  —  not  including 
the  cost  of  an  Oracle  relational 
database.  “For  the  first  time,  we 
have  rolled  the  price  of  a  4GL 
and  [the]  SQL*Net  [communica¬ 
tions  package]  into  the  CASE 
bundle  price,”  said  Renee  Tay¬ 
lor,  director  of  U.S.  Oracle 
CASE  marketing.  “We’ve  made 
it  free  to  prototype  and  to  test 
applications  on  the  CASE  work¬ 
station.” 

The  entire  bundled  package 
for  the  CASE  client  workstation, 
including  all  modules,  is  priced  at 
$18,000  per  user.  All  CASE  us¬ 
ers  must  purchase  the  CASE* 
Dictionary,  which  costs  $5,000 
per  user  because  it  serves  as  the 
Oracle  repository.  However,  the 
following  modules  may  be  pur¬ 
chased  separately:  CASE*De- 
signer,  an  upper  CASE  analysis 
tool,  is  priced  at  $8,000  per 
user;  CASE*Generator  for 
SQL*Forms  and  SQL*Menu  is 
priced  at  $3,000  per  user;  and 
CASE*Generator  for  SQL*Re- 
portwriter/Plus  is  priced  at 
$2,000  per  user. 

The  bundled  CASE  packages 
are  available  for  Sun  Microsys¬ 
tems,  Inc.  workstations,  for  Dig¬ 
ital  Equipment  Corp.  computers 
running  VMS  and  for  Hewlett- 
Packard  Co.  computers  running 
HP/UX.  By  April,  Oracle  plans  to 
ship  another  version  for  Sequent 
Computer  Systems,  Inc.  com¬ 
puters,  Taylor  said. 

Graphics  workstation  vendor 
Silicon  Graphics,  Inc.  recently 
endorsed  Tooltalk,  an  object-ori¬ 
ented  development  tool  from 
Sun  Microsystems,  Inc.’s  Sun- 
soft  subsidiary.  Silicon  Graphics 
plans  to  ship  Tooltalk  services  on 
its  Iris  four-dimensional  systems 
by  year’s  end.  Introduced  by  Sun 
last  June  to  allow  applications  to 
communicate  across  multiple 
platforms,  Tooltalk  has  been  se¬ 
lected  by  Lotus  Development 
Corp.,  Clarity  Software,  Inc.  and 
others  as  a  foundation  product 
for  developing  a  networked  mes¬ 
sage  protocol  for  communica¬ 
tions  between  applications. 


APPLICATION  DEVELOPMENT 

Pressure  weighs  on  KnowledgeWare 


ANALYSIS 


BY  KIM  S.  NASH 

CW  STAFF 


Like  Republicans  in  the  White 
House,  computer-aided  software 
engineering  (CASE)  barreled 
into  town  several  years  ago  full 
of  promise  but  left  many  constit¬ 
uents  feeling  shortchanged.  And 
like  Democrats  chopping  at  the 
GOP,  pundits  are  on  the  CASE 
scene. 

KnowledgeWare,  Inc.,  which 
is  neck  and  neck  with  Texas  In¬ 
struments,  Inc.  in  the  integrated 
CASE  race,  has  taken  the  brunt 
of  the  bad-mouthing  lately  from 
users  and  industry  analysts. 

The  Atlanta-based  company’s 
picture  is  not  as  bleak  as  some 
people  paint  it,  but  at  the  same 
time,  the  barbs  are  not  unfound¬ 
ed.  Both  technological  and  finan¬ 
cial  difficulties  are  making  poten¬ 
tial  customers  hem  and  haw. 

A  quarterly  loss 

After  coasting  on  record  sales 
growth  for  the  three  preceding 
quarters,  the  company  reported 
a  $4.9  million  loss  on  a  10%  sales 
drop  for  the  quarter  ended  Sept. 
30,  1991.  Except  for  generic 
written  statements,  officials  re¬ 
fused  to  talk  about  the  red  ink, 
contributing  to  several  Wall 
Street  rumors. 

Talk  of  fishy  accounting  hab¬ 
its  and  investigations  by  the  U.S. 
Securities  and  Exchange  Com¬ 
mission  percolated  throughout 
the  industry  but  were  never 
proven  true. 

Analysts  said  a  combination  of 
events  could  have  caused  the 
sales  dive.  Discounts  spurred 
brisk  sales  of  then-new  modules 
ADW/RAD  and  ADW/DOC, 


BY  JEAN  S.  BOZMAN 

CW  STAFF 


EMERYVILLE,  Calif.  —  Sy¬ 
base,  Inc.’s  new  APT  5.0  Work¬ 
bench  tool  kit,  announced  last 
month,  was  warmly  received  by 
APT  4.0  users.  But  some  Sybase 
users  who  have  turned  to  other 
tool  sets  in  recent  years  remain 
steadfast  in  their  support  of 
third-party  alternatives,  an  in¬ 
formal  survey  of  20  sites 
showed. 

Sybase’s  new  tool  set  ad¬ 
dresses  several  graphical  user 
interface  (GUI)  environments, 
including  Motif,  Sun  Microsys¬ 
tems,  Inc.’s  Open  Look  and  Mi¬ 
crosoft  Corp.’s  Windows  [CW, 
Feb  17].  It  has  a  translator  that 


which  boosted  the  balance  sheet 
in  the  previous  quarter.  When 
the  street  prices  went  up,  sales 
went  down,  said  Ed  Acly,  direc¬ 
tor  of  software  research  at  Tech¬ 
nology  Investment 
Strategies  Corp.  in  Fra¬ 
mingham,  Mass. 

Also,  assimilating 
the  three  firms  Know¬ 
ledgeWare  took  over  in 
1991  —  Language 

Technology,  Inc.,  Quin- 
soft  Corp.  and  UDM 
Technology,  Inc.  — 
took  a  toll  on  finances  as 
well  as  product  momen¬ 
tum,  Acly  said. 

Technologically,  us¬ 
ers  are  concerned 
about  an  apparently 
flimsy  commitment  to 
Microsoft  Corp.’s  Win¬ 
dows.  The  company’s 
ties  to  IBM  as  an  AD/ 

Cycle  business  partner 
also  worry  some  cus¬ 
tomers.  In  the  past  18 
months,  Know¬ 

ledgeWare  has  added 
five  products  to  its 
OS/2-based  Application 
Development  Work¬ 
bench  (ADW)  line  and 
none  to  its  DOS-based 
Information  Engineer¬ 
ing  Workbench  (IEW) 
series. 

IEW  users  “are  finding  out 
that  to  stay  on  the  leading  edge 
with  KnowledgeWare,  they  now 
have  to  invest  in  OS/2  and 
ADW,”  said  Dave  Sharon,  presi¬ 
dent  of  CASE  Associates,  Inc.,  a 
consulting  firm  in  Oregon  City, 
Ore. 

Another  problem  cited  by  at¬ 
tendees  at  the  recent  CASE 
World  show  in  Santa  Clara, 
Calif.,  and  other  users  is  the 


uses  APT  4.0  applications  code 
and  converts  it  for  use  with 
GUIs. 

“I  think  it’s  a  step  in  the  right 
direction,”  said  Ron  Beroll,  man¬ 
ager  of  systems  at  the  Bonded 
Abrasives  Division  of  The  Nor¬ 
ton  Co.  in  Worcester,  Mass. 
Norton  uses  four  Hewlett-Pack¬ 
ard  Co.  Unix  workstations  run¬ 
ning  Sybase  to  manage  its  manu¬ 
facturing  plants.  APT  5.0  will 
help  the  firm  in  its  ongoing  mi¬ 
gration  to  Motif  applications, 
Beroll  said. 

Many  of  the  earliest  Sybase 
users  were  Wall  Street  invest¬ 
ment  firms,  universities  and  gov¬ 
ernment  agencies  willing  to 
overlook  the  APT’s  flaws  to  gain 
the  performance  of  Sybase's 


component  nature  of  ADW  and 
IEW.  KnowledgeWare  calls  its 
lines  integrated  CASE  (I-CASE), 
but  users  said  the  modules  do  not 
work  together  as  smoothly  as 


other  I-CASE  offerings,  espe¬ 
cially  at  the  code  generation 
stage. 

General  Electric  Co.  in 
Bridgeport,  Conn.,  has  been  a 
large  ADW  site  since  1989.  Still, 
GE  used  Micro  Focus,  Inc.  Cobol 
to  generate  most  of  the  40 
CASE-made  applications  it  com¬ 
pleted  as  of  the  end  of  1991,  ac¬ 
cording  to  Don  McNamara,  head 
of  systems  development. 


DBMS,  said  Aaron  Zornes,  a  se¬ 
nior  software  analyst  at  the 
Meta  Group,  Inc.  in  Westport, 
Conn.  “The  new  tools  will  allow 
Sybase  to  go  after  more  tradi¬ 
tional  businesses  that  prefer  to 
buy  their  databases  and  tools  in 
one,  neat  package  from  a  single 
vendor.” 

But  some  Sybase  users  have 
grown  used  to  other  tool  sets  or 
use  no  tool  kit.  “We  purchased 
APT  two  years  ago  and  found  it 
unacceptable  in  our  environ¬ 
ment,”  said  James  Daly,  data¬ 
base  administrator  for  the  U.S. 
House  of  Representatives.  “We 
don’t  think  we’ll  be  going  back  to 
APT.”  The  House  uses  JYACC, 
Inc.’s  JAM  and  Revelation  Tech¬ 
nologies,  Inc.’s  Advance. 


McNamara  said  GE  has  had 
some  success  with  Knowledge- 
Ware’s  Construction  Worksta¬ 
tion,  mainly  because  he  formed  a 
special  development  team  that 
used  it  right  from  the 
start  of  GE’s  first  CASE 
project  in  August  1989. 

Coding  with  Con¬ 
struction  “is  a  painful 
chore,  but  we  get  it 
done,”  he  said. 

But  “no  pain,  no 
gain”  is  not  what  people 
want  to  hear.  Users 
who  chose  TI’s  Infor¬ 
mation  Engineering  Fa¬ 
cility  (IEF)  over  ADW 
or  IEW  said  Know- 
ledgeWare’s  modules 
are  not  as  in  sync  with 
each  other  as  TI’s. 

Bright  side 

However,  compared 
with  the  piecemeal  ap¬ 
proach  —  users  mix 
and  match  tools  ad¬ 
dressing  different 
stages  of  development 
from  different  vendors 
—  KnowledgeWare 
products  are  integrat¬ 
ed,  analysts  said.  “You 
can  go  from  design  to 
code  to  testing  and 
maintenance  with 
them,”  according  to 
CASE  pioneer  James  Martin. 

Getting  KnowledgeWare 
tools  to  talk  to  those  from  other 
big  CASE  makers  such  as  Bach¬ 
man  Information  Systems,  Inc. 
or  TI  is  tough,  “so  you’re  putting 
all  your  eggs  in  one  basket  for 
the  next  three  to  five  years,” 
said  David  Baird,  application  de¬ 
velopment  analyst  at  Depository 
Trust  Co.  in  New  York,  which 
has  used  ADW  for  two  years. 

Although  he  said  he  is  confi¬ 
dent  that  the  new  management 
will  ultimately  guide  ADW  and 
IEW  development  to  reflect  user 
wants,  Baird  is  unhappy  the  line 
cannot  work  on  a  local-area  net¬ 
work. 

“It’s  horrendously  difficult  to 
consolidate  information  from  dif¬ 
ferent  developers,  but  I  have  no 
reason  to  think  that  TI  is  one  bit 
better,”  he  said. 

In  fact,  KnowledgeWare’s 
woes  are  a  microcosm  of  the 
trouble  with  the  CASE  market  in 
general.  Early  adopters  of  the 
technology  are  bitter  now,  hav¬ 
ing  expected  more  than  the  first 
wave  of  tools  delivered.  Dramat¬ 
ically  decreased  development 
time,  simple  application  mainte¬ 
nance  and  the  cost  savings  asso¬ 
ciated  with  such  “carefree”  soft¬ 
ware  have  yet  to  materialize  in  a 
big  way,  according  to  users  such 
as  Baird. 


APT  upgrade  receives  mixed  reviews 


KnowledgeWare  retrospective 


1985 


Founded  by  former  football  star  Fran 
Tarkenton;  key  product  is  Information 
Engineering  Workbench  (IEW). 


1989 


IBM  announces  AD/Cycle  strategy; 
business  partner  KnowledgeWare,  of  which 
IBM  owns  10%,  announces  Application 
Development  Workbench  (ADW). 


March  1991 


Total  sales  reach  34,000  copies  of 
IEW  and  25,000  copies  of  ADW. 


August  1991 


Fourth-quarter  1991  sales  rocket 
81%  to  $40.3  million;  profits 
jump  46%  to  $5.3  million. 


October  1991 


Company  reports  $4.9  million 
loss  for  first-quarter  1992;  sales 
fall  almost  10%. 


January  1992 


Company  turns  around  loss  but  posts  57% 
profit  drop  to  $  1 .3  million  for  second-quarter 
1992  vs.  1991;  sales  climb  10%. 

CW  Chart:  Michael  Siggins 
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Stare  here  for  15  seconds. 
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PncMmov  »ory 


ing  never  before 

$890  terminal. 


Now  stare  here. 


Introducing  the  WY-325  color  terminal  for  only  $890.  (Yes,  you  can  believe  your  eyes.)  It’s  ergonomically 
advanced.  It  emulates  general-purpose  terminals  such  as  DEC,  ADDS,  TeleVideo  and,  who  would  have 
guessed,  Wyse.  And  the  WY-325  replaces  a  monochromatic  terminal  without 
making  changes  at  the  host  computer  or  to  the  application.  Although  this  list  of 
benefits  could  go  on,  the  price  alone  should  color  your  thinking  about  terminals 

If  so,  call  your  local  distributor  or  call  us  at  1 -800-GET  WY  SE.  I  I  I  I 
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Uncle  Sam  enlists  re-engineering 


CONTINUED  FROM  PAGE  5 1 

pated  in  the  exercise  and  docu¬ 
mented  the  results  in  a  report, 
“Software  Re-engineering:  A 
Case  Study  and  Lessons 
Learned.” 

The  IRS  chose  a  system  used 
to  schedule  and  track  appoint¬ 
ments  between  IRS  auditors  and 
taxpayers.  It  was  written  in 
1983  using  structured  Cobol  74 
for  a  Unisys  Corp.  1100  comput¬ 
er.  It  included  batch  jobs,  data¬ 
base  queries  and  updates  and  on¬ 
line  processing  —  37  programs, 
50,000  lines  of  Cobol  and  2,738 
lines  of  assembler  language. 

Part  of  the  re-engineering 
process  included  porting  the  ap¬ 
plication  from  the  Unisys  envi¬ 
ronment  and  a  DMS  1100  net¬ 
work  database  to  an  IBM 
mainframe  running  MVS  and 
DB2. 

CASE  tools  used 

The  firm  contracted  to  do  the 
work.  Booz  Allen  &  Hamilton, 
Inc.,  chose  computer-aided  soft¬ 
ware  engineering  (CASE)  tools 
from  Knowledge  Ware,  Inc.  to 
re-engineer  the  process  portion 
of  the  system  and  products  from 
Bachman  Information  Systems, 
Inc.  to  transform  the  database 
from  a  network  to  a  relational 
structure. 

The  effort  started  with  re¬ 
verse  engineering,  a  process  in 
which  existing  code,  data  and 
documentation  were  analyzed, 
and  KnowledgeWare’s  design 
tool  was  used  to  produce  new 
documentation.  That  documen¬ 
tation  was  then  input  to  Know¬ 
ledgeWare’s  application  genera¬ 
tor,  which  produced  new  Cobol 
code. 

The  project  team  found  that 
the  most  time-consuming  part  of 
the  effort  by  far  was  the  mostly 
manual  process  of  analyzing  the 
existing  system.  “The  most  diffi¬ 
cult  thing  is  recognizing  what 
you  have,  deciding  if  you  still 
need  it  and,  if  so,  how  you  might 
do  it  better,”  Ruhl  said.  That 
would  have  taken  much  longer 
had  the  project  team  not  includ¬ 
ed  applications  experts  from  the 
IRS,  she  said. 

The  team  found  that  the 
CASE  tools  were  very  effective 
in  handling  simple  batch  pro¬ 
grams,  generating  96%  of  the 
new  code  for  them.  However, 
the  more  complex  programs,  es¬ 
pecially  the  interactive  pro¬ 
grams  that  were  mostly  written 
in  assembler,  required  extensive 
hand-coding  to  reproduce. 

Ruhl  said  the  CASE  tools  re¬ 
quired  more  manual  interven¬ 
tion  than  had  been  anticipated, 
and  some  processes  were  unex¬ 
pectedly  cumbersome  and  time- 
consuming.  The  off-the-shelf 
products  were  augmented  with 
custom  CASE  software  devel¬ 
oped  by  Booz  Allen. 

As  a  result  of  the  difficulties, 
the  entire  system  was  not  com¬ 
pletely  re-engineered,  but  NIST 


estimated  the  entire  job  would 
have  taken  35  person-months, 
compared  with  152  person- 
months  to  redo  the  system  from 
scratch. 

Booz  Allen  did  a  detailed  com¬ 
parison  of  the  old  and  new  code 
and  found  that  the  new  programs 


were  considerably  more  com¬ 
plex.  NIST  concluded  that  there 
would  be  no  problem  as  long  as 
the  new  system  was  maintained 
at  the  design  level,  with  changes 
always  flowing  through  the  same 
CASE  tools.  However,  it  could 
be  a  problem  if  maintenance  ever 


returned  to  manual  practices, 
Ruhl  said. 

Mary  T.  Gunn,  a  computer 
scientist  and  co-author  of  the 
NIST  report,  said  the  re-engi¬ 
neering  would  result  in  the  bene¬ 
fits  of  a  “cleaner,”  more  under¬ 
standable  system,  updated 
documentation,  relational  data¬ 
base  technology  and  a  more 
mainstream,  open  environment. 
She  said  the  exercise  had  shown 


that  software  re-engineering 
could  be  a  cost-effective  way  to 
extend  the  life  of  an  application. 

But  Gunn  cautioned  against 
seeing  the  approach  as  a  pana¬ 
cea.  “Reverse  engineering  has 
been  a  real  buzzword,  and  some 
people  have  felt  it  was  easy  and 
totally  automated.  But  you  don’t 
want  to  just  rush  off  and  do  it; 
you  want  to  give  it  very  careful 
thought,”  she  said. 
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I’m  Ready  To  Enter  The  Brave  New  WorldOf  VSE/ESA. 

_Please  call  me  to  arrange  an  on-site  demonstration. _ Please  send  me  my  VSE/ESA  Information  Kit. 

Name _ _ _ Title _ 


Company _ 

Address _ 

City  _ State _ Zip _ Phone  (  ) _ 

©  Computer  Associates  International.  Inc.,  One  Computer  Associates  Plaza,  Islandia,  NY  11788-7000.1-800-CALL  CAI.  All  product  names  referenced  herein  are  trademarks 
of  their  respective  companies.  q 


BUSINESS  REPLY  MAIL 

FIRST  CLASS  MAIL  PERMIT  NO.  238  SMITHTOWN,  NY 


NO  POSTAGE 
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IF  MAILED 
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UNITED  STATES 
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POSTAGE  WILL  BE  PAID  BY  ADDRESSEE 

(ZOMPUTER 

Associates 

Software  superior  by  design. 

COMPUTER  ASSOCIATES  INTERNATIONAL,  INC. 

ATTN:  DANA  WILLIAMS 

ONE  COMPUTER  ASSOCIATES  PLAZA 

ISLANDIA,  NY  11788-9820 
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NEW  PRODUCTS 


Development  tools 

Four  Seasons  Software  has  be¬ 
gun  shipping  SuperNOVA  3.0, 
an  updated  version  of  its  data¬ 
base-independent  application  de¬ 
velopment  software. 

SuperNOVA  includes  a 
fourth-generation  language;  us¬ 


ers  can  create  database  applica¬ 
tions  that  integrate  data  from 
multiple  databases  and  run  on 
multiple  operating  systems.  The 
new  version  supports  the  Open 
Software  Foundation’s  Motif  as 
well  as  Microsoft  Corp.’s  Win¬ 
dows.  A  macro  option,  a  dynamic 
menu-creation  feature  and  en¬ 
hanced  support  for  distributed 


processing  are  also  included. 

Prices  range  from  $990  to 
$160,000,  based  on  platform. 

Four  Seasons  Software 
120  Wood  Ave.  South 
Iselin,  N.J.  08830 
(908)321-1650 

JYACC,  Inc.  has  recently  ported 
its  Jam  application  development 
tools  to  Quantum  Software  Sys¬ 
tems  Ltd.’s  QNX  real-time  oper¬ 


ating  system. 

Jam  offers  support  for  han¬ 
dling  real-time  interruptions 
such  as  data  feeds  and  provides 
an  open  interface  for  attaching 
asynchronous  functions.  QNX 
runs  on  personal  computers 
based  on  Intel  Corp.  processors 
and  implements  a  microkernel 
architecture  allowing  applica¬ 
tions  processing  to  be  distribut¬ 
ed  to  multiple  processors. 


Jam  for  QNX  costs  $3,000. 

JYACC 
116  John  St. 

New  York,  N.Y.  10038 
(212)267-7722 


Utilities 

Snow  Software  has  announced 
Snow  Report  Writer  for  Digital 
Equipment  Corp.  VAX/VMS 
systems.  The  software  can  read 
files  in  more  than  150  languages 
and  file  formats.  It  offers  a  cas¬ 
cading  window  interface. 

The  VAX  version  starts  at 
$2,154,  based  on  platform  level. 

The  company  also  said  it  is  de¬ 
veloping  an  interface  to  connect 
its  stand-alone  report  writer  for 
Apple  Computer,  Inc.  Macin¬ 
toshes  with  a  VAX  server. 

Snow  Software 
2390  Congress  Ave. 
Clearwater,  Fla.  34623 
(813)784-8899 

Software  Partners/32,  Inc.  has 
announced  the  availability  of  Hi¬ 
erarchy,  a  storage  management 
software  product  for  Digital 
Equipment  Corp.  VAX  systems. 

Hierarchy  provides  automatic 
archival  and  retrieval  of  files  to  a 
variety  of  storage  media.  Files 
used  less  frequently  are  moved 
to  off-line  storage,  though  ar¬ 
chived  files  appear  to  users  as  if 
they  are  on-line.  Other  features 
include  an  application  safety  net, 
which  suspends  applications  that 
would  normally  fail  because  of  in¬ 
sufficient  disk  space. 

Pricing  runs  from  $3,000  for 
a  VAXstation  2000  to  $21,000 
for  a  site  license. 

Software  Partners/ 32 
447  Old  Boston  Road 
Topsfield,  Mass.  01983 
(508)  887-6409 


Computer-aided 

software 

engineering 

CGI  Systems,  Inc.  has  created  a 
bridge  between  its  Pacbase  com¬ 
puter-aided  software  engineer¬ 
ing  tool  set  and  the  Information 
Engineering  Workbench  (IEW) 
from  Knowledge  Ware,  Inc. 

The  bridge  lets  IEW  users  im¬ 
port  design  data  into  the  Pacbase 
multiuser  repository.  The  repos¬ 
itory  includes  automatic  code 
generation  facilities. 

A  site  license  costs  $24,000. 
CGI  Systems 
1  Blue  Hill  Plaza 
Pearl  River,  N.Y.  10965 
(914)735-5030 


Check  out  the 
Product  Showcase 
on  Page  84. 
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Vifekome  To 

The  toe 

NewWridOf 

VSE/ESA. 


They’re  here-the  software  solutions  that  finally  make 
VSE/ESA  the  powerful  environment  that’s  right  for  you. 


13 


50% 


Reduction  In  I/Os  And  Elapsed  Time  Versus 
VSAM  Processing. 


Products  Designed  To 
Fully  Exploit  VSE/ESA. 

Thirteen  information  and  systems  management  solutions 
engineered  to  fully  exploit  the  VSE/ESA  environment. 


CAQOs 


The  result  is  the  most  dramatic  increase  in  overall  system 
performance  you’ve  ever  seen,  including  every  aspect 
of  your  data  center-  from  job  scheduling  to  file 
management,  security  to  database  applications.  And 
thanks  to  CA90s,  these  solutions  work  seamlessly 
with  other  CA  products  to  deliver  the  highest  levels  ^nhuecmm 
of  integration  available.  for  me  90s 

500,000 

Each  one  is  supported  by  the  world’s  only  Data  Space  TIMES  FASTER  ACCESS  To  DATA, 

facility  designed  exclusively  for  VSE/ESA. 

By  storing  and  accessing  critical  data  at  memory  speed,  Call  1-800-CALL  CAI  to  arrange  an  on-site  presentation  or 

our  Data  Space  technology  offers  80%  reductions  in  database  to  request  our  VSE/ESA  information  kit, 

I/Os  and  on-line  response  time  and  50%  reductions  in  I/Os  including  a  copy  of  our  Data  Space  video.  iAOMPUl  fcK 
and  elapsed  time  versus  conventional  VSAM  processing.  Plus  And  don  t  forget  to  fasten  your  seat  belt.  DISSOCIATES 
access  to  data  that’s  up  to  500,000  times  faster  than  DASD.  It’s  going  to  be  quite  a  ride.  Software  superior  by  design 

CA-AC  F  2  Security  QA-hStA/hRCmVL  Automated  Backup  Management  CA-DATACOM  RDBMS  CA-DYNAM/D  Automated  Disk  Management 
CA-DYNAM/F1  File  Independence  CA-DYNAM/T  Automated  Tape  Management  CA-IDMS  RDBMS  ZK-Optta  Automated  Console  Operations  CA-Scheduler  Automated  Job 
Scheduler  CA-Sysiem/ScbzMzx  Automated  Job  Scheduler  CA-SOKX  Sort  Utility  CA-System  Manager  A  utomated  File  Management  CA-Top  Secret  Security 

©  Computer  Associates  International,  Inc..  1  Computer  Associates  Plaza.  Islandia,  NY  11788-7000.  All  product  names  referenced  herein  are  trademarks  of  their  respective  companies. 


80% 

Reduction  In  Database  I/Os 
And  On-line  Response  Time. 
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HOW  DO  WE  KEEP 


December  9, 1991 
Editorial  Profile 


December  16, 1991 
Editorial  Profile 


January  27, 1992  February  3, 1992 

Editorial  Profile  Editorial  Profile 

EVERY  WEEK  WE 

The  world  of  Information  Systems  doesn’t  stand  still.  And  neither  does  Computerworld. 

One  look  at  these  colorful  pie  charts  tells  the  story. 

As  the  only  weekly  newspaper  for  IS  professionals,  Computerworld  is  right  on  top  of  the  latest  trends.  We 
recognize  subtle  shifts  in  the  direction  of  information  technology.  And  we  respond  by  taking  a  fresh  approach 
to  each  issue.  So  you  get  the  most  up-to-the-minute  news  and  information. 

One  week,  workstations  take  center  stage.  The  next,  PCs  are  in  the  spotlight.  Later,  networking  is  the  focal  point. 

And  every  week  we  cover  it  all  in  greater  depth  and  breadth  than  any  other  publication  —  PCs,  workstations, 
mainframes,  client/server  computing,  networking,  communications,  open  systems,  languages,  industry  news, 
and  more. 


We  understand  what  you  need  to  know.  Everything.  And  when  you  need  to  know  it.  Right  now. 


COMPUTERWORLD  FRESH? 


Industry 

25% 


Workstation 

14% 


Mainframe 

5% 


Networking 

19% 


January  13, 1992 
Editorial  Profile 


February  10,  1992 
Editorial  Profile 


Workstation 

12% 


Industry 

17% 


Mainframe 

7% 


Networking 

35% 


January  20, 1992 
Editorial  Profile 


February  17, 1992 
Editorial  Profile 


MAKE  A  NEW  PIE 


Computerworld  reports  on  what’s  happening  in  the  industry,  while  it’s  still  happening.  So  you  can  plan  your 
company’s  strategy  and  take  action  before  it's  too  late. 

It’s  no  wonder  over  135,000  IS  professionals  pay  to  subscribe  to  Computerworld  every  week.  Shouldn’t  you? 

Order  Computerworld  today  and  you’ll  receive  51  issues  packed  cover  to  cover  with  everything  you  need  to 
know  to  do  your  job  better.  And  get  an  edge  on  the  competition.  Plus,  you'll 
get  our  special  bonus  publication,  The  Premier  100 ,  an  annual  profile  of 
the  leading  companies  using  information  systems  technology. 

Call  us  toll-free  at  1-800-543-1300.  Or  use  the  postage-paid  subscription 
card  bound  into  this  issue.  And  get  your  own  copy  of  Computeru'orld. 

It’s  everything  you  need  to  know  to  earn  a  bigger  piece  of  the  pie  for  your 

company.  The  Newspaper  of  IS 
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CASE  tools  pass  benchmark 


Late  last  year,  Computerworld  completed 
a  series  of  performance  benchmarks  fo¬ 
cusing  on  the  integration  of  computer- 
aided  software  engineering  (CASE)  and 
fourth-generation  language  products.  The 
benchmarks  were  designed  and  carried  out  by  an 
independent  consulting  team  at  Computing 


Futures  Ltd.,  headed  by  David 
Whiteside  and  Professor  Eber- 
hard  Rudolph. 

For  each  of  11  products,  the 
team  conducted  a  three-day  test 
monitoring  the  development  of  a 
project-costing  system,  a  famil¬ 
iar  application.  It  contained  the 
general  spectrum  of  commercial 
information  facilities,  ranging 
from  multifile  maintenance,  com¬ 
plex  transactions  and  external 
database  interfaces  to  ad  hoc 
user  inquiries  and  batch  process¬ 
ing.  The  goal  was  to  gauge  the 
ability  of  each  product  to  deliver 
complete  and  complex  solutions 
under  live-fire  conditions. 

The  most  indicative  part  of 
the  case  study  related  to  mainte¬ 


nance  of  the  project-costing  sys¬ 
tem.  The  required  changes 
amounted  to  60  Enhancement 
Function  Points  and  in¬ 
cluded  the  modifica¬ 
tion  of  the  data 
structure,  layouts 
and  business 
rules. 

Conventional 
environments 
could  take  up  to  one 
man-year  to  fully  de¬ 
velop  the  system. 

Of  some  17  prominent  ven¬ 
dors  invited  to  participate,  11 
agreed  to  see  the  benchmark 
through  to  completion  and  “prac¬ 
tice  what  they  preach”  in  public, 
without  safety  nets. 


The  products  were  measured 
in  six  major  categories,  based  on 
more  than  100  detailed  observa¬ 
tions.  These  criteria  were  speed 
of  development,  speed  of  mainte¬ 
nance,  integration  of  tools,  level 
of  completion,  quality  of  docu¬ 
mentation  produced  and  quality 
of  end-user  language. 

Different  development  envi¬ 
ronments  and  organizations  have 
unique  tool  requirements.  Each 
of  the  vendors  had  some  valuable 
offerings  but  with  varying 
degrees  of  strengths 
and  weaknesses. 
Here  is  a  sum¬ 
mary  of  the  key 
benchmarks,  in¬ 
cluding  an  analy¬ 
sis  of  the 
strengths  and  weak¬ 
nesses  of  each  prod¬ 
uct. 

In  addition,  the  summary  in¬ 
cludes  comments  from  the  ven¬ 
dors,  many  of  whom  have  en¬ 
hanced  their  offerings  to  address 
some  of  those  weaknesses  noted 
in  the  benchmarks. 


The  vendors  respond 


►  Oracle  Corp.:  Oracle 
(Reviewed  Nov.  26, 1990) 

“Business  rules  can  now  be 
defined  against  Table  Key  Con¬ 
straints  and  are  enforced  in  gen¬ 
erated  applications.  A  Report- 
writer  Generator  has  been 
introduced.  The  CASE  Genera¬ 
tor  for  SQL*Forms  now  sup¬ 
ports  reverse  engineering.” 

►  Sapiens  International: 

Sapiens 

(Reviewed  Dec.  1 7, 1990) 

“A  new  version  released  in 
October  1991  adds  the  produc¬ 
tion  of  ‘two-up’  reports  and  link¬ 
ing  of  edit  fields.  The  object  mod¬ 
eler  CASE  tool  offers  top-down 
and  bottom-up  integration.” 


formation  Systems  Inter¬ 
national:  Prokit/Pro-IV 
(Reviewed  Jan.  21, 1991) 

“The  Prokit  to  Pro-IV  inter¬ 
face  is  now  much  enhanced, 
greatly  increasing  the  overall  in¬ 
tegration  of  the  systems  devel¬ 
opment  life  cycle  vision  of  Mc¬ 
Donnell  Douglas.” 

►  Texas  Instruments,  Inc.: 

IEF 

(Reviewed  March  4, 1991) 

“IEF  Release  5.0  features 
multiplatform  support  spanning 
environments  from  Windows  3.1 
to  MVS.  It  can  generate  an  appli¬ 
cation  for  any  supported  plat¬ 
form  from  any  supported  con¬ 
struction  platform.” 


(Reviewed  Aug.  27, 1990) 

“CA  now  has  a  CASE  tool, 
CA-Conceptor,  that  is  integrat¬ 
ed  with  CA-Datacom  and  CA- 
Ideal  to  speed  the  development 
process  and  enhance  the  produc¬ 
tion  of  documentation.” 

►Unisys  Corp.:  Line,  Mapper 
(Reviewed  Oct.  22, 1990) 

“Mapper’s  latest  release  pro¬ 
vides  a  modem  look  and  feel  that 
non-IS  people  can  easily  use.” 

►Software  AG  of  North 
America,  Inc.:  Natural 
(Reviewed  June 25, 1990) 
“Software  AG  has  increased 
the  integration  between  Predict 
Case,  Predict  and  Natural  Con¬ 
struct,  allowing  increased  func¬ 
tionality  across  the  whole  life  cy¬ 
cle.” 


Speed  of  development 

Poor  Fair  Good  \fery  good  Excellent 


Five  strong  performers  scored  big  in  this  category,  which 
relates  directly  to  the  costs  of  developing  the  solution.  Oracle 
completed  the  job  most  efficiently,  while  Sapiens  and  Line 
followed,  with  Nomad  and  Natural  close  behind  them. 
Nomad  scored  well,  but  as  a  single  developer  tool,  it 
necessitated  a  relatively  longer  elapsed  time. 


Speed  of  maintenance 


Poor  Fair  Good  Very  good  Excellent 


Sapiens 

IEF 

Ideal 

Nomad 

Pro-IV 

Oracle 

Line 

Natural 

Mantis 

Pacbase 

Telon 


The  Top  3  performing  products  here  achieved  their  results  in 
very  different  ways.  Sapiens’  rule-based  technique  clearly 
delivered  the  fastest  results;  IEF  took  slightly  more  time  but 
implemented  changes  from  the  design  level.  All  remaining 
participants  gave  a  strong  performance  in  this  important 
category. 


Integration  of  tools 


►  CGI  Systems,  Inc.:  Pacbase 
(Reviewed  May 27, 1991) 

“Development  productivity 
grows  over  time  as  the  Pacbase 
repository  is  populated.  A 
benchmark  does  not  allow  for 
this  growth.  Pacbase  also  pro¬ 
vides  version  control,  configura¬ 
tion  management  and  quality  as¬ 
surance  capability.” 

►  Must  Software  Interna¬ 
tional:  Nomad 

(Reviewed  July 23, 1990) 

“Our  performance  on  speed 
and  completion,  along  with  the 
fact  that  the  full  solution  was  de¬ 
rived  solely  by  Nomad,  justifies  a 
claim  of  leadership  in  productivi¬ 
ty  among  this  distinguished 
group  of  products.” 

►  McDonnell  Douglas  In- 


►  Computer  Associates  In 
ternational,  Inc.:  Ideal 

SUMMARY 

Outstanding  performances 
came  from  Oracle,  Unisys, 
Sapiens  and  Software  AG. 
Oracle  achieved  the  most 
consistently  high  grades 
across  the  six  categories, 
closely  followed  by  Unisys. 
Sapiens  provided  the  fast¬ 
est  results  overall. 

Software  AG,  the  first 
to  enter,  set  a  high  stan¬ 
dard.  TI’s  IEF,  a  pure 
CASE  tool,  survived  the 
test  and  can  stand  up  to  the 
established  environments. 


►Cincom  Systems,  Inc.: 

AD/Advantage,  Mantis 
(Reviewed  Sept.  1 7, 1990) 

For  each  relational  table, 
AD/Advantage  can  now  gener¬ 
ate  12  sets  of  SQL/DML  that  can 
be  automatically  included  as  pro¬ 
gram  components.  It  also  incor¬ 
porates  Xpertrule,  a  knowledge¬ 
capturing  tool  that  generates 
AD/Advantage  program  compo¬ 
nents  for  embedding  in  applica¬ 
tion  systems. 

►  CA:  Telon 

(Reviewed  Sept.  16, 1991) 

“The  benchmark  prototypes, 
instead  of  being  exploratory, 
were  indeed  functional  applica¬ 
tion  programs.  CA-Telon  Re¬ 
lease  2.1  introduced  automation 
for  various  batch  maintenance 
functions.” 


Copyright  1992  Computing  Futures  Ltd.  Reprinting  of  this  information  without  written  consent  of  Computing  Futures  is  prohibited.  The  full  review  may  be  obtained  from 
Computing  Futures  Ltd.,  Chiltington  House,  East  Chiltington,  Lewes.  East  Sussex  BN7  3QU  UK;  fax;  (01 1)  44-273-890375. 
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Nomad  N/A 

Ideal  N/A 

Telon  N/A 


IEF  and  Line  carried  both  data  and  program  structures  from 
the  design  stage  to  the  implementation  level.  With  the 
exception  of  Pacbase  and  Sapiens,  all  the  remaining  tools 
required  an  additional  data  dictionary  at  the 
implementation  level.  Nomad,  Ideal  and  Telon  did  not  field 
an  upper  CASE  tool  and  could  not  be  graded. 
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Front-line  systems 

Despite  a  tough  economy,  retailers  and  others  continue  to  test  (and  buy) 
new  technology  to  keep  old  and  new  buyers  happy 


Reinhold  Spiegler 


Saks  Fifth  Avenue’s  Neill  says,  ‘Customer  service  is  one  of  the 
hottest  things  in  retail  today’ 


BY  LARRY  STEVENS 

erhaps  only  technology-minded  customers 
will  notice  at  first.  But  Sears,  Roebuck  and 
Co.  officials  are  hoping  that  other  shop¬ 
pers  will  soon  see  a  major  change  in  how 
Sears  cashiers  ring  up  orders,  issue  charge 
cards,  check  payment  records  and  handle 
other  on-the-floor  tasks.  The  Chicago  re¬ 
tail  giant  has  begun  a  $53  million  project  to 
replace  sales-floor  terminals  in  868  stores 
with  new,  more  powerful  personal  com¬ 
puter-based  systems. 

Meanwhile,  at  archrival  Wal-Mart  Stores,  Inc., 
shoppers  push  around  computerized  shopping 
carts  as  part  of  a  pilot  program.  When  a  shopper 
nears  an  advertised  special,  the  “smart  carts”  dis¬ 
play  offers  on  a  small  on-board  display  screen. 

Wal-Mart,  now  the  nation’s  leading  retailer,  and 
still-struggling  Sears  are  good  examples  of  a  quiet, 
but  important  ongoing  trend  in  U.S.  businesses  to¬ 
day:  using  carefully  selected  “customer-contact” 
technologies  as  a  strategic  weapon. 

Despite  widespread  downsizing,  sophisticated 
new  point-of-sale  (POS)  systems,  handheld  com¬ 
puters,  self-service  kiosks  (see  stories  pages  64 
and  65)  and  other  new  technologies  are  turning  up 
at  checkout  lines,  ticket  counters,  gas  pumps  and 
elsewhere  with  increasing  regularity.  Limping  and 
sprinting  firms  alike  are  counting  on  highly  visible 
technologies  to  keep  old  customers  happy  and  new 
customers  coming  in  the  door. 

“Customer  service  is  one  of  the  hottest  things 
in  retail  today,”  says  Stewart  Neill,  vice  president 
of  information  systems  at  Saks  Fifth  Avenue,  the 
New  York-based  retail  chain.  “A  new  measure  of 
the  success  of  IS  is  how  it  improves  our  relation- 


Stevens  is  a  free-lance  writer  based  in  Monson,  Mass. 


ship  with  customers.” 

True,  says  David  Carlson,  se¬ 
nior  vice  president  of  corporate 
IS  at  Kmart  Corp.  Carlson  says 
that  over  the  past  few  years,  his 
company  has  been  looking  at 
customer-contact  systems  with 
a  new  intensity.  “A  good  deal  of 
IS’  time  and  attention  is  now  di¬ 
rected  on  how  to  place  technol¬ 
ogy  out  where  we  meet  the  cus¬ 
tomers,”  he  says. 

The  idea  of  using  information 
technology  to  improve  custom¬ 
er  satisfaction  is  not  new,  of 
course.  Self-service  and  other 
approaches  have  become  more 
popular  since  banks  began  in¬ 
stalling  automated  teller  ma¬ 
chines  in  the  early  1970s. 

Strong  interest 

But  what’s  notable  today,  ac¬ 
cording  to  consultants  and  IS 
managers,  is  the  strong  commit¬ 
ment  to  customer-contact  tech¬ 
nologies  —  at  a  time  when  many 
low-margin  industries  are  hurt¬ 
ing  badly. 

Investment  in  presales  customer  support  sys¬ 
tems  has  dropped  slightly,  according  to  CSC  Index, 
Inc.,  the  Cambridge,  Mass.-based  consultancy. 
Still,  many  firms  continue  to  place  heavy  emphasis 
on  customer-contact  technologies  (see  chart  page 
63).  In  many  cases,  these  systems  represent  just 
the  tip  of  the  iceberg.  A  few  recent  examples  in¬ 
clude  the  following: 

•  Sears,  recently  deposed  after  more  than  a  centu¬ 
ry  as  the  nation’s  top  retailer,  is  installing  28,000 
custom  DOS-based  PCs  in  its  U.S.  and  Puerto  Rico 
stores.  Company  officials  say  the  move  will  trim 
7,000  jobs  and  cut  expenses  by  $50  million  a  year 
[CWJan.  13]. 

•  Blockbuster  Entertainment  Corp.  has  been  ex¬ 
panding  its  use  of  information  technology  in  its 
1,900  video  stores  worldwide.  The  latest  phase: 
testing  in-store  “movie  stations”  based  on  IBM 
Personal  System/2s  and  touch  screens  [CW,  Feb. 
24], 

•  Au  Bon  Pain,  a  100-site  chain  of  cafes  and  fast- 
food  stands,  revamped  its  information  systems, 
among  other  things,  to  better  link  its  NCR  Corp. 
cash  registers  with  a  core  processing  system  [CW, 
March  18, 1991], 

•  Friendly  Ice  Cream  Corp.,  an  800-store  chain 
based  in  Wilbraham,  Mass.,  announced  in  January 
that  it  would  install  new  POS  devices,  application 
software  and  between  150  and  200  Digital  Equip¬ 
ment  Corp.  PCs. 

Diverse  companies  such  as  Burger  King  Corp., 
Marks  &  Spencer  PLC,  Mobil  Oil  Corp.  and  Amoco 
Corp.  have  also  installed  new  or  revamped  custom¬ 
er-contact  systems  in  recent  months.  The  common 
goal  is  faster,  easier,  better  service. 

This  strong  corporate  interest  in  placing  high- 
payoff  technology  in  front  of  customers  has  not 
gone  unnoticed  by  industry  vendors.  Last  July, 

Conti  n  ued  on  page  62 
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KEY  POINTS 

►  Major  challenges  for  IS 
include  weeding  out  novel¬ 
ty  technologies,  design¬ 
ing  user-friendly  systems. 

►  Kmart,  Wal-Mart  and 
Saks  Fifth  Avenue  are 
among  national  retailers 
testing  new  technologies 
such  as  smart  carts. 

►  Lechmere  has  intro¬ 
duced  self-service  kiosks 
in  1 1  of  its  stores.  Com¬ 
pany  officials  hope  the  PC- 
based  systems  will  short¬ 
en  lines  and  improve 
customer  satisfaction. 

See  story  page  64. 

►New  Mexico  officials 
plan  a  July  rollout  of  Un¬ 
isys-based  information 
kiosks  that  they  hope  will 
boost  tourism,  save  on  la¬ 
bor.  See  story  page  65. 

►A  Virginia  firm  wants 
to  bring  POS  technology 
into  U.S.  living  rooms. 

TV  Answer  is  busy  assem¬ 
bling  the  information  and 
satellite  technology  need¬ 
ed  to  make  interactive 
TV  a  reality  by  early  1993. 
See  story  page  66. 

QUOTABLE: 

“A  good  deal  of  IS’ 
time  and  attention  is 
now  directed  on  how 
to  place  technology 
out  where  we  meet 
the  customers.  ” 

David  Carlson 
Kmart 
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Just  A  R 


Companies  continue  to  test  new 
technology  to  keep  buyers  happy 

CONTINUED  FROM  PAGE  6 1 


IBM,  Videocart,  Inc.  and  Information  Re¬ 
sources,  Inc.  announced  an  agreement  to 
produce  electronic  shopping-cart  adver¬ 
tising  technology.  The  deal  specifies  that 
IBM  will  design  and  produce  at  least 
120,000  units,  plus  software  for  electron¬ 
ic  discount  coupons  and  other  applica¬ 
tions. 

DEC  last  fall  introduced  DECartian, 
VAX-based  network  software  designed  to 
help  companies  integrate  POS  and  head- 
office  systems  from  different  vendors 
[CW,  Sept.  23,  1991].  Around  that  time, 
NCR  announced  the  NCR  5980,  an  entry- 
level  POS  peripheral  for  signature  cap¬ 
ture.  Northern  Telecom,  Inc.  announced 
a  new  data  service  in  June  that  it  says  cuts 
credit  card  approval  time  for  stores  from 
30  seconds  to  seven. 

Out  of  the  woodwork 

Even  lesser  known  players  are  getting 
into  the  act.  Texlon  Corp.  in  Akron,  Ohio, 
recently  introduced  a  new  family  of  wire¬ 
less,  portable  POS  computers  that  com¬ 
municate  with  store  computers  via  radio 
frequency.  Another  small  firm,  Cellular 
Data,  Inc.  in  Palo  Alto,  Calif.,  last  summer 
announced  testing  of  a  wireless  credit 
card  verification  and  authorization  system 
that  uses  cellular  technology. 

With  more  products  available,  consul¬ 


tants  and  IS  managers  say  a  big  challenge 
is  distinguishing  exotic  technologies 
from  those  that  will  pay  big  divi¬ 
dends,  such  as  higher  profits  and  hap¬ 
pier  customers. 

“These  new  technologies  are 
something  that  everyone  is  interest¬ 
ed  in  exploring,”  says  Steve  Johnson, 
managing  partner  at  Andersen  Con¬ 
sulting’s  retail  industry  practice  in 
Chicago.  “But  companies  want  to  be 
sure  the  system  will  provide  real 
benefits  before  they  roll  out  a  full- 
fledged  system.” 

“There’s  not  a  lot  of  margin  in  the 
retail  industry,”  notes  Tom  Rauh, 
partner  and  regional  director  for  re¬ 
tail  services  at  Ernst  &  Young  in  New 
York.  “Flashy  technology  with  dubi¬ 
ous  bottom-line  advantages  will  be 
hard  to  carry  through  on.” 

But  tough  cost-justification  pres¬ 
sures  haven’t  prevented  forward- 
looking  companies  from  investigat¬ 
ing  new  customer-contact  technolog¬ 
ies  and  approaches. 

At  Bentonville,  Ark.-based  Wal- 
Mart,  Bobby  Martin,  executive  vice 
president  of  IS,  likens  the  new  interest  to 
the  explosion  of  POS  systems  a  decade 
ago.  “Back  then,  bar  coding  was  innova¬ 
tive,”  he  says.  “But  to  be  strategic  today, 


scanned  data  has  to  be  combined  with  oth¬ 
er  customer-contact  systems  and  with 
backroom  operations,  such  as  new  distri¬ 
bution  systems  and  customer  databases, 
to  provide  a  higher  level  of  service.” 

One  of  many  current  efforts  to  stay 
ahead  is  an  experimental  program  using 
computerized  shopping  carts  in  test 


stores.  Each  shopping  cart,  produced  by 
Videocart,  carries  an  Intel  Corp.  80286 
processor  and  a  6-  by  8-in.  LCD  display. 
The  processor  communicates  via  RF  to  a 


specialized  store  host  processor.  Cart  lo¬ 
cations  are  constantly  tracked  with  an  in¬ 
store  infrared  grid. 

Martin  cautiously  voices  high  hopes 
for  the  infant  project.  One  possibility  is  to 
link  the  carts  to  corporate  databases, 
which  capture  invaluable  data  about  indi¬ 
vidual  customers  for  mailings,  store  cou¬ 
pons  or  faster  shelving  of  “hot” 
items. 

Despite  the  possible  benefits,  he 
remains  cautious.  “So  far,  [the  pro¬ 
ject]  doesn’t  add  the  kind  of  value  to 
customers  that  will  be  necessary  in 
order  to  make  it  more  than  a  novel¬ 
ty,”  Martin  says. 

Still,  most  companies  are  keeping 
tight-lipped  about  new  technologies 
being  evaluated.  Wal-Mart,  Troy, 
Mich. -based  Kmart  and  Saks  ac¬ 
knowledge  that  they  are  working  on 
new  systems  that  will  capture  and 
use  customer  information  for  special 
promotions,  mailings  and  more  tar¬ 
geted  stocking  of  products.  All  three 
also  say  they  are  considering  or  test¬ 
ing  self-serve  kiosks  but  won’t  reveal 
much  more. 

Kmart  is  the  first  national  dis¬ 
count  chain  to  experiment  with  com¬ 
puterized  mapping  of  customer  traf¬ 
fic.  The  retailer  is  testing 
Shoppertrak,  a  system  developed  by 
Datatec  Industries  in  Fairfield,  NJ. 
From  the  time  customers  at  the 
Kmart  store  in  Westwood,  N.J.,  enter  the 
store  until  they  leave,  they  are  electroni¬ 
cally  tracked  by  ceiling-mounted  scan¬ 
ners,  which  send  data  about  traffic  to  an 


Alvis  Upitis 

National  Car  Rental’s  Livingston  says  it  re¬ 
couped  its  investment  in  Smart  Key  in  a  year 
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Lots  of  flash,  less  cash 

Pioneering  companies  show  varying  degrees  of 
interest  in  new  customer-contact  technologies 
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Currently 

using 

Pilot 

testing 

Plans  to 
implement 

No  plans  to 
implement 

Frequent  customer/ 
buyer  programs 

21% 

8% 

28% 

43% 

Wireless  RF  hand¬ 
held  terminals 
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Percentages  of  responding  retailers  have  been  rounded.  Base:! 54 


Source:  Ernst  &  Young/ Chain  Store  Age  Executive  CW  Chart:  Michael  Siggins 


in-store  terminal.  Company  officials 
say  Shoppertrak  will  be  used  as  a 
real-time  system  to  alert  store  man¬ 
agers  to  the  need  for  more  sales  as¬ 
sistance  in  specific  departments. 

Saks  is  investigating  a  new  full¬ 
screen  POS  system  that  company 
officials  say  they  hope  will  shift 
many  tasks  from  cashiers  to  sales¬ 
clerks.  Now,  customers  typically 
have  to  visit  several  departments, 
such  as  credit  or  ordering,  to  get  in¬ 
formation  salesclerks  could  obtain 
from  one  POS  screen. 

Eighteen  months  ago,  National 
Car  Rental  System,  Inc.  in  Minne¬ 
apolis  introduced  “Smart  Key  Ma¬ 
chine”  to  more  than  100  locations. 

The  touch-screen  system,  based  on 
a  Hewlett-Packard  Co.  Vectra  PC, 
lets  customers  rent  cars  without 
staff  assistance. 

Because  systems  are  linked  by 
9.6K  bit/sec.  modems  to  a  corpo¬ 
rate  DB2  database,  customers  can 
pick  up  keys  in  one  city  and  return 
them  in  another,  says  National’s  chief  in¬ 
formation  officer,  Jack  Livingston.  Be¬ 
sides  improved  efficiency  and  customer 
service,  Livingston  says,  the  system  has 
also  cut  personnel  costs.  Project  costs 
were  recouped  in  a  year,  he  adds. 

While  consultants  applaud  such  experi¬ 
mentation,  they  predict  that  many  tech¬ 
nologies  will  ultimately  be  deemed  too  ex¬ 
pensive,  unneeded  or  both.  POS  devices 
and  other  integrated  systems  are  given 
the  best  chance  at  surviving,  any  stand¬ 
alone  devices  the  worst. 


“Star  Wars-like  customer-contact  sys¬ 
tems  are  fun  and  capture  customers’  and 
the  media  attention  for  a  while,”  says 
Robert  Salerno,  a  partner  at  the  national 
retail  consultant  group  at  Coopers  &  Ly- 
brand  in  New  York.  “But  the  benefits  are 
limited.” 

New  IS  challenges 

Regardless  of  what  technology  survives, 
experts  say  new  customer-contact  sys¬ 
tems  will  create  new  issues  and  chal¬ 
lenges  for  IS.  A  big  task  will  be  to  work 


even  more  closely  with 
business  units  in  plan¬ 
ning  and  implementing 
new,  useful  systems. 

New  technologies 
are  often  brought  into 
the  chain  with  varying 
levels  of  IS  involve¬ 
ment.  For  example, 
Ralph’s  Grocery  Co.  in 
Los  Angeles  recently 
installed  a  computer¬ 
ized  system  called 
Checkout  Coupons  in 
its  159  stores  with  “vir¬ 
tually  no  IS  involve¬ 
ment,”  says  Terry 
Peets,  the  chain’s  se¬ 
nior  vice  president  of 
marketing. 

The  service,  offered 
by  Catalina  Marketing 
Corp.  in  Anaheim, 
Calif.,  ties  into  each 
store’s  POS  system, 
then  prints  custom  cou¬ 
pons  at  each  register  based  on  shoppers’ 
purchases.  A  person  buying  one  cereal 
brand  at  checkout  time  might  get  a  dis¬ 
count  coupon  for  a  competing  brand. 

Peets  views  the  fact  that  no  IS  help  is 
needed  “as  a  plus  for  us,  since  there’s  no 
cost  and  a  lot  of  benefit.”  However,  ex¬ 
perts  warn  that  unless  IS  is  more  involved 
in  such  projects,  companies  run  the  risk  of 
having  different  departments  creating  is¬ 
lands  of  customer-contact  automation 
that  will  ultimately  not  use  technology  to 
its  fullest  advantage. 


Kmart  is  working  to  avoid  such  prob¬ 
lems  by  creating  a  Customer  Service  Re¬ 
search  and  Development  Steering  Com¬ 
mittee.  Many  of  the  group’s  members 
have  systems  backgrounds  and  were  cho¬ 
sen  for  their  breadth  of  knowledge  about 
business  issues. 

The  chain’s  pilot  shopper-tracking  sys¬ 
tem  does  not  require  IS  involvement.  But 
it  is  compatible  with  Kmart’s  KIN  II  state- 
of-the-art,  in-store  processing  system,  so 
Carlson  sees  the  possibility  of  a  future 
tie-in.  “Through  Shoppertrak,  we  will  not 
only  improve  service  in  the  store  on  a 
minute-by-minute  basis,  but  we  will  be 
able  to  compare  customer  count  informa¬ 
tion  with  point-of-sale  data,”  he  says. 

Another  big  challenge,  according  to 
Saks’  Neill,  will  be  to  work  with  business 
units  to  guarantee  maximum  ease  of  use. 
“If  you  give  the  salesclerk  the  ability  to 
serve  a  customer  but  then  create  a  situa¬ 
tion  where  the  customer  is  waiting  10 
minutes  while  the  clerk  figures  out  how  to 
use  the  system,  you’ve  failed,”  he  says. 
“Technology  at  the  point  of  customer 
contact  is  causing  us  to  introduce  radically 
new  standards  of  user  friendliness. 

Salerno  agrees:  “The  biggest  risk  with 
technology  is  not  the  cost  but  rather  that 
the  system  will  not  be  used  because  it’s 
not  needed  or  the  presentation  is  wrong.” 

Ultimately,  the  best  approaches  and 
systems  will  be  decided  by  shoppers, 
Martin  says.  “They’ll  tell  us  when  we’re 
going  too  far.  As  long  as  we  move  slowly 
and  carefully  and  ask  questions  along  the 
way,  we  should  be  able  to  build  the  sys¬ 
tems  that  the  customers  want.”  • 
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Lechmere  offers  kiosk 
system  worth  checkin’  out 


BY  DEREK  SLATER 

For  winter-weary  bargain  hunters,  wait¬ 
ing  in  store  checkout  lines  can  be  as  frus¬ 
trating  as  sitting  in  a  rush-hour  traffic  jam. 
That’s  why  Lechmere,  Inc.,  New  En¬ 
gland’s  largest  “hard  lines”  retailer,  has 
given  shoppers  the  option  of  helping 
themselves  via  information  technology. 

The  Woburn,  Mass.-based  chain  (1991 
sales:  $670  million)  recently  finished  in¬ 
stalling  sales  kiosks  in  11  of  its  20  stores. 
Dubbed  “Lechmere  Express,” 
the  personal  computer-based 
transaction  kiosks  let  customers 
purchase  home  electronics,  ap¬ 
pliances,  sporting  goods  and  oth¬ 
er  merchandise  without  waiting 
in  line  for  an  available  cash  regis¬ 
ter. 

Lou  Kleynen,  Lechmere’s  di¬ 
rector  of  corporate  information 
systems,  says  the  main  reason 
for  installing  the  squat,  blue  ki¬ 
osks  was  to  improve  customer 
service.  Higher  sales  was  a  sec¬ 
ondary  goal,  adds  Stan  Smith,  di¬ 
rector  of  distributed  systems. 

Completed  last  October,  the 
project  took  about  one  year  to 
design  and  implement.  Company 


officials  would  not  disclose  the  cost  of  the 
project. 

Each  kiosk  consists  of  an  Intel  Corp. 
80386-based  PC,  a  touch  screen,  a  credit 
card  reader,  a  small  speaker  and  a  receipt 
printer.  Siemens-Nixdorf  Information 
Systems,  Inc.  in  Burlington,  Mass.,  sup¬ 
plied  hardware  and  systems  integration. 

To  use  the  system,  the  buyer  touches 
the  screen  and  works  through  a  series  of 
colorful,  interactive  menus.  After  provid¬ 
ing  the  item  number  and  quantity,  the 


shopper  runs  a  credit  card 
through  the  slot,  waits  a 
moment  for  a  printout, 
then  goes  directly  to  the 
pickup  window. 

The  kiosks  are  linked 
with  existing  IBM  RISC  System/6000 
servers  in  each  store  that  quickly  let  cus¬ 
tomers  know  if  an  item  is  in  stock,  officials 
say. 

Because  the  RS/6000  units  and  inven¬ 
tory  databases  were  already  in  place  at 
each  store,  implementing  Lechmere  Ex¬ 
press  required  little  extra  equipment  be¬ 
yond  the  hardware  for  each  kiosk  and  a 
software/hardware  interface  between  the 
Siemens  Nixdorf  PCs  and  servers. 

Smith  says  Lechmere  had  considered 
self-service  for  several  years.  The  project 
took  off  after  company  IS  employees  saw 
a  trade  show  demonstration  of 
music  kiosks  that  let  customers 
hear  sample  songs  before  pur¬ 
chasing  an  album.  Lechmere 
management  liked  the  idea  and 
soon  set  in  motion  its  own  plan. 
A  prototype  based  on  Lech¬ 
mere’s  design  was  developed  in 
three  months,  written  by  Sie¬ 
mens  Nixdorf. 

The  pilot  was  tested  in  Lech¬ 
mere  stores  in  Cambridge, 
Mass.,  and  Nashua,  N.H.,  for 
several  months.  Customer  sur¬ 
veys  showed  that  90%  liked  the 
system  and  found  it  easy  to  use, 
Smith  says. 

Nonetheless,  changes  were 
made  based  on  observations  of 


beta-test  users.  For  exam¬ 
ple,  colors  were  changed 
to  red,  white  and  blue,  and 
waiting  time  between 
screens  was  decreased. 

At  present,  not  every 
item  can  be  purchased  via  Lechmere  Ex¬ 
press;  eligible  items  are  marked  by  special 
tags. 

Teamwork  key 

Smith  says  one  big  reason  for  the  proto¬ 
type’s  success  was  close  cooperation  be¬ 
tween  IS  and  the  company’s  Visual  Mar¬ 
keting  Group,  which  helped  design  the 
interactive  screens. 

Company  officials  are  reluctant  to  dis¬ 
cuss  concrete  benefits,  but  they  say  one 
big  advantage  is  that  Lechmere  Express 
lets  customers  skip  two  potentially  time- 
consuming  steps:  finding  a  salesclerk  and 
standing  in  a  cash  register  line. 

David  Fishman,  a  vice  president  at 
Cambridge-based  consulting  firm  Arthur 
D.  Little,  Inc.,  says  Lechmere  Express 
should  help  battle  the  classic  retail  prob¬ 
lem:  keeping  lines  short  without  over¬ 
spending  on  help. 

“When  people  go  to  retailers,  they 
don’t  expect  to  wait  in  long  lines,”  Fish¬ 
man  says. 

While  automation  can  aid  customer 
service,  Kleynen  says,  kiosks  must  be 
seen  in  perspective.  “Information  tech¬ 
nology  is  one  small  part  of  the  puzzle,”  he 
says.  “Certainly  we  can’t  run  our  stores 
without  concerned  employees  as  well.”* 


Slater  is  Computerworld’ s  new  products  writer. 


Lechmere  Express:  Consumers  can  purchase  mer¬ 
chandise  without  help  of  cashiers 
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Electronic  tourist  info 

New  Mexico  officials  hope  video  kiosks  will  promote  tourism 


BY  ALICE  BREDIN 

Visitors  to  New  Mexico’s  tourist  centers 
and  airport  this  summer  will  encounter 
what  look  like  fancy  automated  teller  ma¬ 
chines.  But  be  warned:  These  systems 
dispense  information,  not  cash. 

By  the  end  of  July,  the  state  will  roll  out 
nine  Unisys  Corp.-based  media  informa¬ 
tion  kiosks  at  tourist  centers  and  at  Albu¬ 
querque  International  Airport.  The  Un¬ 
isys-based  touch-screen  systems  will  use 
full-motion  video,  audio 
and  graphics  to  help  visi¬ 
tors  decide  what  to  do  in 
The  Land  of  Enchantment. 

“With  the  economy  the 
way  it  is,  we  couldn’t  hire 
new  people  to  sit  24  hours 
a  day  and  know  the  answers  to  all  of  these 
tourism  questions,”  says  Gerald  Mora,  a 
systems  analyst  manager  at  the  New 
Mexico  Department  of  Economic  Devel¬ 
opment  in  Sante  Fe. 

The  project  was  carried  out  by  a  five- 
member  team  at  the  University  of  New 
Mexico  Engineering  Research  Institute, 
which  handled  technology  evaluation, 
cost  and  user-resistance  analysis  and  also 
wrote  usage-tracking  software. 

Previously,  the  state  had  used  paper 
pamphlets  for  tourist  information.  Now,  a 
visitor  interested  in  outdoor  activities,  for 


example,  needs  only  touch  a  screen  to  get 
electronic  information  on  such  topics  as 
“Playing  in  New  Mexico.” 

Mora  says  the  team  discovered  early 
on  that  hardware  and  software  choices 
were  limited.  Although  IBM  and  Commo¬ 
dore  Business  Machines,  Inc.  filed  pro¬ 
posals,  the  contract  went  to  a  Unisys 
ST 1000  terminal  linked  to  a  Unisys  Per¬ 
sonal  Workstation  386SX  personal  com¬ 
puter  running  DOS. 

Unisys  won,  Mora  says,  because  of  its 
self-contained  unit,  securi¬ 
ty  features,  statewide  sup¬ 
port  and  growth  possibili¬ 
ties. 

Each  of  the  215-pound 
systems  costs  about 
$15,500,  which  includes  a 
gray,  44-in.-tall  main  kiosk  (about  3V2  sq 
ft),  386SX  processor,  power  supply,  color 
IBM  Video  Graphics  Array  monitor, 
touch  screen,  video  laser  disc  player, 
loudspeaker,  52M-byte  disc  drive  and  2M 
bytes  of  extra  memory  for  increased  ap¬ 
plication  throughput. 

The  kiosks  use  Quest  software  from 
Allen  Communication,  Inc.  in  Salt  Lake 
City.  The  video  presentation  was  created 
by  Mediadesign,  Inc.,  an  Albuquerque 
video  consulting  and  production  firm. 

New  Mexico  Department  of  Tourism 
and  state  information  systems  officials 


say  they  realized  that  automation  was  the 
only  way  to  offer  visitors  more  informa¬ 
tion  with  limited  funds. 

The  budget  for  two  pilot  systems,  test¬ 
ed  at  the  airport  from  November  1990  to 
May  1991,  was 
$275,000.  By  far  the 
biggest  cost  was  for 
software  and  videos  — 
about  $190,000. 

Mora  says  he  consid¬ 
ers  the  money  well 
spent. 

“Expanding  tourism 
is  a  big  part  of  the 
state’s  economic  devel¬ 
opment  plan,”  he  says. 

The  big  issue  now  is 
whether  to  invest  the 
money  needed  to  con¬ 
stantly  update  systems 
calendars.  One  alterna¬ 
tive  for  the  state  is  to 
change  only  the  text, 
which  other  cities  and 
states  have  done. 

It  is  not  always  easy, 
however.  The  city  of  Pasadena,  Calif.,  ran 
a  six-month  test  kiosk  program  beginning 
in  March  1990.  The  state  Supreme  Court 
system  was  designed  to  help  people  find 
departments  and  services  in  the  court 
building.  But  the  project  went  bust. 

Pasadena  officials  say  the  program 
could  not  be  easily  changed.  Even  though 
Apple  Computer,  Inc.  had  donated  hard¬ 
ware  and  software  for  the  pilot,  the  labor 
costs  of  updating  the  system  were  simply 
too  high,  according  to  Judy  Kopitnik,  a 


business  systems  consultant  for  Los  An¬ 
geles  County. 

“Every  time  we  wanted  to  change 
something,  we  would  have  had  to  go  back 
and  work  in  [Apple’s]  HyperCard  to 


change  it.  Updating  needs  to  be  easy  be¬ 
fore  kiosks  will  really  take  off,”  she  says. 

Despite  such  problems,  kiosk  sales  are 
expected  to  jump  in  the  next  few  years, 
according  to  Inteco  Corp.,  a  consulting 
firm  in  Norwalk,  Conn. 

“Once  people  get  used  to  the  idea  of  ki¬ 
osks,  more  sophisticated  machines  will 
start  to  sell,”  says  Rana  Mainee,  a  consul¬ 
tant  at Inteco.  • 


Bredin  is  a  free-lance  writer  based  in  New  York. 
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Living  room  technology  can 
deliver  pizza  to  your  door 


Planned  two-way  satellite  communication  will  let  viewers  order  take-out  food, 
pay  bills,  do  their  banking  and  participate  in  variouspolls  —  all  via  their  TV  sets 


BY  EMILY  LEINFUSS 

Imagine  you’re  in  your  favorite  chair, 
eyes  glued  to  the  television.  An  ad  for  a 
hot,  savory  pizza  appears  before  your 
eyes.  Stomach  growling,  you  grasp  the 
joystick  tucked  next  to  your  beer,  point 
and  click  onto  a  series  of  on-screen 
menus.  Presto:  The  pizza  is  ordered  for 
delivery  to  your  home  within  30  minutes. 

Sound  too  easy?  Not  to  TV  Answer, 
Inc.,  a  Merrifield,  Va.,  company  prepar¬ 
ing  to  launch  what  might  be  the  ultimate 
in  customer-contact  technology:  a  nation¬ 
wide,  two-way  interactive  video  and  data 
service. 

Last  Thursday,  the  company  officially 
announced  the  product  with  its  new  part¬ 
ner,  Hewlett-Packard  Co.,  which  will 
manufacture,  market  and  distribute  TV 
Answer.  Analysts  say  the  deal  represents 
a  half-billion  dollar  commitment  to  inter¬ 
active  TV  by  HP. 

By  1993,  the  partners  plan  to  provide  a 
service  that  will  let  viewers  order  local 
take-out  food,  pay  bills,  bank  and  partici¬ 
pate  in  polls,  all  by  way  of  their  TV  sets. 

What’s  more,  says  Don  Lintvet,  TV 
Answer’s  executive  vice  president  of 
marketing,  the  service  will  also  open  up 
new  worlds  of  interactive  network  and  ca¬ 
ble  TV.  For  example,  viewers  could  play 


along  with  Wheel  of  Fortune,  he  says,  or 
try  to  second-guess  plays  in  the  Super 
Bowl. 

“This  service  means  new  levels  of  au¬ 
dience  participation,  greater  market 
share  for  advertising  and  a  whole  new  in¬ 
dustry  in  interactive  TV  game  shows,” 
Lintvet  says. 

TV  Answer  hopes  to  have  1.5  million 
home  units  wired  during  its  first  year  of 
operation  and  20  million  units  within  five 
years.  The  company  took  out  full-page 
ads  in  The  Wall  Street  Journal  last 
month  heralding  its  planned  service. 

The  development  is  notable  for  several 
reasons,  not  the  least  of  which  is  the  com¬ 
pany’s  faith  in  interactive  technology. 
While  many  companies  are  deploying  in¬ 
formation  technology  at  the  point  of  cus¬ 
tomer  contact,  very  few  have  based  an  en¬ 
tire  business  on  it  —  and  none 
successfully. 

One  thing  TV  Answer  shares  with  ear¬ 
lier  plans,  says  Bob  Alexander,  an  indus¬ 
try  consultant  and  president  of  Alexander 
Group  in  New  York,  is  abundant  opti¬ 
mism,  especially  if  home  units  are  priced 
above  $100  or  so. 

The  TV  Answer  system  is  a  wireless, 
instantaneous  transmission  network  that 
involves  four  components:  a  home  unit,  a 
local  cell  site,  the  satellite  and  a  central 


hub  site  (see  story  next  page).  The  home 
hardware  portion  of  TV  Answer  is  ex¬ 
pected  to  cost  about  $700. 

Still,  the  new  firm  is  confident.  The 
company  says  it  sees  the  enormous  popu¬ 
larity  of  the  900  phone  number  as  a 
strong  indicator  that  the  idea  will  take  off. 

Six  years  in  the  making 

Although  officials  say  TV  Answer  has 
been  developing  and  testing  interactive 
TV  since  1986,  the  company  announced 


its  nationwide  launch  Jan.  16.  That  was 
two  weeks  after  the  Federal  Communica¬ 
tions  Commission  unanimously  approved 
allocation  of  a  1-MHz  radio  frequency 
spectrum,  formerly  limited  to  maritime 
use,  for  the  development  of  interactive 
TV. 

The  company  is  now  busy  laying  the 
groundwork  by  developing  contacts  with 
retailers  and  service  providers,  as  well  as 
with  TV  and  cable  networks.  It  is  also 
awaiting  FCC  approval  for  local  licenses. 
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Create  a  Custom  Pizza 


Choose  a  Topping 
Pepperoni 


Sausage 


Ham 


To  support  the  service,  TV  Answer  is 
starting  to  design  and  equip  a  corporate 
data  center  in  Reston,  Va.  Bob  Chiara- 
monte,  vice  president  of  information  sys¬ 
tems,  says  the  center 
will  be  equipped  with  a 
fault-tolerant  transmis¬ 
sion  switch  and  CPU 
power  that  has  distrib¬ 
uted  intelligence. 

When  complete,  the 
center  will  serve  sever¬ 
al  functions,  including 
processing  transactions 
received  at  the  hub,  ap¬ 
plying  industry  stan¬ 
dards  in  encryption  and 
decryption  techniques 
to  every  transaction 
and  switching  transac¬ 
tions  to  the  proper  pro¬ 
vider  of  goods  and  ser¬ 
vices. 

Even  if  TV  Answer 
can  assemble  the  com¬ 
plex  technical  infrastructure 


local  level  has  been  demonstrated,  he 
says.  It  is  more  feasible  and  far  less  expen¬ 
sive  to  promote  local  shopping,  which  is 
already  in  demand,  than  to  generate  de- 


8:37PM 


Choose  Where 


Ground  Beef 


Double  Cheese 


Fresh  Mushrooms 


Green  Pepper 


Whole 


Half  1 


I 


Half  2 


Double 


Finished 


twn 


Couch  potatoes  can  use  an  on-screen  menu  to  order 
custom-made  pizzas  for  home  delivery 


needed  to 
provide  its  service,  it  will  not  be  home 
free.  Alexander  notes  that  other  competi¬ 
tors  are  working  on  similar  systems,  al¬ 
though  TV  Answer  has  a  jump.  “Its  single 
strategic  strength  is  that  it’s  a  cellular  ra¬ 
dio  model,  which  means  it  can  have  com¬ 
munity-based  uses,”  he  says. 

Local  services  likely  to  succeed 

That  said,  Alexander  adds  he  believes 
there’s  a  decent  chance  that  local  services 
can  catch  on.  Market  demand  for  elec¬ 
tronic  purchase  of  goods  and  services  on  a 


mand  to  play  along  with  a  game  show  to 
win  a  million  dollars. 

According  to  company  officials,  sub¬ 
scribers  will  be  able  to  preview  a  whole 
day’s  worth  of  programming  on  their  vi¬ 
deocassette  reorders  and  automatically 
set  up  for  recording.  There  are  other  uses 
as  well,  they  add.  For  example,  banks  can 
set  up  “branch  offices”  in  each  home,  al¬ 
lowing  subscribers  to  check  balances, 
transfer  funds  and  pay  bills.  • 


Leinfuss  is  a  free-lance  writer  based  in  Sarasota, 
Fla. 


What  makes  TV  Answer  tick? 


Consumers  access  the  TV  Answer  sys¬ 
tem  by  transmitting  instructions  to  their 
home  unit  with  the  help  of  a  joystick  pro¬ 
grammed  to  activate  an  on-screen  menu. 

The  home  unit  relays  the  signal  via  ra¬ 
dio  waves  to  a  local  cell  site,  which  trans¬ 
lates  it  and  transmits  it  to  a  satellite.  The 
satellite  then  transmits  the  signal  to  a  na¬ 
tional  hub  site  at  TV  Answer  headquar¬ 
ters  in  Merrifield,  Va.  The  signal  is  re¬ 
layed  through  its  transaction  switching 
center  to  goods  and  services  providers 
around  the  nation  for  fulfillment. 

In  the  home,  the  two-way  send/receive 
unit  hooks  up  to  the  TV  via  cables.  The 
unit  houses  an  Intel  Corp.  8088  processor 
that  runs  a  proprietary  operating  system 
developed  by  TV  Answer.  Software  is  de¬ 
livered  to  the  unit  via  memory  cards, 
which  activate  the  system,  store  updata¬ 
ble  information  and  provide  additional 
memory  capacity  and  specific  services  to 
users.  Each  memory  card  provides  one  or 
more  user  ser¬ 
vices,  such  as 
banking  or  shop¬ 
ping. 

The  unit  pro¬ 
grams  the  TV 
set  to  provide 
service  options 
and  collect  in¬ 
structions  from  users.  During  the  setup 
phase,  the  user  can  program  in  a  credit 
card  account  and  receive  a  personal  iden¬ 
tification  number. 


Payment  can  vary.  During  a  sporting 
event,  for  example,  promoters  might  ask 
the  end  user  for  money  to  play.  If  a  viewer 
indicates  interest  in  a  retail  product  dur¬ 
ing  a  commercial,  the  seller  might  pay  the 
transaction  fee  for  the  consumer.  In  ei¬ 
ther  case,  TV  Answer  hopes  to  make 
money.  No  matter  what  the  service,  it  is 
paid  for  by  the  service  provider  as  a  mid¬ 
dleman  offering  a  way  into,  and  out  of, 
consumers’  homes. 

After  an  in-home  transaction  is  com¬ 
plete,  the  unit  transmits  the  instructions/ 
data  via  a  VHF  RF  wave  to  a  local  cell  site, 
which  houses  the  hardware  and  software 
needed  to  collect,  process  and  transmit 
data  and  instructions  between  the  home 
units  and  TV  Answer  headquarters. 

Satellite  transmission  is  handled  by 
Hughes  Communications  Corp.’s  Illu- 
minet  System.  The  cost  of  a  cell  site  de¬ 
velopment  is  about  $30,000.  The  setup 
includes  a  6.1 -meter  satellite  dish  that  in¬ 
terfaces  to  a  Digi¬ 
tal  Equipment 
Corp.  VAX 
4000.  The 
hub  pro¬ 
cesses  and 
transmits 
data  and  in¬ 
structions  between  TV  Answer  corporate 
headquarters  and  two  receivers:  goods/ 
services  providers  and  local  cell  sites.  The 
hub  site  costs  $2.1  million  to  develop. 

EMILY  LEINFUSS 


The  Epson  Laser  Printer  Line.  This  could  be  the  longest  argument  yet  for  buying  an  Epson®  laser  printer.  And 
a  rather  compelling  one  at  that. 

Not  only  because  Epson  invented  the  computer  printer,  but  because  more  people  use  our  printers  than 
any  other  brand  in  the  world.  Which  should  tell  you  something  about  the  quality  of  the  products 
we  make.  TheActmLaserll 

Our  current  laser  line  is  no  exception.  There’s  our  easy-to-use,  easy-to-afford  ActionLaser™  II,  the  perfect 
introduction  to  laser  printing.  Our  powerful  EPL™-7500,  rated  PC  World’s  “Best  Buy”  among  Adobe® 
PostScript®  lasers,  a  RISC-based  machine  designed  to  handle  the  most  sophisticated  graphics  applica¬ 
tions.  And  our  hard-working  EPL-8000,  able  to  produce  superior  output  in  a  shared  environment  of  up 
to  three  users— without  a  network  or  switchbox. 

All  three,  of  course,  come  with  our  lengthy  two-year  warranty,  and  the  kind  of  reliability  that’s  made  Epson 
the  longest  running  name  in  printers. 

We  could  go  on  and  on.  But  we’ll  leave  that  to  your  Epson  dealer.  For  the  name  of  the  one  nearest 
you,  call  800-289-3776.  mEPL-7m 


The  New  EPL-8000 
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COMPUTERWORLD’s  Corporate  Technical 
Recruiters  Conference,  April  5-8, 1992 

We’re  rounding  up  some  of  the  best  technical  recruiters  in 
the  country  for  a  brand  new  event.  This  conference  is  a  skill 
building,  networking,  eye  opening  experience  just  for 
technical  recruiters,  hiring  managers  and  related  profes¬ 
sionals.  These  three  days  can  save  you  hundreds  of  hours 
and  thousands  of  dollars  by  helping  you  sharpen  your 
company’s  recruiting  strategy.  You  will  never  have  a  better 
opportunity  to  learn,  exchange  information  or  gain  fresh 
insights  into  better  recruiting  in  the  ’90s.  If  you  are  looking 
for  results,  this  Conference  is  right  on  target  for  you. 

Keynote  Speakers  Kevin  Sullivan,  Senior  Vice 
President  of  Human  Resources,  Apple  Computer,  Inc.; 
Donald  Burr,  Founder  and  Former  CEO,  PEOPLExpress 
Airlines;  Frank  Gens,  Vice  President  of  Technology 
Assessment,  Technology  Investment  Strategies 
Corporation;  and  Dr.  James  Bennett,  Editor  of  Journal 
of  Labor  Research. 


Conference  Highlights  The  full  schedule  of  seminars 
and  workshops  will  include:  Professional  Skill  Building, 
Managing  the  Recruiting  Process,  New  Implications 
Created  by  the  ADA,  College  Relations  in  Technical 
Recruiting,  Technical  Recruiting  with  Co-op  Networks, 
International  Technical  Recruitment  and  Immigration, 
Roundtables  and  Receptions. 

Location  The  Conference  will 
be  held  at  the  INFOMART,  near 
downtown  Dallas.  Aim  for 
April  5-8  and  attend  the 
Corporate  Technical  Recruiters 
Conference.  For  reservations 
and  registration  information 
and  hotel  and  transportation 
discounts,  call  the  toll-free 
Conference  Hotline  today, 

1-800-488-9204. 
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IN  DEPTH 


Value  judgment 

IS  chiefs  in  the  distribution  arena  say  money  comes  to  those  projects  that 
improve  business  basics  —  inventory,  order  processing,  delivery,  customers 


Pa  rt  of  a  continu  i  ng  series  that  looks  at  how 
particular  industries  go  about  assessing 
the  value  of  information  technology. 


BY  CLINTON  WILDER 

[f  speed,  efficiency  and  customer  service 
are  the  most  important  competitive  dif¬ 
ferentiators  of  the  1990s,  then  the  dis¬ 
tribution  function  makes  an  excellent 
business  showcase.  It’s  the  area  in 
which  these  endeavors  really  come  to¬ 
gether  —  the  heart  of  the  pipeline. 

Whether  you’re  talking  about  distri¬ 
bution  companies  or  retailers’  and  man¬ 
ufacturers’  distribution  function,  infor¬ 
mation  technology  is  an  integral  part  of 
making  distribution  faster,  easier  and  more 
customer-oriented. 

Information  systems  consultant  M.  Vic¬ 
tor  Janulaitis,  president  of  Los  Angeles- 
based  Positive  Support  Review,  Inc.,  puts  it 
bluntly:  “In  today’s  distribution  industry, 
you  are  brain  dead  without  computers.” 


VALUE  POINTS 


In  distribution,  IS  projects  are  valued  according 
to  how  well  they  advance  the  following  goals: 

'  Enabling  business  strategy. 

•  Improving  customer  information  and  service. 

'  Improving  measurement  of  customer 
satisfaction. 

•  Increasing  speed  of  distribution. 

•  Eliminating  paperwork  and  automating 
manual  processes. 

-  Delivering  information  as  part  of  the  service. 

•  Improving  system  uptime  and  reliability’  to 
support  service. 


The  other  executives  are  as  follows: 

•  Chuck  Decker,  director  of  MIS,  Food  Ser¬ 
vice  Division,  Bunzl  Distribution  USA,  Inc., 
City  of  Industry,  Calif. 

•  Stan  Johnson,  director  of  MIS,  The  Port  of 
Los  Angeles,  San  Pedro,  Calif. 

•  Richard  J.  Kislowski,  vice  president  of  in¬ 
formation  services,  PacifiCare  Health  Sys¬ 
tems,  Inc.,  Cypress,  Calif.  Kislowski  worked 
for  several  years  in  IS  in  the  distribution  area 
at  Denny’s,  Inc. 

•  Carol  J.  Kromer,  vice  president  of  informa¬ 
tion  services,  Western  Waste  Industries, 
Carson,  Calif. 

•  Evan  L.  Wride,  director  of  IS,  Nissan  Mo¬ 
tor  Corp.  U.S.A.,  Carson,  Calif. 

At  Nissan,  IS  is  now  evaluated  on  its  abili¬ 
ty  to  make  possible  the  new  distribution 
strategy  business  executives  have  put  forth, 
instead  of  how  well  it  responded  to  system 
requests  from  corporate  headquarters.  “Our 
slant  has  changed  significantly,”  Wride  says. 
“We  are  much  more  market-driven  and  mea¬ 
sured  by  how  well  we  [in  IS]  support  custom¬ 
er  service.  It  really  is  a  question  of  how  fast 
you  can  put  a  quality  system  in  place.” 


To  respond  to  growing  global  competi¬ 
tion,  Nissan  wants  to  cut  delivery  cycles  and 
enable  dealers,  rather  than  regional  manag¬ 
ers,  to  order  the  cars  their  customers  want. 
For  Wride,  that  means  integrating  an  order- 
entry  system  throughout  the  enterprise, 
from  individual  dealers  to  corporate  head¬ 
quarters  to  factories  in  Japan,  Mexico  and 
Tennessee. 

Information  is  key 

“It’s  an  intuitive  thing  —  we’re  going  to 
need  a  distribution  mechanism,  and  the  only 
way  to  make  that  work  is  to  have  the  infor¬ 
mation,”  Wride  says.  “All  they  want  to  know 
is,  ‘How  much  money  is  it  going  to  take  to 
build  it,  and  when  can  we  have  it?’  Hitting  the 
delivery  date  is  the  key  measurement.” 

If  anything,  Wride  adds,  it’s  IS  that  has 
been  the  conservative  one.  “Business  execu¬ 
tives  tend  to  want  to  automate  this  thing 
from  A  to  Z,  while  we’re  saying,  ‘Let’s  auto¬ 
mate  from  A  to  M  so  we  can  get  it  done  in  one 
year  instead  of  two.’  ” 

For  Johnson  at  The  Port  of  Los  Angeles, 
Continued  on  page  70 


Core  benefits 

Although  most  distribution  companies  agree 
that  technology  is  essential  to  their  business, 
they  have  many  different  ways  of  measuring 
its  effectiveness.  To  determine  the  business 
value  of  a  given  technology,  most  companies 
ask:  “Does  it  support  the  basics  of  our  busi¬ 
ness?”  Those  basics  may  include  shortening 
delivery  cycles,  streamlining  the  ordering 
process  and  making  better  inventory  infor¬ 
mation  available  to  customers. 

“If  you’re  in  mainline  distribution,  you 
have  to  do  the  basics  the  best,”  says  Mike 
Kelly,  senior  vice  president  of  MIS  at  per¬ 
sonal  computer  distributor  Ingram  Micro, 
Inc. 

To  gain  a  sense  of  how  distributors  value 
their  IS  investments,  Computerworld 
brought  together  Janulaitis,  Kelly  and  five 
other  Southern  California  IS  executives  to 
share  their  views  in  a  roundtable  discussion. 


Roundtable  participants:  (standing,  left  to  right)  Decker,  Kelly, 
Wride;  (seated,  left  to  right)  Kromer,  Janulaitis  and  Johnson. 


David  Strick/Onyx 

Kislowski  and 
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IN  DEPTH:  VALUE  JUDGMENT 


Continued  from  page  69 
the  key  to  getting  funding  for  projects  is 
relating  them  to  some  customer  benefit. 
“If  I’m  not  able  to  relate  [an  IS  expendi¬ 
ture]  to  a  customer  activity,  it’s  very, 
very  difficult  to  sell  it,”  he  says.  Johnson 
directs  the  port’s  IS  operation,  whose  ac¬ 
tivities  range  from  providing  computer- 
aided  design  tools  for  dock  configurations 
to  updating  software  immediately  with 
mandated  tariff  changes. 

Winning  new  customers  is  important, 
but  keeping  old  ones  is  probably  even 
more  so.  The  part  IS  can  play  in  measur¬ 
ing  customer  satisfaction  and  enabling 
quick  response  to  problem  areas  is  crucial 
to  getting  needed  technologies,  roundta¬ 
ble  participants  say. 

“Customer  sampling  is  no  longer  ac¬ 
ceptable;  it  must  be  a  100%  check,”  Kis- 
lowski  says.  “The  time  window  has 
shrunk  drastically.  You  need  to  find  any 
individual  complaint  and  [show  how  tech¬ 
nology  can]  turn  it  around  right  then  and 
there.” 

For  example,  an  automated  distribu¬ 
tion  system  at  Denny’s  enables  clerks  to 
log  in  “outages”  —  each  time  a  franchise 
requests  items  that  are  out  of  stock.  The 
value  of  the  system  is  that  management  is 
able  to  measure  how  much  they  are  losing 
in  potential  sales  due  to  outages,  Kis- 
lowski  says. 

The  value  of  IS  at  Ingram  Micro  is 
measured  by  the  fact  that  it  can  ship 
99.98%  of  its  products  the  same  day  that 
they  were  ordered;  Bunzl  is  close  behind 
at  99.7%. 

At  Bunzl,  “We  have  contracts  guaran¬ 
teeing  our  customers  that  service  level, 
and  if  they  don’t  get  it,  we  have  repercus¬ 
sions  financially  in  terms  of  discounts  we 
have  to  give,”  Decker  says.  “We  have  lots 
of  systems  in  place  that  support  that.” 

Value-added  marketing 

Information  to  support  marketing  efforts 
is  also  highly  valued.  The  Port  of  Los  An¬ 
geles  is  prototyping  a  system  that  would 
enable  representatives  in  its  overseas 
marketing  offices  to  simulate  different 
cargo  unloading  configurations  for  poten¬ 
tial  foreign  shipping  customers. 

“They  could  sit  down  in  Taiwan  or 
Kowloon  and  offer  different  options, 
transmit  them  back  and  get  a  cost  esti¬ 
mate  very  quickly,”  Johnson  says.  “We’re 
in  a  very  competitive  situation  [with  other 
West  Coast  ports],  and  that  helps  a  lot.” 

To  help  justify  technology  and  tie  it 
more  closely  to  the  business,  Johnson  has 
formed  an  IS  policy  committee  of  high- 
level  executives  from  the  port’s  divisions, 
which  include  finance,  administration, 
personnel  and  maritime  affairs.  He  can 
prioritize  their  various  technology  re¬ 
quests  before  going  to  the  port’s  board  of 
commissioners  for  budget  approval. 

“If  I  can  go  to  the  board  with  that  kind 
of  clout,  it’s  much  more  effective  than  just 
Stan  Johnson  building  his  empire  over 
here,”  he  explains. 

Informational  advantages 

Adding  value  through  technology  can  also 
occur  in  the  form  of  collecting  information 
as  part  of  the  distribution  service  itself.  At 
Denny’s,  Kislowski’s  organization  could 
break  down  the  sales  of  Coca-Cola  syrup 
by  area,  then  “sell”  the  data  back  to  The 
Coca-Cola  Co.  in  the  form  of  a  discount  on 
the  product  for  Denny’s. 

Managers  in  Denny’s  purchasing  de¬ 
partment  went  to  the  IS  department  to 
see  how  it  could  break  down  the  Coke  pur¬ 
chasing  data.  Kislowski’s  staff  showed 


them  database  cuts  by  all  kinds  of  criteria, 
including  the  regional  breakdown  that 
Coca-Cola  managers  wanted  to  see. 

“No  other  restaurant  chain  could  give 
Coca-Cola  that  because  no  other  chain 
had  a  national  picture  of  distribution,” 
Kislowski  says.  “That  lent  a  lot  of  cre¬ 
dence  to  the  concept  of  soft  benefits.  It 
was  the  first  time  someone  could  show  in 
dollars  and  cents  how  valuable  that  infor¬ 
mation  was.” 

Don’t  be  late 

Kislowski  adds  that  business  managers 
who  demand  more  traditional  cost/benefit 
analyses  before  committing  to  particular 
technologies  might  miss  out  on  such  value 
added.  “That’s  the  kind  of  thing  you  nev¬ 
er  see  in  a  cost/benefit  analysis.” 

Management  expectations  of  how 
much  IS  can  deliver  to  the  business  can 


Nissan,  when  a  top  business  executive 
wondered  why  the  automaker  couldn’t 
provide  integrated  customer  information 
—  sales  and  service  history,  leasing  or  fi¬ 
nancing  status,  other  potential  buyers  in 
the  family  —  the  way  his  life  insurance 
company  did. 

“So  we’re  going  through  all  the  ha¬ 
rangues  now  to  integrate  all  that,”  Wride 
says.  Those  harangues  include  changing 
the  old  value  system  as  well  as  the  old  in¬ 
formation  system.  “It  used  to  be  that  Jap¬ 
anese  cars  sold  themselves.  Now  custom¬ 
ers  want  to  order  much  more  specifically, 
and  the  only  way  to  do  that  is  to  enable 
dealers  to  order.  That’s  a  brand  new 
thought  process  for  the  Japanese.” 

Kromer,  who  has  worked  in  IS  in  the 
banking  and  trucking  industries,  finds 
herself  dealing  with  tabula  rasa  manage¬ 
ment  expectations  at  Western  Waste,  a 


their  approaches  to  experimenting  with 
emerging  technologies.  At  The  Port  of 
Los  Angeles,  Johnson  includes  in  his  PC 
software  budget  an  amount  for  new  tech¬ 
nologies.  They  are  brought  in  on  a  one-of- 
a-kind  basis  and  can  be  requested  by  ei¬ 
ther  users  or  IS. 

Senior  management  “sees  it  as  a  pru¬ 
dent  thing  to  do  —  buy  one,  and  check  it 
out,”  Johnson  says.  Compact  disc/read¬ 
only  memory  technology  introduced  in 
this  way  now  houses  much  of  the  port’s 
data  on  materials  safety  and  international 
maritime  policies. 

At  Nissan,  however,  Wride  does  not 
purchase  IS  technology  without  a  prede¬ 
termined  business  reason.  “It  has  to  be 
driven  by  an  application  that  the  business 
process  is  looking  for,”  he  says. 

Ultimately,  measuring  the  value  of  IS 
in  distribution  is  no  great  mystery,  round- 


All  the  right  moves 


Distribution  IS  chiefs  justify  technology  by  how  well  it  supports  the  business 


“If  I’m  not  able  to  relate 
[an  IS  expenditure]  to  a 
customer  activity,  it’s  very, 
very  difficult  to  sell  it.” 

Stan  Johnson,  The  Port  of  Los  Angeles 


“The  money  is  really  not 
the  issue.  .  .  .  You  just  have 
to  keep  going  back  as  you  get 
each  piece  and  explain  it.” 

Carol  J.  Kromer,  Western  Waste  Industries 


“All  business  managers  want  to 
know  is,  ‘How  much  money  is  it 
going  to  take  to  build  it,  and 
when  can  we  have  it?’  ” 

Evan  Wride,  Nissan  Motor 


“A  lot  of  times  when  executives  don’t 
understand  the  industry,  they  may  fall 
back  on  cost/benefit  analysis  because 
it’s  a  way  of  being  comfortable.” 

Richard  J.  Kislowski,  PacifiCare  Health  Systems 


“We  have  contracts  guaranteeing 
our  customers  [a  specified]  service 
level,  and  if  they  don’t  get  it,  we  have 
repercussions  financially.” 

Chuck  Decker,  Bunzl  Distribution 


“You  have  to  do 
the  basics  the  best.” 

Mike  Kelly,  Ingram  Micro 
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vary  widely.  In  the  distribution  function  at 
Denny’s,  Kislowski  recalls  meeting  with 
executives  who  joined  the  firm  from 
American  Hospital  Supply  Corp.,  with  its 
industry-leading  ASAP  order-entry  sys¬ 
tem. 

“They  said,  ‘Why  can’t  you  tell  me 
what’s  in  inventory  and  what’s  on  the 
road  coming  here  and  what’s  in  the  distri¬ 
bution  centers?’  ”  Kislowski  says.  “They 
knew  we  could  do  better;  that  was  an  ex¬ 
pectation.  A  lot  of  times  when  executives 
don’t  understand  the  industry,  they  may 
fall  back  on  cost/benefit  analysis  because 
it’s  a  way  of  being  comfortable.” 

That  expectation  of  better  information 
spurred  the  spending  for  and  develop¬ 
ment  of  the  systems  to  support  Denny’s 
distribution,  Kislowski  says. 

Wride  points  to  a  similar  experience  at 


small  solid  waste  company.  Although  not 
traditionally  known  as  information-inten¬ 
sive,  the  trash  pickup  and  hauling  industry 
is  becoming  much  more  so  with  increas¬ 
ing  environmental  regulations  and  man¬ 
dated  recycling  programs. 

Back  to  school 

Kromer  says  she  must  educate  her  own 
management  about  IS  needs.  “The  mon¬ 
ey  is  really  not  the  issue,  and  there  is  no 
budget.  You  just  have  to  keep  going  back 
as  you  get  each  piece  and  explain  it  to 
managers  who  are  really  creative  entre¬ 
preneurs,”  she  says.  “I  just  got  a  request 
for  proposals  where  the  amount  of  work 
involved  in  hauling  and  in  IS  are  now  the 
same.  Management  just  can’t  grasp  this.  ” 
Perhaps  the  hardest  technologies  to 
justify  are  new  ones.  Participants  differ  in 


table  participants  agree.  Distribution 
companies  do  not  dispute  the  criticality  of 
timely  information  to  their  business  mis¬ 
sion.  So  IS  initiatives  are  launched  and 
judged  on  making  the  distribution  pro¬ 
cess,  in  Wride’s  words,  “better,  easier  or 
faster.” 

Positive  Support  Review’s  Janulaitis 
agrees  that  business  and  IS  measures 
have  become  intertwined.  Smooth,  effi¬ 
cient,  error-free  and  customer-friendly 
distribution  is  the  hallmark  of  business 
success,  and  it  must  be  enabled  by  IS  in  to¬ 
day’s  world. 

IS  value  is  measured  by  how  well  it 
furthers  that  goal. 

“The  inward  measures  of  IS  today,” 
Janulaitis  says,  “are  not  data  processing 
transactions  per  hour  but  business  trans¬ 
actions  per  hour.”# 
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TRACK 


Douglas  E. 
Kabel  has  been 
promoted  to  a 
senior  vice  presi¬ 
dent  in  the  In- 
I  formation  Tech¬ 
nology  and  Bank  Operations 
Division  at  Fleet  /Norstar 
Services  Corp.,  the  corpo¬ 
rate  services  subsidiary  of 
Fleet/Norstar  Financial 
Group  in  Providence,  R.I. 

Kabel,  45,  has  spent  his 
entire  career  at  banks  that 
are  now  part  of  Fleet/ 
Norstar.  He  had  been  a  vice 
president  at  Fleet  Norstar 
Services  since  it  was  estab¬ 
lished  in  1989. 

Kabel  holds  an  under¬ 
graduate  degree  from  Hobart 
College  and  a  master’s  de¬ 
gree  in  industrial  manage¬ 
ment  from  Clarkson  Univer¬ 
sity. 


Patricia  M.  Wallington 

was  named  vice  president  of 
MIS  at  Xerox  Corp.  in 
Stamford,  Conn.  She  replaces 
Patricia  C.  “Tosh”  Barron, 
who  was  recently  named 
president  of  Xerox’s  new  Of¬ 
fice  Products  Division  [CW, 
Feb.  10]. 

Wallington  has  been  vice 
president  and  chief  informa¬ 
tion  officer  at  Xerox’s  Roch¬ 
ester,  N.Y.-based  U.S.  mar¬ 
keting  group  since  October 
1989.  Before  that,  she  was 
senior  vice  president  at 
Massachusetts  Mutual  Life 
Insurance  Co.  and  a  director 
at  Sun  Co. 

Wallington  will  serve  as 
president  of  the  Society  for 
Information  Management 
(SIM)  for  the  year  beginning 
July  1.  The  first  woman 
named  to  lead  SIM,  Walling¬ 
ton  has  been  an  active  SIM 
board  member  for  several 
years. 

She  holds  a  bachelor's  de¬ 
gree  in  accounting  and  fi¬ 
nance  from  the  University  of 
Pennsylvania’s  Wharton 
School  and  a  master’s  de¬ 
gree  from  Drexel  University. 


James  Heck  was  promot¬ 
ed  to  director  of  systems  and 
programming  at  Program¬ 
mers  Investment  Corp.,  a 
direct  marketing  service  bu¬ 
reau  in  Des  Plaines,  Ill.  He  is 
responsible  for  all  of  the 
firm’s  IS  needs. 

Heck  was  most  recently 
manager  of  systems  develop¬ 
ment. 


Ignore  archive  issues  at  your  peril 

CIOs  who  neglect  records  management  risk  getting  clobbered  in  court 


BY  MITCH  BETTS 

CW  STAFF 


Former  presidential  security 
adviser  Oliver  North  learned 
about  records  management 
the  hard  way.  He  thought  his 
1987  shred-and-purge  party 
had  destroyed  the  damaging  memos  of 
the  Iran-Contra  scandal,  until  a  com- 
puter-sawy  investigator  found 
the  backup  tapes. 

Chief  information  officers 
could  be  in  hot  water,  too,  if 
they  ignore  records  man¬ 
agement.  Keeping  records 
too  long  or  not  long  enough 
—  even  the  inability  to  find 
an  important  document  — 
can  land  the  business  in 
court  or  in  the  regula¬ 
tory  doghouse,  ex¬ 
perts  say. 

Of  course,  rec¬ 
ords  management  is 
easy  to  overlook.  It  is  that 
terribly  unglamorous  job  of 
setting  up  and  enforcing 
record-retention  sched¬ 
ules,  archives  of  magnetic 
tape  and  microfilm,  document 
indexing  schemes  and  policies 
about  whether  to  keep  all  that  old 
electronic  mail. 

But  someday,  the  lawyers 
and  investigators  and  regula¬ 
tors  and  press  will  show  up  at 
the  door,  looking  for  a  pa¬ 
per  or  electronic  document 
that  could  strengthen  or 


torpedo  a  company’s  legal  position.  For 
example,  the  Food  and  Drug  Adminis¬ 
tration  recently  prodded  Dow  Coming 
Corp.  to  release  an  800-page  package 
of  internal  documents  related  to  the 
safety  of  its  silicone-gel  breast  im¬ 
plants. 

One  company  that  paid  a  very 


high  price  for  keeping  records  too  long 
is  Manville  Corp.,  which  was  forced 
into  bankruptcy  by  lawsuits  claiming  it 
knew  or  should  have  known  the  health 
dangers  of  the  asbestos  products  it 
made. 

Manville  had  to  produce  16  million 
related  documents,  including  many 
memos  that  legally  could  have  been  de¬ 
stroyed  but  which  instead  became 
“powerful  ammunition  in  the  hands  of 
plaintiffs,”  according  to  Donald  S. 
Skupsky,  president  of  the  Information 
Requirements  Clearinghouse  in  Den¬ 
ver. 

Records  managers  have  had  the  re¬ 
sponsibility  of  maldng  sure  that  records 
are  kept  long  enough  to  satisfy  the  legal 
requirements  of  various  regulatory 
agencies  —  but  no  longer.  If  an  organi¬ 
zation  has  a  systematic 
records-management 
program,  it  can  destroy 
records  in  the  regular 
course  of  business  with¬ 
out  any  legal  repercus¬ 
sions. 

“Some  companies 
now  realize  that  a 
good  records-man¬ 
agement  program 
eliminates  a  number 
of  smoking  gun  is¬ 
sues,”  says 

Skupsky,  author  of 
an  upcoming  book, 
Recordkeeping  Re¬ 
quirements.  “On  the 
other  hand,  the  courts 
Steve  Salerno  Continued  on  page  74 


‘Inside  outsider’  takes  Fedex  IS  helm 


BY  CLINTON  WILDER 

CW  STAFF 


Because  he  works  for  a  compa¬ 
ny  that  flies  packages  all 
over  the  world,  Federal  Ex¬ 
press  Corp.'s  new  informa¬ 
tion  systems  chief,  Dennis 
H.  Jones,  chooses  an  apt  metaphor  to 
describe  his  recent  job  change.  He  calls 
it  “parachuting  in”  to  IS  from  the  busi¬ 
ness  side. 

As  vice  president  of  customer  auto¬ 
mation  and  invoicing,  Jones  ran  the 
Fedex  division  that  is  the  largest  user 
of  IS  services  —  some  700,000  trans¬ 
actions  per  day.  Jones,  a  17-year  com¬ 
pany  veteran  with  a  finance  back¬ 
ground,  said  that  he  brings  the  user’s 
perspective  to  the  IS  function. 

“I’ll  never  have  to  say  that  I’ve  been 
in  the  [IS]  business  30  years,  so  I  really 
have  to  think  about  changing  my 
mind,”  Jones  said.  “I  have  the  opportu¬ 
nity  to  really  challenge  or  question 
whatever  I  choose.” 

Jones  said  his  top  three  priorities  are 
customers,  customers  and  customers. 
In  the  cutthroat  overnight  delivery 


business,  Fedex’s  niche  is  premier  ser¬ 
vice  at  premier  prices.  “We  have  some 
me-too  competitors  who  attempt  to 
compete  on  price  as  opposed  to  ser¬ 
vice,”  Jones  explained.  “We  need  to  of¬ 
fer  a  competitive  price  on  a  very  superi¬ 
or  service.” 

Jones  was  recently  named  to  replace 
Ron  J.  Ponder,  senior 
vice  president  of  infor¬ 
mation  and  telecom¬ 
munications  [CW,  Feb. 

3]  but  retains  his  previ¬ 
ous  position.  His  new 
and  old  departments 
will  be  combined,  plac¬ 
ing  him  in  charge  of 
4,000  to  5,000  employ¬ 
ees. 

Jones  said  he  will 
weigh  several  technol¬ 
ogy  options  to  make  IS 
“better,  faster  and 
cheaper.”  Although 
Fedex  runs  a  highly  cen¬ 
tralized  mainframe  operation  at  its 
Memphis  hub,  it  is  considering  client/ 
server  alternatives.  “The  issue  is,  can 
we  design  a  client/server  environment 


that  takes  advantage  of  the  strengths 
we  have  being  centralized?”  he  said. 

Fedex  is  a  large  user  of  computer- 
aided  software  engineering  (CASE). 
CASE-developed  applications  have 
shown  about  a  66%  decrease  in  mainte¬ 
nance  requests  compared  with  those 
applications  developed  by  traditional 
methodologies,  said 
Thayne  Shank,  senior 
manager  of  systems  in¬ 
tegration  at  Fedex’s 
western  data  center  in 
Colorado  Springs. 

However,  Shank  and 
Jones  both  said  “the 
jury  is  still  out”  on 
CASE  use  at  Fedex. 
“Time  is  the  greatest 
challenge,  and  the  trick 
is  producing  high-quali¬ 
ty  work  quickly  and  con¬ 
sistently,”  Jones  said. 

The  quest  for  “bet¬ 
ter,  cheaper  and  faster” 
IS  at  Fedex  will  not  include  long-term 
outsourcing.  “We  believe  that  having 
total  control  is  one  of  the  keys  to  the 
quality  service  we  provide,”  Jones  said. 


Jones’  top  three  prior¬ 
ities  are  customers,  cus¬ 
tomers  and  customers 
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Digital’s  Authorized 
Distributors  are  open  to 
doing  business  the  way  you 
want  to. 

They  carry  a  wide 
range  of  Digital’s  open  com¬ 
puting  products  and  provide 
value-added  services  to  cus¬ 
tomers  nationwide.  And, 
because  of  extensive  inven¬ 
tories,  they  offer  quick  deliv¬ 
ery.  Since  they  are  closely 
aligned  with  Digital,  the 
Distributors’  sales  and  tech¬ 
nical  people  receive  the  same 
training  as  Digital’s  own 
people.  That  means  you  can 
count  on  complete  quality, 
service  and  support. 

To  learn  more,  look  in 
the  Yellow  Pages  under 
Digital  for  the  Authorized 
Distributor  nearest  you. 

Almac/Arrow  Electronics 
14360  S.E.  Eastgate  Way 
Bellevue,  WA  98007 
800-426-1410 

Anixter  Bros.,  Inc. 

4711  Golf  Road 
One  Concourse  Plaza 
Skokie,  IL  60076 
800-232-0190x693 


Avnet  Computer 
10950  W.  Washington  Blvd. 
Culver  City, CA  90232 
800-426-7999 


ENA 


Computer  Datacom,  Inc. 
15221  Barranca  Parkway 
Irvine,  CA  92718 
800-334-2020 


Computer  Systems  Corp. 
5540  Rockhampton  Court 
Indianapolis,  IN  46268 
800-428-0714 


Impact  Marketing  Systems 
1 1  Industrial  Way 
Salem,  NH  03079 
800-345-1110 


Inland  Associates 
15021  West  11 7th  Street 
P.0.  Box  940 
0lathe,KS  66062 
800-888-7800 


IOCS,  Inc. 

400  Totten  Pond  Road 
Waltham,  MA  02254 
800-451-1033 


Midcom  Communications,  Inc. 
37694  Enterprise  Court 
Farmington  Hill,  Ml  48331 
800-643-2664 


MTI  Systems 
25  Hub  Drive 
Melville,  NY  11 747 
800-645-6530 


Pioneer  Standard 
4800 131st  Street 
Cleveland,  OH  44105 
800-874-6633 


D  V  A  N 


Pioneer  Technologies 
15810  Gaither  Road 
Gaithersburg,  MD  20877 
800-227-1693 


Rawson  &  Company,  Inc. 
2010  McAllister 
Houston,  TX  77092 
713-688-8126 


Systems  Management 
American  Corporation 
254  Monticello  Avenue 
Norfolk,  VA  23510 
800-356-7813 


Total  Tec  Systems,  Inc. 
2  Gourmet  Lane 
Edison,  NJ  08837 
908-906-6500 


Trilogic  Corporation 
R.D.  #2  Box  203A 
Cannonsburg,  PA  15317 
800-346-2933 


WESCO 

One  Riverfront  Center 
Pittsburgh,  PA  15222 
412-642-3563 


Wyle  Laboratories 
1 5360  Barranca  Parkway 
Irvine,  CA  92718 
800-332-6995 
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Utilities  fend  off  rivals  with  IS 


BY  JOHANNA  AMBROSIO 

CW  STAFF 


Companies  that  provide  the  na¬ 
tion’s  gas  and  electricity  are  go¬ 
ing  through  a  time  unlike  any 
other  in  their  history,  with  new 
competitors  legally  tapping  into 
their  power  sources  and  distri¬ 
bution  lines  and  looking  to  sell  to 
many  of  their  largest  customers. 
Many  observers  liken  the  situa¬ 
tion  to  what  occurred  in  the  tele¬ 
communications  industry  a  de¬ 
cade  ago. 

Because  of  this  phenomenon, 
which  many  expect  will  be  for¬ 
malized  with  procompetitive  leg¬ 
islation  during  the  next  few 
years,  utilities  are  worrying 
more  than  ever  about  keeping 
their  customers  happy  —  and 
keeping  them  in  general.  The 
utilities  are  increasingly  turning 
to  information  technology  for 
help. 

For  example,  Connecticut 
Natural  Gas  Corp.  in  Hartford  is 
revamping  its  customer  service 


and  work  management  systems 
to  be  able  to  give  customers  a 
much  narrower  time  window  for 
service  calls. 

Within  two  years,  said  Con¬ 
necticut  Natural  Gas  MIS  direc¬ 
tor  Russell  F.  Leavitt  Jr.,  the 
company  hopes  to  be  able  to  give 
customers  two-hour  time  frames 
for  when  workers  will  come  to 
their  homes,  instead  of  asking 
customers  to  stay  home  all  day 
and  wait  for  the  workers  to  show 
up. 

Surviving  change 

James  T.  Pollard,  director  of  in¬ 
formation  systems  at  Florida 
Power  Corp.  in  St.  Petersburg, 
Fla.,  said,  “The  nature  of  the 
business  is  changing,  and  we’re 
going  to  be  in  a  dogfight  for  sur¬ 
vival.  Does  anybody  remember 
when  AT&T  was  the  only  tele¬ 
phone  company?” 

George  Hill,  worldwide  man¬ 
aging  partner  of  the  utilities  in¬ 
dustry  group  at  Andersen  Con¬ 
sulting  in  Chicago,  said,  “There 


are  two  overriding  factors  driv¬ 
ing  utilities’  investments  in  tech¬ 
nology:  cost  and  the  competitive 
situation.” 

Like  many  other  utilities  dur¬ 
ing  the  past  two  years,  Florida 
Power  assessed  the  situation 
and  came  up  with  a  six- 
point  strategic  plan  to 
stay  competitive 
into  the  next  de¬ 
cade.  One  of 
those  six  areas  in¬ 
cludes  technologies 
that  have  been  identi¬ 
fied  as  critical  for  the  com¬ 
pany.  “Our  old  systems  were 
choking  us,”  Pollard  said. 

Key  to  the  systems  effort  are 
a  new  customer  information  sys¬ 
tem,  graphical  user  interface, 
open  systems  and  a  client/server 
architecture  that  will  connect 
any  employee  in  Florida  Power 
with  any  information  he  or  she 
needs.  “We  want  to  maximize  in¬ 
formation  and  support  for  the 
people  who  do  the  business,” 
Pollard  said. 


The  same  general  principle 
applies  to  National  Power  PLC  in 
the  UK.  “We’re  rolling  out  the 
systems  now  to  become  a 
networked  organization,  flexible 
and  able  to  respond  to  custom¬ 
ers’  needs,”  said  John 
Handby,  director  of  infor¬ 
mation  technology.  “IT 
was  a  key  enabler  to 
allow  us  to  make 
the  cultural 
changes  we  need¬ 
ed  to  make.  Once 
you  link  on  a  network 
people  that  have  been  used 
to  operating  on  their  own,  it 
changes  the  very  nature  of  the 
company.” 

In  many  firms,  the  emphasis 
on  technology  has  required  a 
massive  financial  investment 
during  times  not  exactly  noted 
for  their  financial  robustness. 
Handby,  for  example,  said  the  IT 
budget  has  represented  about 
2.5%  of  National  Power’s  reve¬ 
nue  for  the  past  three  years. 
Now,  however,  he  said  he  ex¬ 


pects  the  annual  information 
technology  expenditures  to  dip 
back  down  to  1.5%  of  revenue. 

The  task  of  pitching  huge  out¬ 
lays  to  the  top  brass  in  the  utili¬ 
ties  industry  may  be  somewhat 
easier  than  in  other  businesses, 
the  utilities  IS  executives  said.  In 
many  cases,  it  is  evident  that  the 
outdated  systems  are  no  longer 
meeting  the  businesses’  needs, 
and  many  utilities  have  complet¬ 
ed  their  major  investments  in  the 
physical  plant  required  to  gener¬ 
ate  and  distribute  the  power.  So 
they  are  not  averse  to  investing 
inIS. 

Even  companies  that  have  not 
yet  started  major  new  systems 
development  plans  seem  to 
know  they  will  be  part  of  the  fu¬ 
ture. 

“There’s  been  a  tremendous 
change  from  the  old  thinking  to 
the  new,”  said  Donald  Scovill, 
senior  vice  president  of  planning 
at  Southern  Union  Co.  in  Austin, 
Texas.  “We’re  now  going 
through  and  rethinking  our  en¬ 
tire  information  technology 
strategy.”  He  said  the  plan  will 
be  completed  in  about  three 
months. 


Ignore  company  archive 
issues  at  your  peril 
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have  come  down  very  hard  on 
companies  that  destroy  records 
ahead  of  the  regular  schedule, 
such  as  when  they  get  wind  of  an 
investigation.  In  1984  a  federal 
court  clobbered  Piper  Aircraft 
Corp.  with  a  $10  million  judg¬ 
ment  for  selectively  destroying 
documents  related  to  the  safety 
of  its  aircraft. 

Ideally,  records  managers 
would  be  involved  in  information 
systems  development  projects 
from  the  outset,  so  they  can  offer 
advice  on  legal  requirements,  in¬ 
dexing,  archiving  and  matching 
the  application  to  the  right  stor¬ 
age  media,  says  Mark  Langemo, 
professor  of  information  man¬ 
agement  at  the  University  of 
North  Dakota  in  Grand  Forks. 

That  rarely  happens  in  prac¬ 
tice,  however.  “Most  data  pro¬ 
cessing  people  are  just  not  inter¬ 
ested  in  that  or  don’t  know 
anything  about  it,”  says  William 
Saffady,  a  professor  in  the 
School  of  Information  Science 
and  Policy  at  the  State  Universi¬ 
ty  of  New  York  at  Albany.  “Data 
processing  is  concerned  about 
getting  a  system  up  and  running 
—  not  the  long-term  fate  of  the 
information  generated  by  the 
system,”  he  says. 

The  distance  between  the 
two  camps  is  more  than  philo¬ 
sophical.  In  many  enterprises, 
the  records  function  is  located  in 
the  administrative  services  de¬ 
partment  (along  with  the  mail 
room,  security  and  cafeteria)  be¬ 
cause  it  was  traditionally  handled 


by  file  clerks. 

At  the  U.S.  Department  of 
Commerce,  records  manage¬ 
ment  has  been  an  “orphan 
child,”  says  Reed  Phillips  Jr.,  di¬ 
rector  of  information  resources 
management.  “It’s  been  bandied 
about  to  several  different  offices 
since  it  left  here.” 

Records  management  used  to 
be  part  of  his  organization,  Phil¬ 
lips  explains,  but  it  was  moved  to 
another  office  whose  manager 
needed  to  accumulate  more 


functions  to  get  a  promotion.  Ex¬ 
perts  in  this  field  almost  univer¬ 
sally  call  for  more  collaboration 
between  the  records  manage¬ 
ment  and  computer  manage¬ 
ment  camps,  to  combine  the 
former’s  strength  in  document 
issues  with  the  latter’s  strength 
in  technology  and  big-ticket  pur¬ 
chases. 

At  Armco,  Inc.,  a  steel  maker 
based  in  Middletown,  Ohio,  a 
“records  triumvirate”  has  de¬ 
veloped  a  relatively  close  work¬ 
ing  relationship,  says  Bill  Mon- 
teith,  director  of  information 
resources  management. 

Monteith  explains  that  his  de¬ 
partment  handles  the  technol¬ 
ogy,  the  legal  department  deter¬ 
mines  the  legal  requirements 
and  the  records  management 


staff  enforces  the  retention 
schedule.  “For  instance,  we 
make  steel  that  goes  into  build¬ 
ings.  We  have  [a  legal  require¬ 
ment]  to  keep  the  manufacturing 
records  for  as  long  as  that  specif¬ 
ic  building  is  standing,”  he  says. 

Expanding  expertise 

Records  management  is  now  un¬ 
der  the  wing  of  the  administra¬ 
tive  services  department,  Mon¬ 
teith  says,  but  that  will 
eventually  change  as  Armco 
slowly  moves  into  the  world  of 
digital  imaging  and  the  two 
camps  merge. 

“Our  long-term  direction  is 
that  records  management  will  be 
a  part  of  our  information  man¬ 
agement  group,”  he  adds.  “But  I 
don’t  see  that  happening  for  an¬ 
other  five  years.” 

Experts  say  that  it  makes 
sense  to  put  all  forms  of  informa¬ 
tion  management  under  the 
CIO’s  umbrella.  Meanwhile,  rec¬ 
ords  managers  should  move  be¬ 
yond  their  role  as  document  cus¬ 
todians  to  become  experts  in  the 
information  flows  of  the  organi¬ 
zation  so  they  can  play  a  key  role 
in  the  re-engineering  of  business 
processes,  says  Robert  F.  Wil¬ 
liams,  president  of  Cohasset  As¬ 
sociates,  Inc.,  a  records  manage¬ 
ment  consultancy  based  in 
Chicago. 

The  future  is  already  here  at 
Babson  College  in  Wellesley, 
Mass.,  where  CIO  Richard  M. 
Kesner  manages  all  of  the  col¬ 
lege’s  information  assets,  includ¬ 
ing  records  management  and  li¬ 
braries.  Kesner,  a  certified 
archivist,  says  he  is  a  firm  believ¬ 
er  in  the  arrangement  as  long  as 
the  CIO  understands  it  is  a  big 
responsibility  and  requires  a 
broad  set  of  skills  to  be  the  custo¬ 
dian  of  all  that  information. 


CALENDAR 


MARCH  22-28 


PC  Windows  Conference.  Toronto,  Cana¬ 
da,  March  23-25  —  Contact:  PC  Windows/ 
Canada,  International  Conferences  and  Exposi¬ 
tions,  Inc.  Toronto,  Canada  (416)  581-8797. 

Chief  Networking  Officer's  Forum. 

Washington,  D.C.,  March  23-25  —  Contact: 
Wilma  Hurwitz,  Technology  Transfer  Insti¬ 
tute,  Santa  Monica,  Calif.  (310)  394-8305. 

Electronic  Imaging.  Anaheim,  Calif., 
March  23-26  —  Contact:  Miller  Freeman, 
Inc.,  Boston,  Mass.  (617)  232-3976. 

DB/Expo'92.  San  Francisco,  March  23-26 

—  Contact:  Dan  Wilson,  Norm  De  Nardi  En¬ 
terprises,  Los  Altos,  Calif.  (415)  941-8440. 

Electronic  Imaging.  Anaheim,  Calif., 
March  23-26  —  Contact:  Miller  Freeman, 
Inc.,  Boston,  Mass.  (617)  232-3976. 

Novell’s  8th  Annual  Technical  Devel¬ 
opment  Conference.  Salt  Lake  City, 
March  23-27  —  Contact:  Brainshare  ’92  Con¬ 
ferences  &  Institutes,  Salt  Lake  City,  Utah. 
(801)581-5809. 

Open  User  Recommended  Solutions 
Conference.  Salt  Lake  City,  March  25-27 

—  Contact:  Elaine  Bond,  Chase  Manhattan 
Bank,  New  York,  N.Y.  (212)  676-2982. 

GSI  Transcomm  Executive  Symposium. 

La  Quinta,  Calif.,  March  25-28  —  Contact: 
Sandy  Parker,  GSI  Transcomm,  Pittsburgh, 
Pa.  (4 12)  963-6770. 

GUI  Design  and  Standard  Setting 
Workshop.  San  Francisco,  March  27  — 
Contact:  Corporate  Computing,  Inc.,  Sausa- 
lito,  Calif.  (4 15)  332- 1995. 


MARCH  29-APRIL  4 


Society  for  Information  Management 
Institutional  Member  Conference. 

Palm  Beach  Gardens,  Fla.,  April  1-3  —  Con¬ 
tact:  SIM,  Chicago,  Ill.  (312)644-6610. 

International  Symposium  on  Parallel 
Processing.  Beverly  Hills,  Calif.,  March  30- 
April  2  —  Contact:  Larry  Canter,  Computer 
Systems  Approach,  Inc.,  Fullerton,  Calif.  (714) 
738-3414. 


IRS:  Good-bye  paper 


In  the  past,  companies  have  embraced  the  paperless  world 
of  electronic  data  interchange  (EDI)  only  to  find  that  their 
legal  department  wanted  paper  records  to  satisfy  the  In¬ 
ternal  Revenue  Service. 

The  good  news  is  that,  effective  Dec.  31,  1991,  com¬ 
panies  using  EDI  need  not  keep  paper  records  of  the  transac¬ 
tions,  as  long  as  the  electronic  records  have  a  level  of  detail 
equivalent  to  the  old-fashioned  ones,  the  IRS  said. 

With  the  new  rule,  called  Revenue  Procedure  91-59,  “it  is 
clearer  that  companies  can  choose  electronic  media  as  their  [of¬ 
ficial]  records,”  says  Thomas  P.  Colberg,  partner  in  charge  of 
EDI  and  change  integration  at  Price  Waterhouse  in  Washington, 
D.C. 

There  is  a  catch,  of  course.  The  IRS  document  requires  com¬ 
panies  to  keep  the  computerized  records  for  as  long  as  their  con¬ 
tents  may  be  relevant  to  tax  laws,  ensure  that  records  created 
on  older  systems  can  be  retrieved  by  replacement  systems  and 
maintain  complete  documentation  of  the  system  (including  soft¬ 
ware  changes  and  security  controls).  Then,  when  the  IRS  exam¬ 
iners  show  up,  the  company  must  provide  all  computer  re¬ 
sources  necessary  for  them  to  look  at  the  electronic  books. 

MITCH  BETTS 
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Times  are  changing,  so  we’ve  built  a  better 
recruitment  conference.  The  first  annual 
Corporate  Technical  Recruiters  Conference. 
Where  Americas  most  innovative 
recruitment  professionals  from  the  nation’s 
leading  corporations  can  give  you  today’s 
solutions. 

You’ll  have  three  days  of  intensive  sessions 
focused  exclusively  on  attracting  the  right 


1992 


CORPORATE 

TECHNICAL 

RECRUITERS 

CONFERENCE 


technical  talent.  What  are  the  skills  of  the 
future?  How  can  you  innovatively  manage 
the  technical  recruiting  process?  What  are 
the  best  ways  to  utilize  resources? 

If  you  need  solutions,  catch  this  conference. 
April  5-8, 1992,  at  the  INFOMART  in  Dallas. 

To  register,  or  for  more  information, 
contact  John  Corrigan  at  800-343-6474  (in 
Mass.,  508-879-0700);  or  send  in  the  coupon. 


□  Yes,  I’ll  take  the  bait.  Send  me  complete  information  on  the  Corporate  Technical  Recruiters  Conference. 

Name _ Title _ Company _ 

Address _ City  State  Zip _ Telephone _ FAX _ 

Send  completed  coupon  to  John  Corrigan,  COMPUTERWORLD,  375  Cochituate  Road,  Framingham,  MA  01 701-9 1 7 1 . 
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Working  harder  to  get  the  same  raise 

Cash-poor  firms  link  pay  to  performance,  use  funds  from  attrition  to  reward  deserving  employees 


BY  LESLIE  GOFF 

SPECIAL  TO  CW 


The  next  time  you  feel 
like  complaining  about 
your  boss,  think  twice 
—  he  may  have  given 
up  his  bonus  this  year  so 
you’d  be  able  to  get  your  raise. 
Such  sacrifices  are  occurring  be¬ 
cause  while  compensation  for  in¬ 
formation  systems  professionals 
continues  to  rise,  it  isn’t  increas¬ 
ing  at  the  same  rate  as  it  has  in 
the  past. 

“The  recession  has  a  way  of 
slowing  everything  down,”  says 
Steven  Fogle,  a  partner  at  the  Al¬ 
exander  Group,  a  management 
search  firm  in  San  Francisco. 

Figures  from  the  U.S.  Bureau 
of  Labor  Statistics  confirm  that 
IS  salaries  are  increasing  (see 
story  at  right),  but  IS  chiefs  note 
that  companies  are  not  hiring  or 
replacing  people  at  the  same  rate 
as  in  the  past.  When  they  do, 
they’re  under  more  pressure  to 
justify  it. 

To  ensure  that  top  IS  per¬ 
formers  continue  to  receive  de¬ 
cent  compensation  in  tough 
times,  therefore,  companies  are 
creating  a  variety  of  programs 
designed  to  reduce  their  com¬ 
pensation  costs.  That  means  IS 
workers  will  see  fewer  entry-lev¬ 
el  positions,  cuts  due  to  attrition 
and  corporatewide  wage  freezes. 
Seminole  Electric  Coopera¬ 


tive,  Inc.  in  Tampa,  Fla.,  cut  back 
on  its  number  of  entry-level  jobs 
and  used  attrition  to  keep  raises 
up  at  around  3.5%  last  year,  says 
William  Cross,  director  of  IS,  who 
oversees  a  staff  of  3 1 . 

“We  have  fewer  openings  to¬ 
day  than  we  did  two  to  three 
years  ago,”  Cross  says.  “If  some¬ 
one  leaves  the  company,  we  use 
that  as  natural  attrition.  If  we 
choose  to  replace  somebody,  we 
have  to  justify  the  position.” 

Furthermore,  senior  execu¬ 
tives  at  Seminole  Electric  had  to 
forego  their  bonuses,  a  sacrifice 
becoming  increasingly  common. 

The  IS  director  at  a  Los  Ange¬ 


les-based  publishing  company, 
who  asked  not  to  be  identified, 
says  department  heads  accepted 
a  wage  freeze  last  year  so  staff 
members  could  continue  to  re¬ 
ceive  raises,  though  those  were 
down  to  between  3%  and  5%  in¬ 
stead  of  the  usual  5%  to  6%. 

“The  wage  freeze  was  dis¬ 
cussed  with  the  department 
heads  before  it  was  implemented, 
and  we  all  agreed  that  it  seemed 
like  the  right  approach,”  the  IS 
director  says.  “It  showed  em¬ 
ployees  that  although  they  were 
not  getting  as  large  a  raise  as 
they  may  have  expected,  we’re 
willing  to  sacrifice  so  they  can 


Dollar  difference 


Average  weekly  earnings  for  IS  professionals  rose  to 
$792  in  1991  from  $744  in  1990  for  systems  ana¬ 
lysts,  software  specialists,  systems  planners,  project 
leaders  and  other  positions  categorized  as  “computer 
systems  analysts  and  scientists,”  according  to  Diane 
Herz,  an  economist  at  the  U.S.  Bureau  of  Labor  Statistics  in 
Washington,  D.C. 

On  the  operations  side,  weekly  earnings  were  $755  last  year, 
compared  with  $696  in  1990.  While  the  average  yearly  increase 
for  both  operations  and  systems  analyst  salaries  has  been 
37.4%,  Herz  notes  that  increases  in  operations  salaries  are  not 
keeping  up  with  those  for  analysts.  From  1983  to  1991,  weekly 
earnings  in  operations  increased  28.4%,  compared  with  a 
51.1%  increase  for  analysts. 

LESLIE  GOFF 


have  it.  We’re  all  in  this  together. 
It’s  a  team  environment.” 

At  Cincinnati  Milacron,  Inc.,  a 
discrete  manufacturer  of  ma¬ 
chine  tools  and  plastic  process¬ 
ing  machinery,  a  company¬ 
wide  wage  freeze  and  a 
furlough  program  went 
into  effect  last  year. 

Even  so,  there 
was  no  change 
in  the  IS  turnover 
rate  last  year. 

Mary  Jo  Burnes,  di¬ 
rector  of  corporate  IS  at 
the  Cincinnati-based  compa¬ 
ny,  says  normal  average  raises 
of  3%  to  4%  are  back  in  place  this 
year,  but  the  company  —  like 
Seminole  Electric  —  is  using 
natural  attrition  to  reduce  com¬ 
pensation  costs.  Prior  to  the 
wage  freeze,  the  company,  which 
has  been  hurt  by  the  decline  in 
the  defense  budget,  had  gone 
through  pay  cuts,  layoffs  and  pre¬ 
vious  furlough  programs. 

Consequently,  Burnes  says, 
“I’m  finding  some  discrepancies 
between  the  salaries  corporate 
IS  people  have  enjoyed  in  the  past 
and  what  people  in  the  user  de¬ 
partments  feel  is  appropriate.  ’  ’ 

However,  while  companies  are 
seeing  to  it  that  IS  staffs  continue 
to  make  decent  wages,  they  are 
not  giving  the  money  away.  With 
less  money  to  go  around  and  an 
economy  that  discourages  job 
hopping,  compensation  will  be 


more  closely  tied  to  performance 
than  ever  before. 

In  fact,  Roger  O’Connor,  a 
consultant  at  Edward  Perlin  As¬ 
sociates,  a  New  York-based  com¬ 
pensation  firm,  estimates  that 
turnover  rates  in  IS  departments 
last  year  hovered  in  the  single  fig¬ 
ures  —  at  approximately  9%. 

As  a  result,  many  IS  directors 
agree  that  it  has  become  less  im¬ 
perative  to  offer  non-per- 
formance-related  finan¬ 
cial  incentives  as  a 
way  of  retaining 
employees. 
“Overall 

company  perfor¬ 
mance  will  be  a  big¬ 
ger  component  of  the 
award  determination”  in 
the  management  incentive 
program  at  Tribune  Broadcast¬ 
ing  Co.  in  Chicago,  says  Bill  Mur¬ 
ray,  the  company’s  director  of  IS. 
Regular  yearly  raises  were  lower 
than  average  last  year,  and  re¬ 
wards  for  performance  will  now 
be  more  carefully  administered. 

“We  try  hard  to  recognize 
performance,”  Murray  adds. 
“Part  of  that  must  be  in  the  form 
of  dollars  in  addition  to  a  pat  on 
the  back  and  recognition  among 
peers.  But  we’re  definitely  trying 
to  be  more  prudent  about  in¬ 
creases. 

“One  thing  that  will  translate 
into  is  a  gap  between  marginal 
performers  and  excellent  per¬ 
formers.  The  gap  will  become 
more  obvious  by  the  way  we  ad¬ 
minister  increases.” 


Goff  is  a  New  York-based  free-lance 
writer. 


Programmer/Analysts 

Outstanding  career  opportunities  are  yours  when 
you  join  the  team  at  Systems  &  Programming  Consul¬ 
tants.  SPC  provides  a  complete  range  of  contract  and 
consulting  services  from  offices  in  Atlanta,  Charlotte, 
Nashville,  Orlando  and  Tampa.  We  currently  have 
professional  opportunities  for  programmer/analysts 
with  a  minimum  of  two  years  experience  in  any  of  the 
following  areas: 


nrq 

IMS  DB/DC 
TAL 

COPICS 


HOGAN 

DB2 

CASE 


CSP 

IDMS/ADSO 
CA  DEPOSITS 


Send  or  fax  a  resume  (Attn:  Dept.  R-3)  today, 
including  the  office  location  you  prefer. 


S  &  PROGRAMMING  CONSULTANTS 


“ Joining  Forces  To  Reach  New  Heights" 

212  South  Tryon  Street  •  Charlotte,  NC  28281 
Fax  704/345-9050 


Give  Your  Career 
Maximum  Impact. 

As  specialists  in  the  design,  sales,  and 
support  of  some  of  the  world's  leading 
financial  automation  systems,  ISC-Bunker 
Ramo  has  the  following  opportunities 
available  for: 

Sr.  Technical  Support  Engineers 

In  this  key  position,  you  will  be  installing 
and  configuring  feature  adds  as  well  as 
tape  and  hard  disc  subsystems  on  IBM 
AS400's.  Requires  a  minimum  of  2  years' 
experience  in  the  hardware  maintenance 
and  configuration  of  AS400  systems.  This 
position  requires  at  least  50%  overnight 
travel.  Eventual  relocation  might  be  required. 

We  offer  a  very  competitive  compensation 
and  benefits  package.  If  you  would  like  to 
be  considered,  please  FAX  or  mail  your 
resume  and  salary  history  to:  ISC-Bunker 
Ramo,  Attn:  Human  Resources-CW, 

P.O.  Box  TAF  C-8,  Spokane,  WA  99220, 
FAX  (509)  927-5107.  We  are  an  equal 
opportunity  employer. 

ISC-BUNKER  RAMO 

An  Oftrattl  Company 
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Analysts 


Don't  Hold  Yourself  Back!! 

The  most  creative,  exciting  place  to  be  is  in 
development.  We  are  a  renowned,  national  con¬ 
sultancy  with  permanent  opportunities  for  talent¬ 
ed  computer  professionals  to  work  in  our  state- 
of-the  art  environments.  If  you  possess  2+  years 
of  experience  in: 

•  PL/1  or  COBOL  with  IMS  or  DB2 

•  VM,  CMS,  REXX 

•  OS/2,  PRESENTATION  MANAGER 

•  VM  SYSTEMS  PROGRAMMING 

•  MVS  SYSTEMS  PROGRAMMING 
.  VTAM,  NCP,  NETVIEW 

•  UNIX,  C 

We  would  like  to  hear  from  you.  With  current 
openings  in  CT,  FL.  GA,  MD.  NC.  NJ,  NY.  PA. 
SC  &  VA,  we  can  offer  you  the  chance  to  move 
ahead.  We  offer  highly  competitive  salaries  and 
comprehensive  benefits  package.  Please 
call/send/  fax  your  resume  to: 


DATRONICS,  INC. 


301  Route  17  P.O.  Box  14492 

Rutherford,  NJ  07070  RTP.  NC  27709 

(201)939-3438  (919)990-9000 

Fax:(201)939-7062  Fax:(919)990-9004 

Equal  Opportunity  Employ m 
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INDUSTRY CURRENTS 

Supporting  worker  education 

Opportunities  for  systems  professionals  in  user  training  classes  on  rise 


BY  EMILY  LEINFUSS 

SPECIAL  TO  CW 


Thomas  Ryan  is  on  a  mis¬ 
sion.  He  is  deeply  into 
evaluating  object-ori¬ 
ented  databases,  object- 
oriented  programming 
environments  and  graphical  user 
interfaces,  all  with  the  intent  of 
eventually  developing  an  enter¬ 
prisewide  information  support 
system  that  will  help  train  and 
make  employees  at  his  firm  more 
effective. 

Ryan,  a  software  engineer  in 
education  and  professional  ser¬ 
vices  at  Amdahl  Corp.  in  Sunny¬ 
vale,  Calif.,  is  one  of  a  growing 
number  of  information  systems 
people  who  are  becoming  special¬ 
ists  in  end-user  education. 

In  doing  so,  Ryan  is  stepping 
down  a  new  and  important  career 
path  for  systems  analysts  and  de¬ 
velopers,  where  “the  real  push 
will  be  in  improving  the  produc¬ 
tivity  of  the  worker,”  he  says. 
Ryan  is  using  his  skills  to  address 
the  growing  awareness  within 
corporations  of  a  serious  lack  of 
effective  training  and  education. 

Reaching  out 

“Systems  people  have  a  unique 
opportunity  to  communicate  how 
to  use  technology  to  people  who 
are  not  technical,”  says  Rose¬ 
mary  Gaffney,  senior  consultant, 
information  services  at  Colgate- 
Palmolive  Co.  in  New  York.  Gaff¬ 


ney  has  a  mainframe  software 
development  background  but  is 
moving  toward  instructional  de¬ 
sign  and  development  at  Colgate. 

She  points  to  systems  analysis 
skills  —  the  ability  to  break  a 
subject  into  pieces  or  steps;  to 
understand  the  relationships  be¬ 
tween  the  steps  to  achieve  a  goal; 
and  the  understanding  of  how  a 
computer  works  —  as  crucial  for 
developing  educational  software 
and  systems. 

Ryan’s  efforts  involve  com¬ 


puter  systems  that  support  user 
requirements  for  information 
right  when  that  information  is 
needed. 

Ryan’s  first  project  is  to  devel¬ 
op  an  electronic  performance 
support  system  (EPSS)  for  his 
company’s  field  engineers. 

An  EPSS  is  an  electronic  envi¬ 
ronment  that  integrates  knowl¬ 
edge,  processor  methodology, 
software  tools  and  data  with  the 
objective  of  making  information 
easily  available  to  workers  at  the 


moment  of  need,  says  Gloria 
Gery,  an  independent  consultant 
who  works  with  companies  in 
workplace  education  and  perfor¬ 
mance  support. 

“The  goal  of  an  EPSS  is  to  en¬ 
able  people  with  limited  or  no  ex¬ 
perience  [using  computer  sys¬ 
tems  or  databases]  to  perform  as 
if  they  knew  what  they  were  do¬ 
ing,”  she  says. 

Ryan’s  prototype  EPSS  will 
incorporate  all  the  information 
necessary  to  maintain  and  fix  the 
myriad  of  systems  that 
his  firm’s  2,000  field 
engineers  are  responsi¬ 
ble  for  repairing.  He  is 
designing  it  to  give  the 
engineer  immediate  ac¬ 
cess  to  the  information 
needed  to  fix  a  machine. 

Rich  Schmetter, 
manager  of  field  educa¬ 
tion,  design  and  devel¬ 
opment  at  Amdahl,  says 
he  sees  a  real  need  for 
these  systems  and  for  people 
with  the  skills  to  design  them. 

Computer-based  training  of¬ 
fers  great  promise  and  opportu¬ 
nity  for  IS  professionals,  even 
when  it  is  not  at  an  enter¬ 
prisewide  level.  In  fact,  a  number 
of  innovative  IS  departments,  as 
well  as  pockets  of  IS  profession¬ 
als,  are  answering  the  training 
call. 

Usually  these  programs  are 
still  near  the  forefront  of  technol¬ 
ogy  strategy.  They  are  typically 


Even  companies 

that  are  not  yet  toying 
with  advanced 
technologies  see  the  value  in 
having  systems  profes¬ 
sionals  working  on  computer- 
based  training. 


based  on  open  systems  with  a 
client/server  methodology  and 
use  object-oriented  technology, 
expert  systems,  interactive  sys¬ 
tems,  hypertext  languages  and 
multimedia,  says  Chick  Bisberg, 
president  of  Two-Party  Systems, 
Inc.,  an  IS  recruitment  firm  in 
Livingston,  NJ. 

For  instance, take 
Kim  Dodd,  technical 
director  of  computer 
science  at  The  Trav¬ 
elers  Corp.  in  Hart¬ 
ford,  Conn.  Dodd  is 
developing  multime¬ 
dia  training  pro¬ 
grams  there.  One  of 
her  department’s  goals  is  to  cre¬ 
ate  just-in-time  Help  function  as¬ 
sistance  for  the  company’s  work¬ 
station  users. 

Dodd  says  there  is  an  inte¬ 
grated  career  path  for  her  at  The 
Travelers.  As  an  IS  professional 
supporting  the  systems  division, 
she  helped  develop  the  worksta¬ 
tions;  therefore,  she  had  the  op¬ 
portunity  to  learn  about  multi- 
media,  and  she  has  part  of  the 
responsibility  for  training  devel¬ 
opment. 

Getting  involved 

It  was  the  nature  of  the  advanced 
systems  —  in  this  case,  OS/2  de¬ 
velopment  —  that  compelled  IS 
people  to  get  involved  in  training 
development  at  Policy  Manage¬ 
ment  Systems  Corp.,  according 
to  Michael  Mazen,  manager  of 
professional  training  and  develop¬ 
ment  at  the  Columbia,  S.C.- 
based  insurance  firm. 

During  the  past  two  years, 
Policy  Management  Systems  has 
begun  to  develop  a  new  genera¬ 
tion  of  products.  The  firm  boasts 


one  of  the  largest  OS/2  shops  in 
the  world,  and  its  IS  people  were 
anxious  to  be  involved  with  not 
only  the  development  of  the  new 
systems  but  the  training  for  them 
as  well. 

“IS  people  have  been  moving 
more  into  the  instructional  de¬ 
sign,  course  building 
and  educational 
types  of  activities  on 
the  project,”  Mazen 
says. 

Even  companies 
that  are  not  yet  toy¬ 
ing  with  advanced 
technologies  see  the 
value  in  having  sys¬ 
tems  professionals  working  on 
computer-based  training. 

At  Humana,  a  health-care  or¬ 
ganization  in  Louisville,  Ky., 
Barbara  Merrifield,  now  senior 
manager  of  computer-based  edu¬ 
cation,  came  from  the  systems 
end  of  the  business.  She  has  been 
designing  computer-based  train¬ 
ing  software  for  three  years  to 
teach  people  in  hospitals  how  to 
use  Humana’s  financial  systems. 

“Developing  computer-based 
software  is  no  different  from  pro¬ 
gramming.  To  develop  any  pro¬ 
gram  you  have  to  go  through  cer¬ 
tain  steps.  You  have  to  program 
the  screens,  think  about  your  tar¬ 
get  audience  and  design  the  sys¬ 
tem  accordingly,”  Merrifield 
says. 

Merrifield  says  she  sees  mul¬ 
timedia  and  interactive  technol¬ 
ogies  as  the  wave  of  the  future  for 
training,  although  she  says  they 
have  been  slow  in  coming  to  Hu¬ 
mana. 


Leinfuss  is  a  free-lance  writer  based  in 
Sarasota,  Fla. 


THE  POWER  OF 
INFORMATION 

When  it  comes  to  salary  information  in  the  information  systems,  accounting, 
finance  and  banking  professions,  there's  nothing  more  powerful  than  the 
1992  Robert  Half® and  Accountemps® Salary  Guide.  Find  out  about  the  latest  hiring 
and  retention  strategies  from  the  world's  leading  financial  personnel  specialists. 
Call  your  local  Robert  Half  office  for  your  FREE  copy  or  call  toll  free  today: 

In  USA:  800-458-5700  Ext.  100 
In  Canada:  800-463-4253 


Specialized  Recruitment  For  The 
Information  Systems  Profession 


©  1991  Robert  Half  International  Inc 
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COMPUTER  CAREERS 


SAUDI  ADAD1A 


AL-HEJAILAN  MAHBOB  Joint  Venture 

The  following  positions  v,  are  available  immediately  to 
qualified  applicants.  Excellent  tax-free  salary,  free  housing, 
free  medical,  42  vacation  days  and  generous  travel  package. 

SENIOR  LIBRARIAN  BS  or  higher  in  Library  Science  and 
10  years  experience  coordinating  the  supply  of  technical  and  scientific 
information  to  the  research  staff.  Acquisition,  indexing  &  abstracting 
publications,  books,  periodicals,  reports  and  abstracts. 

INFORMATION  SPECIALIST  BS  in  Library  Science 
or  Industrial  Engineering.  10  years  experience  cordinating  the  supply 
of  technical  &  scientific  information,  developing  storage  &  retrieval 
systems  and  utilizing  and  installing  systems  for  advanced  information 
technology  equipment 

INFORMATION  ANALYST  BS  in  Computer  Science 
and  10  years  experience  in  systems  analysis/information  analysis.  Be 
able  to  perform  general  system  analysis  for  large  scale  systems.  Have 
knowledge  of  retrieval  &  storage  systems. 

SYSTEMS  DESIGN  ANALYST  &  DATABASE 

PROGRAMMER  BS  in  Engineering  or  Computer  Science. 
Experience  in  Relational  Database  conceptual  design,  development  & 
graphic  linkage  to  a  database  &  screen  menu  designs.  Experience  in 
CADD  in  the  petrochemical/engineering  fields.  Capable  of  perform¬ 
ing  system  evaluations  and  system  configurations. 

INTERGRAPH/UNIX  C'  PROGRAMMER  bs  in 

Engineering  or  Computer  Science.  3-5  years  experience  programming 
in  'C  under  the  Intergraph  operating  systems.  Experience  developing 
GUI-based  applications  such  as  'X'-Windows  or  Windows  3. 

DATABASE  AND  C’  PROGRAMMER  bs  in 

Engineering  or  Computer  Science.  3-5  years  experience  designing  and 
writing  database  programs  along  with  SQL  experience.  Must  have  ex¬ 
perience  with  the  Unix  operating  system. 

SYSTEMS  ENGINEER  BS  in  Engineering  or  Computer 
Science.  3-5  years  experience  in  computer  systems  intergration  for 
the  petrochemical  industry.  Able  to  perform  system  evaluations  and 
system  configurations. 

GRAPHIC  QUALITY  ASSURANCE  LEADER 

Requires  3-5  years  experience  in  the  petrochemical  field  working  with 
Intergraphic  graphic  software  packages  such  as  I.GD.S. 

CADD  OPERATORS  Petrochemical  drafting  and  design 
background  with  a  minimum  of  1  year  CADD  experience. 

VIDEO  EDITING/GRAPHIC  SPECIALIST  Must 

have  a  4  year  technical  or  professional  degree  in  related  field  and  5 
years  experience  in  active  production  environment  (graphic  artist  with 
an  emphasis  on  video  production).  Experience  operating  Macintosh 
Ilfx,  Hex  or  Quadra  workstation  complete  with  3D  scanners  and  pub¬ 
lishing  software  for  the  organization,  preparation  and  production  of 
corporate  level  presentations  in  various  medias.  Working  knowledge 
of  lithographic  and  video  industries  and  capable  of  participating  in 
video  "capture"  productions  in  VHS  format. 


Your  resume  must  include  a  daytime  telephone  number  in 
order  to  be  considered.  If  you  are  not  serious  about  working 
overseas,  don't  apply.  Serious  candidates  will  be  able  to  depart 
within  3  to  5  weeks.  Resumes  (including  salary  history)  to: 

THE  LESLIE  CORPORATION 

10700  North  Freeway,  Suite  370-M,  Houston,  Texas  77037 

FAX  (713)  591-0921  OR  (713)  591-1984 


TITAN  CONSULTING  SERVICES,  THE  PREMIER  CASE  CONSULTING 
COMPANY  IN  THE  SOUTHWEST  IS  EXPANDING. 

In  order  to  meet  the  growing  demand  for  our  services  in  Dallas  and 
selected  cities  nationwide,  we  need  individuals  with  a  proven 
professional  track  record  and  practical  experience  in  the  following 
skills: 

ISP,  Strategic  Information  Planning 
IEF  BAA,  BSD,  TD,  Construction  and  Methodology 
IEW/ADW  BAA,  BSD,  Code  Generation  and  Methodology 
Repository  Manager  and  AD/Cycle  toolsets 
Data  Modelers  familiar  with  IEF,  IEW/ADW,  Bachman  or  Excelerator 
Reverse  Engineering  and  Artificial  Intelligence 
Instructors  for  our  CASE  curriculum 

We  offer  full  benefits,  medical,  dental  and  401  (k),  to  experienced 
professionals  who  have  the  ability  to  both  lead  and  work  as  part  of  a 
successful  team.  Sorry,  no  entry  level  positions,  you  must  have  hands 
on  CASE  experience. 

Mail  resume  to  Human  Resources,  TITAN  Consulting  Services,  15301 
Dallas  Parkway.  LB32;  Dallas,  TX  75248. 


Higher 
Aspirations? 
Join  the 

StorageTek  Team 
in  Colorado 


StorageTek,  ideally  located  between  Boulder  and  Denver,  is 
the  world  leader  in  the  design  and  manufacture  of  high-perfor¬ 
mance,  large-scale,  computer  peripherals,  and  growing  fast. 
With  the  unveiling  of  Iceberg,  our  revolutionary  new  library  sys 
tern  that  offers  storage  space  for  an  unprecedented  amount  of 
computer  data,  and  the  announcement  of  the  development  of 
nearly  a  dozen  new  tape  products,  we've  created  a  dynamic 
work  environment  that’s  both  exciting  and  challenging.  These 
next  generation  products  will  secure  our  future  for  years  to 
come  and  offer  you  a  new  course  for  your  career. 

Systems  Test  Manager 


Information 

Systems 

Director 

City  of  Seattle/Dept, 
of  Administrative  Services 

Salary  range  $61,512- 
$71,400.  Administer  Data  Pro¬ 
cessing  Division  responsible  for 
technical  oversight  of  the  City's 
centrol  data  processing  func¬ 
tions.  Main  processor  is  IBM 
ES9000,  model  9021  running 
MVS-ESA.  Requires  BA  in  related 
field;  6  yrs  progressively  respon¬ 
sible  experience  developing  and 
managing  large,  complex  DP 
projects  ind  on-line  database 
applications;  upper-level  mana¬ 
gerial  experience  in  DP  equip¬ 
ment/software/data  communica¬ 
tions,  financial  mgt,  cost  recov¬ 
ery,  rate  setting  and  budgeting,- 
long  range  planning,-  and  ability 
to  work  effectively  with  execs, 
elected  officials,  clients  and  di¬ 
verse  workforce.  Call  (206) 
684-0579  for  informational  bro¬ 
chure.  To  apply,  send  resume 
and  cover  letter  to  Jean  Mayes, 
Human  Resources  Services  Mgr, 
Dept  of  Administrative  Services, 
Alaska  Building  12th  floor,  618 
2nd  Ave,  Seattle  98104-2214 
by  March  31,1 992.  AA/EOE 


•  Responsible  for  performance  and  capacity  planning  in  a 
large-scale  IBM,  MVS  environment. 


•  Requires  a  BS  degree  or  equivalent  with  5+  years  as  a 
manager  in  a  development  or  test  environment.  IBM  experi¬ 
ence  a  must,  UNIX  experience  a  plus.  IBM  performance 
management  experience  desired. 

Software  Engineers 

We  also  have  these  engineering  positions  available: 

•  Responsible  for  performance  and  capacity  planning  in  a 
large-scale  IBM,  MVS  environment. 

•  Responsible  for  testing  of  software  and  hardware  peripheral 
product  attaching  to  UNISYS  2200CPU. 

•  Responsible  for  developing  evaluation  plans  on  the  perfor¬ 
mance  and  functionality  of  SCSI  and  network  attached 
peripheral  products  in  a  UNIX  environment. 

These  positions  all  require  a  BS  degree  or  equivalent  with  5+ 
years  experience. 

StorageTek  offers  a  competitive  salary  and  comprehensive 
benefits  package,  including  relocation  experience.  Please 
send  your  resume  to:  Storage  Technology  Corporation, 
Department  CW255/DBQ,  2270  S.  88th  St.,  Louisville, 
Colorado  80028-3159  or  FAX  to  (303)  673-5629.  We  are  an 
equal  opportunity  employer.  No  agencies  please. 


HEAD 
FOR  THE 
MOUNTAINS! 

Immediate  contract 
opportunities  In  Colorado 

•  OS/2  TESTERS 

•  Cobol,  JCL,  DB2  or  IMS 

•  DOS  &  MVS  TESTERS 

•  Cobol  II.  DB2.  CICS 

•  MS  Windows  (SDK) 

•  MVS,  Unix,  C.  X-Wlndows 

•  MS-DOS,  C,  Foxpro  2,  dB  IV 

•  Adabase/Nat  2.  Cobol.  CICS 

•  Choreographer 

•  Oracle,  Sybase,  or  Ingres 

•  Testing,  Lan,  Wan,  SNA,  Lu  6.2 

•  IBM  Imageplus 

•  X.25/Fax  Interface 

•  C++ 

Immediate  opportunities  with 
Fortune  100  client  companies  lo¬ 
cated  In  Colorado.  At  least  two 
years  experience  required.  Top 
rates.  Call  TODAY. 


The  Experts 

5105  DTC  Parkway,  Ste.  325 
Englewood.  CO  801 1 1 
800-886-0800 
FAX  303/843-0994 
Equal  Opportunity  Employer 


The  Information  Storage 
and  Retrieval  Company. 


AS/400 


DATA  PROCESSING  CONSULTING 

(Research  Programmer) 

Administrative  Information  Systems  and  Services 
University  of  Illinois 

Administrative  Information  Systems  and  Services  has  several  (3)  open¬ 
ings  for  data  processing  consulting  at  the  Chicago  campus.  This  is  an 
outstanding  opportunity  for  experienced  consultants  to  join  a  prog¬ 
ressive,  state  of  the  art  computer  organization  to  confer  with  customers 
of  the  Client  Support  Services  function.  (This  position  carries  the  aca¬ 
demic  professional  title  of  Research  Programmer). 

Responsibilities  include: 

•  Automate  and  integrate  office  computer  systems  from  desktop 
intelligent  workstations  to  mainframes 

•  Be  a  liaison  with  vendors 

•  Analyze  needs  of  campus  community  for  the  office  systems 
requirements 

B.S.  required  and  2  years  minimum  experience  with  high  level  project 
management  experience,  demonstrated  skill  in  interfacing  all  levels  of 
clients.  Preference  will  be  given  to  M.S.  and  8  years  experience.  Re¬ 
quires  working  knowledge  and  experience  in. 

LANS:  Token  Ring  or  Ethernet.  LAN  Administration:  3  COM,  LAN  Man¬ 
ager,  or  Netware.  Microsoft  Windows:  Extra!,  Excel,  and  Word  Perfect. 
SQL  Servers:  Microsoft,  Oracle,  or  Gupta,  Hardware:  Apple  Macintosh 
and  IBM  PS/2  (or  other  386).  Business  analysis  skills. 

Please  submit  letter  of  application,  resume  and  three  letters  of  refer¬ 
ences  no  later  than  March  27,  1992  to:  L.  Maxine  Hayden,  Assistant  Di¬ 
rector,  Administrative  Information  Systems  and  Services,  911  South 
Sixth  Street,  Champaign,  Illinois  61820 

The  University  of  Illinois  is  an 
Affirmative  Action/Equal  Opportunity  Employer. 


800-582-JOBS 
TEL  (212)967-2910 
FAX  (212)967-4205 

124  W.  30th  St.  Suite  #302 
New  York,  N.Y.10001 


SOFTWARE  ENGINEER  -  40 
hrs./wk.,  8am-5pm,  $40,000  00 
per  yr.  To  analyze,  design,  de¬ 
velop  and  implement  Telecommu¬ 
nications  software  applications 
systems  utilizing  IBM  3090  main¬ 
frame,  CICS.  DB2,  VSAM,  TSO. 
ISPF,  SDF  II  and  INTERTEST 
software,  COBOL  II  language  and 
MVS/ESA  operating  system  Re¬ 
quires  Bachelor's  degree  in  Com¬ 
puter  Science,  Electrical  or  Me¬ 
chanical  Engineering,  three  years 
experience  in  job  offered  or  three 
years  experience  as  Systems  An¬ 
alyst/Programmer.  Experience 
must  include  work  with  IBM  3090. 
CICS  and  DB2  "Employer  Paid 
Ad."  Send  resume  to:  7310 
Woodward  Avenue.  Room  415, 
Detroit.  Michigan  48202  Ref.  No.: 
11792. 
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SYBASE 

DDN 

OS/2  OOD 
C  RDB 
C++  GUI 
CICS  CSP 
RDB  DBA 
IEF 
DB2 
FOCUS 
FOXPRO 
OS/2  LANS 
C:  VM/MVS 
GUPTA  SQL 
7935A 


COMSYS 


Atlanta,  Colorado  Springs, 
Research  Triangle, 
Phoenix  &  Washington,  DC 


Dept.  CW 
P.O.  Box  7947 
Oxi Oxen  burg,  MD 
20898-7947 
F«x:301/921-3700 
.  800-9COMSYS j 


NACCB  Member 


Pick  Your  Location 
100+  Careers 
Nationwide 

Because  we  specialize!  We 
understand  your  need  for 
career  growth,  paid  reloca¬ 
tion,  training,  access  to 
SYNON,  CASE  tools,  top 
Sompensation.  Now  is  the 
time!  Use  our  knowledge  to 
advance  your  career.  As  the 
publisher  of  AS/400  Career 
N  ews,  we  track  over  1 0,000 
sites  nationally.  100  of  our 
top  clients  are  currently  ex¬ 
panding!  1  plus  yr.  AS/400 
COBOL,  RPGIII  exp.reqd. 

Paul  Morris  Personnel 

1-800-220-1044 


DATA 

PROCESSING 

Programmer  Analyst  with  CO¬ 
BOL,  SQL,  4GL  and  large  scale 
computer  exp  for  OREGON 
STATE  UNIVERSITY.  Small 
team  environment  of  profes¬ 
sionals  implementing  adminis¬ 
trative  computing  systems. 
Exp.  writing  COBOL  programs  in 
an  online  interactive  environ¬ 
ment  using  structured  tech¬ 
niques  required.  SQL,  Oracle 
and  SCT/BANNER  experience 
preferred.  Starting  salary  mid 
20's.  Contact:  Dept,  of  Human 
Resources,  OSU,  Corvallis,  OR 
97331-2132.  (503)  737-3103 
for  applications  and  announce¬ 
ment.  Applications  due  3/27/ 
92.  AA/EOE  in  compliance  with 
Section  504  of  the  Rehabilita¬ 
tion  Act  of  1973. 
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World-Class 

Opportunities 


Throughout  the  U.S. 

AGS,  a  NYNEX® Company,  is  a  recognized  leader  in  the  design  and 
implementation  of  applications  and  systems  software.  We  employ 
over  2,500  computer  professionals  in  50  offices  in  the  U.S.,  Canada 
and  England. 

We  currently  have  opportunities  for  computer  professionals  who  are 
eager  to  begin  a  world-class  career  by  joining  a  group  of  AGS's  top 
performers.  Immediate  opportunities  exist  for  professionals  with  at 
least  one  year  of  experience  in  design,  development  and  program¬ 
ming  with  one  or  more  of  the  following: 


c 

C++ 

UNIX* 

LAN  Implementation 
OS/2 

WINDOWS 


•  SYBASE 

•  DB2 

•  SQL 

•  NOMAD  2 

•  Project  Management 

•  TOKEN  RING 


Some  positions  may  require  candidates  to  qualify  for  ISSA.  A  BS 
degree  strongly  preferred.  AGS  offers  competitive  salaries  along 
with  a  comprehensive  benefits  package.  For  immediate  consider¬ 
ation,  please  contact: 

Sandra  Keeler 

Sr.  Technical  Resources  Mgr. 
AGS  Information  Services,  Inc. 
2010  Corporate  Ridge,  Ste.  700 

A  NYNEX®Company  Mciean,  va  22102 

An  Equal  Opportunity  Employer  M/F/H/V  *UNIX  is  a  tm  of  AT&T 

Arizona  California  Colorado  Connecticut  Delaware  Florida  Georgia  Illinois  Indiana  Maryland  Massachusetts 
Michigan  New  Jersey  New  York  North  Carolina  Ohio  Pennsylvania  Texas  Canada  UK 


COMPUTER  PROFESSIONALS 

Bath  Iron  Works  Corporation  is  one  of  the  nation’s  leading  shipbuilders  and  Maine's  largest  private 
employer  with  over  10,000  employees.  Our  Information  Systems  Division,  with  over  200  professional 
and  support  personnel,  is  involved  with  an  extremely  wide  range  of  computer  technology  applications 
in  a  manufacturing  environment.  As  a  result  of  our  shift  from  mainframe  development  to  workstation 
platforms,  and  our  introduction  of  point  of  occurrence  data  collection  in  a  client/server  architecture, 
several  immediate  opportunities  exist  for  people  with  the  following  backgrounds. 


PRODUCTIVITY  SUPPORT 

Implementation  and  maintenance  of: 

•  4  GLs 

•  LAN/Client  Server  architecture 

•  SQL 

•  Hardware/Software 

•  Workstation  Technology 

•  DOS/OS2,  Novell,  Windows 
Advanced  Revelation  and  Data  Communications 
experience  highly  desirable 

SYSTEMS  ARCHITECTURE  & 

DEVELOPMENT 

•  AS400  COBOL  and  SYNON 

•  IBM  3090  MVS/ESA 

•  CICS  COBOL,  CA IDEAL/DATACOM,  IMS,  DB2,  FOCUS 

•  Information  Engineering/CASE,  Business  Re¬ 
engineering 

•  Financial  Applications  -  Global,  Millenium, 

Genesys,  D&B 

•  MRP  II  and  Cost/Schedule  Control  Systems 

•  Integrated  Logistic  Support  and  Configuration 
Management  Systems 

Candidates  are  urged  to  submit  a  cover  letter  and  resume  Immediately  to: 

Mr.  Martin  Johnsen,  D/47CW 


BATH  IRON  WORKS  CORPORATION 

700  Washington  St. 

Bath,  Maine  04530 
1-800-633-6700 


DATA  BASE  ANALYSIS 

•  IMS  Support  functions  including  definition,  re¬ 
organization,  maintenance  and  software 
installation 

•  DB2,  VSAM  tuning  experience  desirable 

•  3+  years  experience 

CAD/CAM  ANALYSIS 

•  Oracle  •  CADDS 

• C  •  AUTOCAD 

•  UNIX  •  Sun  SparcStation 

Bath  Iron  Works  is  located  on  the  coast 
in  Bath,  Maine,  approximately  one 
half  hour  from  Portland  and  two 
hours  from  Boston.  BIW  offers  an 
excellent  compensation  package 
including  relocation  assistance. 

Come  join  us  in  an  area  that 
offers  an  outstanding  commu¬ 
nity  lifestyle  in  a  four  season 
environment. 


PRINCIPALS  ONLY 

U.S.  Citizenship  Required  •  An  Equal  Opportunity  Employer  M/F/V/D 
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ECHNICAL  SYSTEM 

SPECIALISTS 


Major  corporation  headquartered  in  New  Orleans  has  two  positions  for 
technical  systems  specialists.  The  positions  will  serve  software  experts 
on  system  designs  and  implementations,  preparing  functional  specifica¬ 
tions  and  technical  designs  for  applications,  software,  business  and/or 
computer  planning  architecture  including  design  and  integration. 

Successful  candidates  will  have  a  BS  in  Computer  Science,  mathematics, 
engineering,  science,  business  or  equivalent  experience.  An  advanc¬ 
ed  degree  is  preferred.  Must  be  able  to  apply  new  information  system 
technologies  to  business  needs,  and  explain  this  to  non-technical 
management. 

Twelve  years  successful  experience  analyzing  and  implementing  diverse 
computer  applications  required.  Experience  should  include  technology 
evaluation,  computer  operations,  technical  support  and  applications 
development  in  large  scale  computer  environments  using  current  hard¬ 
ware,  software  and  telecommunication  technologies. 

Familiarity  with  LAN,  Client-Server  technology,  UNIX,  Windows,  Multi- 
Media,  Al,  CASE,  RDBMS,  and  development  tools  is  desired. 

We  offer  an  excellent  compensation  and  benefits  package.  For  considera¬ 
tion  send  resume  and  salary  requirements  to: 

Box  CW-77496,  Computerworld,  375  Cochituate  Road 
Framingham,  MA  01701-9171 

Equal  Opportunity  Employer  M/F/D/V 


INFORMATION  ENGINEERS 
NEEDED 

Claremont  Consulting  Group,  Inc.  is  one  of  the  fastest  growing  Systems 
Integration  companies  in  the  industry.  Claremont  specializes  in  systems  devel¬ 
opment  using  the  IEF  and  PACBASE  CASE  tools.  Headquarters  are  in  Oregon 
with  offices  in  California,  Illinois  and  Florida. 

Claremont  is  a  Strategic  Alliance  Partner  of  Texas  Instruments  and  is  currently 
looking  for  several  full-time  employees  with  IEF  experience  for  projects  devel¬ 
oping  across  the  Nation.  ...... 

*  One  year  full  life  cycle  IEF  experience 

Donniromontc*  (including  BAA,  BSD  and  Construction) 
Kequiremenis.  .  F|#xibility  to  travel/relocate 

*  Strong  work  ethics 

Claremont  offers  excellent  salaries,  career  development,  on-going  training, 
and  a  superior  benefits  package. 

Individuals  meeting  these  requirements, 
please  forward  your  resume  to: 

Susan  Mahony,  Central  Recruitant  Coordinator 
CLAREMONT  CONSULTING  GROUP,  INC. 
1 600  Northwest  Compton,  Suite  2 1 0 
Beaverton,  Oregon  97006 
FAX:  1503)  690-4004 
Equal  Opportunity  Employer 
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daremont 

Consulting  (»ix>ti|>.  Inc. 


SOFTWARE 

CONSULTANTS 

We're  The  Registry  a  dynamic,  rapidly  growing  Software 
Consulting  Company  with  unique  and  highly  challenging 
assignments  for  both  Software  Engineers  and  MIS 
programmers  at  all  levels  of  experience. 


SAN  FRANCISCO, CA 


NATIONAL 

ORACLE-ALL  LEVELS 
VAX/FOCUS 
TEL0N/DB2 
AS400/RPG400 
IDEAL/DATACOMM 
DATAVIEWS/X  MOTIF 

Contact:  Sue 
(800)248-9119 

FAX:  (61 7)  237-0723 

DURHAM, NC 

ORACLE/UNIX/C 

C++/UNIX 

SGML 

IDEAL/DATACOM 

PICK 

PRISM 

Contact:  Chris  Blair 
(800)338-9119 

FAX:  (919)  544-9668 

RICHMOND, VA 

TESSERACT 
DB2/APS 
IMS  DB/DC  COBOL 
COMMUNICATION 
UNIX/C/TCP-IP 
AS400/RPG  III 
Contact:  Susan 
(804)747-1000 
FAX:  (804)  747-61 82 


MCLEAN.  VA 

MS  WINDOWS 
0S/2-PM 
SYBASE 
SUN 

SQLWINDOWS 
Advanced  Revelation 

Contact  Bill 
(800)367-9119 

FAX:  (703)  790-8467 

WELLESLEY,  MA 

AS400/Cobol/RPG/Syspro 
ORACLE/SYBASE 
UNIX/Systems/Porting 
NETWORKS/Client  Server 
OOP  System  I 


Contact:  Meredith 
(800)248-9119 

FAX:  (617)  237-0723 

SAN  FRANCISCO,  CA 

ADA/C/RDB  -  Financial 
ACMS/RDB 
0S2/PM/C 
0RACLE-AII  Levels 
RDB/N0MAD  -  Financial 
C++ /X  WINDOWS 
Contact:  Mike 
(800)248-9119 
FAX:  (61 7)  237-0723 


ATLANTA.  GA 

IMS /DBA /DB/DC 
MILLENIUM  H.R.FA 
AS400/RPG  III 
FOCUS/Paradox/SYBASE 
VAX/RDB/ACMS 
370/ASSEMBLER 

Contact:  Jeff 
(800)255-9119 

FAX:  (404)  257-0566 

chicago.il 

AS400/BPCS/ SYNON 
DB2/CICS 
0S2/ PM /EASEL 
ORACLE 
SUN /SYBASE 
APS/ COBOL 

Contact:  Kyle 
(800)677-9119 

FAX:  (312)558-1388 


Member  NACCB 

An  Affirmative 
Action/Equal 
Opportunity  Employer 


The  Registry 


CONSULTANTS 
SHOULD  CONSULT 


Great  Consulting  Assignments 
and  Full  Time  Opportunities 
Please  send  resume  &  call: 

Mimi  Simon  Assoc 

90  West  St.  Suite  1105.  NYC  10006 

(212)  406-1705 
FAX  (212)  406-1768 


CONSULTANTS 

Immediate  Interviews 

•  DB2/CSP 

•  JD  EDWARDS 

•  TELON/DB2 

•  SUN  SYS  ADM. 
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PROFESSIONAL 


|  CONSULTING  NETWORK  | 

SAN  FRANCISCO  BAY  AREA 

We  have  multiple  openings  (or 
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INCRES/DBA/Prog 
DATA  MODELLERS 
IEF  Case 
ACMS/RdB 
MacApp 


NOMAD/VM/MVS 

IDMS 

DEC/VAX  Prog. 

BUS  ANALYSTS 
ORACLE/DBA,  Prog. 


595  Market  Street,  Suite  1400 
San  Francisco,  Ca  94105 
(415)  777-4321  •  Fax  777-8632 
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COMPUTER  CAREERS 


Computerworld/Corptech  Career  Index 

Technology  and  Services  hire  while  Manufacturing  fires 


Percent  change 
in  number  of 
employees  from 
November  1990  to 
November  1991 


‘Source:  U.S.  Department  of 
Labor,  Bureau  of  Labor 
Statistics,  December  1991 


“Source:  ©  Copyright  1991, 
Corporate  Technology 
Information  Services,  Inc., 
Woburn,  Mass. 


3% 


Looking  lor  a  career  move  with  growth  potential?  Enter  one  of  the 
country's  fastest  growing  job  markets  without  sacrificing  previous 
career  accomplishments  Plus  live,  work,  and  play  in  the  healthiest 
climate  anywhere!  If  you  have  2+  years  of  experience  and  your 
skills  are  in  one  of  the  following  technical  areas: 

IBM  MAINFRAME  UNIX  APPLICATIONS 

CICS/COB  C++  or  C  M&D  or  MSA 

IDMS/ADS-0  WINDOWS/GUI  SYBASE 

DB2/SQL  CLIENT/SERVER  JD  EDWARDS 

IMS/DB/DC  OTHER  AA/DCS 

MVS/ALC  INFORMIX  H0GAN 

S/P  MVS  ORACLE  TANDEM 

DEC  VAX  FOCUS  PATH/SCOB 

VMS/RDB  AS400/RPG  III  TAL/COMM 


Please  mail  your  resume  for  consideration  to. 
COMPUTERPEOPLE,  DEPT.  520 


12225  28th  St  N 
St  Petersburg.  FL  33716 

813*573*2626 
FAX  572-1153 

"Serving  the 
Tampa  Bay  Area” 


20  North  Orange  Ave., 
Suite  1400 
Orlando.  FL  32801 

407-236*9706 
FAX  843-8153 

"Serving  the 
Orlando  Area  " 


2005  N  W  62nd  St.. 
Suite  3. 

Ft  Lauderdale.  FL  33309 

800-777-8603 

305-771-8603 

"Serving  South  Florida 
&  Jacksonville" 
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CnmPUTERPEDPLE 

“  Your  Next  Job 
Is  Our  Business” 


ASSISTANT  DIRECTOR 

Administrative  Information  Systems  and  Services 
University  of  Illinois 

Administrative  Information  Systems  and  Services  has  an  opening  for  an 
Assistant  Director  in  the  Information  Center  in  Chicago,  available  imme¬ 
diately.  This  is  an  outstanding  opportunity  for  an  experienced  manager 
to  join  a  progressive,  state  ot  the  art  computer  organization  to  manage 
the  Client  Support  Services  function. 

Responsibilities  include: 

•  Automate  and  integrate  office  computer  systems  from 
desktop  intelligent  workstations  to  mainframes 

•  Be  a  liaison  with  vendors 

•  Develop  and  manage  human  and  financial  resources 

B.S.  required  and  4  years  minimum  experience  with  high  level  project 
management  experience,  demonstrated  skill  in  managing  people  and 
interfacing  with  executive  management.  Preference  will  be  given  to 
M  S.  and  10  years  managerial  experience.  Requires  working  knowledge 
and  experience  in: 

LANS:  Token  Ring  or  Ethernet.  LAN  Administration:  3  COM, 

LAN  Manager,  or  Netware,  Microsoft  Windows,  Extra!,  Excel, 
and  Word  Perfect.  SQL  Servers:  Microsoft,  Oracle,  or  Gupta. 
Hardware:  Apple  Macintosh  and  IBM  PS/2  (or  other  386). 

Please  submit  letter  of  application,  resume  and  three  letters  of  refer¬ 
ences  no  later  than  March  z7,  1992  to: 

L  Maxine  Hayden,  Assistant  Director,  Administrative  Information  Sys¬ 
tems  and  Services,  91 1  S.  Sixth  Street,  Champaign,  II 61820 

The  University  of  Illinois  is  an  Affirmative 
Action/Equal  Opportunity  employer. 


Hiring  Managers 

Recruit  qualified  computer  and  communica¬ 
tions  professionals  with  the  IDG  Communica¬ 
tions  Computer  Careers  Network  of  five 
leading  computer  newspapers.  For  more  de¬ 
tails.  Call  Lisa  McGrath  at: 

(800)  343-6474 

(in  MA,  508/879-07001 


Manufacturing* 


Transportation* 

Public 

: 

: 

Technology** 

. 

administration* 

Finance* 


Wholesale/Retail  trade* 


Services* 


COMPUTER  HORIZONS  CORP.  (CHC)  is  a  nation¬ 
wide  consulting  company  servicing  FORTUNE  100 
companies. 

We  are  experiencing  tremendous  growth  in  our  Ohio 
Valley  Region  (locations  below)  and  have  immediate 
and  continuing  requirements  for  individuals  who  pos¬ 
sess  the  following  skills: 

•  CICS  •  DB2  •  IMS 

•  CASE  TOOLS  •  APS  •  HOGAN 

•  VAX/COBOL  •  TANDEM  •  ADABAS/NATURAL 

CHC  offers  competitive  salaries,  attractive  benefits, 
and  relocation  assistance.  Qualified  applicants 
should  send  resumes  to: 


uu 


COMPUTER 
HORIZONS  CORP. 


4555  Lake  Forest  Dr.  Suite  396,  Cincinnati,  OH  45242 
ATTN:  Regional  Recruiting 

Offices  in:  Cincinnati,  Pittsburgh,  Cleveland,  Columbus, 
Dayton,  Indianapolis,  Kansas  City,  Louisville 

I Please  note  your  location  preference .1 


Senior  Systems  Engineer  respon¬ 
sible  for  analyzing,  designing, 
maintaining,  implementation  & 
testing  of  software  for  VAX/VMS 
systems.  This  position  involves 
travelling  to  various  customer 
sites  to  deliver  a  variety  of  soft¬ 
ware  support.  The  support  in¬ 
cludes  Network  Management, 
System  Tuning,  Programming, 
troubleshooting  of  VMS  systems, 
Package  Switching  Interface 
(PSI),  &  local  area  networks.  Spe¬ 
cific  tasks  will  include  installing  & 
troubleshooting  SNA  Gateway  & 
SNA  layered  products  (i.e.  termi¬ 
nal  Emulator,  Printer  Emulator,  & 
RJE  (i.e.  Remote  Job  Entry),  set¬ 
ting  up  Local  Area  Networks  (i.e. 
LAN)  of  IBM  ps/2s  &  PC/ATs  run¬ 
ning  DOS  &  OS/2  using  Path- 
works.  installing  Ultrix  with  TCP / 
IP,  establishing  communications 
between  VMS,  Ultrix,  &  UNIX 
based  systems,  testing  Path- 
works  for  DOS.  analyzing  system 
crash  dumps,  installing  &  trouble¬ 
shooting  PSI  &  VMS  System 
Management  &  Tuning.  Require¬ 
ments  include  a  Master's  of 
Technology  degree  in  Computer 
Science  or  Electrical  Engineering 
with  a  background  in  Computer 
Engineering  plus  3  years  of  expe¬ 
rience  in  VMS  System  Manage¬ 
ment,  analyzing  system  crash 
dumps,  &  Decnet  including  1  year 
of  experience  installing  &  trouble¬ 
shooting  SNA,  SNA  Gateway,  & 
SNA  Layered  products  including 
Terminal  Emulator  (SNA  3270 
TE).  Printer  Emulator  (SNA  PRE) 
&  SNA  RJE;  installing  &  working 
with  UNIX,  Ultrix,  &  TCP/IF*; 
knowledge  with  LANs  using  Path- 
works  on  VMS,  OS/2  &  DOS  sys¬ 
tems;  knowledge  &  background 
with  macro  programming  Willing¬ 
ness  to  travel  &  deliver  service  at 
remote  customer  sites  within  the 
geographical  area  of  Georgia.  Al¬ 
abama,  &  the  Florida  panhandle 
lor  periods  of  time  ranging  from  a 
tew  days  to  one  year  Salary 
$46,654.40.  40  hr/wk.  8:15-5pm. 
If  you  are  interested  in  the  above 
position,  please  apply  in  person 
or  by  resume  to:  Georgia  Depart¬ 
ment  of  Labor,  Attention:  Job  Or¬ 
der  #GA55291 16,  2811  Lake- 
wood  Avenue  SW,  Atlanta,  GA 
30315  or  to  the  nearest  Georgia 
Job  Service  Center  EOE. 


PROGRAMMER  ANALYST 
(CONSULTANT)  -  With  minimal 
supervision,  provide  program¬ 
ming  analysis  services  in  project 
design,  development  and  imple¬ 
mentation  of  communications,  fi¬ 
nancial  management  informa¬ 
tion,  commercial  systems  and 
sophisticated  text  processing 
applications.  Develop  and  imple¬ 
ment  systems  interface  includ¬ 
ing  systems  database  and  pro¬ 
gram  design,  coding  and  testing 
enhancements.  Develop,  write, 
code  and  implement  new  appli¬ 
cation  programs  to  meet  current 
and  projected  client  needs.  Du¬ 
ties  entail  work  with  OS/2,  C, 
ASSEMBLER,  MS-DOS,  TCP/ 
IP,  Microcomputers  and  UNIX*/ 
AIX.  Must  have  Master's  in 
Computer  Science  or  Engi¬ 
neering  or  Math  Experience  re¬ 
quired  is  six  months  in  job  of¬ 
fered  or  six  months  as  a  Pro¬ 
grammer  or  Systems  Analyst  or 
Technical  Specialist.  Experience 
must  involve  use  of  OS/2,  C,  AS¬ 
SEMBLER,  MS-DOS.  TCP/IP, 
Microcomputers  and  UNIX  or 
AIX.  M-F;  40  hrs/week.  8:00- 
5:00;  salary  $30, 000/year;  Boca 
Raton,  FL  location.  Must  have 
proof  of  legal  authority  to  work 
in  the  U.S.  Send  resume  to  Job 
Service  of  Florida,  2660  W.  Oak¬ 
land  Park  Blvd.,  Ft.  Lauderdale, 
Florida  33311,  Attn:  J  O.  #FL 
0555713  -UNIX  is  a  tm  of  AT&T. 
EOE. 


Software  Development  Engineer 
II  (2  openings)  -  Specification,  de¬ 
sign,  development,  modification, 
testing,  documentation  of  CAD 
software  used  for  functional  and 
performance  verification,  analysis 
and  improvement  of  VLSI  and 
PCB  circuits,  incl.  menu-driven 
and  graphical  user  interfaces, 
large  high-speed  databases,  fast 
parsers  and  compilers,  high-per¬ 
formance  graph  algorithms,  com¬ 
plex  mathematical  curve-fitting 
and  optimization  algorithms,  and 
sophisticated  electrical  behavioral 
and  timing  models.  M.S./E.C.E. 
or  E.E.  or  C.E.  Req.  academic 
project  or  research  background  in 
CAD  tools  to  design/layout/test 
VLSI  chips;  design/implementa¬ 
tion  of  menu-driven  graphical 
user  interface;  and  large  s/w  sys¬ 
tem  specification/coding/debug¬ 
ging.  Also  req.  advanced  aca¬ 
demic  course  work  in  UNIX  shell; 
data  structures;  computer  graph¬ 
ics  and  architecture;  graph  theo¬ 
ry;  and  digital  systems  simulation; 
and  course  work  or  research 
background  in  C++.  $41,000/yr.; 
40  hrs./wk.  Place  of  employment 
and  interview:  Wilsonville,  OR. 
Applicant  must  have  legal  author¬ 
ity  to  permanently  work  in  the 
U.S.  Clip  ad  and  send  with  re¬ 
sume  to:  Job  Order  #5550276, 
875  Union  Street,  N.E.,  Salem, 
OR  97311  not  later  than  April  1, 
1992 


SOFTWARE  DEVELOPER 
WANTED:  40  Hrs./5  O.T.  28,500 
per  year.  Duties:  design  and  de¬ 
velop  software  for  graphical  envi¬ 
ronments.  Perform  software  test¬ 
ing  on  compilers  tor  data  base  de¬ 
velopment  using  regression  theo¬ 
ry.  Design  and  implement  compiler 
software  in  the  "C"  computer  lan¬ 
guage  using  LEX  and  YACC  pro¬ 
grams  and  artificial  intelligence 
concepts  related  to  automated 
theorem  proving  and  object  ori¬ 
ented  programming.  Need  6  years 
college,  masters  degree  in  com¬ 
puter  science  and  (1)  graduate  re¬ 
search,  coursework  or  thesis  on 
creating  and  testing  compilers  us¬ 
ing  regression  theory;  (2)  one 
graduate  level  course  in  each  of 
following:  a)  automated  theorem 
b)  formal  language,  c) 
Tata  base;  (3)  knowledge  of 
computer  language  and  LEX 
and  YACC  programs  and  object 
oriented  programming.  Resume 
required.  Must  have  proof  of  legal 
authority  to  work  permanently  in 
U.S.  Send  resumes  to  Illinois  De¬ 
partment  of  Employment  Security, 
401  S.  State  Street,  3  South,  Chi¬ 
cago.  IL  60605,  Attn:  M.  Zielinski, 
Ref.  #V-IL  4361 -Z.  No  calls  ac¬ 
cepted.  An  employer  paid  ad. 


proving, 
logic  dat 
"C"  con 


VAX/ORACLE  PROGRAMMER 
ANALYST  ENGINEER  required. 
Programming  &  coding  in  VMS/ 
VAX  &  ORACLE  applications  & 
specifically  manufacturing  appli¬ 
cations.  Advise  on  system  de¬ 
sign  and  implementation  strate¬ 
gies.  Design  &  develop  complex 
applications  &  common  rou¬ 
tines/utilities  using  VMS/VAX, 
DCL,  ORACLE,  SQL’FORMS. 
SQL'PLUS,  SQL-RPT,  ORACLE 
RDBMS,  FMS,  PL/SQL,  SQL 
Utilities  &  Fortran  77.  Evaluate 
system  performance  &  modify  to 
improve.  Perform  actual 
hands-on  coding  &  program  de¬ 
sign,  development,  testing  &  im¬ 
plementation.  Applicants  re¬ 
quired  to  have  a  Bachelors  De¬ 
gree  or  its  Equivalent  in  Math, 
Computers  or  Engineering,  plus 
at  least  4  years  experience  in  the 
job  duties  described  above.  Ex¬ 
perience  must  include  6  months 
Of  ORACLE  CASE  tools  &  2 
years  programming  with  ORA¬ 
CLE  Version  6.0.  Applicant  must 
be  willing  to  work  for  a  software 
consulting  firm  where  relocation 
is  likely  every  12  to  24  months. 
Must  have  proof  of  legal  author¬ 
ity  to  work  in  the  U.S.  Annual 
salary  will  be  $56,000.  per  year 
for  a  40-hour  work  week.  Inter¬ 
ested  applicants  send  resumes 
to  7310  Woodward  Avenue, 
Room  415,  Detroit,  Ml  48202 
Reference  No.  9992.  Employer 
Paid  Ad. 


SOFTWARE  ENGINEER  want¬ 
ed.  Duties:  Microcontroller  soft¬ 
ware  development  in  8032  as¬ 
sembly  language  &  using  emula¬ 
tors  &  stable  hardware  systems 
for  real  time  control  of  video 
gaming  equipment  terminals  for 
progressive  slot  machine  sys¬ 
tems.  Bachelor's  degree  re¬ 
quired  in  Electrical  Engineering, 
Computer  Science  or  Computer 
Engineering.  1  yr  exp  in  the  job 
offered  or  related  exp.  of  1  yr  as 
an  Engineer,  Assistant  Engineer 
or  Assistant  Professor  required, 
also  related  exp.  must  include 
microcontroller  software  devel¬ 
opment  in  assembly  language 
tor  real  time  control  purposes, 
as  well  as  exp.  or  1  univ.  course 
(regardless  ot  whether  for  credit) 
must  involve  developing  or 
studying  computer  graphics  & 
programming  on  a  VAX/VMS 
computer  Resume  reqd  Work 
40  hrs/wk.  Salary  $27,000  per 
annum.  Refer  to  #9133748. 
Submit  resume  &  a  copy  of  this 
ad  to  Nevada  Employment  Se¬ 
curity  Dept ,  70  West  Taylor  St. , 
Reno,  NV  89520,  Attn:  A.L.  Lu¬ 
cas.  Responses  accepted  no 
later  than  March  16, 1992. 


SOFTWARE  ENGINEER  (CON¬ 
SULTANT)  -  With  minimal  supervi¬ 
sion,  provide  software  engineering 
services  in  project  design,  develop¬ 
ment  and  implementation  of  com¬ 
munications.  financial  management 
information,  and  commercial  sys¬ 
tems.  Design,  develop  and  imple¬ 
ment  software  systems.  Develop 
methodologies  for  analysis  and  de¬ 
sign  of  systems,  perform  systems 
testing  and  feasibflity  analysis.  F“ro- 
vide  on-site  technical  and  engi¬ 
neering  support  to  client's  data  pro¬ 
cessing  and  engineering  staff.  Du¬ 
des  entail  work  with  UNIX*,  C, 
TCP-IP  Protocol,  SQL,  Object  Ori¬ 
ented  Methodology,  CMS  and 
MMS.  Must  have  Master's  or  com¬ 
pletion  of  all  course  requirements  in 
Computer  Science  or  Engineering 
or  Math.  Experience  required  is  six 
months  in  job  offered  or  six  months 
as  a  Software  Engineer  or  Re¬ 
search  Assistant  or  Programmer 
Analyst  or  Systems  Analyst.  Addi¬ 
tionally,  experience  must  involve  the 
use  of  UNIX,  C,  TCP-IP  Protocol, 
SQL,  Object  Oriented  Methodology. 
CMS  and  MMS.  M-F,  40  hrs/week. 
8:00-5:00,  Salary  $41 ,872/year, 
Oakbrook  Terrace,  IL  location.  Must 
have  proof  of  legal  authority  to  work 
in  the  U.S.  Send  resumes  to  linois 
Department  of  Employment  Securi- 
'  401  South  State  St.,-3  South, 

IL  60605,  Attn:  Mary  M4- 
Ref  #V-IL  4120-M.  NO 

CALLS.  2  copies  of  your  resume 
req'd.  An  Employer  Paid  Ad.  ‘UNIX 
is  atm  of  AT&T. 


Attention: 

Hiring 

Managers 

When  you  compare 
costs  and  the  peo¬ 
ple  reached,  Com- 
puterworld  is  the 
best  newspaper  for 
recruiting  qualified 
computer  profes¬ 
sionals.  Place  your 
ads  todayl 

Call  toll-free 

800-343-6474 

(in  MA  (508)  879-0700) 


Place  your  ad  in  regional  or  na¬ 
tional  editions  of  Computerworld’s 
Computer  Careers  section.  For 
more  information  call 
McGrath. 

800-343-6474 

(in  MA,  508-879-0700) 


Lisa 
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COMPUTER  CAREERS  EAST 


Computerworld 
makes  your 
positions 
known. 

When  you  have  positions  to  fill  within 
your  organization  -  and  you  want  to 
tell  the  nation’s  top  talent  about  them 
-  Computerworld  is  your  best  choice. 

That’s  because  Computerworld  posi¬ 
tions  your  message  in  front  of  over 
629,000  qualified  computer  profes¬ 
sionals  every  week.  And  you  can 
choose  to  deliver  your  recruitment 
message  regionally  or  nationally. 

Call  Lisa  McGrath  at  800-343-6474 
(in  MA,  508-879-0700). 


Weekly.  Regional.  National. 
And  it  works. 


An  IDG  Communications  Publication 


SYSTEMS  ANALYST 
(ATLANTA.  GEORGIA) 

Design  and  dev.  of  proprietary  in¬ 
tracorporate  financial  and  admin¬ 
istrative  applications  computer 
sys.  for  deployment  by  multina¬ 
tional  clients.  Consultation  w/sr 
management  to  determine  client 
specifications  and  maximize  sys¬ 
tem  utility.  Work  performed  in 
NATURAL/ADABAS  on  main¬ 
frames  B.A.  in  Compt.  Sd.  or 
Electronic  Data  Processing  and  2 
yrs.  exper.  in  job  offered  Mon- 
Fri,  9-5,  40  hrs.  $50,000/yr  Appli¬ 
cants  can  apply  in  person  or  send 
resume  in  dup.  to:  Georgia  Dept, 
of  Labor,  Job  Offer  #GA 
5529706,  2811  Lakewood  Ave¬ 
nue,  S.W.,  Atlanta  Georgia  30315 
or  to  the  nearest  Georgia  Job  Ser¬ 
vice  Center. 


This 

Space 


SYSTEMS  PROGRAMMER/AN¬ 
ALYST:  Analyze,  design,  en¬ 
hance.  and  maintain  a  wide  vari¬ 
ety  of  commercial  application 
systems  related  to  the  banking 
industry,  and  industrial  manufac¬ 
turing  processes  (especially 
DAE).  Develop  and  maintain 
software  on  IBM  mainframes 
and  IBM  PS/2  workstations  with 
working  knowledge  of  non  -  IBM 
vendor  equipment  including 
DEC  VAX,  ULTRIX  AND  UNIX 
based  platforms  Position  re¬ 
quires  M  S.  in  computer  science, 
and  two  years  experience  as  a 
systems  programmer/analyst  or 
equivalent  in  commercial  bank¬ 
ing  and  manufacturing  process 
automation,  proven  skills  in  'C', 
OS/2  EE  1 .3.  Presentation  Man¬ 
ager,  and  MVS/ESA,  MVS/XA, 
VM/SP,  CICS,  DB2,  COBOL-II, 
and  CASE  Tools.  VTAM/APPC 
is  required.  Salary  $36,000/yr; 
40  hrs/wk.  Qualified  applicants 
please  submit  resume  to:  Geor¬ 
gia  Department  of  Labor,  Job 
Order  #GA  5527974,  2811 
Lakewood  Avenue  SW,  Atlanta, 
GA  30315  or  to  the  nearest 
Georgia  Job  Service  Center. 
Attn:  Glenda  Bracewell 


Nellie  Mae  is  a  secondary  financial  markets 
company  involved  in  enhancing  higher  educa¬ 
tion  tuition  needs.  We  are  currently  seeking 
candidates  for  the  following  position.... 

PROJECT  LEADER: 

This  position  requires  a  minimum  of  3  years  ex¬ 
perience  in  managing  a  project  team  in  the  de¬ 
sign,  development,  testing  and  implementation 
of  financial  systems.  This  hands-on  position  also 
requires  5  years  experience  in  structures  tech¬ 
niques,  database  design,  CDD+,  DECFORMS, 
RDB,  AND  COBOL.  Solid  technical  experience 
a  must! 

Nellie  Mae  offers  a  competitive  salary  and  com¬ 
prehensive  benefits  package  in  an  attractive 
work  environment.  For  consideration  Please 
send  resume  with  salary  requirements  to: 

NELLIE  MAE  INC. 

Personnel  Dept.  CW 

50  Braintree  Hill  Park,  Suite  300,  Braintree,  MA  02184 
EOE/Non  Smoking  Environment 


for 

HIRE! 

CALL: 

oo 

o 


ABAP4 

PROGRAMMER/ANAL  YSTS 
Fortune  500  client  Installing 
and  enhancing  SAP  applica¬ 
tion  package.  Multiple  project 
positions  available  for  P/As 
with  ABAP-4  experience. 

JTS 

Computer  Services,  Inc. 

30  Corporate  Woods 
Suite  350 

Rochester,  NY  14623 
(716)273-6100 

FAX  (716)  273-6140 

UNIX  SYSTEM 
ADMINISTRATOR 


I  Strong  technically  oriented  System  Adminis¬ 
trator  with  three  to  five  years  experience  re¬ 
quired  to  oversee  835  MIPs  of  Sequent  com¬ 
puters  in  an  OLTP  Ingres  Database  environment.  Responsibilities  include 
installing  and  managing  software,  distributing  and  managing  application 
code,  and  monitoring  a  production  environment  of  a  large  database  serv¬ 
er,  a  large  client  server,  and  14  distributed  client  servers  on  a  WAN 
Knowledge  of  Ingres  and  TCP/IP  is  a  plus 


DATA  BASE 
ADMINISTRATOR 


I  Data  Base  Administrator  with  three  to  five 
years  experience  required  to  assist  in  the  de¬ 
velopment  of  an  OLTP  application  and  to 
manage  1 1  GIGs  of  data  in  a  production  environment.  Expenence  with  In¬ 
gres  in  a  plus.  Experience  with  logical  data  modeling,  physical  design,  and 
performance  tuning  in  an  OLTP  environment  is  required.  Client/server  ap¬ 
plication  design  is  employed  with  ABF/4GL  and  runs  on  a  large  data  base 
server,  a  large  client  server,  and  1 4  distributed  client  servers  on  a  WAN 


SQL  4GL 
PROGRAMMER 


I  Senior  Programmer  Analyst  with  three  to  five 
years  experience  required  to  assist  in  the  de¬ 
velopment  of  a  major  OLTP  data  base  appli¬ 
cation.  Some  experience  with  Ingres  and  ABF  is  required.  Responsibilities 
include  program  design,  programming,  debugging  and  performance  tun¬ 
ing.  Knowledge  of  "C  '  is  a  big  plus. 


Successful  candidates  will  enjoy  benefits  of  a  winning  team,  including:  ex¬ 
cellent  wages,  profit/stock  sharing  retirement  plan  and  family  insurance 
plan  Send  resumes  to  Human  Resources,  P.O.  Box  3166,  Cookeville.  TN 
38502-3166  EOE. 


4^ 

i 

4^ 
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in  MA., 
508-879-0700, 
ask  for 

John  Corrigan, 
Vice  President 
Classified 
Advertising. 

COMPUTERWORLD 

Weekly. 

Regional. 

National. 

And  it  Works! 


APPLICATIONS 

DEVELOPMENT 


CSP 

DB/2  TELON 
XDB/MF  COBOL 
IDMS  ADS/O 
OS  UN/INGRES 
IMS  DB/DC  DB2 


Several  challenging  staff  and  con¬ 
tract  opportunities  for  accomplished 
computer  professionals. 


Ameri 


.merican 
onsultlng 
"~roup 
’nc. 


36  State  Street 
North  Haven, 

CT  06473 
(800)229-2350  FAX (203)234-2228 


INVEST  IN  OPPORTUNITY 
WORK  ON  WALL  STREET! 

We  have  1 2  positions  available  for  Program¬ 
mer  Analysts  and  Systems  Analysts  with  ex¬ 
perience  in  the  following: 

•  APS/PC  ON-LINE  EXPRESS 
•  XDB  and/or  DB2 
If  you  fit  these  requirements  call: 
602-998-3522  or  602-843-2448 

The  9699  N.  Hayden 

t»  .  Suite  108 

RUSSELL  Scottsdale,  AZ  85258 

Group  - 


COMPUTER 

PROGRAMMER/ANALYST 


Design,  develop,  analyze,  test,  im¬ 
plement,  evaluate  and  modify 
computer  systems  on  IBM  Main¬ 
frame  using  MVS/XA,  COBOL, 
TSO,  JCL/JES2,  VSAM,  ISPF/ 
PDF,  CICS,  DB2/SQL,  IDCAMS, 
CLIST,  PANVALET,  REPORT 
WRITER  and  IBM  utilities.  Re¬ 
quires:  M  S.  in  Computer  Sci¬ 
ences  or  Applied  Math  and  two 
years  computer  systems  analysis 
and/or  computer  programming  ex¬ 
perience  Hours:  8:00  AM  to  5:00 
PM,  M-F.  Salary:  $2375.00  per 
month.  Apply  with  resume  to:  Ms. 
Pal  Ganno,  Job  Service  of  Florida. 
P.O.  Box  C,  Clearwater,  FL 
34618-4090.  Job  Order  No. 
0565332. 


Permanent  Positions 

SOFTWARE 

Dev.  SW  in  C  on  486  PCs 
running  UNIX/XENIX  for  tele¬ 
com.  sys  ,  voice  response  sys 
Dev  SW  in  C  &  68000  Assem 
for  R/T  embedded  PBX  sys. 
UNIX  Progs.,  C,  RDBMS, 

UNIX  Internals,  TCPIP.  LAN 
C,  WINDOWS  P/A  for  SW 
vendor,  GUI  design 
VMS  sys.  prog  ,  SQL, 

VMS  internals,  RDB  internals 


VAX  Systems 
Administrator 

The  Bank  of  New  York,  with  a  history  of 
excellence  that  spans 200 yrs.  currently 
has  an  excellent  appty  for  a  VAX 
Systems  Administrator 


To  qualify,  you  must  have  at  least  3-4 
yrs  of  VMS  computer  operations  exp 
using  DCl,  VMS  program  development 
tools  and  system  management  utilities 
Specific  exp  writing  command 
procedures  and  college  degree  req. 


We  offer  a  competitive  salary  and 
benefits  package,  including  profit 
sharing.  Send  your  confidential  resume 
to:  The  Bank  of  New  York,  Personnel 
Division,  Maureen  Russell,  One  Wall 
St..  13th  a.  NY  NY  10286 


THE 

BANKQF 

NEW 

YORK 

Equal  Opportunity  Employer 


A 


Contact  John  Cain 

203-357-8400 
Fax  203-359-4627 
209  Bedford  St 
Stamford,  CT  06901 

HIPP  WATERS 


Systems  Analyst:  Design,  devel¬ 
op,  implement  &  install  comput¬ 
erized  business/financial  mgmt 
systems:  general  ledger,  inven¬ 
tory  and  production  mgmt.  Per¬ 
form  strategic  info  systems 
planning  and  evaluate  soft¬ 
ware/hardware  options.  Study 
feasibility  of  financial  systems 
projects  Make  use  of  PLATI¬ 
NUM  &  PWS  IDEAS  and  PARA¬ 
DOX  database  management 
systems;  design  Novell-based 
PC  LANS.  $50jXX)  per  year;  40 
hrs/wk  Req.  M  B  A.  in  Finance, 
Information  Science  or  Account¬ 
ing  and  1  yr.  exp.  Send  resume 
to:  Job  Service  of  Florida,  105 
East  Broward  Blvd.,  Fort  Lau¬ 
derdale,  FL  33301  Attn:  Job 
Order  No.  FL  0560762. 


PROGRAMMER/ 
ANALYST  POSITIONS 

SYSTEMS 

PROGRAMMERS 

With  at  least  3  years  experience  in 

*  IMS  DB/DC,  DL1  *  CICS 

*  NATURAL  *  ADABASE 

*  PL1  COBOL 

*  DB2/SQL  *  TANDEM 

*  VM/MVS  RPGII/III 

•VAX/VMS  *  IDMS/ ADS/O 

*  FOCUS  ‘  C  LANGUAGE 

Please  Send  Resume  to: 

Management 
Solutions,  Inc. 

1416  South 
Third  Street, 
Louisville.  KY 
40206 

502-634-1387 


TEQHLlfi/JOfU  HQ 

Software  start-up 
TechGnosis,  Inc.  has  the 
product,  vision  and  fund¬ 
ing  to  maintain  leader¬ 
ship  in  client/server  com¬ 
puting.  We  are  currently 
seeking  the  following 
Florida-based  positions. 

•  VP  Sales 

•  VP  Research  & 
Development 

•  Director  Product 
Marketing 

•  Technical  Sales 
Support 

•  Software  Quality 
Assurance 

Please  send  resume  to 

TechGnosis,  Inc.,  Attn: 
Human  Resources,  301 
Yamato  Rd ,  Ste  2200, 
Boca  Raton,  FL  33431. 

EOE.  No  phone  calls 
please 


PROGRAMMER/ANALYSTS 
6  SYSTEMS  PROGRAMMERS 

FOR  CAROLINAS 
AND  SOUTHEAST 

Numerous  opportunities 
exist  for  on-line  and  data 
base  applications  P/As  as 
well  as  systems  programmers 
and  DBA  s  Fee  Paid  Please 
call  or  send  resume  to 

Keith  Reichle.  CPC 
Systems  Search,  Inc. 

203  Heritage  Park 
Lake  Wylie.  SC  29710 
803/831-2129 

(Local  lo  Charlotte.  NC) 
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“...Because  Computerworld  delivers 
quality  responses  targeted  to  the  exact 
experience  we  need,  virtually  every  one 
is  a  potential  p  !r  . 

-  Pamela  Liana 

^  Manager  of  Recruiting 

LallUllm  l v •  TelTech  Corporation 


Specializing  in  leading-edge  hardware  and 
software  technologies,  TelTech  Corporation 
is  an  international  consulting  firm  head¬ 
quartered  in  New  York  City.  Its  major  focus  is 
systems  development  for  mainframes, 
midrange  systems,  PCs/micros,  and  robotics, 
as  well  as  software  development  and  feasi¬ 
bility  studies.  With  over  1 8  years  of  consult¬ 
ing  experience  and  250  employees,  the  firm 
primarily  staffs  and  manages  large  team 
projects  in  the  financial,  insurance,  manufac¬ 
turing,  and  software  development  environ¬ 
ments.  Since  each  TelTech  team  is  typically 
85%  employee  based  and  1 5%  contractual 
based,  Pamela  Cianci,  Manager  of  Recruit¬ 
ing,  advertises  in  Computerworld  to  find 
qualified  professionals  for  both  arenas. 

“At  TelTech  we  take  a  total  solutions  ap¬ 
proach,  managing  all  phases  of  a  project 
from  requirements,  specifications,  analysis, 
and  design  through  coding,  testing,  imple¬ 
mentation,  and  maintenance.  Essentially, 
that  means  we  must  custom  fit  the  skill  sets 
of  all  project  team-members  to  meet  the  ex¬ 
act  requirements  of  over  1 000  client  com¬ 
panies  worldwide.  Over  time,  I  can  safely 
say  that  we  look  to  recruit  highly  motivated 
professionals  with  virtually  every  technical 
and  programming  skill.  While  finding  experi¬ 
enced  data  processing  professionals  has  al¬ 
ways  been  key,  our  rapid  growth  under¬ 
scored  an  immediate  need  for  a  recruitment 
advertising  program.  We  wanted  a  medium 
that  would  allow  us  to  recruit  the  right  candi¬ 
dates  regardless  of  location.  That  one  me¬ 
dium  is  Computerworld. 

“In  just  a  matter  of  months,  TelTech  experi¬ 
enced  40%  growth  and  began  rapid  expan¬ 
sion  outside  New  York.  Clearly,  we  needed 
to  find  lots  of  qualified  professionals  in  lots 
of  different  areas.  By  generating  high-cali¬ 


bre  responses  from  all  over  the  country, 
Computerworld' s  excellent  drawing  power 
has  helped  expand  our  business  into  22 
states.  We  now  maintain  fully  staffed  branch 
offices  in  Orlando,  Florida,-  Roswell,  Geor¬ 
gia,-  Upstate  New  York’s  Hudson  Valley  Re¬ 
gion,-  and,  most  recently,  Denver,  Colorado. 

“Each  of  our  Computerworld  recruitment  ad¬ 
vertisements  consistently  produces  40  or 
more  resumes.  And,  because  Comput¬ 
erworld  delivers  quality  responses  targeted 
to  the  exact  experience  we  need,  virtually 
every  one  is  a  potential  candidate.  Once 
when  we  advertised  for  specific  expertise 
on  a  brand  new  piece  of  equipment  yet  to 
be  released,  we  even  found  -  and  hired  - 
two  candidates  with  that  specialized  skill. 
Our  Computerworld  recruitment  advertising 
is  also  invaluable  in  helping  establish  a  bank 
of  qualified  candidates  for  future  job  place¬ 
ments,  as  we  generally  receive  resumes  for 
months  after  each  advertisement  runs. 

In  anticipation  of  at  least  1 00  new  hires  this 
year,  we’re  doubling  our  advertising  fre¬ 
quency  in  Computerworld  to  keep  pace  with 
our  ever-expanding  business  thrust.  For 
TelTech,  Computerworld’ s  far-reaching  au¬ 
dience,  dedicated  readership,  and  long 
shelf  life  spell  recruitment  success." 

Computerworld.  It's  where  serious  employ¬ 
ers  -  like  Pamela  Cianci  -  reach  qualified 
candidates  with  key  computer  skills.  Every 
week.  Whether  you  use  computers,  make 
computers,  or  sell  products  and  services  for 
computers,  Computerworld  can  help  you  re¬ 
cruit  the  experienced  professionals  your 
business  demands.  For  all  the  facts,  call 
John  Corrigan,  Vice  President/Classified  Ad¬ 
vertising,  at  800/343-6474  (in  MA,  508/ 
879-0700). 
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COMPUTtRWORLD 

Where  the  qualified  candidates  look.  Every  week. 
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PRODUCT  SHOWCASE 


IrlaDHQ  AFP/IPDS  protocol  converter 
=vl  drL/O  for  any  HP  LaserJet  printer. 

•  IBM  4028,  3812  and  3816  plug-compatible 

•  All  IPDS  towers  supported,  32  resident  fonts 

•  Lightning  fast  RISC-based  technology 

•  Intelligent  IBM  host/PC  or  PC  network  print  share 

•  Multi-environment  support 


i-data,  Inc. 

19  Walt  Whitman  Road 
Huntington  Station 
New  York,  11746 


1-800-432-8246 

Fax:  1-516-351-1273 


UNIX  in  Minutes! 


Eliminate  the  Unix  Learning  Curve 


PinPoint  PinQuik 


•  Makes  UNIX  easy  for  the  end  user 

•  Automated  UNIX  Commands 

•  Menu  Builder 

•  Safety  Net 

•  Available  in  AIX 

30  DAY  MONEY  BACK  GUARANTEE 


WRITE: 


I  TM 


CALL  TO  ORDER  or  FAX: 


Pro/Sm  .... 

14201  Memorial  Drive,  Suite  4  ’  " '  •  «J"3v)0‘bobb 

Houston,  TX  77079  FAX:  713-558-8857 


Bring  9-Track  &  3480 
Data  To  Your  PCs 

Our  compact,  light  and  powerful  subsystems  make  it 
easy  to  interchange  your  data  on  1/2  inch  tape  between 
your  PCs,  minis  and  mainframes.  Choose  from  all  popu¬ 
lar  densities  and  operating  systems.  Products  are  backed 
by  long  warranties  and  our  comprehensive  service  and 
support  program.  Call  for  information  and  a  free  catalog. 

OVERLRHD  DRTR.  800-859-8559 

San  Diego,  CA  TEL:  619-571-5555  FAX:  619-571-0982 


Consch.Net 


The  Low-Cost  Solution  to 
Improved  End-User  Support 

The  Inventory  software  manages  computer  equipment  assets 
and  purchases.  The  Trouble  Log  software  allows  users  to 
track  and  resolve  support  calls  and  inquiries  while  logging 
common  problems.  Full  reporting  capabilities  and  utilities  are 
included.  A  network  version  and  source  code  are  available. 


ConsulNet 
Computing  Inc. 

51  Paperbirch  Dr.,  Don  Mills 
Ontario,  CANADA,  M3C  2E6 


1-416-441-0363 

Fax: 1-416-449-1985 


r 


ELECTRONIC 

COMPUTER 

GLOSSARY 


The  meaning  of  virtually 
every  computer  term! 

V _ _ _ 


More  than  5,000  definitions  in  this  award-winning 
reference  cover  the  entire  computer  industry.  Add 
your  own  terms  to  create  an  internal  standards 
dictionary.  Unlimited-use  site  licenses  for  DOS  or 
Windows  only  $1,250;  single  copies  $29.95. 

The  Computer  Language 
Company  Inc  i.oi*;.oq7.*>qqq 

5521  State  Park  Road 

Point  Pleasant,  PA  18950  Fax:  1-215-297-8424 


Lakeview  Technology’s  continuous  processing/disaster 
recovery  software  product,  MIMIX  HI-NET™,  will  virtually 
eliminate  both  planned  and  unplanned  user  downtime  on 
your  S/38  or  AS/400  systems.  Call  us  for  more  informa¬ 
tion  and  find  out  why  over  200  companies  worldwide  trust 
their  mission-critical  IS  systems  to  MIMIX  HI-NET. 


377  E  Butterfield  Road,  Suite  390 
Lombard.  IL  60148 


1-708-971-1300 

FAX:  1-708-971-8918 


4  COLOR  PHOTO  or  Graphic 

PREFERRED  4-  COLOR  MATERIALS:  Acolor  neg¬ 
atives,  right  reading  emulsion  side  down.  Accept¬ 
able  also  (In  order  of  preference  to  maintain  op¬ 
timum  reproduction  quality)  are:  4-color  transpare¬ 
ncies;  35mm  color  slides;  color  photos. 

If  4-color  artwork  is  not  available,  Computerworld 
will  assist  Product  Showcase  advertisers  In  the 


development  of  appropriate  graphics  for  their 
advertisements.  Ad  width:  3\  Ad  Depth:  3  1/2" 
Photo  width:  2  3/4";  Photo  depth:  1  3/4*. 


Name  Of  Your  Product 

Your  Message  can  appear  here  and 
will  reach  Computerworld 's  629,204 
readers.  Race  your  message  today. 

ABC  Company 

123  Main  Street 
Anytown,  USA  12345 


Place  Your  Product  in  COMPUTER  WORLD’S  PRODUCT  SHOWCASE! 

For  just  $2,700,  your  product  can  appear  3  times  in  COMPUTERWORLD’s  PRODUCT  SHOWCASE. 

To  place  your  message,  or  for  more  information,  Just  fill  out  this  form  and  fax  it  to 

(508)  620-7739.  Or  place  your  advertisement  by  calling  (800)  343-6474(in  MA,  (508)  879-0700). 

□  I’d  like  more  information  □  I’d  like  my  product  to  appear  in  the  Product  Showcase 

Headline  (approximately  1-6  words): _ 

Text  (approximately  3  medium  length  sentences): _ 


Name  of  Company: 

Address:  _ 

City,  State,  Zip: _ 

Phone: _ 


COMPUTERWORLD 

PRODUCT  SHOWCASE 

(800)  343-6474 

(In  MA,  (508)  879-0700 
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MARKETPLACE 


Smart  ways  to  add  memory 


BY  ALAN  RADDING 

SPECIAL  TO  CW 


Never  has  there  been 
more  demand  for  more 
memory  on  personal 
computers,  and  never 
has  it  been  so  easy 
and  so  inexpensive  to  add  it. 

New  environments,  such  as 
Microsoft  Corp.’s  Windows  3.0 
and  OS/2,  have  pushed  tradition¬ 
al  memory  needs  (640K  to  1M 
bytes  of  memory)  to  a  minimum 
of  2M  bytes,  with  6M  to  8M 
bytes  recommended. 

Such  demands  for  memory 
have  renewed  the  popularity  of 
memory  expansion  boards,  which 
are  not  only  dropping  in  price  but 
are  becoming  easier  to  install. 

Shop  around 

Probably  because  this  technol¬ 
ogy  has  been  around  for  some 
time,  one  add-in  memory  board  is 
much  like  another.  Just  the  same, 
buyers  need  to  shop  carefully  to 
get  the  best  price,  warranty  and 
ease  of  installation.  They  should 
also  shop  for  compatibility  be¬ 
tween  the  speed  and  size  of  the 
memory  board  —  8, 16  or  32  bits 
—  and  that  of  their  system. 

The  current  crop  of  memory 
boards  cost  anywhere  from  less 
than  $200  to  more  than  $2,000, 
depending  on  the  brand  and  the 
amount  of  memory,  which  tops 
out  at  32K  bytes  on  the  newer 
boards.  These  prices  reflect  hef¬ 
ty  price  drops  that  are  a  direct  re¬ 


sult  of  advances  made  in  the  chip 
technology. 

The  going  price  for  1M  byte  of 
memory  is  between  $60  and  $70, 
down  from  $100  a  year  ago,  re¬ 
ports  Dan  Ness  Jr.,  a  senior  in¬ 
dustry  analyst  at  Computer  In¬ 
telligence  in  La  Jolla,  Calif.  Of 
course,  by  the  time  the  memory 
is  assembled  into  single  in-line 
memory  modules 
(SIMM)  and  in¬ 
serted  into  a 
board,  the  retail 
cost  doubles. 

The  price  of  a 
memory  board  re¬ 
flects  not  only  the 
size  of  the  board 
—  8  (IBM  PC  XT  size),  16  or  32 
bits  —  and  the  actual  amount  of 
memory  on  it,  but  it  also  depends 
on  the  maximum  amount  of  mem¬ 
ory  it  can  accommodate. 

Price  can  be  deceiving,  how¬ 
ever.  Many  manufacturers  sell 
low-cost  units  called  “OK 
boards”  that  contain  no  actual 
memory.  Prices  for  these  bare 
boards  are  deceptively  low.  Intel 
Corp.’s  AboveBoard  2  Plus  lists 
for  $299  with  no  installed  memo¬ 
ry.  However,  with  2M  bytes  of 
memory,  the  board  costs  $599. 

A  user  can  buy  a  OK-byte 
board  and  plug  in  separately  pur¬ 
chased  SIMMs,  which  are  strips 
of  memory  chips  already  mount¬ 
ed  in  a  holder  that  can  be  plugged 
directly  into  the  board.  Each 
SIMM  typically  adds  1M  byte  of 
memory  to  the  board,  although 


newer  SIMMs  using  higher  den¬ 
sity  memory  chips  pack  4M 
bytes  of  memory  on  a  strip. 

Buying  SIMMs  separately 
and  adding  them  to  OK-byte 
boards  can  save  a  user  some  mon¬ 
ey.  However,  most  users  don’t 
like  to  do  their  purchasing  this 
way. 

“OK-byte  boards  are  much 
more  of  a  head¬ 
ache,”  says  Ste¬ 
ven  Rood,  princi¬ 
pal  at  Rood  & 
Associates,  a 
high-technology 
consulting  firm  in 
Ossining,  N.Y., 
and  a  former  mi¬ 
cro  manager  at  Coopers  &  Ly- 
brand.  Purchasing  the  SIMMs 
and  the  board  together  is  easier 
because  if  one  of  the  SIMMs  has 
a  bad  chip,  the  user  can  send  the 
whole  thing  back,  rather  than 
having  to  replace  the  chip,  he  ex¬ 
plains. 

At  the  high  end  of  the  price 
range  are  32M-byte  boards,  al¬ 
though  most  PCs  —  16-bit  IBM 
PC  AT  compatibles  —  can  only 
support  16M  bytes  of  memory, 
says  Earl  Rich,  associate  editor 
at  technology  research  firm 
Faulkner  Information  Services, 
Inc.  in  Pennsauken,  N.J. 

PCs  using  32-bit  architec¬ 
tures,  such  as  IBM’s  Micro 
Channel  Architecture  (MCA), 
can  take  advantage  of  the  full 
32M  bytes  of  memory  offered. 

The  PC  also  plays  a  role  in  de¬ 


termining  the  user’s  ease  of  in¬ 
stallation.  Installing  a  board  into 
an  AT-compatible  PC  requires 
physically  plugging  the  board 
into  the  slot  and  running  the  in¬ 
stallation  software  provided  by 
the  manufacturer.  The  program 
prompts  the  user  for  information 
on  how  the  memory  on  the  board 
will  be  used. 

Installing  a  memory  board  in  a 
system  with  MCA  requires  a  lit¬ 
tle  more  work  because,  with  the 
MCA  machines,  the  user  needs 
to  run  the  utility  program  provid¬ 
ed  by  the  manufacturer,  as  well 
as  run  a  separate  setup  disk. 

Some  boards  are  even  easier 
to  install.  Tecmar,  a  board  maker 
based  in  Solon,  Ohio,  describes 
its  MicroRAM  and  ClassicRAM 
boards  as  self-installing,  with  the 
configuration  process  completely 
transparent  to  the  user. 

How  fast  are  your  chips? 

No  matter  how  easy  it  is  to  in¬ 
stall,  the  board  won’t  work  un¬ 
less  it’s  compatible  with  a  user’s 
system.  That  means  checking 
into  the  actual  speed  of  the 
SIMMs  on  the  board.  Not  only 
does  the  user  need  to  ensure  that 
the  speed  of  the  SIMM  chips  is 
compatible  with  the  speed  of  his 
system,  but  if  he  opts  to  add  ex¬ 
tra  SIMM  to  the  memory  board, 
the  speed  of  the  new  memory 
chips  in  the  SIMM  needs  to  be  as 
fast  as  or  faster  than  the  existing 
chips  in  the  board.  Chip  speeds 
can  run  as  fast  as  60  to  70  nsec, 
with  faster  chips  costing  more. 

Another  way  to  ensure  com¬ 
patibility  with  existing  memory 
and  the  CPU  is  to  purchase  the 


board  from  the  PC  vendor  itself. 
Users  tend  to  steer  clear  of  their 
offerings,  however,  because  the 
boards  are  significantly  more  ex¬ 
pensive  than  those  sold  by  third- 
party  suppliers. 

Quality  concerns 

When  deciding  to  buy  from  a 
third  party,  concerns  about  the 
quality  of  memory  boards  may 
arise.  Michael  Hoffenberg,  vice 
president  at  PC  Quote,  Inc.,  a 
Chicago-based  financial  services 
company,  was  leery  of  third-par¬ 
ty  boards  because  of  concerns 
over  quality.  However,  he  opted 
for  Intel’s  AboveBoard  over  the 
MCA  memory  board  “because 
the  price  was  right.” 

His  concerns  about  quality 
proved  unfounded.  “Poor  quality 
boards  give  you  memory  errors, 
but  we  haven’t  had  any  problem 
with  the  AboveBoard,”  he  says. 

Warranties  offered  by  board 
makers  may  quell  fears  about  the 
quality,  compatibility  and  ease  of 
installation  of  third-party  prod¬ 
ucts.  Board  makers’  warranties 
typically  run  from  one  to  five 
years  and  are  pivotal  for  many 
buyers  when  making  purchases. 

Finally,  from  the  memory 
management  standpoint,  users 
should  check  for  extended  memo¬ 
ry  specification  compliance.  Al¬ 
though  this  has  become  some¬ 
thing  of  a  check-off  item,  it  is  still 
quite  important  because  it  is  the 
PC  industry  standard  that  allows 
a  DOS  computer  to  use  more 
than  640K  bytes  of  memory. 


Radding  is  a  free-lance  writer  based  in 
Newton,  Mass. 


Buy/Sell/Lease 


DEMPSEY. 

WHERE /BM  QUAL/TY/S 
SECOND  NATURE. 


•  SEP/ES/1 
• 9370 
•  PS/6000 
•  INDUSTRIAL  PC 
•  ES/9000 
AS/400 


BUY- LEASE -SELL 
•  Processors 
•  Peripherals 
•  Upgrades 

For  pretested  equipment,  ftex/b/e  financing, 
configuration  pianning,  technicat  support 
and  overnight  shipping  caii 


•  SYSTEM  36/38 
PO/NTOFSALE 


{800J 888-2000. 


tUtR 

Compute  Deaths 
&  Lessors  Association 


Dempsey 

BUS/A/ESS  SYSTEMS 

Whene  /BM Quality  is  Second  Nature. 


18377 Beach  B/vd,  Suite  323  •  Huntington  Beach, 
Ca  92628  •  f714J  847-8386  •  BAX:  i714J 847-3149 


Authorized 

CMatribulor  Product 

Integrator 


/BM  /s  a  reg/sferec/  trademark  of  internationoi  Bus/ness  Machines  Corporation. 


WE 

BOUGHT 


By  the  thousands. 


As  a  result  of  our  thousands  of  purchases  of 
new  and  used  IBM  systems  of  all  sizes,  shapes 
and  descriptions,  we  are  offering  you  great 
savings  on  IBM  AS/400's,  36's,  tapes,  drives, 
printers  and  penpherals,  as  well  as  all  upgrades 
As  a  specialty,  we  offer  multiplexors, 
modems,  protocol  converters  and  PS/2’s 
If  you  have  a  need  to  buy  or  sell,  call  us  first 
and  DEAL  DIRECT  with  the 

COMPUTER 

MARKETPLACE 
il  800-858-1144  out 

In  CA.  dial  (714)  735-2102,  205  East  Sth  Street.  Corona.  CA  91719 

IBM  IS  A  REGISTERED  TRADEMARK  OF  INTERNATIONAL  BUSINESS  MACHINES  INC 


Prime 

Experienced 
Systems 
New  &  Used 
Peripherals 
Worldwide  Service 

Buy  •  Sell  -  Lease 

OTW,  Inc. 

305  Union  St 
Franklin  MA  02038 

508-520-0250 


REFURBISHED  USED 


•  UPS  SYSTEMS 

•  STANDBY  GEN  SETS 

•  LIEBERT  A/C 

•  ACCESS  FLOORING 


262  S.  Military  Trail 
Deerfield  Beach,  FL  33442 


1-800-226-0784 
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Buy/Sell/Lease 


“...Volume  of 
high-quality 
leads  is  why  we 
advertise  only  in 
Computerworld’s 
Marketplace 
Pages.” 

•  Mark  Ostroff 
President  <S  Partner 
Compurex  Systems,  Inc. 

GOMPUTBTWOR1D 


New/Reconditioned 


Equipment 

Whatever  your  re¬ 
quirement*  are  for  Digi¬ 
tal  Equipment,  call  CSI 

first/  Buying,  selling,  trading, 
leasing,  consignments  -  we 
do  it  all! 

CSI  sells  all  equipment 
with  a  30  day  unconditional 
guarantee  on  parts  and  labor 
and  is  eligible  for  DEC 
maintenance. 

Offering  systems,  disk 
drives,  tape  drives,  printers, 
terminals,  memory,  options, 
boards,  upgrades  and  many 
more. 

Compurex 

vOI  Systems,  Inc. 
83  Eastman  St. 

Easton,  MA  02334 
Call  Toll-Free 
1-800-426-5499 
In  Mass.  (508)  230-3700 

FAX  (508)  238-8250 


We  Buy  &  Sell  All  DEC  Equip. 


FOR  FREE  INFO  CALL  THE  DEC  SOURCE 


I  rC  516*471  *4266 

FAX:  516.471.40S7 

1340-11  Lincoln  A ve.. 

LEASING  &  RENTAL  CORP.  Holbrook  NY  11741 


cializing  in: 


Series/1  to 
RS/600(R 
Migration 
Services 
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ml 
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ml 


3 

3 

4 


RS/6000 
SERIES/1 
SYSTEM  36/38 


BUY  SELL  LEASE 

CALL  612-942-9830 


Data  trend, 


10250  Valley  View  Rd.  Suite  149.  Eden  Prairie.  Minnesota  55344 


Education/Training 


CLASSIFIED 

MARKETPLACE 

Where 

America's 

Computer 

Professionals 

Shop 

(800) 343-6474 

(in  MA;  508/879-0700) 


American  Institute  For 
Computer  Sciences 

offers  B.S.  and  M.S.  in  Computer 
Science.  All  courses  by 
correspondence.  Increase  your 
earning  power.  For  more 
information  call  1-800-767-2427 


CHADWICK  UNIVERSITY 

offers  B.S.  and  M.B.A.  programs 
in  Business  Administration. 

All  courses  by  correspondence. 
Increase  your  earning  power.  For 
more  information  call 
1-800-767-2423. 


UNIX  SYSTEM 
COMPUTER  VARS 

CALL  US  TODAY  TO  SEE 
HOW  TO  INCLUDE  THE 

MOTOROLA 
COMPUTER  SOLUTION 

IN  YOUR  PRODUCT  LINE 


Providing 
Quality  Computer 
Systems  Since  1979 


Motorola  Computer  Group/Authorized  Master  VAR 

410-476-3200 


SPECTRA 


A  full  line  computer  equipment  dealer 

(714)970-7000  (800)745-1233  (714)970-7095  fax 
mnm*  phwuhmi®  XEROX  * 


ES/9000,  RISC/6000 
9370,  4381 
AS/400,  S/36,  S/38 
Series/ 1 
S/88 

Point  of  Sale 

Banking 

CAD/CAM 


VAX  8000 
VAX  6000 
VAX  4000 
MicroVAX 

NEW  &  USED:  m 

PROCESSORS 
PERIPHERALS 
UPGRADES 

BUY/SELL/RENT/LEASE 


Prime  ® 

amdahl  ® 


HEWLETT  ® 
PACKARD 


ANAHEIM  CORPORATE  CENTER  5101  E.  La  Palma  Ave.,  Anaheim  California  92807 


C0MPUTERW0RLD 

CLASSIFIED 

MARKETPLACE 

Examines  the  issues 
while  computer 
professionals 
examine  your  message. 

Call  for  all 
the  details. 

(800)  343-6474 

(In  MA.,  508/879-0700) 


9370/9221? 


ExecutIve  InFosource! 
BUY 
SELL 
LEASE 


Most  Machine  Features 
AIN<J  PERipIlERAls 

IN  STOCK 


TElEphoiNE:  (708)  21  5-9570 
Fax:(708)215-9992  fiiw 


IBM 


BUY  • SELL • LEASE 
4381  •  3725/3745  •  3380  •  3480 

•  All  peripherals  •  Feature  Work 

•  IBM  MAQ  •  Upgrades 


Salem  Computer  Group 


(800)727-5999  U 


Fax  (919)  661-3400 


The  BoCoEx  index  on  used  computers 

Closing  prices  report  for  the  week  ending  February  21, 1992 


Used  Equipment  Listings 


Bids/Proposals/Real  Estate 


Closing 

price 

Ask 

Bid 

IBM  XT  Model  089 

$300 

$400 

$100 

AT  Model  099 

$400 

$525 

$150 

AT  Model  239 

$550 

$650 

$175 

AT  Model  339 

$700 

$1,000 

$250 

PS/2  Model  30  286 

$750 

$900 

$300 

PS/2  Model  60 

$700 

$900 

$325 

PS/2  Model  80 

$2,050 

$2,100 

$1,100 

PS/2  Model  90 

$4,300 

$4,600 

$3,300 

Compaq  Portable  II 

$450 

$500 

$375 

Portable  286 

$900 

$1,000 

$250 

Portable  386 

$2,000 

$2,125 

$1,000 

SLT  286 

$700 

$900 

$400 

LTE  286 

$950 

$1,300 

$500 

Deskpro  286E 

$650 

$1,000 

$325 

Deskpro  386/20 

$2,000 

$2,200 

$1,100 

Apple  Macintosh  Plus 

$700 

$750 

$475 

SE 

$950 

$1,050 

$650 

IIX 

$3,000 

$3,250 

$2,000 

IICI 

$3,600 

$3,800 

$2,460 

IIFX 

$4,500 

$4,900 

$3,700 

For  Sale:  One  9375  Model  60  processor,  one  9335  Model  A 
Disk  Drive,  two  9335  Model  B  Disk  Drives,  one  9440  mag 
tape  subsystem.  Also  includes  cabinets,  cables  and  manu¬ 
als.  B.O.  Call  Alan  Axthelm  @  202-232-3800 


IBM  Series  1  -  13MB  HD.  DSDD  Diskette  DR  CRT/KB 
128K  Memory,  4974  Matrix  Printer  Async  Comm.  Com¬ 
plete  set  manuals.  Works.  $1 .000  or  B.O.  615/577-1286 


Conversions 


COMPUTBWORU) 

Classified 

Marketplace 

needs  only  3 
days  notice  to 
run  your  ad! 
Call: 

(800)343/6474 

(in  MA:  508/879-0700) 

(BMPUTStWOftlD 

*“***HHACI 


INFORMATION  PROVIDED  BY  THE  BOSTON  COMPUTER  EXCHANGE  CORP. 


CONVERSION 

SPECIALISTS 

AUTOMATED 
CONVERSIONS 
TAILORED 
TO  YOUR  NEEDS 

DOS  TO  MVS 

PLATFORM  TO  PLATFORM 
HONEYWELL  TO  IBM 
WANG  TO  IBM 
MACRO  TO  COMMAND 
RPG  TO  COBOL 
PL1  TO  COBOL 
MOST  LANGUAGE/ 
CONVERSIONS 

BELCASTRO  COMPUTER 
SERVICES,  INC. 

631  VIENNA  AVE. 
NILES,  OH  44446 

(800)  521-2861 


C0MPUTERW0R1D 

Classified 

Marketplace 


showcases  your  ad, 
by  product  category! 


For  more 
information,  call 

800/343-6474 

(in  MA,  508/879-0700) 


aatupv roc#*® 

..v***10*  ** 


MS  CENTRAL  DATA 
PROCESSING  AUTHORITY 

Sealed  proposals  will  be  received 
by  CDPA,  301  N.  Lamar  St.,  301 
Bldg,  Suite  508,  Jackson,  MS 
39201  for  the  following: 

RFP  No.  2088,  due  Fri,  4/10/92  at 
3:30  p.m.  tor  quality  assurance 
assistance  in  the  review  and  eval¬ 
uation  of  key  deliverables  for  the 
JOB  Automated  Work  System 
(JAWS)  for  the  MISSISSIPPI  DE¬ 
PARTMENT  OF  HUMAN  SERVIC¬ 
ES 

RFP  No.  2170,  due  Wed  ,  4/1/92 
at  3:30  p.m  for  a  turnkey  Optical 
Image  Document  Management 
System  The  proposed  imaging 
system  must  communicate 
through  an  existing  3+  Open 
Ethernet  local  area  network  and 
interface  with  an  existing  Bull  DPS 
7000  Model  340  and  Bull  DPS  6/ 
98-2  minicomputers  which  hosts 
the  MISSISSIPPI  PUBLIC  EM¬ 
PLOYEES  RETIREMENT  SYS¬ 
TEMS  membership  software.  A 
mandatory  bidder  s  conference 
wilt  be  held  on  Wed.  3/18/92  at 
10:00  a  m .  at  the  offices  of  the 
Mississippi  Employees  Retirement 
System  located  at  429  Mississippi 
Street  in  Jackson,  MS 
RFP  No.  2171,  due  Tues.  3/31/92 
at  3:30  p.m  for  up  to  25  IBM 
compatible  80386  microcomputer 
systems,  peripherals  and  software 
tor  the  MISSISSIPPI  STATE  TAX 
COMMISSION 

Kelli  Brown  @  (601 )  359-2604 
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CLASSIFIED 


Time/Services 


Why  own  a  data  center  for  your  information  systems? 


Your  company's  business  is  your  focus. 

Outsource  your  computing  requirements  to  Martin  Marietta, 
a  Fortune  100  corporation,  and  you're  in  control  of  the 
resources  you  need  when  you  need  them.  We’ve  been 
providing  outsourcing  services  to  the  Federal  government 
and  corporate  clients  for  more  than  20  years.  Our  multiple 
data  centers  are  accessible  nationwide,  and  staffed  with 
expert  personnel  ready  to  serve  your  needs. 

FOCUS... 

A  Large  Hospital  Association  — depends  on  us  to 
provide  over  half  of  its  members  with  access  to  demographic 
databases  and  technical  consultation  for  the  design, 
integration,  and  implementation  of  the  member  network. 

FLEXIBILITY... 

A  Major  Electrical  Supplier — saves  by  eliminating 
its  data  center.  With  Martin  Marietta,  the  company  has  the 
computer  resources  it  needs  now  and  can  increase  or 
decrease  utilization  with  minimal  cost  impact. 


Martin  Marietta 

...A  Welcome  Alternative 


RESPONSIVENESS... 

A  Federal  Government  Agency —  trusts  Marlin 
Marietta  to  provide  a  secure,  nationwide  teleprocessing 
service.  The  U.S.  agricultural  industry  relies  on  us  for  its 
business  forecasting. 

RESOURCES... 

A  Major  Distributor  —  relies  on  Martin  Marietta  for  all 
mainframe  processing,  support  and  production  control. 

AND  NOW  YOU  — 

should  talk  with  a  Martin  Marietta  representative  and  find 
out  how  we  can  help  you  concentrate  on  your  business. 

OFFICES 

Chantilly  ,  VA  (703)  802-5 1 00 

Philadelphia,  PA  (215)  963-0225 

Orlando,  FL  (407)826-1320 

or  call  1-800-572-7887 


A»41/7r/Af  Af/UT/FTT/I 


INFORMATION  SYSTEMS 
4795  Meadow  Wood  Lane 
Chantilly,  VA  22021 


OUTSOURCING,  REMOTE  COMPUTING, 
NETWORK  MANAGEMENT  SERVICES 


IBM  MVS/XA  Environment 

DB2,  IDMS/R,  Model  204, 

CICS  and  4  CLs 

Professional  Support  Staff 

Experienced  Migration 
Management  Team 

Flexible  Charges,  Custom 
Solutions  To  Meet  Your  Needs 

AS/400,  Asset 


Support  Services 
■Media  Conversion 
-Laser,  LED  &  Impact  Printing 
■Application  Programming 

Network  Management  Services 
LAN/WAN/MAN/SNA/PBX 

Technical  Support 

24  Hours  Per  Day  - 
7  Days  Per  Week 


May  &  Speh,  inc. 

1501  Opus  Place  -  Downers  Grove,  IL  60515-5713 

1-800-729-1501 

For  More  Information  Contact:  Tony  Ranieri 


The 

CLASSIFIED 

MARKETPLACE 

Reach  Over 
612,000 
Computer 
Professionals 
When  They 
Reach  For 

C0MPUTERW0RLD 

(800)343-6474 

(in  MA,  (508)  879-0700) 


Financial  Technologies 

Information  you  can  bank  on! 


Innovative,  Responsive, 
Quality 

a  few  words  that  describe 
the  most  complete 
computer  processor 

offering . 


ES/9000,  MVS/XA, 
MSA,  DB2,  VM/HPO, 
TSO,  CICS/VSAM 
and  a  multitude  of 
third  party  software 

the  complete  source  for 
...  outsourcing  ... 

1-800-443-8797 

14300  Sullyfield  Circle 
Chantilly,  Virginia  22021 
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FINALLY! 

There  is  a  BUYER’S  Broker. 


COMPUTER  RESERVES  will 

•  Nationally  search  for  all  mainframes. 

•  Match  your  exact  specifications. 

•  Locate  multiple  outsourcing  vendors. 

•  Negotiate  the  lowest  price  for  you. 

•  Provide  complete  customer  support. 

For  creative  solutions  at  NO  COST  to  you. 
CALL  DON  SEIDEN 


1  800  882-0988  NJ  201  882-9700 


REMOTE  COMPUTING  •  OUTSOURCING 


•  MVS/ESA 

•  MVS/XA 

•  DB2 


>  CiCS 
’TSO 

’  IMS/DBDC 


’  VM/370 
’  CMS 
’  DOS/VSE 


OVER  1 50  SOFTWARE  PRODUCTS 


’  DEVELOPMENT 
’  PRODUCTIVITY 


•  DEBUGGING 

•  PERFORMANCE 


•  TELENET 

•  SEARSNET 


•  TYMNET 

•  IBM  INFORMATION  NETWORK 


EXTRAORDINARY  CUSTOMER  SERVICE 
MIGRATION  MANAGEMENT 


GIS 


INFORMATION 
SYSTEMS,  INC 


815  Commerce  Drive.  Oak  Brook.  IL  60521 


708-574-3636 


New  England 

617-595-8000 


COST-EFFECTIVE 
COMPUTING  SERVICES 
for  TODAY  and.... 
TOMORROW 


COMDISCO  COMPUTING 
SERVICES  CORP. 

Provides  you  with: 

REMOTE  COMPUTING 
INFO.  TECH.  SOURCING 
FACILITY  MANAGEMENT 

Featuring: 

•  IBM®  CPUs  and  Peripherals 

•  Systems  Software: 

MVS/ESA,  MVS/XA,  TSO/E, 
ISPF/PDF,  CICS,  VM/XA,  VM/SP, 
DOS/VSE,  HPO,  CMS 

•  Application  Software: 

Database  Management 
Application  Development 
4/GLs  Graphics 

Statistical  Analysis 

•  Multiple  Communications 
Methods 

•  Technical/Operations/ 
Production  Support 

•  Automated  Tape  Handling 

•  ULTRA-Secure  Data  Center 

•  Advanced  Laser  Printing 

•  Disaster  Recovery  Services 

Call:  Robert  Marino 

201-896-3011 

c#mDi/co* 


COMDISCO  COMPUTING 
SERVICES  CORP. 

430  Gotham  Parkway,  Carlstadt,  NJ  07072 


VS  A  @  Technologies 


A  comprehensive  mainframe  service 
provider  that  you  can  trust. 

O'  Capping  costs  through  innovation 
O'  Tailored  solutions  to  customer  needs 
O'  100%  customer  service  oriented 
O'  Full  service  mainframe  data  center 
Vi  Connections  to  worldwide  packet  networks 

Two  Corporate  Drive  •  Shelton,  Connecticut 
Ask  for  Todd  Broadman  1-800-934-8728 


COMPUTERWORLD 

Classified  Marketplace 

showcases  your  ad 
by  product  category! 

Whether  it’s  used  equipment,  software,  time,  ser¬ 
vices  or  just  about  any  other  category  of  computer 
product  or  service,  Computerworld’s  Classified 
Marketplace  is  organized  to  make  your  ad  visible 
and  to  make  buying  your  product  easy. 

So  if  you’re  selling  computer  products  or  services, 
advertise  in  the  newspaper  that  showcases  YOUR 
product  or  service.  Advertise  in  Computerworld's 
Classified  Marketplace! 

For  more  information,  call 

800/343-6474 

(in  MA,  508/879-0700) 

C0MPUTERW0RU) _ 

Where  all  computer  buyers  and  sellers  go  to  market. 
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“...Largest  percent 
of  our  advertising¬ 
generated  leads 
come  from... 
Computerworld’s 
Marketplace 


-  Don  Seiden 

President 

Computer  Reserves,  Inc. 

Computer  Reserves,  Inc. 
of  Pine  Brook,  NJ  is  the 
leading  nationwide  loca¬ 
tor  of  computing  servic¬ 
es.  According  to  Presi¬ 
dent  Don  Seiden,  their 
mission  is  to  help  po¬ 
tential  buyers  locate 
data  centers  that  best 
meet  their  exacting  main¬ 
frame  specifications. 

"Our  customer  base  in¬ 
cludes  just  about  every¬ 
thing  from  A  to  Z.  I  see 
Computerworld's  Market¬ 
place  Pages  being  read 
by  an  excellent  cross 
section  of  professionals 
...who  are  in  a  position 
to  use  our  services.  For 
1 0+  years,  no  other 
classified  advertising  ve¬ 
hicle.. .has  been  as  fruit¬ 
ful  as  Computerworld's 
Marketplace  Pages  in 
delivering  results. 

"...It’s  clear  that  the  larg¬ 
est  percent  of  our  adver¬ 
tising-generated  leads 
come  from  one  source  - 
That’s  why  Computer  Re¬ 
serves  is  now  running  in 
Computerworld's  Market¬ 
place  Pages  -  our  tried- 
and-true  advertising  plat¬ 
form  -  every  week.” 

Computerworld's  Market¬ 
place  Pages.  It’s  where 
computer  buyers  meet 
computer  sellers  -  every 
week.  Sellers  and  buyers 
such  as  Computer  Re¬ 
serves  who  advertise  in 
Computerworld's  Market¬ 
place  Pages  to  get  re¬ 
sults.  For  all  the  facts, 
call  John  Corrigan,  Vice 
President/Classified  Ad¬ 
vertising,  at  800/343- 
6474  (in  MA,  508/879- 
0700). 
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INDUSTRY 

ALMANAC 

RECOMMENDATION  CHANGES 

UPGRADED  FROM  HOLD  TO  BUY:  Conner 
Peripherals,  Inc.  (Bear,  Stearns  &  Co.).  Strong 
demand  for  3V2-in.  disk  drives  makes  Conner 
(CNR)  a  good  buy.  The  key  issue  will  be  the  con¬ 
tinuing  growth  in  unit  demand  as  a  result  of  lower 
system  prices.  However,  demand  is  still  soft  for 
2V2-in.  drives,  which  account  for  about  one-third  of 
Conner’s  sales. 

UPGRADED  FROM  AVOID  TO  HOLD:  Seagate 
Technology,  Inc.  (Bear,  Stearns).  Seagate 
(SGAT),  the  leading  manufacturer  of  disk  drives, 
surprised  analysts  with  a  quarterly  profit  in  De¬ 
cember,  although  sales  were  flat  compared  with 
the  corresponding  period  a  year  ago.  Recent  price 
cuts  from  the  personal  computer  makers  should 
further  stimulate  sales. 

UPGRADED  FROM  NEUTRAL  TO  MODER¬ 
ATELY  ATTRACTIVE:  Lotus  Development 
Corp.  (Donaldson,  Lufkin  &  Jenrette  Securities 
Corp.).  Lotus  (LOTS)  has  presented  a  1992  out¬ 
look  that  could  leverage  its  strong  spreadsheet 
market  share,  new  product  flow  and  tightening  ex¬ 
pense  controls.  However,  keep  in  mind  that  Lotus 
has  a  checkered  product  delivery  record,  and  the 
market  competition  —  Microsoft  Corp.  (MSFT) 
and  Borland  International,  Inc.  (BORL)  —  is  in¬ 
tense. 

DOWNGRADED  FROM  STRONG  BUY  TO  BUY: 
Sun  Microsystems,  Inc.  (Bear,  Stearns).  Sun 
(SUNW)  shares  were  hammered  a  few  weeks  ago, 
probably  because  investors  overreacted  to  ana¬ 
lysts’  comments.  The  stock  is  not  as  good  a  buy 
now  because  it  has  gained  about  10%  in  recent 
weeks.  The  company’s  long-term  strategy  is  in 
place,  but  do  not  expect  much  in  the  coming  weeks 
to  drive  the  stock  up  by  a  comparable  amount. 

DOWNGRADED  FROM  STRONG  BUY  TO  BUY: 
Stratus  Computer,  Inc.  (Bear,  Stearns).  Stra¬ 
tus’  (SRA)  stock  price  has  climbed  almost  15%  re¬ 
cently.  The  company  is  an  excellent  long-term  val¬ 
ue,  but  prices  are  unlikely  to  increase  during  the 
next  several  weeks. 

KIM  S.  NASH 


Computerworld  Friday  Stock  Ticker 


CLOSING  PRICES  FRIDAY,  FEB.  28, 1992 


TOP  PERCENT  GAINERS  J  TOP  PERCENT  LOSERS 


Exch  52-Week  Range 


Feb.  28  WkNet  WkPct 
Close  Change  Change 


Dataram  Corp.  (H) 

45.63 

Televideo  Systems  (H) 

40  00 

Archive  Corp. 

28.42 

Ultimate  Corp. 

22.73 

Cray  Computer 

17.78 

Computer  Task  Group 

15.94 

Recognition  Equipment  (H) 

15.91 

Fibronix  Int'l  Inc. 

15.71 

TOP  DOLLAR  GAINERS 

Dataram  Corp.  (H) 

14.38 

Microsoft  Corp " 

9.00 

Filenet  Corp.(H) 

3.25 

Southwestern  Bell  Corp 

2.88 

ITT  Corp. 

2.88 

Apple  Computer  Inc." 

2.50 

Compression  Labs  Inc. 

2.25 

Dell  Computer  Corp. 

2.13 

Bachman  Info.  Systems  (H) 
Komag  Inc. 

QMS  Inc. 

Data  Switch  Corp. 
Knowledgeware  Inc. 

Microcom  Inc. 

Hogan  Systems  Inc. 

Cognos  Inc. 

-19.70 
-19.59 
-16.24 
-13.64 
-12.66 
-1 1 .32 
-10.00 
-9.30 

TOP  DOLLAR  LOSERS 

Bachman  Info.  Systems  (H) 

-6.50 

Motorola  lnc.*(H) 

-5.00 

Intel  Corp.*(H) 

-4.25 

Komag  Inc. 

Policy  Management  Sys.  (H) 

-3.63 

-3.25 

IBM* 

-2.88 

BMC  Software  Inc. 

-2.88 

3M  Corp 

-2.75 

Feb. 28  WkNet  WkPct 

Exch  52-Week  Range  Close  Change  Change 


Communications  and  Network  Services 

Up  0.25% 

OTC 

15.00 

6.75 

3  COM  Corp.*  (H) 

13.13 

-0.50 

-3.67 

NYS 

69  00 

55.75 

American  Info  Techs  Corp.* 

59  88 

-1.38 

-2.24 

NYS 

41.38 

32.50 

AT&T* 

37.13 

-0.50 

-1.33 

OTC 

4.25 

1.25 

Artel  Communication  Corp. 

3.25 

-0.13 

-3.70 

NYS 

52.75 

43.00 

Bell  Atlantic  Corp. 

43.50 

0.13 

0.29 

NYS 

54.13 

45.38 

BellSouth  Corp 

46.25 

0.25 

0.54 

NYS 

9.38 

4,75 

Bolt,  Beranek  &  Newman 

5.63 

-0.13 

-2.17 

OTC 

18.50 

8.75 

Boole  &  Babbage  (H) 

17.00 

-0.25 

-1.45 

NYS 

65  88 

30.25 

Cabletron  Systems  (H) 

60.75 

-2.25 

-3.57 

OTC 

31.00 

11.75 

Chipcom  Corp. 

29.13 

1.63 

5.91 

OTC 

87.25 

21.00 

Cisco  Systems  Inc.  (H) 

81.50 

0.00 

0.00 

OTC 

35.25 

13.75 

Compression  Labs  Inc. 

27.00 

2.25 

9  09 

OTC 

5.13 

1  50 

Data  Switch  Corp. 

2.38 

-0.38 

-13.64 

NYS 

23.63 

12.38 

Digital  Comm.  Assoc.* 

22.38 

0.00 

0.00 

OTC 

21.50 

8.50 

Digital  Systems  Int'l  Inc. 

14.25 

-0.13 

-0.87 

OTC 

9.75 

3.63 

DSC  Communications 

5.75 

0.19 

3.36 

OTC 

12.38 

5.00 

Fibronix  Int’l  Inc. 

10.13 

1.38 

15.71 

OTC 

32.25 

11.00 

Filenet  Corp.  (H) 

32.25 

3.25 

11.21 

OTC 

3.75 

1.13 

Gandalf  Technologies  Inc. 

2.75 

0.00 

0.00 

OTC 

2.69 

1  00 

Gateway  Communications 

1.75 

0.00 

0.00 

NYS 

5.25 

2.13 

General  Datacomm  Inds.  (H) 

4  88 

0.38 

8.33 

ASE 

5.88 

0.50 

Go  Video  (H) 

3.88 

-0.38 

-8.82 

NYS 

35.00 

28.13 

GTE  Corp  * 

30.50 

0.25 

0.83 

NYS 

64.25 

50.00 

ITT  Corp. 

64.25 

2.88 

4.68 

OTC 

35.00 

24.63 

MCI  Commmunications  Corp. 

35.00 

0.88 

2.56 

OTC 

14.50 

5.00 

Microcom  Inc. 

11.75 

-1.50 

-1 1 .32 

NYS 

18.25 

6.13 

Network  Equipment  Tech.* 

16.38 

-0.25 

-1.50 

OTC 

25.50 

6.75 

Network  General 

22  88 

-0.13 

-0.54 

OTC 

20.00 

10.50 

Network  Systems  Corp. 

14.50 

0.13 

0.87 

OTC 

14.25 

4  13 

Newbridge  Networks  Corp.  (H) 

14.25 

1.13 

8.57 

NYS 

49.25 

29.63 

Northern  Telecom  Ltd.*  (H) 

48.13 

0.13 

0  26 

OTC 

65.00 

22.63 

Novell  Inc.* 

61.75 

0.50 

0  82 

NYS 

82.38 

68  00 

NynexCorp.* 

72.75 

0.13 

0.17 

OTC 

36.50 

16.50 

Octel  Communications  Corp.(H) 

32.38 

-1.25 

-3.72 

OTC 

11.63 

5.63 

Penril  Data  Comm.  Ntwks. 

8.50 

0.00 

0.00 

OTC 

53.00 

19.75 

Picturetel  Corp.(H) 

47.75 

-1.75 

-3.54 

OTC 

18.75 

9.75 

Proteon  Inc.  (H) 

16.25 

-0.75 

-4.41 

NYS 

19.75 

11.63 

Scientific  Atlanta  Inc.  (H) 

17.63 

0.25 

1.44 

NYS 

66.00 

49.00 

Southwestern  Bell  Corp. 

60.38 

2.88 

5.00 

OTC 

51.00 

14.25 

Synoptics  Communications 

23.50 

-0.50 

-2  08 

NYS 

31.50 

21.00 

United  Telecom  (L) 

21  88 

0.25 

1.16 

NYS 

40.13 

33.75 

US  West  Inc. 

34.50 

0.38 

1.10 

OTC 

41.25 

21.25 

Wellfleet  Communications 

36.50 

-1.00 

-2.67 

PC/Workstations 

Up  0.87% 

OTC 

20.75 

6.75 

Advanced  Logic  Research 

7.75 

-0.50 

-6.06 

OTC 

3.63 

1.50 

Alpha  Microsystems 

0.00 

0.13 

5.56 

OTC 

73.25 

40.25 

Apple  Computer  Inc." 

67.50 

2.50 

3.85 

OTC 

32.75 

14.50 

AST  Research  Inc." 

21.00 

0.00 

0.00 

NYS 

21.63 

10.13 

Commodore  Int'l 

14.13 

0.13 

0.89 

NYS 

73.00 

22.13 

Compaq  Computer  Corp." 

30.13 

-0.13 

-0.41 

OTC 

36.25 

20.25 

Dell  Computer  Corp. 

34.88 

2.13 

6.49 

OTC 

7.00 

3.00 

Everex  Systems  Inc. 

7.00 

0.75 

12.00 

NYS 

31.63 

21.25 

Harris  Corp.  (H) 

31.63 

1.38 

4.55 

NYS 

78.00 

44.50 

Hewlett  Packard  Co."  (H) 

73.00 

-2.50 

-3.31 

OTC 

20.88 

7.88 

Mips  Computer  Systems 

10.00 

-0.88 

-8.05 

NYS 

28.94 

13.25 

Silicon  Graphics 

28.63 

0.75 

2.69 

OTC 

38.63 

20.75 

Sun  Microsystems  Inc." 

34.50 

1.50 

4.55 

NYS 

36.50 

23.38 

Tandy  Corp." 

30.63 

-0.38 

-1.21 

NYS 

11.13 

5.13 

Zenith  Electronics  (H) 

9.75 

-0.13 

-1.27 

OTC 

25.50 

12.50 

Zeos  International  Ltd. 

16.50 

-1.13 

-6.38 

Large  Systems 

Up  0.44% 

ASE 

20.00 

11.63 

Amdahl  Corp." 

20.00 

1.13 

5.96 

OTC 

2.63 

0.88 

Computer  Automation  Inc. 

1.06 

0.06 

6.30 

NYS 

13.38 

7.50 

Control  Data  Corp. 

11.00 

-0.75 

-6.38 

NYS 

19.75 

8.88 

Convex  Computer 

15.25 

0.75 

5.17 

OTC 

19.63 

4.13 

Cray  Computer 

6.63 

1.00 

17.78 

NYS 

52.25 

31.50 

Cray  Research  Inc." 

41.13 

-1.13 

-2.66 

NYS 

22.50 

9.13 

Data  General  Corp. 

12.00 

-0.13 

-1.03 

NYS 

83.00 

48.50 

Digital  Equipment  Corp." 

61.63 

-0.63 

-1.00 

NYS 

135.00 

83.50 

IBM" 

87  00 

-2.88 

-3.20 

NYS 

139.25 

103.00 

Matsushita  Electronics  (L) 

105.25 

-0.88 

-0.82 

OTC 

29.50 

10.75 

Pyramid  Technology 

15.63 

-0.38 

-2.34 

OTC 

19.75 

7.50 

Sequent  Computer  Sys. 

16.38 

-0.88 

-5.07 

OTC 

18.38 

10.13 

Sequoia  Systems  Inc. 

12.50 

-1.13 

-8.26 

NYS 

54.25 

27.25 

Stratus  Computer  Inc."  (H) 

53.00 

-1.00 

-1.85 

NYS 

17  63 

9.50 

Tandem  Computers  Inc." 

13.63 

-0.88 

-6.03 

OTC 

4.75 

1.25 

Tandon  Corp. 

1.94 

0.19 

10.74 

OTC 

32  38 

12.75 

TeradataCorp 

29.63 

-0.50 

-1.66 

NYS 

11  75 

3.25 

Unisys  Corp "  (H) 

9.63 

-0.13 

-1.28 

ASE 

7.50 

2.00 

Wang  Labs  Inc.  (b)"  (H) 

6.63 

0.25 

3.92 

Software  &  DP  Services 

Off  1.16% 

OTC 

68.50 

41.25 

Adobe  Systems  Inc. 

56.50 

0.75 

1.35 

OTC 

13.25 

3.50 

Al  Corp.  (H) 

9.88 

0.00 

0.00 

OTC 

59.88 

28.75 

Aldus  Corp. 

30.00 

-2.50 

-7.69 

OTC 

19  75 

10.13 

American  Software  Inc.  (H) 

18.00 

-1.50 

-7.69 

OTC 

20.00 

7.00 

Ask  Computer  Systems  (H) 

17.63 

-0.63 

-3.42 

OTC 

6225 

23.25 

Autodesk  Inc.  (L) 

26.75 

1.38 

5.42 

OTC 

37.75 

17  00 

Bachman  Info.  Systems  (H) 

26.50 

-6.50 

-19.70 

OTC 

42.50 

25.88 

BGS  Systems  Inc.  (H) 

38.50 

-2.50 

-6.10 

OTC 

79.00 

33.00 

BMC  Software  Inc. 

63  00 

-2.88 

-4.36 

OTC 

86.75 

39.50 

Borland  Int’l  Inc." 

73.75 

0.75 

1.03 

OTC 

11.25 

4.75 

CE  Software 

9.25 

0.38 

4.23 

ASE 

19.13 

9.75 

Cheyenne  Software  Inc. 

19.13 

1.25 

6.99 

OTC 

20.88 

7.50 

Cognos  Inc. 

9.75 

-1.00 

-9.30 

NYS 

16.63 

7.25 

Computer  Associates"  (H) 

16.38 

0.88 

5.65 

OTC 

47.88 

15.00 

Easel  Corp. 

42.25 

-1.75 

-3.98 

OTC 

18.75 

9.25 

Goal  Systems  Int'l 

14.75 

1.50 

11.32 

OTC 

32.50 

11.50 

Group  1  Software 

22.00 

0.00 

0.00 

OTC 

7.00 

3.38 

Hogan  Systems  Inc. 

5.63 

-0.63 

-10.00 

OTC 

36.25 

16.00 

Information  Resources  (H) 

30.75 

-1.00 

-3.15 

OTC 

33.00 

4.88 

Informix  Corp.  (H) 

28.25 

-0.75 

-2.59 

OTC 

3.63 

1.06 

Intellicorp  Inc. 

2.13 

0.19 

9.65 

OTC 

31.50 

16  25 

Intergraph  Corp. 

18.50 

-0.50 

-2.63 

OTC 

15.00 

4.88 

Interleaf  Inc.  (H) 

13.63 

-0.63 

-4  39 

OTC 

20.25 

7.38 

Intersolv  Inc. 

17.50 

-0.50 

-2  78 

OTC 

43.25 

10.50 

Knowledgeware  Inc. 

17.25 

-2.50 

-12  66 

OTC 

45.00 

20.25 

LegentCorp " 

42.75 

1.88 

4.59 

OTC 

40.75 

18  00 

Lotus  Development" 

32.25 

-0.75 

-2.27 

OTC 

7.38 

2.38 

Meca  Software 

7.06 

-0.06 

-0.87 

OTC 

22.25 

11.50 

Mentor  Graphics  (H) 

19.75 

-1.50 

-7.06 

OTC 

30.25 

9.75 

Micrografx  Inc. 

27.75 

-1.25 

-4.31 

OTC 

133.25 

60.50 

Microsoft  Corp." 

123.50 

9.00 

7.86 

OTC 

21.13 

7.00 

Oracle  Corp."  (H) 

20.00 

-0.75 

-3.61 

OTC 

35.63 

10.25 

Parametric  Technology 

28.00 

-2.13 

-7.05 

OTC 

10.00 

5.25 

Phoenix  Technologies 

9  38 

0.13 

1.35 

OTC 

OTC 

25.25 
46  50 

9  00 
27.50 

Platinum  Technology 

Progress  Software  Corp. 

20.25 

43.50 

1.25 

0.50 

6.58 

1.16 

OTC 

26.63 

11.50 

Quarterdeck  Office  Sys. 

22.00 

-1.75 

-7.37 

OTC 

29.75 

10.00 

Rasterops 

21.00 

0.75 

3.70 

OTC 

16.75 

6.75 

Ross  Systems 

15.00 

0.25 

1.69 

OTC 

35.25 

12.50 

Software  Publishing  Corp. 

22.50 

0.00 

0.00 

OTC 

8.50 

2.00 

Software  Toolworks  Inc. 

6.63 

-0.38 

-5.36 

OTC 

7.25 

1.75 

Spinnaker  Software 

5.38 

-0.13 

-2.27 

OTC 

13.75 

6.25 

State  of  the  Art 

12.75 

0.25 

2.00 

NYS 

25.25 

10  88 

Sterling  Software  Inc.  (H) 

22.63 

1.75 

8.38 

OTC 

30.00 

15.38 

Struct.  Dynamics  Research 

22.50 

1.00 

4.65 

OTC 

31.75 

15.00 

Sybase  Inc.  (H) 

26.50 

-2.25 

-7.83 

OTC 

51.00 

19.50 

Symantec  Corp. 

43.25 

0.00 

0.00 

NYS 

15.50 

5.63 

Systems  Center  Inc.  * 

11.50 

-0.25 

-2.13 

OTC 

31.00 

8.34 

System  Software  Assoc.  (H) 

29.25 

-0.13 

-0.43 

OTC 

6.63 

2.25 

Wordstar 

3.81 

0.19 

5.19 

Semiconductors 

Off  1.61% 

NYS 

21.50 

8.38 

Advanced  Micro  Devices 

18.38 

-1.13 

-5.77 

NYS 

12.50 

7.00 

Analog  Devices  Inc. 

9.75 

0.25 

2.63 

OTC 

18.88 

6.75 

Atmel  Corp. 

11.50 

0.75 

6.98 

OTC 

13.75 

7.00 

Chips  and  Technologies  (H) 

13.50 

0.25 

1.89 

NYS 

24.50 

13.38 

Cypress  Semiconductor  Corp 

15.75 

-0.25 

-1.56 

NYS 

12.38 

6.25 

Dallas  Semiconductor 

9.13 

0.50 

5.80 

OTC 

68.75 

38.50 

Intel  Corp."  (H) 

63.50 

-4.25 

-6.27 

NYS 

12.50 

6.50 

LSI  Logic  Corp. 

8.63 

-0.88 

-9.21 

NYS 

22.38 

10.88 

Micron  Technology  (H) 

19.50 

-1.38 

-6.59 

NYS 

82.50 

54.00 

Motorola  Inc."  (H) 

76.00 

-5.00 

-6.17 

NYS 

10.88 

3.88 

National  Semiconductor"  (H) 

10.50 

-0.38 

-3.45 

NYS 

27.00 

13.00 

Sierra  Semiconductor 

24.00 

0.25 

1.05 

NYS 

47.63 

26.00 

Texas  Instruments" 

37.50 

-1.75 

-4.46 

OTC 

12.25 

5.88 

VLSI  Technology 

9.13 

-0.63 

-6.41 

OTC 

16.75 

4.50 

Weitek 

6.38 

0.00 

0.00 

ASE 

6.25 

2.00 

Western  Digital  Corp. 

4.50 

0.25 

5.88 

OTC 

32  50 

18.50 

Xilinx 

28.75 

-1.00 

-3.36 

OTC 

11.50 

4.25 

Ziloglnc.  (H) 

9.88 

0.00 

0.00 

Peripherals  and  Subsystems 

Up  4.43% 

OTC 

2.75 

1.00 

Apertus  Technologies 

1.25 

-0.03 

-2.42 

OTC 

9.13 

2.75 

Archive  Corp. 

7.06 

1.56 

28.42 

OTC 

21  63 

10.25 

Banctec  Inc.  (H) 

21.63 

1.38 

6.79 

OTC 

23.50 

4.88 

Cambex  Corp.  (H) 

21.75 

1.75 

8.75 

ASE 

11.75 

7.00 

Cognitronics  Corp. 

9.50 

0.13 

1.33 

NYS 

29.00 

12.50 

Conner  Peripherals" 

20.88 

-0.25 

-1.18 

ASE 

45.88 

9.63 

Dataram  Corp.  (H) 

45.88 

14.38 

45.63 

NYS 

16.88 

4.88 

EMC  Corp. 

13.75 

-0.63 

-4.35 

OTC 

11.25 

4.75 

Emulex  Corp. 

5.75 

0.00 

0.00 

OTC 

24.00 

14.75 

Evans  &  Sutherland 

18.25 

0.00 

0.00 

OTC 

40.63 

13.38 

Exabyte  (H) 

39.13 

-0.63 

-1.57 

OTC 

27.25 

14.75 

Intelligent  Info.  Systems  (H) 

26.38 

-0.13 

-0.47 

OTC 

11.25 

4  00 

Iomega  Corp.  (H) 

11.00 

0.00 

0.00 

OTC 

32.50 

14.50 

IPL  Systems  Inc.  (H) 

30.50 

0.50 

1.67 

OTC 

24.50 

11.75 

Komag  Inc. 

14  88 

-3.63 

-19.59 

OTC 

11.50 

1.63 

Maxtor  Corp."  (H) 

11.50 

1.50 

15.00 

OTC 

18.00 

5.50 

Micropolis  Corp. 

10.75 

0.13 

1.18 

NYS 

98.75 

83.50 

3M  Corp 

91.00 

-2.75 

-2.93 

OTC 

10.75 

3.50 

Printronix  Inc. 

4.38 

0.13 

2.94 

NYS 

26.75 

11.25 

QMS  Inc. 

12.25 

-2.38 

-16.24 

OTC 

18.25 

8.88 

Quantum  Corp. 

17.25 

-0.38 

-2.13 

OTC 

12.25 

5.00 

Radius  Inc. 

10.75 

0.00 

0.00 

NYS 

12.75 

5.38 

Recognition  Equipment  (H) 

12.75 

1.75 

15.91 

OTC 

12.25 

5.38 

Rexon  Inc.  (H) 

12.00 

0.50 

4.35 

OTC 

19.88 

7.13 

Seagate  Technology" 

15.25 

0.75 

5.17 

NYS 

78.00 

29.38 

Storage  Technology" 

72.75 

0.25 

0.34 

NYS 

30.88 

16.00 

Tektronix  Inc. 

18.75 

0.13 

0.67 

OTC 

0.88 

0.16 

Televideo  Systems  (H) 

0.88 

0.25 

40.00 

NYS 

82.25 

51.50 

Xerox  Corp.  (H) 

79.13 

0.88 

1.12 

Services 

Up  1.78% 

OTC 

28.50 

16.25 

American  Mgmt.  Systems" 

21.75 

-1.50 

-6.45 

NYS 

5.38 

2.63 

Anacomp  Inc. 

4.88 

-0.13 

-2.50 

OTC 

19.00 

12.00 

Analysts  Int'l  (H) 

18.75 

0.63 

3.45 

NYS 

49.00 

29.50 

Auto  Data  Processing" 

44.25 

-1.38 

-3.01 

NYS 

28.38 

18.00 

Comdisco  Inc."  (L) 

18.88 

-0.25 

-1.31 

OTC 

14.50 

7.75 

Computer  Horizons 

11.75 

0.25 

2.17 

NYS 

84.88 

52.25 

Computer  Sciences"  (H) 

82  38 

0.88 

1.07 

NYS 

11.25 

7.00 

Computer  Task  Group 

10.00 

1  38 

15.94 

OTC 

22.75 

12.00 

Comshare  Inc. 

16.00 

-0.75 

-4  48 

OTC 

18.25 

7.75 

Corporate  Software  (H) 

18.25 

1.88 

11.45 

OTC 

26.25 

10.50 

Egghead  Discount  Software  (H) 

25.00 

-0.75 

-2.91 

NYS 

66.13 

39.25 

General  Motors  E  (EDS)" 

57.00 

0.25 

0.44 

OTC 

29.25 

8.88 

Intelligent  Electronics  (H) 

27.00 

-0.50 

-1.82 

OTC 

13.88 

2.13 

Merisel  (H) 

13.88 

1.63 

13.27 

OTC 

15.00 

5.75 

Microage  Inc. 

13.63 

-1.13 

-7.63 

OTC 

41.25 

19.50 

Paychex 

38  00 

0.00 

0.00 

NYS 

73.00 

43.25 

Policy  Management  Sys.  (H) 

68.50 

-3.25 

-4.53 

NYS 

41.38 

18.75 

Reynolds  and  Reynolds  (H) 

36.88 

-2  50 

-6.35 

OTC 

32.00 

21.25 

SEI  Corp. 

32.00 

1.50 

4.92 

OTC 

24.38 

15.75 

Shared  Medical  Systems  (H) 

21.13 

0.50 

2.42 

OTC 

24.25 

12.25 

Sungard  Data  Systems  (H) 

23.50 

0.50 

2.17 

NYS 

6.13 

1.13 

Ultimate  Corp. 

3.38 

0.63 

22.73 

Note:  Silicon  Graphics  and  Parametric  Tech,  both  completed  2-for-1  stock  splits. 

KEY:  (H)  =  New  annual  high  reached  in  period  (L)  =  New  annual  low  reached  in  week 
’  Companies  tracked  in  Computerworld  Stock  Index 
Copyright  Nordby  International,  Inc.,  Boulder,  Colo. 

This  information  is  obtained  from  sources  believed  to  be  reliable  but  cannot  be  guaran¬ 
teed  to  be  completely  accurate.  This  information  is  subject  to  change  without  notice 
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CEOs  cheer 
business  rise 


Wider  U.S.  piracy  probe  urged 


BY  GARY  H.  ANTHES 

CW  STAFF 


□nnnnnmvi 


XIXIXIX  xixixixix 


Yo  ho  ho 

Pirates  are  costing  software  vendors  plenty 

Estimated  U.S.  trade  losses  (in  millions) 

Priority  foreign  countries 
Taiwan  $290 

Poland  $100 

India  $63 


Philippines 

Thailand 


$25 

$25 


■  Chief  executive  officers  at 
technology  firms  surveyed  by 
the  Massachusetts  High 
Technology  Council,  Inc. 
gave  the  Bay  State  their  big¬ 
gest  thumbs-up  in  business  cli¬ 
mate  improvement  since  1987, 
according  to  an  annual  survey. 
The  report  showed  51%  of  the 
surveyed  executives  registering 

(improvement,  in  sharp  contrast 
with  8%  last  year  and  2%  in  ’90. 

■  ICL  PLC  and  its  majority 
owner,  Japanese  giant  Fujitsu 
Ltd.,  are  further  consolidating 
their  operations  in  three  key  re¬ 
gional  markets.  In  North  Amer¬ 
ica,  Fujitsu-ICL  Systems,  Inc.  — 
80%  owned  by  ICL  and  20%  by 
Fujitsu  —  will  combine  a  series 
of  ICL  retail  systems  with  Fujit¬ 
su’s  customer  services  organiza¬ 
tion.  Down  under  in  Oceania, 
Fujitsu  Australia  Ltd.,  owned  in 
inverse  proportion,  will  unite 
its  owners’  existing  regional  op¬ 
erations.  Meanwhile,  Fujitsu 
Systems  Business  —  Eu¬ 
rope,  a  wholly  owned  ICL  sub¬ 
sidiary,  will  sell  and  support  Fu¬ 
jitsu’s  M-series  computers  and 
VP  supercomputers. 

■  Milwaukee-based  Fiserv, 
Inc.,  purveyor  of  information 
systems  management  products 
and  services  to  financial  institu¬ 
tions,  is  poised  to  acquire  First 
American  Information  Ser¬ 
vices,  the  IS  division  of  St. 

Paul,  Minn. -based  Bremer  Fi¬ 
nancial  Corp.  and  its  19-bank 
client  base.  Fiserv  plans  to  form 
a  data  center  in  South  St.  Paul. 


WASHINGTON,  D.C.  —  A  co¬ 
alition  of  trade  groups  repre¬ 
senting  U.S.  producers  of  soft¬ 
ware  and  other  copyrightable 
items  last  week  petitioned  the 
U.S.  government  to  list  Taiwan, 
Poland  and  the  Philippines 
among  countries  where  flagrant 
piracy  continues  unabated. 

The  International  Intellectual 
Property  Alliance  (IIPA)  asked 
U.S.  Trade  Representative  Car¬ 
la  A.  Hills  to  add  the  countries  to 
the  list  of  “Priority  Foreign 
Countries.”  This  would  allow  the 
U.S.  to  subject  those  nations  to 
intense  pressure  in  order  to  end 
widespread  piracy  of  software, 
films,  books  and  sound  record¬ 
ings,  the  IIPA  said. 

“The  current  inadequate 
copyright  regimes  in  these  three 
countries  cause  particularly 
egregious  and  unacceptable 


BY  NELL  MARGOLIS 

CW  STAFF 


DALLAS  —  Analysts  who  re¬ 
cently  noted  that  Electronic 
Data  Systems  Corp.’s  biggest 
near-term  challenge  is  topping 
its  own  latest  record  got  another 
peg  on  which  to  hang  their  the¬ 
ory  last  week  as  the  General  Mo¬ 
tors  Corp.  division  and  outsourc¬ 
ing  giant  streaked  by  the  $7 


Priority  watch  list 
Germany  $721 

Italy  $237 

Korea  $  1 23 

Egypt  $14 

Source:  International  Intellectual  Property  Alliance 

losses  to  the  U.S.,”  the  IIPA 
said. 

The  group,  which  consists  of 
eight  trade  associations,  includ- 


billion  mark  in  1991  revenue. 

Annual  profit  climbed  13%  to 
$563  million;  adjusted  for  a 
change  in  accounting  proce¬ 
dures,  net  income  rose  10%  to 
$548  million. 

And  the  best  may  be  yet  to 
come,  noted  Kidder,  Peabody  & 
Co.  analyst  Terence  Quinn.  Giv¬ 
en  EDS’  contract  log  for  the  first 
45  days  of  the  current  year  —  a 
tally  that  includes  the  firm’s  10- 


Priority  watch  list  (continued) 
Australia,  Greece,  Turkey, 

United  Arab  Emirates  NA 

Watch  list 

China  $225 

Mexico  $  1 OO 

Brazil  $40 

Saudi  Arabia  $28 

Cyprus,  El  Salvador,  Guatemala, 
Commonwealth  of  Independent 
States,  Venezuela  NA 

Total  $1,991 

ing  the  Information  Technology 
Association  of  America,  the 
Business  Software  Alliance 
(BSA)  and  the  Computer  and 


year,  $800  million  outsourcing 
deal  with  Blue  Cross/Blue  Shield 
of  Massachusetts,  its  second- 
largest  commercial  outsourcing 
score  to  date  —  “The  company 
may  be  looking  at  its  best  new- 
business  year,”  Quinn  said. 

Significantly,  several  EDS  ex¬ 
ecutives  said,  1991  also  marked 
the  first  year  since  GM  acquired 
the  company  in  1984  that  EDS 
acquired  more  than  half  of  its  an¬ 
nual  revenue  beyond  its  parent’s 
purse.  Non-GM  business  ac¬ 
counted  for  53%  of  total  revenue 
for  the  year. 

Contribution  to  the  bottom 
line  came  from  a  particularly  di¬ 
verse  mix  of  activities,  including 


Business  Equipment  Manufac¬ 
turers  Association,  also  desig¬ 
nated  18  other  countries  as 
copyright  violators  that  should 
be  investigated  and  negotiated 
with.  The  IIPA  estimated  that 
the  countries  named  cost  U.S. 
software  firms  nearly  $2  billion 
annually  in  lost  trade  (see  chart). 

The  BSA  singled  out  Germa¬ 
ny  in  especially  sharp  criticism, 
saying  the  rampant  software  pi¬ 
racy  in  that  country  cost  soft¬ 
ware  publishers  $1.9  billion  in 
1990  —  $721  million  of  that 
borne  by  U.S.  companies. 

“There  is  absolutely  no  en¬ 
forcement  [in  Germany]  against 
individuals  and  companies  that 
make  and  use  copied  software,” 
BSA  managing  director  Robert 
Holleyman  said. 

Hills  has  until  April  30  to 
identify  countries  as  “Priority 
Foreign  Countries”  under  Sec¬ 
tion  301  of  the  Trade  Act  of 
1974.  If  after  a  six-month  period 
of  negotiations  the  offending 
practices  have  not  ended,  the 
U.S.  may  take  retaliatory  trade 
action  against  those  countries. 


the  following: 

•  A  10-year,  $2.1  billion  out¬ 
sourcing  contract  with  Conti¬ 
nental  Airline  Holdings,  Inc. 

•  A  10-year  outsourcing  deal 
with  National  Car  Rental  Sys¬ 
tems,  Inc. 

•  Medicaid  contracts  with  the 
states  of  Georgia  and  Indiana. 

•  A  five-year  contract  to  out¬ 
source  General  Electric  Co.’s 
desktop  operations. 

•  Expansion  in  Europe  through 
the  acquisition  of  British  sys¬ 
tems  integrator  SD/Scicon. 

•  Expansion  in  the  manufactur¬ 
ing  services  sector  through  ac¬ 
quisition  of  McDonnell  Douglas 
Systems  Integration  Co. 


EDS  revenue  passes  $7B, 
1 992  off  to  quick  start 


1  4l0  1  912  3  018  0  8 


By  the  end  of  this  week 
Computerworld  readers  will  have  spent 

over  $14  Billion  on 

Information  Technology  this  year  —  representing  nearly  half  of 

all  IT  spending  to  date  in  1992. 
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OVERVIEW 


OVERHEARD  AT  NEIW#RLD  '92 

"How  could  God  create  the  world  in  seven  days? 

He  didn't  have  an  embedded  base  of  computer  and  networking 
equipment  to  deal  with." 

—  Mark  Roy,  consultant,  network  operations,  John  Hancock 
Financial  Services 


The  first  ‘portable’?  I 

Pictured  above  is  the  TRADIC  computer,  the 
first  transistorized  electronic  “brain”  for 
automatic  bombing  and  navigation  designed  by  Bell 
Labs  engineers  and  introduced  in  1955.  The  machine 
could  perform  62,500  computations  per  second.  It 
took  only  l/20th  of  the  power  needed  by  vacuum  tube 
computers  to  operate.  That’s  less  power  than  a  100W 
bulb,  f 

►  Do  you  have  anecdotes  about  your  users,  your  boss  or  your  job?  Know  any  industry  trivia?  If  so,  please 
contact  Lory  Zottola  or  Jodie  Naze  at  (800)  343-6474.  If  we  use  your  ideas,  we’ll  send  you  a  gift. 

Sources:  Special  thanks  to  New  Woman  UK\  the  Computer  Museum,  Boston;  CHI  Research,  Inc. 


Onslaught 

and 

upward 

Every  business  day 
there  are  5,000  new 
scientific  research 
papers  published, 
1,000  new  patent 
documents  issued 
and  five  new  U.S. 
patents  for 
Hitachi  Ltd. 


From  our  reader  files:  Bugs 

“While  working  for  a  government  agency  as  a  programmer,  I 
used  an  old  IBM  1401  and  punch  cards.  All  of  a  sudden,  we  were 
getting  very  odd  results  and  calculations.  After  some 
investigation,  we  noticed  extra  holes  in  the  punch  cards.  Come  to 
find  out,  termites  had  chewed  through  the  cards,  causing  tf 
computers  to  give  us  weird  results.” 

—  Richard  Santarelli,  Norwood,  Mass, 


IS-pionage 

Retired  IBM  engineer  Stephen  Dunwell,  78,  helped  develop  a 
top-secret  IBM  computer  50  years  ago  that  decoded  intercepted 
radio  messages  for  the  U.S.  (luring  World  War  II.  The  machines 
were  essentially  hot-rodded  commercial  IBM  punch-card  machines 
with  special  relay  calculators.  Some  of  the  work  done  with  the 
computer: 

It  decoded  messages  sent  by  German  spies  about  U-boat  schedules. 

The  Allies  used  this  information  to  alter  shipping  routes 
at  the  last  minute. 

It  helped  find  out  that  Japanese  leaders 
approached  Russian  leader  Josef  Stalin 
with  a  peace  plan,  which  Stalin  rebuffed. 

•  It  also  helped  the  U.S.  learn  of  a  Japanese  plan  to  send  fake  radio 
messages  from  the  Aleutian  Islands  after  they  had  been  abandoned  in  an 
effort  to  forestall  an  invasion  by  U.S.  forces. 


Computer  Love  Connectio 


n 


Research  by  psychiatrist  Robert  Amstadter 
found  that  people  fall  for  their  PCs  because 
they  have  characteristics  that  are  difficult  to 
find  in  humans:  they're  available  2-1  hours 
a  day,  never  criticize  and  are  100%  loyal. 

PC  owners  can  jeopardize  their 
relationships  by  devoting  too  much 
time  to  their  PCs  and  neglecting 
their  partner. 


INSIDE  LINES 

Inside  outsourcing 

►  The  scuttlebutt  at  Chase  Manhattan  Bank  sug¬ 
gests  imminent  disclosure  of  new  insourcing  and  out¬ 
sourcing  wrinkles  in  the  bank’s  overall  IS  plan.  CIO 
Craig  Goldman  said  the  bank  “continuefs]  to  review 
outsourcing  and  insourcing  opportunities  throughout 
Chase  on  a  case-by-case  basis.”  However,  said  a  source 
close  to  the  bank,  “few  things  would  surprise  me 
less”  than  another  outsourcing  pact  between  Chase 
and  IBM  subsidiary  ISSC,  already  in  a  multiyear  out¬ 
sourcing  contract  with  the  bank’s  Chase  Manhattan 
Bank  of  Connecticut  subsidiary. 

Gone  but  not  forgotten 

►  After  Peter  Lange,  DG’s  head  of  corporate  com¬ 
munications,  quit  last  week,  the  company  laid  off  an 
undisclosed  number  of  people  in  several  departments. 
The  unannounced  layoff  was  not  “massive”  and  is  part 
of  “continuing  efforts  to  fine-tune  costs,”  a  spokes¬ 
man  said.  Lange’s  resignation  was  voluntary  and  unre¬ 
lated  to  the  layoff,  he  added.  No  successor  has  been 
named. 

On  the  road  to  Cairo 

►  It  now  appears  that  Microsoft  Windows  3.0,  Win¬ 
dows  3.1  and  Windows  NT  were  all  just  stepping- 
stones  on  the  road  to  Microsoft’s  portable  Windows 


version,  code-named  “Cairo.”  Last  week,  Bill  Gates 
said  Cairo  is  a  real  product  in  development  —  and  will 
be  out  in  “two  to  three  years.”  But  he  scoffed  at  the 
code  name  of  another  Microsoft  product  in  develop¬ 
ment,  a  front-end  database  product  reportedly  called 
“Cirrus.”  That  product,  he  said,  won’t  be  out  by  June, 
as  some  reports  had  claimed,  but  will  probably  surface 
by  year’s  end. 

Temporarily  disconnected 

►  AT&T  and  IBM  are  going  to  be  six  months  late 
delivering  the  promised  link  between  their  respective 
network  management  systems,  an  AT&T  spokesman 
confirmed.  The  link,  originally  slated  to  ship  by  the 
first  half  of  this  year,  is  now  scheduled  for  shipment 
by  the  second  half,  with  beta  testing  to  begin  in  the 
second  quarter,  he  added.  The  link  promises  to  let 
users  correlate  alerts  across  SNA  systems  managed  by 
IBM’s  NetView  and  multivendor  telecommunications 
devices  managed  by  AT&T’s  Accumaster  Integrator. 
However,  this  is  already  possible  using  the  existing 
link  between  Accumaster  and  System  Center’s 
Net/Master. 

Look  Mom,  no  hands! 

►  Apple  Chairman  John  Sculley  took  a  few  minutes 
at  a  technology  conference  last  week  to  give  an  ad¬ 
vance  look  at  an  upcoming  Macintosh  that  responds 
to  spoken  commands.  The  system  runs  on  an  Intel 
68040  chip  and  has  a  vocabulary  of  several  hundred 
words,  according  to  Apple’s  vice  president,  Roger 


Heinen.  Although  voice-recognition  machines  are  not 
new  —  companies  such  as  Dragon  Systems  in  Newton, 
Mass.,  have  shown  similar  systems  working  on  PCs 
—  Apple’s  commitment  could  be  an  important  boost 
for  the  speech-recognition  business.  Don’t  expect 
Apple’s  system  anytime  soon,  however  —  it  could  take 
years  to  hit  the  market. 

Go  west 

►  It  seems  that  with  the  closure  of  IBM’s  desktop 
software  unit,  the  company  isn’t  dead  set  against  stay¬ 
ing  true  blue,  so  to  speak.  Rumor  has  it  that  the  com¬ 
pany  is  contemplating  a  switch  to  a  new  word  proces¬ 
sor  companywide.  You  can  bet  it  won’t  be  from  any 
Redmond,  Wash.-based  firm,  either.  Orem,  Utah, 
sounds  much  more  realistic. 

Is  IBM  really  executing  its  ambitious  plan  to  convert 
the  company  into  a  federation  of  zippy  entrepreneu  r- 
ships?  It’s  happening,  says  one  highly  placed  source 
close  to  the  company  —  and  he  has  lots  of  supporting 
evidence.  Parking  lots,  that  is.  The  ranks  of  luxury 
cars  and  limos  that  used  to  pack  the  executive  visitors 
lot  in  Armonk  have  thinned  considerably,  the  source 
said.  “You  don  ’tcome  to  the  mountain  anymore,  ” he 
noted.“Much  more  of  the  important  action  is  taking 
place  out  in  the  regions.  ” News  Editor  Alan  Alper  is 
constantly  scouring  the  regions  for  news  tips.  Phone, 
fax  or  Compuserv  him  at  (800)  343-6474;  (508)  875- 
8931  or  76537,2413. 
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A  better  way  to  increase 
workgroup  productivity  is 
just  around  the  comer. 


Contact  a  VAR  near  you  for  the  Lotus  Notes*  solution  for  your  company 


ARIZONA 

Net-Span  Computer  Group,  Inc. 

602-249-4900 

Bryan  Keith  Vincent 

CALIFORNIA 

Alliance  Infonet/ValCom 

714-966-2500 

Irene  Kinoshita 

Automation  Partners 
International.  Inc. 

415-772-9000 
Richard  Hyatt 

CharterHouse  Software  Corporation 

818-879-2400 

Barry  Lederman 

Distributed  Systems  Solutions 
International  (DSSI) 

818-991-0200 
Ken  Norland 
Stew  Bloom 

Evernet  Systems,  Inc. 

213-649-5900 
Dennis  Passavoy 
Rick  Johnson 

Gateway  Group,  Inc. 

510-376-7174 
Steven  Israel 

Integrated  Systems  Group 

818-502-1414 

Rick  Lando 

International  Micronet  Systems 

415-399-1111 

Barre  Blackiston 

LANSYSTEMS  Inc. 

619-587-8000 
Victoria  Harkey 

Lynch,  Marks  &  Associates 

510-644-2821 

Peter  R.  Marks 

Magellan  Group  International,  Inc. 

213-551-5223 

Diana  Salazar 

Marathon  Systems 
415-362-0500 
Doug  Va  ughn 


PCS  Networks 
510-655-6500 
Richard  Vared 

Winson  Olson  &  Co. 

US  Connect 
714-549-5267 
Dale  Winson 

FLORIDA 

Hayes  Computer  Systems,  Inc. 

904-877-9390 

Danny  Hayes 

MicroAge 
407-679-7020 
Efren  Yero 

Monte  rey-Waldec 
813-882-9066 
Rick  Adamak 

GEORGIA 

Productivity  Software  Resources,  Inc. 

404-988-6865 

Tony  Broum 

ILLINOIS 

WORDLINK 
217-359-9378 
Greg  Pressma  n 

MASSACHUSETTS 

Corporate  Software 
617-821-4500 
Kevin  Broum 

CTG/Connolly  Data  Systems 

508-458-7630 

Patrick  Connolly 

MayFlower  Consulting 
617-270-9000 
Frank  Paolino 

Pilot  Executive  Software 

617-350-7035 

Carl  Gritzmaker 

Quality  Decision  Management  (QDM) 

508-688-8266 

Andrew  Jeffrey 

SandPoint  Corporation 
617-868-4442 
Mike  Kinkead 


Synetics 
617-245-9090 
Ron  Beck 

Wang  Informatics 
508-459-5000 
Peter  Waxman 

MICHIGAN 

The  L.E.A.D.  Group 
313-334-3800 
Manjit  Sandhu 

MINNESOTA 

Connect  Computer 
612-944-0181 
Mike  Thomas 

NEW  HAMPSHIRE 

Valinor 
603-668-1776 
Paul  Guamldi 

NEW  JERSEY 

Trellis 

609-987-0660 
William  Atwell 

VASCONDOR 
201-993-8786 
Jose  Uribe 

NEW  MEXICO 

Aquila  Technologies  Group 

505-828-9100 

Joseph  Lombardo 

NEW  YORK 

D.I.S.  Research  Ltd. 
212-719-9696 
David  Kubersky 

LANSYSTEMS  Inc. 
212-995-7788 
Ga  ry  Ha  wkins 
Raridi  Weiler 

MFJ  International 
212-995-2900 
Mark  Joh  nson 


Price  Waterhouse 
212-819-5000 
George  John 

NORTH  CAROLINA 

DILAN 

704-328-8551 
Robert  B.  Martin 

OHIO 

The  Future  Now 
513-771-7110 
David  Rippe 

iLAN 

614-436-7651 
Stuart  Skomra 

McHale  &  Associates,  Inc. 

US  Connect 
216-425-7470 
Tom  Batchelder 

OKLAHOMA 

MicroAge 
405-272-9655 
James  Pra  tt 

Southwest  Modern  Data  Systems, 

405-842-6710 

Da  ind  K  Giles 

SOUTH  CAROLINA 

The  Computer  Group 
US  Connect 
803-798-3424 
Joel  Wienbach 

TEXAS 

CompuServe  Systems  Integration 

214-869-3033 

Mark  Cuba  n 

Data  Aids,  Inc. 

713-956-7200 
Jack  Martin 

Management  Directions,  Inc. 

901-761-5429 

Lynn  Pleasants 

Multi-Net 
713-827-1445 
Tim  Marlin 


RE/AIMS 
214-368-7400 
John  McCrocklin 

Software  Spectrum 
214-840-6600 
Bill  Collins 

Vaughan/Caudle  Associates,  Inc. 

214-960-6841 

James  ft  Vaugha  n 

UTAH 

Business  Computer  Systems 
US  Connect 

801- 523-3972 
Ray  Taggart 

VERMONT 

Synectic  Systems,  Ltd. 

802- 348-7101 
Emilia  Seibold 

VIRGINIA 

IPC  Technologies 
804-285-9300 
Jeff  A  n  dre  ws 

Simpact 
703-758-0190 
Gary  Levine 

WASHINGTON 

SQL  Soft 
206-822-1287 
Janies  O'Farrell 

CANADA 

LGS  Group  Inc. 

418-653-6574 
Michele  Desau  teLs 

Linkage  Office 
Information  Solutions  Inc. 
416-862-7148 
Hea  ther  Black 

Rock  wood  Informatics 
613-567-4900 
Al  Carl 

Soma  Inc. 

416-365-7117 
Julie  Wells 


Inc. 


Each  of  the  VARs  listed  on  this  page  have  been  trained  and  certified  by  Lotus  Development  Corporation.  Call  the  one  nearest  you 
for  more  information.  They’re  ready  to  help  you  take  advantage  of  a  new  and  better  way  to  work  together.  Outside  North  America,  please  call 
or  fax  Lotus  Notes  International  Marketing:  Telephone:  INT+(44)  784  455445  Fax:  INT+(44)  784  469344. 

Lotus  Notes  Certified  VARs. 

(If  you’re  interested  in  becoming  a  Notes  certified  VAR  in  North  America,  please  call  1-800-343-5414,  Dept.  N571.) 
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Lotus 


The  most 
UNIX  RDBMS 
licenses 
worldwide. 


has  over  half  a  million 
installed  UNIX  licenses.  That’s  more  than 
Sybase.  ASK/Ingres.  Even  Oracle. 

Why  do  so  many  companies  rely  on 
Informix  software  to  manage  their  critical 
data? 

►  Expertise.  If  you’re  under  the  gun  to 
implement  data  management  solutions — 
start-to-finish — Informix  has  all  the  pieces 
you  need. 

•INFORMIX-OnLine  is  the  database 
server  of  choice  for  demonstrating  UNIX 
performance. 

•More  people  use  applications  built  with 
INFORMIX-4GL  than  any  other  UNIX 
DBMS  development  tool. 

•INFORMIX-SQF  was  recendy  voted  “#1 
DBMS  for  Multiple  Environments”  by 
readers  of  Government  Computer  News. 

•Informix  is  one  of  the  only  database 
companies  with  a  language  for  developing 
GUI  decision  support  applications. 

►  Investment  Protection.  Your  needs  are 
going  to  grow  and  change.  Technology  will 
continue  to  evolve.  That’s  why  Informix  is 
committed  to  future  transparent  migration. 
We  want  you  to  know  that  whatever  the 
source  of  change — new  technology  on  our 
part,  or  business  changes  on  yours — we’re 
protecting  your  investment. 

►  Partnership.  In  addition  to  the  many 
companies  who  use  Informix  to  develop  in- 
house  applications,  thousands  of  VARs  sell 
vertical  applications  they’ve  written  on 
Informix.  Dozens  of  computer  manufactur¬ 
ers  sell  Informix  as  a  key  component  of 
client/server  solutions.  And  systems  integra¬ 
tors  worldwide  use  Informix  products  to 
build  custom  applications  for  their  clients. 


►  Experience.  The  track  record  speaks  for 
itself.  We’ve  been  developing  DBMS  soft¬ 
ware  on  UNIX  for  UNIX  for  over  a  decade. 
In  fact,  Informix  was  selling  open  systems 
solutions  long  before  others  were  even 
thinking  about  it.  Today,  our  products  are 
helping  to  define  client/server  computing  in 
the  90s — and  beyond. 


►  The  Big  Picture.  If  you’re  even  thinking 
about  UNIX  for  data  management,  you 
should  be  talking  to  Informix. 

Call  us  toll  free:  1-800-688-IFMX. 


U  INFORMIX 


Information  management 
for  open  systems. 


All  company  names  and  logos  are  registered  trademarks  of  the  individual  companies. 


